











office specialties section 16 to 32 


. Re % tees uae : eet 


how office machine dealer plans for 
tomorrow RN alee 


ne Pee 
Ete ae 


have you filed form 1099 information 
returns? ei ee 34 


ee 


3 
os ae 
ae ae 


plan displays of stock items for profits. »,39 


ce a 
= 4 * + 
Pe 
Bs 





atmosphere comes to the office 43 


| 


big jobs publicized by window dispiays 45) 


os ee ee eee 


PET am 


JANUARY 1951 


28 ES cate SER 

















[t's WEBSTER’S / 


In carbon papers, ribbons, duplicating and other office supplies, Webster's line puts 
you well out in front of competition. It’s strong in quality, strong in variety, strong 
in attractive packaging. Webster's national advertising brings you new customers. . . 
and Webster's high quality brings them back for more. Whatever your customers 
want, you've got it in Webster’s profit line. 


lf your customers want... 


TREATED BACK 
CARBON PAPER 


WEBSTER’S SHURFLAT 
tops the field. For the very finest, sell 
MultiKopy. O. K. meets competition 
in the lower price range. Both carbons 
Stays flat in any climate, regardless of 
humidity or rapid temperature changes. 


DUPLICATING 
SUPPLIES 


SILK OR COTTON 
TYPEWRITER RIBBONS 


WEBSTER’S STAR BRAND 
and MULTIKOPY RIBBONS 
set the standard with a leader in every 
price range. Finest fabrics, smoothest 
inking. Clean-cut impressions, read- 

able as long as the paper lasts. 


WEBSTER'S LINE IS COMPLETE 
for both Spirit or Direct Process type 
and Gelatin or Indirect Process type. 
Materials are carefully matched, 
designed to turn out clean, clear copies. 


WEBSTER’S sales aids are at your service without 
charge. Folders, mailers, blotters and catalogs 


with your store name imprinted free 


‘ eye 


catching display S...Mewspaper mats are yours for 
the asking. Just write F. S$. Webster Company. 


F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 


New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1951, 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $6.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $7.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $9.00. 
Single copies, thirty-five cents in the U. S. and 
its territories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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Published on the first of every month by The Office Appliance Co., 600 West 
Jackson Boulevard, Chicago 6, Illinois. Cable address: Applico, Chicago, 


Telephone: DEaborn 2,3206. 


ESTABLISHED 1904: Succeeding and embodying American Stationer, New 
York, established 1873, the original trade journal serving the stationery field; 
Typewriter Trade Journal & Office Systems, New York, 1904; The Office, 
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personal letters all inquiries upon matters germane to 
the field, supplies names of manufacturers of any office 
article wanted, puts man and job together, furnishes 
lists of desirable agents and dealers in nearly every 
country, aids foreign dealers in securing U. S. A. 


lines, and 


service, 2%: without charge. Subscribers in every land 
have made, and are making, good use of this bureau 
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OFFICE APPLIANCES, 


These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 
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‘LASSIFICATIONS 


For the benefit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
business office are represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 
to communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter 
without obligation. 


Accounting Systems Equipment 


ideal Systet Company, The 
Adding Machine Parts 
Ames Supply Con any 


Shipman-Ward Mfg. Company 
Adding Machines 
Allen, R. C., Business Mchs., Inc 


Barrett Add. Mel Div 

Clary Multiplier Corp 

Odhner Sales, Inc 

Precisa Distribut Ine. 
Remington Rar 1m 

Smith, L. ¢ & Corona Typws 


Underwood Corp 
Victor Adding Machine Co 
Adding Machines, Rebuilt & Used 
Shipman-Ward Mfg. Company 
Ad¢ressing Machines 
Master Addresser Co. 
Weber Addressing Machine Co 
Adhesives 
(See Ink Adhesives, etc.) 
Arch & Clipboard Files 
ox, George & Co 
Globe-Wernicke Co., The 
Hardboard Fabricators, Ine 
Hedges Manufacturing Co, 
Rockwell-Barnes Ca, 
Service Prod. Div, Woodall 
Shaw-Walker Co 
Stempel Mfg. Co 
Yawman & Erbe Co, 
Arm Rests 
Stempel Mfg. Co 
Ash Trays & Stands 
La Salle Products Co. 
Nestler-Fields Mfg. Co., Inc. 
Valeo Compar 
Wells Chair Corporation 
Bank Supplies 
Downey, C. L., & Co 
Exline, William, Inc 
Guardsman Safe Co 
Stempel Mfg. Co 
Bankers, Notecases 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Victor Safe & Equipment Co. 
Billing Machines 
Remington Rand, Ine 
Underwood Cort 
Binders, Catalog & Periodical 
Acco Products, Inc 
Aigner, G. J., Company 
Master Products Mfg. Co 
Sheppard, C. E., Co 
Wilson Jones Co 
Binders, Permanent Storage 
Bankers Box Co 
Wilson Jones Co 
Biackboards 
Fox, George E Ce 
Service Prod. Div. Woodall 
Stempel Mfg. Co 
Blankbooks 
Ideal System Company, The 
Rockwell-Barnes Co 
Sheppard, C. E., Co 
Wilson Jones Co 
Blue Print & Plan File Cabinets 
All-Steel Equipment, Inc. 
Anderson-Hickey Co., Inc 
Art Metal Construction Co. 
Art Steel Sales Corp 
Berger Mfg. Div. Republic 
Browne-Morse Co 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co 
Invincible Metal Furn. Co 
Peerless Steel Equipment Co. 
Scott-Rice Company 
Shaw-Walker Co 
Yawman & Erbe ( 
Bond Boxes 
(See Cash Boxes 


Bookcases 
All-Steel Equipment Co 
Berger Mfg. Div. Republic 
Browne-Morse (<« 
Corry-Jamestown Mfg. Co 
Security Steel Equipment Co. 
Weis Mfg. Co 

Bookkeeping Machines 
Underwood Corp 

Box Letter Files 
Amberg File & Index Co 
Art Steel Sales Cort 
Cole Steel Equipment Co 
Globe-Wernicke Co., The 
Hedges Mfg. Company 
Rockwell-Barnes Co 
Weis Mfg. Co 


Brief & Zipper Cases 
Chicago Saddlery Co. 
Built to Order Office Furniture 
Watson Mfg. Co., Ine. 
Bulletin Boards 
Davenport, A. C., & Son, Inc 
Business Forms 
Aigner, G. J., Company 
Exline, William, Ine. 
Ideal System Company, The 
Caleulating Devices 
Consolidated Business Systems 
Shipman-Ward Mfg. Co. 
Victor Safe & Equipment Co 
Calculating Machines 
Allen, R. C., Business Mchs., Inc 
Barrett Add, Machine Div. 
Clary Multiplier Corp. 
Odhner Sales Ine. 
Precisa Distributors, Inc 
Smith, L. C., & Corona Tws 
Victor Adding Machine Co. 
Caleulating Machines, Used 
Caloulator Equipment Corp. 
Shipman-Ward Mfg. Company 


Calendar Pads & Stands 
Fox, Geo, E., & Co. 
Carbon Papers 
(See Ribbons & Carbons) 
Card Index Boxes & Trays 
All-Steel Equipment, Inc. 
Amberg File & Index Co. 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Cole Steel Equipment Co 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Co. 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Guide System & Supply Co. 
Hedges Mfg. Company 
Home-O-Nize Company, The 
imperial Methods Co. 
Invincible Metal Furniture Co. 
Metal Office Furniture Co. 
Parker Steel Products, Ine. 
Rockwell-Barnes Co. 
Shaw-Walker Co. 
Weis Mfg. Company 
Yawman & Erbe Mfg. Company 
Cards, Business 
Wiggins, J. B., Co. 


Cash Boxes 
Art Steel Sales Corp. 
Central Can Co., Ine. 
Cole Steel Equipment Co. 
General Fireproofing Co. 
Giobe-Wernicke Co., The 
Guide System & Supply Co 
Peerless Steel Equipment Co. 
Rockwell-Barnes Co. 

Cash Register Parts 
Int'l Cash Register Parts Co. 


Casters, Caster Bearings, Slides 
Bassick Div. Stewart-Warner 
Colson Corporation, The 
Darnell Corp., Ltd. 

Master Mfg. Co. 

Chair trons 
Bassick Div. Stewart-Warner 
Collier-Keyworth Company 
Seng Co., The 

Chair Mats 
Fox, Geo. E., & Co. 
Hardboard Fabricators, Inc 
Service Prod. Div. Woodall 
Stempel Mfg. Co. 

Chairs, Folding 
Krueger Metal Products 
Lyon Metal Products, Inc. 
Royal Metal Mfg. Co. 

Wells Chair Corporation 

Chairs, Office 
Aluminum Seating Corp. 
Barcalo Mfg. Company 
Bright Chair Co. 

Cramer Posture Chair Co. 
Domore Chair Co. 

Fritz-Cross Co, 

General Fireproofing Co. 

Grand Rapids Leather Furn. Co 
Gunlocke, W. H., Chair Co. 
Harter Corp. 

High Point Bend. & Chair Co. 
Imperial Leather Furniture Co. 
Jasper Chair Co. 

Jasper Seating Co, 

Johnson Chair Co. 

Marble, B. L., Chair Co. 
Metal Office Furniture Co. 
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Seerbo, Frank, & Sons, Inv 
Shaw-Walker Co, 

Stanley Mfg. Co. 

Sturgis Posture Chair Co. 
Taylor Chair Co. 

Upholstery Leather Group, The 
Wells Chair Corporation 

Chairs, Posture 
Aluminum Seating Corp. 
Bright Chair Co, 

Cramer Posture Chair Co. 
lbomore Chair Co, 

Vritz-Cross Co. 

General Fireproofing Co. 
Gunlocke, W. H., Chair Co. 
Hamilton Mfg. Corp. 

Harter Corp. 

High Point Bend. & Chair Co. 
Imperial Leather Furniture Co 
Jasper Chair Co, 

Johnson Chair Co. 

King Posture Chair Co. 
Marble, B. L., Chair Co. 
Metalstand Company 

Royal Metal Mfg. Co. 

Sturgis Posture Chair Co, 
Taylor Chair Co. 

Wells Chair Corp. 

Chairs, Tablet Arm 
Jasper Chair Co, 

Wells Chair Corp. 

Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 

Checkwriters & Signers 
Hall-Welter Company 


Clipboards 
(See Arch & Clipboard Files) 
Clocks 


Cincinnati Time Recorder Co. 
Coin Bags, Trays, Wrappers 

Downey, C. L., & Co, 

Exiine, William, Inc. 


Coin Sorter 
King Koin Sorter Company 
Copyholders 
Acco Products, Inc. 
Adkins & Kuschel Company 
Bankers Box Co. 
Copy Right Mfg. Corp. 
Hall-Welter Company 
Rite-Line Corp. 


Correspondence Trays 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Corry-Jamestown Mfg. Corp. 
Doro Mfg. Co, 
Fox, Geo. E., & Co, 
General Fireproofing Co 
Globe-Wernicke Co., The 
Hedges Manufacturing Co. 
Imperial Methods Co. 
Maso Steel Products 
Metalstand Co., Inc. 
Peerless Steel Equipment Co. 
Security Steel Equipment Co 
Sengbusch Self-Cl. Inkstand Co. 
Service Prod. Div. Woodall 
Shaw-Walker Co, 
Stempel Mfg. Company 
Valco Company 
Weis Mfg. Co, 
Wells Chair Corp. 
Yawman & Erbe Mfg. Co. 
Costumers 
Globe-Wernicke Co., The 
La Salle Products Co. 
McLeod Furniture Company 
Peerless Steel Equipment Co. 
Security Steel Equipment Co. 
Valco Company 
Wells Chair Corp. 
Covers, Loose Leaf 
Ellingsworth Mfg. Co. 
Cushions & Pads, Chair 
Fox, Geo. E., & Co. 
Perfect Rubber Seat. Cushion Co. 
Cuspidors 
Lawson, F. H., Co., The 
Dating Stamps 
American Numbering Machine Co. 
Bates Mfg. Co. 
Consolidated Stamp Mfg. Co. 
Force, William A., Co. 
Fulton Marking Equipment Co. 
Desk Bumpers 
Fox, Geo. E., & Co. 
Desk Lamps 
Flexo Int'l Corp. 
General Lamps Co. 
Midwest Naturlite Co. 
Wells Chair Corporation 


Desk Name Plates 
Acme Products Co 
Foree, William A., & Co 
Plastic & Wood Products Co. 
Desk Pads and Tops 
Fox, George E., & Co, 
Wilson Jones Co. 
Desk Pen & Ink Sets 
Sengbusch Self-Cl. Inkstand 
Desk Side Files 
Amberg File & Index Co. 
Cole Steel Equipment Co. 
Yawman & Erbe Mfg. Co. 
Desk Trays 
(See Correspondence Trays) 
Desk Work Distributors 
Advanco Prod. Div. Adv. 8. B. 
Fox, Geo. E., & Co, 
Globe-Wernicke Co., The 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co. 
Wilson Jones Co. 
esks 


Alma Desk Company 
Art Metal Construction Co. 
Bentson Mfg. Co., The 
Browne- Morse Co. 
Cardinal Sales, Inc. 
Corry-Jamestown Mfg. Corp. 
Federal Equipment Co. 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Imperial Desk Company 
Invincible Metal Furn. Co. 
Jasper Desk Co. 
Jasper Office Furniture Co. 
McLeod Furniture Company 
Metal Office Furniture Co. 
Myrtle Desk Company 
Peerless Steel Equipment Co. 
Royal Metal Mfg. Co, 
Scerbo, Frank, & Sons, Inc. 
Security Steel Equipment Corp. 
Shaw-Walker Co. 
Victor Safe & Equipment Co. 
Wells Chair Corporation 
Worden Company, The 
Yawman & Erbe Mfg. Co. 
Diaries 
(Bee Memo Books) 
Dietating Machines 
Miles Reproducer Co., Ine. 
Dictating Machines, Used 
American Dictating Machine Co. 
Shipman-Ward Mfg. Company 
Drafting instruments & Equipment 
C-Thru Ruler Co. 

Cardinell Products 
Duplicating Machi and Suppli 
Adkins & Kuschel Company 
American Stencil Mfg. Co. 

Ames Supply Co. 
Buckeye Ribbon & Carbon Co. 
Codo Mfg. Corp. 
Colonial Carbon Co. 
Harding, Milo, Co. 
Hart Mfg. Co. 
Heyer Corp., The 
Ink Specialties Co., The 
Manifold Supplies Co. 
Mid-Continent Sales Co. 
Mittag & Volger, Inc. 
Multistamp Company 
Old Town Ribbon & Carbon Co. 
Peerless-Imperial Co., Inc. 
Queen Ribbon & Carbon Co. 
Rex-O-Graph, Ine. 
Smith, L. C., & Corona Typws. 
Speed-O-Print Corp. 
Technygraph Co., The 
Victor Safe & Equipment Co. 
Wolber Dupl. & Supply Co. 
Wright Dupl. Div. Hart 
Duplicating Stencil Files 
Atlas Stencil Files Co. 
Mim-E-O Stencil Files Co. 
Envelopes 
Globe-Wernicke Co., The 
Northern States Envelope Co. 
Quality Park Envelope Co. 
Smead Mfg. Co 
Wilson Jones Co. 
Envelopes, Plastic 
Aigner, G. J., Company 
Markilo Company 
Erasers, Rubber 
Ames Supply Co. 
Roberts, Weldon, Rubber Co. 
Expense Books 
Beach Publishing Co 
Melton Publishing Company 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 
(Continued on page 6) 
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File Boxes, Fibre 
Bankers Box Co 
Globe-Wernicke Co., The 
Guide System & Supply Co. 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co., The 
Shaw-Walker Co. 
Victor Safe & Equipment Co 

Filing Cabinets, Metal 
Advanco Prod. Div. A.S8.B 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republi 
Brown-Morse Co., The 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guardsman Safe Co. 
Invincible Metal Furn. Co. 
Keystone Steel Equip. Co 
Metal Office Furniture Co 
Parker Steel Products, Inc 
Peerless Steel Equipment Co 
Remington Rand, Ince. 
Rockwell-Barnes Co 
Security Steel Equipment Corp 
Shaw-Walker Co. 
Victor Safe & Equipment Co 


Watson Manufacturing Company, In 


Weis Mfg. Co. 

Yawman & Erbe Mfg. Co 
Filing Cabinets, Wood 
Globe-Wernicke Co,. The 
Imperial Methods Company 
Weis Mfg. Co. 

Wells Chair Corporation 
Filing Supplies 

Acco Products, Inc 

Advanco Prod. Div. A.S.B 
Aigner, G. J., Company 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp. 
Barkley, C. L., & Co 
Browne-Morse Co. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Imperial Methods Co. 

Metal Office Furniture Co. 
Northern States Envelope 
Oxford Filing Supply Co. 
Parker Steel Products 
Quality Park Envelop Co 
Rockwell-Barnes Co. 
Security Steel Equipment Corp 
Shaw-Walker Co 

Smead Mfg. Company, The 
Victor Safe & Equipment (« 
Warshaw Mfg. Co. 

Weis Mfg. Co. 

Yawman & Erbe Mfg. Co 
Finger Pads 

Speed Products Co 


Fountain Pens 


Esterbrook Pen Co., The 


Gummed Cloth Rings 


Reyburn Mfg. Co., Ine. 


Gummed Tape (Pressure Sensitive) 


& Appl. Machines 
Tapex Corp. 


Gummed Tape & Sealing Machines 


Reyburn Mfg. Co., Inc 
Tape, Incorporated 

Index Card Signals 

(See Signals, Index Card 


index Tabs 


Aigner, G. J., Company 
Amberg File & Index Co 
Barkley, C. L., & Co. 
Globe-Wernicke Co., The 
Graff, George B., Co. 
Guide System & Supply Co 
Markilo Company 

Master Products Mfg. Co 
Reyburn Mfg. Co., In 
Shaw-Walker Co. 
Sheppard, C. E., Co. 
Speed Products Co., Inc 
Victor Safe & Equipment © 
Warshaw Mfg. Co., In 


inks, Adhesives, ete. 


Colonial Carbon Co. 
Ink Specialties Company 


Inkstands 


Sengbusch Self-Cl. Inkstand Co 


Labels 


Imperial Methods Co. 
Oxford Filing Supply Co 
Reyburn Mfg. Company, Inc 
Warshaw Mfg. Co., Inc 
Weis Mfg. Co. 


Ladders, Library, Store & Vauit 


Cotterman, I. D. 


Leather Goods 


Chicago Saddlery Co 


Letter Trays 
(See Correspondence Trays) 
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Library Equipment 





All-Steel Equipme: Ir 
Browne-Morse ( 
Corry-Jamestown Mfg. Cort 
Lockers & Storage Cabinets 
All-Stee Equipment, Inc 
Anderson-Hickey Company, In 
\ Metal Constr ion Co 
Berger Mfg. D Republic 
| MA M € Co 
mestown Mf Cort 
( W ke ( T 
I Met Furn. ¢ 
I St Eq ( 
Metal Prod I 
Ste I I 
Se Ste Eq Cor 
| W ker ( 
Yawman & Erbe Mfg. ¢ 
Loose Leaf Books & Devices 
Ace Loose Leaf Binder ( 
\ a 2, * 
\ Fr & I x ¢ 
ideal S m Cor The 
Ss ( I Compar 
s 





Ww mn Jones C 


Loose Leaf Metals 
Ir toa » { rporat 
Sheppard, C. I ( 


Wilson Jones Co 
Loose Leaf Ring Binders 
Free Hand Binder ¢ 
Loose Leaf Sheet Covers, Plastic 
; J ( 


Aigner, ( mpar 


Mart Compal 
Wilson Jones Comr 
Mail Distributors 
Advar Prod. D A.S.B 
Globe-Wernicke ( rhe 
Victor Safe & Equipme r 
Map Files 
Scott-Rice (¢ 
Map Tacks 
Graft G ree B ( 
Maps, Globes, ete 
\ r n Map ¢ 
Marking Devices 
Cor te Stamp Mfg ( 


For William A., & ( 
Matched Office Suites 


Scer k, & Sons. Ir 
Standard Furnitu ( 

Mechanics & Repairmen Available 
Somumnes 1 Instit 

Memorandum Books 
Rockw Barnes ( 


Wilson Jones ( 
Memorandum Devices 


Bates Mfg. ¢ 
Mending Tape 

Rey rn Mfg. { I 
Metal Badges, Checks, Tokens 

D n Stenci Work 
Moisteners 

Sengt Seif -¢ Inkstand (¢ 
Numbering Machines 

Amer, Numbering Machine ¢ 

Bates Mfg. ¢ 

Conso ated Stamp Mfg. Cx 

Force Wi al \ Company 


Stewart, R. A & Company 
Office Partitions & Railings 
Globe-Wernicke (¢ The 
Watson Mfg. ¢ Ir 
Office Printing Outfits 

\ 


Force Willian & 
Fulton Marking Equipment ¢ 
Pads, Figuring 
Ww I jones ( 
Paper 
Rockwe sarne { 
Paper Clamps 
4 Products, I: 
\ r Per Sharpener ( 
I rook Pen ( The 
H ( How Pen ( 
Paper Clips 
Cook H { Company The 
Oakville Company D Scovill 
Pittsburgl t Wi ( 





Vail Mfg. Co. 


Paper Fasteners & Washers 
Oakville Compar Div Scovil 


Paper Fastening Machines 





Ace Fastener Cort 
Arrow Fastener C« Inc 
Automa Pencil Sharpener ( 
Bates Mfg. Co 
Markw Mfg. Compar 
Speed Products Co., Ir 
\ Safe & I i ( 
Paste 
See Inks, Adhes 
Pen Refills 


Fisher Pen Cx 
Pen & Ink Sets 
Esterbrook Pen ( The 
Pencil Sharpeners 
Automati Penci Sharpener C< 
Hunt, ¢ Howard, Pen Company 
Pencils, Mechanical 


Esterbrook Pen ( Tt 
Pens 

Fisher Pen Company 

Sengbusch Self-« Inkstand ¢ 








Pens, Steel 
Esterbrook Pen Co., The 
Hunt, C. Howard, Pen Co 
Photo Mailers 
Pierce 
Pins & Pin Containers 
Oakville Company Div. Scovill 
Vail Mfg. Co 
Platens, Typewriter, etc. 
Ame Supply Company 
Shipman-Ward Mfg. C< 
Posting Trays & Stands 
Intasco Corporation 
Presentation Covers 
Amberg File & Index Co 
Ellingsworth Mfg. Co 
Price & Sign Markers 


Consolidated Stamp Mfg. ¢ 

Force William A., & Co 

Fulton Marking Equipment (« 

Stewart R A., & Company 
Punches 

Acco Products, Inc 


Bates Mfg. Co 
Globe-Wernicke Company, The 


Hoggson & Pettis Mfg. Co., The 


Master Products Mfg. Co 
Wilson Jones Co. 

Ribbons and Carbons 
Amer. Carbon Paper Mfg. ( 
American Stencil Mfg. Co 
Ames Supply Co 
Buckeye Ribbon & Carbon 
Cameron Mfg. Co 
Codo Mfg. Co 
Columbia Rib, & Carb. Mfg. Co 
Little, A. P., In 
Manifold Supplies Co. 
Mittag & Volger, Inc. 
Old Town Ribbon & Carbon Co 
Peerless-Imperial Co., In 
Phillips Process Co., Inc 
Queen Ribbon & Carbon ( 
Regal Typewriter Co, 
Remington Rand, luc 
Royal Typewriter Co 
Shipman-Ward Mfg. Company) 
Storms, H. M., Co. 
Underwood Corp 
S. Type Ribbon Mfg. C 
Webster, f Ss cc 


Write, Inc 
Rubber Bands 

Roberts, Weldon, Rubber (« 
Rubber Stamp & Plate Mig. Mchs 
American Evatype Corporatior 


Rubber Type 
Consolidated Stamp Mfg. ‘ 
Force Wm. A. Company 
Stewart, R. A., & Co 

Rulers, Transparent 
C-Thru Ruler Co. 

Safes, Office 
Art Metal Construction ( 
Brush-Punnett Company 
Cole Steel Equipment Cx 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guardsman Safe Company 
Herring-Hall-Marvin Safe Cx 
invincible Metal Furn. Co 
Meilink Steel Safe Cx 
Mosler Safe Company 
Protectall Safe Corp 
Remington Rand, Inc. 
Schwab Safe Company 
Shaw-Walker Company 
Valentine Safe & Lock Works 
Victor Safe & Equipment ( 





Sand Urns 
Lawson, I H Company, The 
Valco Company 

Scrapbooks 


Globe-Wernicke Co., The 
Weis Mfg. Co. 
Wilson Jones Co 
Shelving 
All-Steel Equipment, In 
Bankers Box Co 
Berger Mfg. Div. Republic 
Srowne-Morse Co. 
Corry-Jamestown Mfg. Corp 
Equipto Div. Aurora 
Lyon Metal Proaucts, Inc 
Neubauer Mfg. Co 
Signals, Index Card 
Cook, H. C., Co., The 
Graff, George B., Co, 
Victor Safe & Equipment Cx 
Signs, Changeable Letter 
Davenport, A. C., & Son, Inc 
Signs & Name Pilates 
Decalcomania) 
Meyercord Company, The 
Smoking Stands, Office 
La Salle Products Co. 
Nestler-Fields Mfg. Co., In 
Valco Company 
Wells Chair Corporation 
Sorting Devices 
Amberg File & Index Co 
Yawman & Erbe Mfg. Co 
Spindle Files 
Wells Chair Corporation 
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Stamp Pads 
Bates Mfg. Co 
Consolidated Stamp Mfg. Co 
Force, William A., & Co. 
Fulton Marking Equipment Co 
Phillips Process Co., Inc. 
Stewart, R. A., & Co 
Stamps, Rubber 
(See Rubber Stamps) 
Stands for Office Machines 
All-Steel Equipment, Inc 
Ames Supply Co 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Doro Mfg. Co 
General Fireproofing Co 
Harter Corp 
Maso Steel Products 
Meilink Steel Safe Co 
Metalstand Company 
Midwest Metal Mfg. Co 
Security Steel Equipment Co 
Shipman-Ward Mfg. Co 
Wells Chair Corporation 
Staple Extractors 
Ace Fastener Corp 
Markwell Mfg. Conmipany 
Staples and Stapling Machines 
Ace Fastener Corp 
Arrow Fastener Co., Inc 
Bates Mfg. Co 
Fastener Corporation, The 
Markwell Mfg. Company 
Speed Products Co., Inc 
Vail Mfg. Company 
Wells Chair Corporation 
Stationery Racks 
Mim-E-O Stencil Files Ce 
Stencils, Brass 
Dayton Stencil Works 
Stenographers’ Notebooks 
Rockwell-Barnes Co 
Stools 
Harter Corp 
Wells Chair Corporation 
Storage & Transfer Cases 
All-Steel Equipment, Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bankers Box Company 
Barkley, C. L., & Co 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Browne-Morse Co. 
Cardinal Sales, Inc 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Herring-Hall-Marvin Safe Co 
Imperial Methods Co 
Invincible Metal Furn, Co. 
Metal Office Furniture Co 
Oxford Filing Supply Co 
Parker Steel Products, Inc. 
Peerless Steel Equipment Co 
Pronto File Corp 
Rockwell-Barnes Co 
Security Steel Equipment Corp 
Shaw-Walker Co. 
Weis Mfg. Co. 
Yawman & Erbe Mfg. Co. 
Store Fixtures & Equipment 
All-Steel Equipment, Inc 
Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Protectall Safe Co 
Victor Safe & Equipment Co. 
Tables 
Art Metal Construction Co 
Browne-Morse Co. 
Cardinal Sales, In 
Corry-Jamestown Mfg. Corp. 
Doro Mfg. Co. 
Federal Equipment Co 
Globe-Wernicke Co., The 
Jasper Table Co., Inc 
Lyon Metal Products, Inc. 
Maso Steel Products 
Peerless Steel Equipment Co 
Security Steel Equipment Corp 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Wells Chair Corporation 
Yawman & Erbe Mfg. Co. 
Tables, Folding 
Midwest Folding Products 
Tabulating & Statistic Machines 
Remington Rand, Inc 
Tags 
Reyburn Mfg. Co., Ine 
Tax Records & Forms 
Ace Loose Leaf Bindery Co 
Melton Publishing Company 
Telephone Accessories 
Bates Mfg. Co. 
Victor Safe & Equipment Co 
Thumb Tacks 
Graff, George B., Co 
Oakville Company, Div. Scovill 
Vail Mfg. Company 
Ticket Holders 
Aigner, G. J., Company 
(Continued bottom page 7) 
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WANTS AN 





) TOR SALE 


The rate for classified advertisements is twelve cents a word, minimum 
charge $2.40, payable with order. Add six words if box address is used. 


SITUATIONS WANTED 


MECHANICS & REPAIRMEN WANTED 








POSITION TO TRAVEL SOUTHERN States: Fla., Ga., etc; 
am familiar thoroughly with all office supplies, office furni- 
ture and steel equipment, files, lockers, and court house and 
bank installations, safes and filing systems. Have traveled, 
managed, retail salesman, and owned my own business, am 
fifty years of age and worked with outside salesmen. If in- 
terested, can give substantial references and interview. Box 
A-85, care Office Appliances, Chicago 6. 





SALESMAN WITH EXCELLENT RECORD calling upon deal- 
ers in Northwest is available for new connection. Available 
to start January 2. Formerly sold writing materials. In- 





terested in any line to be sold to commercial stationers. Home 
in Minneapolis. Top references. Address A-86, care Office 
Appliances, Chicago 6 

AGGRESSIVE SALESMAN desires to represent manufac- 
turer of supplies or equipment in Texas and Louisiana. Well 
acquainted with dealers and jobbers in the territory. Proven 


sales ability Box A-87, care Office Appliances, Chicago 6. 
TYPEWRITER MECHANIC with sixteen years’ experience, 
have serviced other Office Equipment. Write Typewriter 
Mechanic, 3004 West Eleventh, Little Rock, Arkansas. 


AGGRESSIVE YOUNG MAN (30), single, not subject to draft 
desires connection with stationery firm in California. Four 
years experience store management, purchasing, merchandis- 
ing, etc. Recently employed. Consider traveling for whole- 
sale or retail firm. Box A-88, care Office Appliances, Chi- 
cago 6 


MANAGER-BUYER, many years experience, age 45, knows 











every angle of Stationery Industry. Presently employed, 
available soon, seeking worthwhile opportunity. Write Box 
A-89, care of Office Appliances, 100 E. 42nd Street, New York 
[te te = 








EXECUTIVES WANTED 





STORE MANAGER WANTED: Experienced man as store 
manager-purchasing agent for office equipment, supply and 
gift store. Volume $130,000.00. NE Michigan. Send complete 
data. Box BY-88, care Office Appliances, Chicago 6. 








SALESMEN WANTED 


WANTED OUTSIDE SALESMAN experienced in office equip- 
ment, visible records, and office supplies for Northern Cali- 
fornia. Permanent position. A splendid opportunity to grow 
with young and aggressive firm. All in the heart of the 
Pheasant, Duck Hunting and fishing area. Send qualifica- 
tions, references and snapshot to Al Topaz, P.O. Box 973, 
Chico, California 

WANTED EXPERIENCED TYPEWRITER SALESMAN for 
city territory. Have very unusual opportunity for two men 
with typewriter sales experience. Earning potential in the 
$5000 to $6000 class. H. L. Barnhardt, Underwood Corpora- 
tion, 1335 Spring Street, N.W., Atlanta, Georgia. 


TYPEWRITER-ADDING MACHINE SALESMAN Wanted to 
represent Underwood Sales Agent in a small growing city 
in Northern California. Protected territory; commission 
basis. A chance to grow with a young and aggressive firm. 
Send qualifications, references and snapshot to Al Topaz, 
P.O. Box $73, Chico, California. 


WANTED SALESMAN with both inside and outside selling 
experience in office supplies and equipment. Now enlarging 
office supply business. Must be capable of taking complete 
charge of all buying and management of the office supplies 
department. Box N-35, care Office Appliances, Chicago 6. 




















SPECIAL NOTICE 


AS OF DECEMBER 9, 1950 I am no longer connected with 
THE OFFICE SUPPLY CO of Weirton, W. Va. either as a 
stockholder or an officer. E. W. Haller, President of Wheel- 
ing Office Supply Co. 





COMBINATION SERVICE MAN, Typewriters and Adding 
Machines with sales ability. Steady employment on liberal 
basis. Muncie Typewriter Exchange, Muncie, Indiana. 
HAVE UNUSUAL OPPORTUNITIES FOR TYPEWRITER, 
Adding Machine and Accounting Machine Service Men. Good 
pay, pleasant living conditions, excellent climate and addi- 
tional mechanical training will be given to men who qualify. 
Write giving full information concerning yourself, your ex- 
periences and if possible a small photograph. H. L. Barn- 
hardt, Underwood Corporation, 1335 Spring Street N.W., 
Atlanta, Ga. 


WANTED: Two top mechanics, good habits, for office ma- 
chine business. Good pay. Excellent working conditions. 
Permanent position. Must furnish good references. Box N-36, 
care Office Appliances, Chicago 6. 


WANTED TYPEWRITER MECHANICS—Adding Machine 
Mechanics—Calculating Mechanics—Ediphone or Dictaphone 
Mechanics—Time Clock and Time Stamp Mechanics Inside 
or Outside Work. Young Office Machines Co., 170 N. La 
Salle St., Chicago 1, Illinois. 


ADDING MACHINE AND TYPEWRITER mechanic with 
some sales ability. Steady employment. Good proposition 
for right man. Salary and bonus. Write complete informa- 
Fe So nriee Office Equipment Co., 122 E. 2nd, Sedalia, 
a ssourl. 


WE HAVE AN OPENING for:a service man that can serve 
the R. C. Allen Line of machines. This would include adders, 
Typewriters and Calculators. Some work on other makes. 
We pay way above average going wage. Box N-37, care 
Office Appliances, Chicago 6. 


WANTED MAN TRAINED on Underwood Electric and Stand- 
ard Typewriters to take charge of shop on salary and bonus 
basis. Only experienced men need apply. Splendid opportun- 
ity for right man. Send qualifications, references and snap- 
shot to Al Topaz, P.O. Box $73, Chico, California. 
OPPORTUNITY FOR TYPEWRITER, ADDING machine me- 
chanic in pleasant Colorado city. Shop environment ideal. 
Give _ particulars. Box N-38, care Office Appliances, Chi- 
cago 6. 





























SALES REPRESENTATIVE AVAILABLE 


SALEMAN 25 Years’ Experience traveling lowa, Nebraska, 
Kansas, Missouri, Oklahoma—desires one more major non- 
ony a line. Address Box A-90, care Office Appliances, Chi- 
cago 


EXPERIENCED MANUFACTURERS’ REPRESENTATIVE 
interested in office furniture or accessory lines for northern 
Illinois exclusive of Chicago. Well acquainted with all deal- 
ers and their principal accounts in area. Excellent sales rec- 
oe and frees. Address A-91, care Office Appliances, 
Chicago 6. 


MANUFACTURERS AGENT, established following among 
office furniture dealers in New York Metropolitan area over 
twenty-five years, desires line of desks, chairs or files. Ex- 
cellent references. Box A-92, care Office Appliances, 100 
E. 42d St., New York 17. 


Do you want profitable and intelligent representation in 
metropolitan New York? We can my you volume sales if 
you have product of merit. Our sales office is 12 years old. 
We call on wholesale stationers, dealers and stores. No 
gadgets, please. Box A-93, care Office Appliances, 100 E. 
42d St.. New York 17. 


SALESMAN CONSIDERING CANADIAN representation of 
United States filing supply manufacturer on exclusive basis 
will have capacity for another major line or two to be sold 
to dealers. ell acquainted with market. Prepared to do 
first-class sales job throughout the Dominion or eastern 
half. Address A-94, care Office Appliances, Chicago 6 


WANTS AND FOR SALE, Continued on Page 8 























Typewriter Covers 
Shipman-Ward . Mfg. Co. 
Typewriter Cushion Bases & Knobs 


(Continued from page 6) 
Time Clocks and Recorders 


yo ggg pg Rogge ee = American Hair & Felt Co. 
cere, , . on Ames Supply Co. 
Tool & Instrument Racks Fox, George E., & Co. 


Peerless Steel Equipment Co 

Shipman-Ward Mfg. Co. 
Typewriter Cushion Keys 

Ames Supply Co. 

Peerless Imperial Co., Inc. 

Shipman-Ward Mfg. Co. 

Speed Key Corp. 

Speed Products Co., Ine. 
Typewriter Parts & Tools 

Ames Supply Company 

Shipman-Ward Mfg. Company 

Western Patent Accessories Co. 
Typewriter Tables 

(See Stands for Office Machines) 
Typewriters, Mirs. of 

Alien, R. C., Business Machines 


Hobby Hill 
Trimming Boards 
Amer. Photo Laboratories 


Type, Typewriter 
Ames Supply Company 
Shipman-Ward Mfg. Ce 


Typewriter Cleaning Material 
Ames Supply Co 
Cardinell Products 
Clarotype Co., In The 
Mittag & Volger, Inc 
Norta Distributing Company 
Regal Typewriter Co 
Shipman-Ward Mfg. Co. 
Webster, F. 8., Co 
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Visible Systems Equipment 
Aigner, G. J., Company 
Smith, L. C., & Corona Typws. Art Metal Construction Co 
Underwood Corp. Globe-Wernicke Co., The 

Typewriter, Rebuilt & Used Remington Rand, Ine. 

Regal Typewriter Co. Shaw-Walker Co. . 

Reliable Typw. & Add. Machine Corp. Victor Safe & Equipment Co 

Shipman-Ward Mfg. Co. Wilson Jones Co. , 
Yawman & Erbe Mfg. Co 

Upholstered Furniture Visible Systems Equipment, Used 
Barcalo Mfg. Co. 


Nathan's 
Bright Chair Co. Waste Baskets 
Cardinal Sales, Inc. 


Art Steel Sales Corp. 
Grand Rapids Leather Furn. Co. 


Cole Steel Equipment Co. 
Imperial Leather Furniture Co. Corry-Jamestown Mfg. Corp. 
Royal Metal Mfg. Co. 


Fox, Geo. E., & Co. 
Scerbo, Frank, & Sons, Inc. General Fireproofing Co. 
Stanley Mfg. Co. 


Globe-Wernicke Co., The 
Wells Chair Corporation 


Lawson, F. H., Company, The 
Upholstery Materials Security Steel Equipment Co. 
Masland Duraleather Co. 


Shaw-Walker Co. 
Upholstery Leather Group, The 


Remington Rand, Inc. 
Royal Typewriters Co. 


Wells Chair Corporation 


7 


i 




















WANTS AND FOR SALE, Continued from Page 7 























ADDING MACHINE PARTS, TYPE, ETC. 














Continued 


SALES REPREENTATIVES AV AILABLE, 








A PROSPEROUS 1951 Ww ITH “ME 

as your Sales Representativ or Regional Sales Manager, 
covering New York, New Se rsey and New England Re- 
spected for Mature, Seasoned and Strong Sales Ability. Main- 
tain own private office Now handling popular Master 
Addresser Line and need another good one f you want 
orders and not “Weather Reports” see me. Harry A. Schwarz, 
23 West 60th Street, New York N. 3 

SALESMAN, age 45, with both re l nd wholesale experi 
ence. Wants major line where kn edge of Stationery in 
dustry will prove of value. Write Box A-95, care of Office 


Appliances, 100 East 42nd St., New York it, Ne 3 





territory 





MANUFACTURERS AGENT WANTS L, INES for the 
Louisiana, Mississippi, Alabama and rthern Florida, mak- 
ing headquarters in New Orlean Box A-96, care Office Ap- 
pliances, Chicago 6. 

JOBBER ITEMS WANTED: Smaller office supply items and 


supplies wanted to distribute th the Print-O-Mati« 
machines and supplies in Minnesota, Dakotas and surround- 
ing territory. Donald F. Rossin C 123 So. 5th St., Minne- 
apolis 15, Minn. 


MANUFACTURERS REPRESENTATIVE 


2 





‘AL L, ING 


ON OF- 
FICE EQUIPMENT DEALERS with two top lines, desires 
additional line, steel or wood, for Ohio, Micl Ind., Ky., 
Ww Mal — Penn. Reply Box A ire Office Appliances, 
Chicago 6. 


SALES RE PRESENTATIVES w ANTED 











PRINTING JOBBERS MAKE BIG “MONEY 

YOU SET THE PRICES. Complete line. No prices printed on 
samples. Hydeman Printing, Piqua, Ohi 

SALES REPRESENTATIVE WANTED: Manufacturer of top 
quality aluminum office chairs |} pening for following 
territory: Illinois including Chicago Michigar Ohio and 
Indiana; Kentucky and W. Va. Write stating age, past and 
present connections Box N-39 re Office Appliances, Chi- 
cago 6. 





AGENT, now contacting retail 
ilers, ete., var 


MANUFACTURERS 
cial stationers, business machine De 


commer- 
ous open 














territories. Supplement present lines by representing manu- 
facturer nationally known office de. ‘ Box N-40, care Office 
Appliances, Chicago 6. 

RETAIL Bt SINE SS Pi ‘OR SAL E 
OLD ESTABLISHED OFFICE Supply and Eq pment Store 


in South Florida: 


Around 400 active cecounts on books and 
nice cash business. i 


Owner sell all or half orporation 





Takes about $15,000.00 handle Rox N-4 ure Office Appli 
ances, Chicago 6. 
IF YOU HAVE $2,000 and want an off equipment and ma- 
































chines business of your own with a good new chine fran 
chise in good town in Oklahoma write Box N-42, care Office 
Appliances, Chicago 6. 

ESTABLISHED 3 YEARS—TYPEWRITER, Adding, Calcu- 
lating, Cash Register — hines and Offic supplies business 
in good Georgia town ith pop lation « 25000. Will sell 
for inventory cost. Sox N-42 ire Offi ypliances, Chi- 
cago 6. 

PARTNER W ANTED an 

OFFICE AND SCHOOL 'PPLY Company doing $80,000.00 
gross annually. Nag a ety of 75,000 population Would 
consider selling part interest to an exper tenet man. Full 
details on request Box N-43, care Office Appliances, Chi- 
cago 6 

PARTNERSHIP WANTED in profitable Office Mac hine busi- 
ness by experienced party. Eastern U.S. Box N-44, care Office 


Appliances, Chicago 6 





ETAIL 



































WANTED TO BUY R BUSINESS 
WANTED TO BUY Office Supply Business, Midwest or South- 
west. Maximum investment $40,000. Prefer small to medium 
sized city. Box N-45, care Office Appliances, Chicago 6 

LISTS 
WILL SELL CHEAP list of 5M commercial itioners and 
office appliance dealers. Also list upp. 5M typewriter and 
adding machine dealers. Names not duplicated. The Kraus 
Co., 48-02 3rd St., Woodside, N. ¥Y 

PATENT RIGHTS FOR SALE 

FOR SALE: GERMAN PATENT RIGHTS for novel, smart 
office appliance desk item. New, best seller on mass produc 
tion basis. Write Box N-46, care Off Applian es, Chicago 6 




















FOUNTAIN PEN RE PAIRING 

WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk 
Pens, Pencils, etc. Repaired at standard prices—time now 
averages 5 to 21 davs and improving We especially fea- 
ture “CONKLIN.” SWAN, WATERMAN, WAHL, PARKER 
WELTY, SHEAFFER, MOORE, etc., but can repair all other 
makes. We feature Gold Pen Points and Repairing. Mail 
all makes to ONE place for better service ASK ABOUT 
NEW WELTY PENS, $1.50 to $10 LIST. Weltv Pen and 
Repair Co. (Est. 1904). 38 So. State St., Chicago 3 








Calculating 
specific 
Oakland, 


LARGE STOCKS of new 
Machine Parts available. 
parts upon request. I. A 


and used Adding and 
Quotations furnished on 
Dehn, Jr., 1643 101st Ave., 











Calif. 

FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and 
Calculating Machines, Comptometers, Electromatic Type- 


and sold. Chicago 


Chicago 8. 

-FISHER Book- 
calculators 
(Inc.), 93 S 


and fanfold machines, bought 


Appliance Co., 1930 West 21st St., 
BURROUGHS, MOON HOPKINS, ELLIOTT 
keeping Machines, Comptometers, all makes 
bought and sold Dorrell Office Machines Co 

11th, Minneapolis, Minn wi 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, 
Accounting Machines, and everything in the office 


writers, 
Office 








Remington 
machinery 





line. State model, serial number and we will quote highest 
cash prices. International Office Appliances, Inc., 29-31 East 
22d St., New York 10, N. Y. 

WANTEI Rough Adding Machines and Calculators. Give 
make, model. serial, capacity, etc. Adding Machine 


Ford 
New York 7, N. Y 


Sundstrand bookkeeping machines, Mod- 


48 Warren St.. 
WANTED TO BUY 


Service, 





els A and C. Give complete model number, serial, size car- 
riage and whether front feed or back feed International 
Office Appliances, Inc. 29-31 East 22d St., New York 10 





WANTED—AIl makes calculators and adding machines 





State make, model, serial number and adding capacity. In- 
ternational Office Appliances, Inc., 29-31 East 22d St., New 
York 10 Y 

ONE (1) BURROUGHS ACCOUNTING MACHINE Style 


241700, Eight Column, One Register, 1 CX. Purchased by 





owner July 30, 1948 for $3,388, used only 18 months and 
practically new. Box N-47, care Office Appliances, Chicago 6 
WANTEI Burroughs or N.C.R. Bookkeeping and Billing 


Comptometers, Adding Machines, etc., 
AMER 
Broadway, New 


Calculators, 
any style. Quote complete description and best price. 
ICAN BUSINESSS MACHINES, Ince., 573 
York 12, N 

ELLIOTT-FISHER 
machines all office 
Crowley Company, 906 


Machines, 





machines, adding 
and sold. Ww J 
Milwaukee 2, Wis 


machines, calculating 
equipment bought 
}-908 N. Water St., 


WANTED TO BUY: Late Elliott-Fisher 








model bookkeeping 


and billing machines Must be over 250,000 serial number 
Accounting Machine Service Co., 605 W Washington St 
Chicago 6 





BURROUGHS PRODUCTS our specialty, get our 
prices for calculators, bookkeepers, billers 
4. L. Steen, 547 So. Dearborn, Chicago 5, I1l 


AND SUNDSTRAND machines 

Friden, Marchant, Monroe Calculators, 
Flectromatic typewriters. Adding machines and all office ma- 
chines bought and sold, rented, rebuilt. Teeter-Warsh Co 
849 N. 3rd St., Milwaukee 3, Wis 


BURROUGHS BOOKKEEPING MACHINES All 
Bought and Sold. Give serial number and model in 
for quotation susiness Equipment Co., 160 W. Lz 
troit 26 
BURROUGHS ACCOIlI 
Dearborn Equipment 
Chicago 6 
ADDRESSOGRAPHS WANTED- 
700. Also, 3400 and 3700 for C 
ment Co., 160 W. Larned, 


WANTED-BU 
all makes -* 
Advise serial 
CHINES INC 


higher cash 
comptometers 





ELLIOTT FISHE! 
tometers, Burroughs, 


Comp- 





Models 
request 
irned, De- 





INTING MACHINES 
Company, Ine., 301 


and Sold 
Lake Street 


sought 
West 





CLASS 1900 H-3 300 and 
or EE plates. Business Equip- 
Detroit 26, Mich. 


TROUGHS or N. C. R. Bookkeeping machines, 
calculators, comptometers, adding machines. 
‘umber, model features etc. OFFICE MA- 
619 Pine Street, St. Louis 1, Missouri. 


USED SAFES FOR SALE 
ITIONED SAFES, insulated cabinets, 
safes, all types, makes and sizes in stock, with 
or without underwriters’ labels. Refinished, guaranteed like 
new Interior drawers, shelves to your sketch. Big savings 
over new safes. We have served dealers for the past 19 
vears. Send us your inquiries for immediate quotations and 
agerations Empire Safe Co., 245 Canal St., New York 13, 
N.Y 








RECONI 
chests, wall 


vault doors, 





WANTED TO BUY: USI 
& Butterfield, 305-307 


=D ELECTRIC MULTIGRAPH. Smith 
Main Street, Evansville 2, Indiana. 





WANTED—ALL 
National Cash Registers 


TYPES of Bookkeeping Machines, Kardexes, 
2000 and 3000 class. PAN-AMERI- 








CAN, 1225 So. Olive St.. Los Angeles 15, California. 
KARDEX, ACME, all makes used and visible filing equip- 
ment. Thousands of reconditioned cabinets, panels, books, 
always on hand. Special service and prices to dealers for 
purchase or sale. Get our quotations. Chas. S. Nathan, Inc 
548 Broadway, New York 12, N. 

VISIBLE. EQUIPMENT bought, sold and exchanged. We 
specialize in rebuilt Kardex, Acme and International Visibl« 


Factograph cabinets, as well as other makes. Write and tell 


us what Visible Equipment you need or have for sale. Spe 
cial prices to dealers. Heineman Office Equipment Co., Dept 
OA, 4 N. 8th St., St. Louis 1, Mo. 





VISIBLE FILING EQUIPMENT 
OLDEST ESTABLISHED dealer specializing in rebuilt Kar- 
dex, Acme, Postindex, etc. We offer full cooperation to the 
dealer on sales and purchase. Write us in full confidence 
that our twenty years of experience gives us the know how 
you require. Commercial Card System Co., 135 Grand Street, 
New York 13, N. Y. 
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PATENTS 


Copies of patents shown here can be 
obtained from the Commissioner of 
Patents, Washington, D. C., for 25 
cents each in cash, postofiice money 
orders or certified check. Stamps 
and personal checks not accep’ 

Copies of design patents are ten 

cents each. 





Granted October 31, 1950 

2,527,588. Tape Applier and Dispenser. Stanley E 
Sorenson, Oswego, Ores 

2,527,620. Paper Trimming Device. Steven L. Cal- 
gary, New York, N. Y 

2,527,678. Compressor for Filing Devices. James R. 
Jones, Lakewood, and Oscar J. Larson, Jamestown, 
N = o eeaignors to Art Metal Construction Co., James- 
tow 


4 
2, "307, 764. Typewriter Paper Guide. Vernon D. Reid, 
Ww ke, La, 


2,527,859. Paper Feeding and Guiding Mechanism 
for Typewriters. John C. Veltman and William O 
Michelson, St. Louis, Mo., assignors to The Emerson 
Electric Mfg. Co., St. Louis, Mo. 

2,527,990. Carriage Shifting Mechanism. Herman 


Gang, Livingston, N. J assignor to Monroe Caleu 
lating Machine Company, Orange, N. J. 
2,528,010. Caleulater. Victor O. Lothman, Evanston, 


2,528,135. Filing Device Maurice O. Goldsmith, 
ies uy Mass 
2,528, 149. Adding Machine. Richard A. Kraft, 
Delmar, N. 

2,528,327. Fountain Pen. Marlin S. Baker, Janes- 
ville oe assignor to The Parker Pen Co., Janes 
ille, Wi 

2,528, 328, Clutch Mechanism for Mechanical Pencils. 
Marlin 8S. Baker, Janesville, and Robert W. Randolph, 
Milton, ee assignors to The Parker Pen Co., Janes- 
vil wi 

428, 38. Lumber Pencil. Walter W. Moru, Knor- 

viii Ten 

2,528, 390. Writing Inks. Galen H. Sayler, Janes- 
ville, Wis., assignor to The Parker Pen Co., Janes- 
ville, Wis. No Drawing 

2,528,420. Sheet Feeding Device. Fred M. Carroll 
and John H. Bakelaar, Binghamton, N. Y., assignors 
o International Business Machines Corp., New York, 
N. ¥,. 
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2,528,444. Staple Feed Mechanism for Fastener 
Applying implements. Herbert W. Marano, Brooklyn, 
Y., assignor to Wilson-Jones Co., Chicago, Il. 


Granted November 7, 1950 
9p ebae Aas. Filing Device. Joseph Chenouard, Paris, 

Yrance. 

2,528,709. Eraser. Horace H. Raymond and Samuel 
0. Raymond, Berlin, Conn., assignors to Raymond 
Engineering Laboratory, Inc., Middletown, Conn. 

528,839. Mechanical Pencil. John H. Mason, 


Brooklyn, N. Y. 

2.528, 666. Loose-Leaf Binder Device. James C 
Dawson, Jr., Kirkwood, Mo., assignor to Loose Leaf 
Metals Co., St. Louis, Mo. 

2,528,910. Snap-On Drawer Lock. William A. Poe, 
Muskegon, Mich., assignor to Browne-Morse Co., 
Musser, Mich. 

! ink Applying instrument. Bernard J 
Swanson, Fort Wayne, Ind. 
2,528,990. Copyhelder, Frank C. Atwood, Long 


. Calif. 
2,529,037. Projectabie and Retractabie ee Im- 
plement. Stephen Arnold Marples, Parkstone, Eng- 
land, assignor to R. M. Marples and Son, Ltd.; Park- 


. and, 
2,529,156. Lettering Pen. Earle G. Henry, Wil 
mette, Ml. 
Granted November 14, 1950 
2.529,497. he cod File Fastener. Prank L. Innacelli, 


Ked Bank, J. 

2, 4 W Dabicintns Atpshnent for Typewriters. 
Wiiliam A. Gooch, Istrouma, 

— bined Pen ‘aan R nee Holder. John 
4 + piamend Hill, N. 

2. ‘one Yieldable Connector a the Back Rest of 
Chairs. Martin Fox, Chicago, Ill., assignor to The 
Seng Co., tion of Illinois 


corporat 

2,528,702. Folding Card File. Ross D. Miller, Den- 
ver, Colo 

.529,926. Visible index. Wililam A. Downs, 
Hempstead. N. Y. 

2,529,987. Card index Tray and Bottom Stop There- 
for. Carl F. Wolters, New Canaan. Conn., assignor to 
Remington Rand Inc., Buffalo, N. 

iN. Desk Pad Structure. Arthur Cohn, New 
ro 

2,530,149. Gateatatine Goshine. Edwin F. Britten, 
Jr., Short a, = . J., assignor to Monroe Calculating 
Machine Co., Ora ane. N, 

2,530,152. Stapling Machine. Dorsey D. Corwin, 


Kansas City, Mo $ 
2,530,191. Oaleulating Apparatus. André Philippe 
Clouez, Paris, France. 
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der. 
‘o illustration. 
ulletin Sheet 


turin Chicago, 
ning 118. Clip for P 
Devise, Gibson City, Iil., 


it 
ese Yabulating Means. Herman Gang. 
v aeslgnor to Monroe Calculating Ma- 


Granted November 21, 1950 
5.009.508. Goonett Stamp. Sammy G. Collins, Okla- 


f, Roller for Duplicating Ma- 
x 


son, Arlington, on ascigner, 


Kk, to Ditto, Inc., Chicago, 
2,530,423. Calculating Board. Casimir yO Dear- 


Moisture Control Device for Duplicating 
Ronald Ford, Birmingham, England. 
2,530,566. Filing Device. Floyd H. Clark, ~:~" 

ton, and Bengt M. Hager and Oscar J. rson, 

te oe to Art Metal Construction Co., 


ior Lead Holder Pencil. Charles 


tier, co 
“inking .— for Typewriters. Robert H. 


Howard L. Johnson, Los 
Holder and Support. Cal- 


, Rankin, Ill, assignor to C. Howard 
i 


Camden, N 
2, Multiple Holder Writing Instrument and 
method ot Making Same. hols, Moores- 


‘2.831, 078. Piston for Fountain Pens. Bernt Nilsen, 


Colombia. 
2,531 - * Caleulating Machine. Joseph A. V. Turck. 
, assignor to Felt & Tarrant Manufac- 


ens and Pencils. Wilbur Arthur 
eon of % to George Wal- 


Edgar B. Nic 


DESIGN PATENTS 


Mg Gerald K. Geerlings, New 
assignor So Domingo, Rand, Inc., New 


"Grant 
Fountain Pen | oe or Similar Article. Leo 
Bronx, 


“harles Sabel, Scarsdale, 


N. Yr assignors to Fie Bail Pen Corp., New York, 
Mu. gran 1, 1950. 
i Peneil, = gen, and Flashlight 





klyn, Y. "No illustration. 








Weiss, 
Granted Moet 81, 195 


160,983. 
Wild, West_ Hartford, 
Brush Co., =e 


160,964. Com 
Wild, West Hartford, 





ination Eraser and Brush. Edward 
Con: assignor to The Fuller 
Conn. Granted Nov, 21, 1950, 


Eraser and Brush. Bdward 


Conn., assignor to The Fuller 
Hartford, Conn. Granted Nov, 21, 1950 
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Service Bureau 


Unique 


EFORE FURTHER reference to 

contents which make OFFICE 
APPLIANCES unique we turn aside 
to consider the SERVICE BU- 
REAU, a feature we venture to 
observe, with nothing alike or 
similar elsewhere and which by 
the variety of its functions, has 
helped to make OFFICE APPLIANCES 
not only a representative of but 
also a part of the industry it 
helped to co-ordinate. 

Forty or 50 years ago the occa- 
sional request for information of 
some utility or for the name of a 
manufacturer made to a trade pa- 
per was published under appropri- 
ate head, apparently for two rea- 
sons; one, to get the information 
if not in their files, the other, to 
indicate the usefulness of the pub- 
lication. 

“Along the Trail” section in the 
July issue referred to an an- 
nouncement of the “Office Equip- 
ment Manufacturers Directory, 
Code Book and Gazetteer” in the 
January, 1908, issue. Forms filled 
by the manufacturers were flow- 
ing in when the death of the 
founder of the journal necessi- 
tated postponement of publication 
of this “source book” of the indus- 
try. The information accumulated 
became the foundation of the jour- 
nal’s Service Bureau, to which has 
been added through the succeed- 
ing 42 years, similar information, 
making the “Bureau” an impor- 
tant factor in the journal’s part 
in extending the boundary lines, 
geographically and voluminously, 
of the office equipment industry 

The range of the Bureau service 
is extensive. On the first page of 
the alphabetical index of adver- 
tisements is a standing notice of 
its functions, in many of which it 
has won high commendation for 
results of its undertakings. All in- 
quiries received by mail are 
promptly acknowledged with the 
desired information. 

If “info” files, O.A. Buyers In- 
dex, bookcases, book shelves and 
staff member’s mental card in- 
dexes be uninformative and mail 
and telephone ferrets put into ac- 
tion without result, in such case 
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Being a review of some 
events at the start and- 
in the progress of the 
OFFICE EQUIPMENT 
INDUSTRY 


and its trade journal 


OFFICE APPLIANCES 


we can only express regrets, which 
seldom happens. 


Putting Man and Job Together 


The Bureau function to receive 
first call to service was putting 
man and job together. And down 
through the years there has been 
no experience in the day’s work 
more satisfying. 

The function has its rootage in 
the enterprise of George Patter- 
son, the journal’s founder. In his 
calls upon typewriter dealers 
across the country for two or three 
years before starting his publi- 
cation, he was frequently told of 
need for a salesman or repairman. 
In those years experienced men in 
the field of the typewriter and 
other office machines were few. 
Having extensive acquaintance in 
the trade he was many times able 
to “put man and job together.” 
Through his four years with the 
journal he answered that frequent 
call. For the 40 years since his 
passing, more frequent calls have 
been answered by his successors. 
Very many more, due to the ex- 
pansion of the industry. Out of 
the contacts made came appoint- 
ments for general managers, sales 
managers, advertising managers, 
department managers, traveling 
salesmen, field and store salesmen, 
factory superintendents and re- 
pair men. 

Of two appointments, contact 
for one made by Mr. Patterson, 
contact for the other, 27 years 
later, made by one of his suc- 
cessors, the starting point of each 








was general manager: both ad- 
vanced to the presidency of their 
respective companies, which are 
among the topmost manufactur- 
ers of the industry. Both held 
their high offices until joining the 
ever increasing group of “Passed 
Away.” 

These two appointments red- 
lectered in the records of the serv- 
ice Bureau are made outstanding 
by the records of the appointees. 

Two other appointments are 
red-lettered in the records for 
much different reasons. For the 
inspiring spirit of the employers 
who shifted their field organiza- 
tions to MAKE an opening for 
men in sore need of employment— 
one employer being president of a 
leading office machine company; 
the other, general sales manager 
of an outstanding systems com- 
pany. 

In industries of all kinds are 
men of that sort. But one in the 
office equipment industry, in place 
to observe the relations between 
management and general person- 
nel, is likely to consider himself 
fortunate in his choice of voca- 
tion. 

“Man and job” calls were so fre- 
quent and results generally so sat- 
isfactory that two office machine 
manufacturers who had consid- 
ered the matter arranged an ap- 
pointment and there suggested 
that OFrFIcE APPLIANCES establish 
an employment agency for de- 
partment managers and salesmen 
of the office equipment industry. 
The suggestion was an appreciated 
compliment but the idea entailed 
responsibilities the publishers were 
disinclined to assume. 


The “Latch String” 


Greeting callers from near and 
far is and from the beginning has 
been one of the two most pleasant 
experiences “Along the _ Trail.” 
Calls by neighbors, by friends 
across the country, by Canadian 
neighbors, by Mexican neighbors, 
by friends farther to the south 
and -by friends and strangers 
across the seas. 

Turning the pages of treasured 
Guest Books in which all “out of 
town” visitors have affixed their 
signatures affords pleasant recol- 
lections. With the signatures 40 
countries are represented, colonies 
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of several countries considered 


separately. 

For most of the calls from other 
countries the Service Bureau is 
the chief objective. Likewise for 
the calls of many “home folks.” 
But the majority of service calls 
come under postage, U.S. and for- 
eign. Under the former from every 
state and territory of the union. 


Before the “New Deal” brought 
the new world its remarkable “four 
freedoms’—and,—well, some com- 
plications of foreign and domestic 
trading conditions, the Service 
Bureau frequently became a trad- 
ing center for many overseas vis- 
itors. There manufacturers or 
their representatives were re- 
ceived, many important transac- 
tions resulting, making many red- 
letter days on our calendar. 

One particularly pleasant event 
was the meeting of two unac- 
quainted Englishmen who had 
“booked in” only one day apart. 
One from South Africa, the other 
from Australia. Both outstanding 
members of the office equipment 
industry, alert to current events 
of its several trades and keenly 
interested in the many agencies 
by which the industry was being 
advanced. From them we learned 
much about conditions of the in- 


We Correct an Error 


In the article “And It Came to 
Pass,” page 15, December issue, is 
reference to a letter received from 
a young man in the south in 1896. 
That date is an error. The year 
was 1906. The content of the letter 
indicates an interesting coincident 
— similarity of impression — be- 
tween writer and recipient. 


The young man in the south was 
a typewriter salesman with enter- 
prise, initiative and industry plus. 
The recipient in the north was also 
a typewriter salesman with enter- 
prise, initiative and industry plus. 
Unacquainted and alike, “on their 
own,” both perceived “the new 
star” in the business firmament at 
the turn of the century. (See Along 
the Trail, December issue.) Both 
sensed the effect of the new mech- 
anisms in the wake of the type- 
writer, the effect of the many new 
utilities affording convenience, 
economy and facility to office op- 
eration, and of the new systems 
for account and record keeping, 
upon the methods and customs 
of office administration. Both 
young men heard opportunity 
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dustry and general business prac- 
tice in the two countries, at that 
period. 

The visit of another Australian 
industry member was a special 
Bureau event. His stay in Chicago 
happened to be the week when the 
Republican. National Committee 
struggled in day and evening ses- 
sions to choose a candidate for the 
presidency. The visitor was quite 
interested in the situation. On 
Friday he mentioned his intention 
to leave for the east on Sunday 
and made in jest some observation 
about the “next U.S.A. president.” 


Inquiry by staff member, TAK- 
ING BIG CHANCE, “Would you 
care to see the convention in ses- 
sion and perhaps be present when 
the nomination is made?” He 
would, very much. 

Next morning, early, staff mem- 
ber took him to the hotel where 
a relative, with his state group, 
was in caucus. Introduction. Friend 
from Australia should be given 
chance to see the great Republi- 
can machine in operation. Reply, 
“So he shall.” Admittance certain 
but permanent seat doubtful. 
Nomination expected today. Build- 
ing crowded. On our way to con- 
vention at once. And to a certain 


door. Doorman greets old friend. 


Abide 


“knocking at the gate.” And re- 
sponded. The young typewriter 
man in the south considered the 
situation from the viewpoint of 
supplier to user: the great variety 
and number of utilities required to 
completely outfit offices of various 
types of business. 


From his reflection, impressed 
with the high standard and im- 
portance of such business and by 
such contacts opportunity for gen- 
uine service, determined it should 
be his career. And in 1900 with 
several years typewriter experi- 
ence and limited capital he un- 
furled his banner “OFFICE OUT- 
FITTER,” which undulates to this 
day and under which, by the 
magic of “genuine service,” limited 
capital has expanded to cover op- 
erations for an annual business 
of two or more million dollars. 


The young typewriter salesman 
in the north perceived the same 
“star” but considered the situation 
from the viewpoints of inventor, 
manufacturer, distributor and ad- 
vantages to accrue to the user. He 
visioned the many detached trades 
engaged in supplying office ma- 
chines, office furniture and the 
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Situation explained. Doorman re- 
sponsive. “Gentlemen may enter. 
Take any vacant seat. Ticket 
holder will probably appear. Just 
express regret and take another 
vacancy and maybe —” 

Friend receives our good wishes 
for journey home and _ enters. 
Whether he lingered until Warren 
Harding was nominated we do not 
recall. 


While recounting in a later sec- 
tion of “Along the Trail” some 
activities of the Service Bureau we 
would not create the impression 
that its advantages are all to those 
served. If we totaled the number 
of such services and totaled the 
number of articles upon industry 
conditions and trading customs 
written for the journal by sub- 
scribers in other lands through 40 
years and considered their value 
to the publishers and to U.S. man- 
ufacturers we opine that what we 
have learned about the industry 
compared with our service to them 
would tip the beam in our favor. 


We mention here one Bureau 
event solely to the advantage of 
inquirers. By a suggestion from 
the Bureau a town was saved 
$125,000. A fact. No explanation. 
Salute to Ripley—‘“Believe it or 
not.” 


many other office utilities, the 
functional gears of all from tiny 
clip to computing machines, mesh- 
ing at the point of useage, the 
office, as a great industrial entity, 
THE OFFICE EQUIPMENT IN- 
DUSTRY. 


After three years of inquiry 
while traveling on his typewriter 
business in this country and on 
one trip to Europe, he issued his 
little journal in 1904 to promote 
the idea, but “passed away” in 
1908 leaving for his successors a 
permanent foundation with “ar- 
chitects drawing” of the substan- 
tial structure that has been 
erected. 


Previous sections of “Along the 
Trail” have explained the origin 
of this journal—then why repeti- 
tion? As a companion piece to the 
story of the other typewriter sales- 
man. The coincidence—both hav- 
ing sensed the influence of condi- 
tions at the beginning of the 
century. Each introduced an idea 
for advancing the development 
and increasing the prestige of the 
many trades that were to become 
the office equipment industry.—EJ 
























The State of the Industry 


Brief interpretations of significant facts and trends 













Economic Future e UNCERTAINTY as to the future military situation has blan- 
Is Foggy keted the economic future with a dense fog. The long-range 
program of pre-Korean days for building military strength to 
meet a future possible war is now wrestling for supremacy with 
a short range, intense, do-it-now program. The two factions 
in military thinking has delayed decision and left production 
authorities without a sound basis for organizing a program of 
manufacture that will meet the needs of the current emergency. 


Sacrifice May e THE PROBLEM of transitions from a civilian economy to a war 
Become a “Must” economy are greater now than they were in 1939 and 1940. Ten 
years ago there was a great unused industrial capacity. Today 
there is practically none. In consequence, military needs will 
cut more heavily into civilian wants. In 1940 unemployment was 
between eight and nine million. Today it is somewhat less than 
three million, barely enough to allow for temporary unemploy- 
ment, movement from one job to another and so forth. Ten mil- 
lion women were called out of homes to engage in war work in 
1939. Today's reserve of such workers is no more than five 
million. The "guns AND butter" program of ten years ago may 
well become a “guns OR butter" program in 1950. 



















Some Possible e GUESSES as to future control legislation have been made by 
Federal Measures Dr. Henry Bund, director, division of management methods, Re- 
search Institute of America. His first guess is that within 
a few months the present "DO" system will be replaced by some- 
thing similar to the Controlled Materials Plan of the last war. 
Current "soft" orders will be hardened soon and all materials 
needed for war production will be severely cut from civilian 
manufacture. Within 90 days all civilian producers will be 
challenged. Materials cutbacks will result in local manpower 
surpluses. Then will follow a great demand for labor for war 
work, a demand that will be far beyond the supply. All-out 
price and wage freezes are not likely until or unless all-out 
was is declared. 





















Home Construction e HOME construction is expected to drop sharply while indus- 
To Be Reduced trial building will increase to some extent. The net reduction 

may be about 25 per cent. Most war work will be done in con- 
verted plants. 









What About e CONFUSION reigns in the consumer goods segment of our econ- 
Consumer Goods? omy. Despite expectation of shortages, any lines of consumer 
hard goods, such as television sets, are being promoted vigor- 
ously. Restrictions of materials will bring about a change 
juite soon. Apparently, it is expected that consumer soft 
goods, such as clothing, will be plentiful, although the qual- 
ity will be lower. 
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Shifting Market 
Appears Certain 


The Little Fellow 
Is Growing, Too 


e THIS INDUSTRY, concerned with the state of trade in a new 
year, can expect some shrinkage in the market for durable goods 
as war economy becomes more of a reality. That is because of 
both credit and manufacturing restrictions coming after a 
period when business was borrowed from the future. For some 
time there will be continued willingness to carry inventories 
and place forward commitments. At the same time there will be 
a natural shift of some type in the market from the civilian 
consumer to the expanding war plants. The "paper work" of an 
industry geared for war or defense will mount. That naturally 
means more demand for office machines, furniture, systems, ap- 
pliances and supplies which are always part and parcel of such 
expanded production. 


e ANY FEELING that "small business" is disappearing from the 
American scene can be disproved by figures quoted in the monthly 


letter on economic conditions and government finance distrib- 
uted by the National City Bank of New York. The big companies 


are growing, too, but smaller concerns are expanding at even 








a faster rate. 





Good Reading This Month 


e TODAY'S THE TIME for the office machine 
dealer to prepare for tomorrow. Ad- 
dressing a recent meeting of dealers in 
Springfield, Mo., J. M. Hackney, sales 
manager, portable typewriters dealers 
sales division of Remington Rand, Inc., 
advises the industry that now is the time 
to take heed of what happened in March 
of 1942 when typewriter stocks in the 
hands of manufacturers and dealers were 
frozen. His advice is decide now which 
categories of business can be profitably 
controlled and maintained in a time of 
emergency and which departments can be 
maintained with profit. Page 33. 


e HAVE YOU NEGLECTED to file Bureau of 
Internal Revenue's Form 1099? It’s just 
as essential as Form W-2, known as the 
withholding statement, advises Harold J. 
Ashe, tax counselor, on page 34. The 
Government wants to know of other income 
taxpayers have beside wages and salary. 


e INSTALLMENT SALES are discussed by 
Clarence E. Bush as the fourth in a series 
of six articles on Economics of Credit 
Selling. He advises that the most im- 
sales are prices, mark-up, terms, expense 


and service charges. It's profitable 
reading, presented on page 35. 


e THE AD-VISER, popular new feature car- 
ried monthly in Office Appliances, for 
January tells how the elements of an ad- 
vertisement must be carefully integrated. 
Irving Settel, on page 36, tells how a 
small ad can attract attention with an 
unusual headline or unusual border. 


e DISPLAY ADVICE is again given by George 
D. Taylor. Read how a progressive mer- 
chant can go outside his own business to 
get props for his show windows. The series 
begins on page 38. 


e PLAN DISPLAYS of stock items for prof- 
itable selling, declares V. N. Vetromile, 
in a stimulating article, page 39. He 
explains how careful placement of feeder 
lines, invites the customer to inspect 
a store. 


e THE OFFICE, a man's other home, needs 
atmosphere. A. A. Bigalke, president 
of the Ohio Desk Company, explains the 
“revolution” in the furnishing of busi- 
ness offices. Page 43. 
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BENJAMIN FRANKLIN 


Born January 17, 1706—Died April 17, 1790 


His mind and hand wrought the first public circulating library, the bi-focal 
eyeglass, the open stove and the lightning rod. 


He was a man among men, one whose stature is recognized today more 
than ever before—as a diplomat, statesman, patriot, journalist, philanthro- 
pist and patron saint of American printing. 


He was the only man who wrote his name at the foot of all three of 
the immortal documents of American liberty—the Declaration of Independ- 
ence, the Treaty of Peace with England, and the Constitution. 


For any new year Benjamin Franklin's sage advice was, “Be at war with 
your vices, at peace with your neighbors and let every new year find you 
a better man,” 
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WE'RE GRATEFUL 


As fascinating as tinsel on a Christmas tree are the holiday greetings 
received from friends. These expressions of good will in the form of cards 
and personal salutations reflect the sunshine in the soul of the giver. We 
of Office Appliances, too, are happy to be remembered and we say humbly 
“thank you” and may your well being, personal and business, increase in 


the new year. 


A YEAR FOR POSITIVE THINKING 


The new year that is dawning in a time. of “national emergency” presents 
an opportunity for searching analysis of individual and national blessings. 
Taking inventory, we must come fo the conclusion that we, as a nation, have 
untold possessions — inventoried under “freedom” — that present both a 
beacon of hope and a challenge toward “business as unusual” in 1951. 


There’s still an opportunity for retail stores to exist and to prosper in a 
free democracy. Even the smaller of personal freedoms, such as the right 
to select the goods of your choice, are still with us despite the threat of the 
Communist nations. 


Taxes may go higher and controls on prices and wages may be irksome; 
but the big productive heart of America still beats and it’s no time for 
pessimism to dull business thinking or personal ambition. 


26th ANNUAL OFFICE SPECIALTIES SECTION 


There’s nothing quite as practical as practical experience. Based on this 
truism, Office Appliances makes its 26th annual presentation of specialized 
selling articles beginning on page 16. Operating techniques, elaborated 
upon by stories and pictures, offer a means toward a goal of larger sales 
volumes and more satisfied customers. It is our hope that this industry will 
profit by the tried methods of specialty sales technique in selling machines 
and systems. The basic principles are set forth and the enterprising dealer 
will make his own, and profitable, adaptations. 
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SUCCESS COMES 





26th annual section 





For 26 years OFFICE APPLIANCES has advocated 
specialization as a goal to larger sales volumes and 
more satisfied customers. Each year at this time the 
specialties section is devoted to ideas and suggestions 
out of the experience of dealers in various parts of 
the country. In selling machines and systems they find 
the specialty sales technique mandatory. Application 
of the same promotion methods to other products 
has met with equal success. 


to specializer in machine repairs 


AKING OFFICE machine repair a specialty has 

brought important volume gains in all lines, ac- 

cording to owner Vincent Endris of the Pana Office 
Appliance Company, Pana, Ill. 

“When I opened my store here in September of 1945,” 
Mr. Endris said, “I found myself in the center of a 
regular sea of typewriters and office machines. Some- 
body had done a most thorough job of selling and I 
took up where he left off. 

“Then to my surprise, I discovered that there was 
nobody in town who maintained a service department. 
Machines had no regular cleaning and maintenance at 
all. They were simply operated until they balked and 
had to be checked by somebody coming in on infre- 
quent trips from the outside. This looked like the knock 
of opportunity to me.” 

The repair department did not require a lot of space, 
according to Mr. Endris. A section 14 feet square was 
partitioned off and fitted with suitable benches, vise 
and tools. To here would be brought any machine to 
which minor repairs in the field would not suffice. 


“You’ve no idea what a welcome we received. The 
serviceman started knocking on doors and we began to 
let people know that we would check and repair.” 


There’s no place 
so effective to get in a selling 


message as right on their home plate, according to 
Mr. Endris. 

“As we check and clean the machine, we start off 
by selling new ribbons. Then we can see what kind 
of carbon paper they are using and if it is really geared 
to their needs. We can check the condition of the 
office furniture and make mental notes of how to di- 
rect our mail advertising to this customer in the future. 

“There is always room for improvement in the rou- 
tines of 99 of any 100 offices visited. Often small de- 
vices such as joggers, desk-side files and steel storage 
cabinets will pay for themselves in a very short time. 
These relatively inexpensive items are real door- 
openers. Pleased by their good performance, the pros- 
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Checking old machines often leads 
to sales of new supplies 


by BD. A. Hoover 


feature writer 


pect is in a good frame of mind for the discussion of 
a more durable item. 

“When we find a typewriter or a machine which 
must go to the shop for an overhaul, we set a new 
model in on ‘loan’ until the old one is repaired. Watch 
that clerk or secretary’s eyes light with pleasure as 
she sits down to operate the gleaming new model. 
Others will cluster around her, noting the new features 
and advantages. 

“Often the telephone rings at our office long before 
the old machine is fixed up. The boss wants to talk 
trade on the new one. We place a great many new 
machines in this way. They simply sell themselves, 
with repair specialty as the kick-off.” 

This close personal contact overcomes one of the 
worst conditions of competition the small stationer 
has to face, says Mr. Endris. That is the large, distant 
mail-order supplier. 

“We can’t compete with them on a price basis,” Mr. 
Endris pointed out. “So we approach the problem on a 
service basis. One of the deepest-seated human traits 
is to want something right now, even though it took 
months to make up his mind to own it. Our selling 
theme is ‘immediate’ delivery. If a firm calls us in the 
afternoon, we lay the order on the line the very next 
forenoon, in almost all cases. Even the most rapid mail 
order can hardly be expected in less than three days.” 

The Pana Office Appliance Company also impresses 
the customer that buying from this firm saves time, 
lots of time, and guards against a misfit purchase 
which must either be returned, or become a lame duck 
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which is more than useless. Suppose the customer 
realizes that he needs a certain something to fill a 
need in his office. He only has a hazy idea of the size 


and facilities of the device, so he digs out his mail 
order catalog and starts to thumb through. He sees 
many devices similar to what he has in mind, but they 
either lack some of the features he wants, or offer 
a lot more than he needs. It may take him days to 
make up his mind, and then he isn’t sure. 

Now when the Pana Office Appliance salesman is 
around on a repair job, it causes this owner to think of 
his need. All he need do is to say: 

“T need some kind of filing system to keep my most- 
used files right at my side. It wastes my secretary’s 
time and wears on her good nature to jump up count- 
less times a day.” 

Mr. Endris knows just what the prospect needs and 
what it will cost him. Usually he has the item right 
in stock and can have it delivered at once. This is a 
service to be well considered when making compari- 
son of prices, Mr. Endris believes. 

“When I first opened here,” he said, “I went out and 
contacted all of these customers first. Later, my sales- 
man took up the route, but I wanted to put it on a 
personal basis right at the start.” 

Mr. Endris knows that he must continue to work 
after he has made a foothold. Using repairs as a spe- 
cialty, he ties in other promotional devices. 

“Income tax time is a wonderful opportunity to sell 
machines. We advise our public that we have machines 
to rent for a small sum while returns are being made 
up. Once the machine is installed at an office and 
users observe how easy and accurately it works, it 
will be hard to give it up again. They get to thinking 
of the other times during the year when such a 
machine would save time and costly errors. The way 
is paved for a sale.” 





“SPECIALIZE ON REPAIRS,” SAYS VINCENT ENDRIS 
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Office furniture is also loaned on occasion, free pick- 
up and delivery being furnished. It works magic to 
get a man or a woman behind a new desk. They’re very 
reluctant to go back to the old, scarred one they may 
have been using 

The loan of a single new chair, according to Mr. 
Endris, will often start a cycle of new sales in an office. 
Suppose a firm secures a large order which requires 
extra clerical labor to process. Somebody digs up an 
old desk to use, but there is no chair. Mr. Enders rushes 
a new chair to the scene, and carefully adjusts it to the 
figure of the girl who is to occupy it. While there, he 
volunteers to adjust any other chairs. A properly 
adjusted chair makes such a difference in comfort 
that he leaves a ring of grateful smiles behind him. 

Naturally every employee will examine the new 
chair and sit in it. The new chair usually stays, and 
others follow. It’s always worth the trouble to loan 
chairs. 

An effective device used by the Pana Office Appliance 
Company is the credit card system. These cards are 
issued to any person who is an employee in an office, 
and entitles him to buy for himself or his firm at a 
10 per cent discount. Mr. Endris says that this is one 
of the best promotional devices he has ever used. 


On the last visit around 

before the end of the year, 
Mr. Endris or his salesman, hand out attractive calen- 
dars for the coming year. These are ordered in three 
series: office, game and hunting, and athletic scenes, 
Over 1,200 are issued annually. 

These calendars are equipped with a handy pocket 
to file bills, recipes and important papers. 

“T ordered them less the pocket one year,” Mr. Endris 
said, shaking his head. “I heard about it from hun- 
dreds of sources. Believe me, I’ll not make that error 
again.” 

“We find a check list of great value to us,” Mr. 
Endris said. “On such items as are not of an emer- 
gency nature, the office simply jots down the need for 
us to fill when we make our regular repair visit. This 
saves the salesman’s time and he can spend it profit- 
ably pursuing the sale of machines, files and other 
durable goods.” 

“While I am a firm believer in aggressive merchan- 
dising, I do not hold with high-pressure methods. Over- 
selling a customer is bad business, runs up your return 
goods evil, and makes the prospect uneasy when you 
call. We have very little goods returned, and I credit 
it to knowing just where to stop selling.” 

Mr. Endris knows that nothing is static in this fast- 
moving world, so he keeps a step ahead of his com- 
petitors, by observing just what they are doing. He 
makes regular trips from town to town studying win- 
dows, layouts and floor displays. When he finds some 
fresh or novel treatment, he puts it down, works it 
in with his own good ideas, and profits thereby. 

“A store without a good window display,” he said, 
“had just as well lock its door. It is in there selling 
you all the time.” 

One of the most effective windows Mr. Endris ever 
made up was a toy train composed of pencils for box 
cars, and adding machine rolls for wheels. People 
clustered around the window for days, and talked about 
it for longer. 

“Last,” Mr. Endris said, “I select employees for their 
pleasant personalities rather than experience. What 
they do not know, they can learn about the business. 
But it’s the warm spark of friendliness which keeps 
people coming back month after month.” 
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EXTRA SALES 






develop through extra service 


ERVICE SELLING is strong selling strategy in to- 

day’s competitive market. Office equipment retail- 
ers who are in highly competitive areas know this and 
have been searching for some way to increase their 
income, build their sales, and develop good will. It is 
a tough problem, but there is one thing that some 
office equipment retailers have discovered that will 
accomplish all three of these results. 

This doesn’t involve any extra personnel to handle, 
in fact it provides a natural sideline for all regular 
outside salesmen. It does require some investment, but 
the returns are well worth while—sometimes running 
as high as a 200 per cent return on the dollar. 

What is this extra service that builds sales and at 
the same time makes money? 

It is a rental equipment business—a natural money 
maker for office equipment retailers. It provides a 
service to regular customers, develops new business in 
the field, and produces profit when it is handled on 
an efficient basis. 


Renting office equipment 
including typewriters, 


adding machines, calculating machines, desks, files, 
and duplicating equipment—has been conducted by 
many office appliance retail stores for years. In some 
cases the renting has been only in the typewriter line, 
but recent developments in some stores have pointed 
out the possibility of expanding this rental operation 
to other office equipment. 

Then, too, there is always the possibility of building 
sales of new equipment by renting some office appli- 
ances. Demonstrations of equipment in a prospect’s 
office can produce sales, but some retailers have dis- 
covered that by renting the equipment to these pros- 
pective customers they eliminate many of the sales 
stumbling blocks that develop later. 

When a customer rents some office equipment rather 
than having it sent in on demonstration his mind is 
at ease while using it. This customer isn’t thinking 
up excuses or sales objections to the equipment. He 
is appreciating the time it is saving him in the opera- 
tion of his business. This customer isn’t being sold— 
he is buying by this subtle method of service selling. 

Good will is developed by offering a definite service 
to customers. Once in a while, an office will be behind 
in its work and need some help with extra equipment. 
Perhaps this need is seasonal—for instance, a canning 
factory may need extra equipment for a short period 
during the harvest campaign. 

Being able to rent the needed appliance from an 
office equipment store helps impress the name of the 
store favorably on the customer’s mind. When this 
customer does need repair work, or new equipment for 
his office, he will buy from the dealer who gave the 
best service. Yes, service selling is sound selling strat- 
egy and this can be developed by promoting rental 
equipment. 

However, as most office appliance dealers know there 
are some dangers inherent with renting office equip- 
ment. These dangers include the possible loss of 
equipment placed out on rental. Some customers may 
rent a typewriter, for example, and then when the 
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Renting machines builds good will 


if attention is paid to small details 


by J. £. Bedford 


special writer 


rental period is over the dealer may have to search 
all pawn shops in the community for his machine. 

Rental equipment seems to get hard use—harder 
than a customer would give equipment he owned and 
had to pay for the repair. Since it is rented it is used 
by many people and gets a wide variety of uses— 
mostly hard. 

Renting office equipment takes time—time that 
might be spent to better advantage in selling new 
equipment. It is time-consuming, but when it is con- 
sidered as prospecting time, the hours are well spent 
and, since there is some income, the investment in 
salary is not completely lost. 

Ill will, instead of good will, can be created with the 
renting of office equipment. Sometimes the rented 
machine is not in tip-top shape and when the cus- 
tomer is half-way through the job something happens 
to the equipment. The customer then becomes dis- 
gusted. Or, during rush seasons, there may not be 
enough machines to take care of all of the possible 
renters’ needs and business and good will is lost by 
dissatisfied customers. 

Yes, there are disadvantages as well as advantages 
in renting office equipment. Before embarking on a 
complete program of renting office equipment the re- 
tailer should carefully weigh and decide which plan 
would be best for his own operation. 


Here are some suggestions 
gathered by interviewing 

various office appliance dealers who do handle rentals. 
These suggestions, if followed, should help other deal- 
ers increase their net income from renting and to 
avoid the possible pitfalls of this high profit—big risk 
business. 
1. SELECT GOOD EQUIPMENT FOR RENTING 

Every time a piece of equipment is rented it is a 
walking advertisement for the office equipment store. 
How it acts while out on the rental will reflect on the 
store’s reputation. By having the best possible equip- 
ment for rent the dealer avoids the danger of cre- 
ating ill will, and reduces the repair and upkeep 
expense for the rented office equipment. 
2. ESTABLISH FAIR RENTAL RATES 

Rental rates are one of the cornerstones of suc- 
cessful office equipment renting operations. When the 
rates are too high, renting will be discouraged and the 
dealer will lose possible profits and future sales. When 
the rates are too low, renting will hold up, but net 
profit from renting will diminish. Local competition 
can be a great aid to the office appliance dealer in 
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establishing fair and profit producing rates. 
3. HAVE A STRONG LEASE AGREEMENT 

What if the renting customer fails to return the 
rented typewriter? What if the calculator is damaged 
when it is returned? How much deposit should be 
required before renting? What is the exact description 
of the equipment rented? How long can the renter 
hold the equipment without renewing the lease? 

All of these questions should be covered in the lease 
agreement to avoid any loss or damage that may result 
from the rental operation. Hiring a lawyer to draw 
up an airtight agreement will be money well spent 
in the saving in money and peace of mind it brings. 
4. PROMOTE RENTALS CONSISTENTLY 

Haphazard advertising of office equipment rentals 
won’t produce extra volume for this sideline business. 
To realize maximum returns this advertising should 
be conducted on a continuous basis with regular ad- 
vertisements in spots that will do the most good. 

School and college newspapers provide a good media 
for the promotion of typewriter rentals. Listing in 
the telephone directory under rentals will attract 


other customers, while direct mail advertising directed 
to various office groups will bring in other rentals in 
season. 

5. KEEP EQUIPMENT IN GOOD REPAIR 

Office appliance dealers interviewed recommended 
that all equipment leaving the store on a rental basis 
should be tested first. This provides an opportunity 
to explain the operation to the renter and will avoid 
any misunderstanding or its handling while it is 
rented. Then, a check-up when the equipment is re- 
turned to the store will insure getting full value from 
the rented equipment and will keep customer good 
will at top level. 

Service selling is strong selling strategy in today’s 
competitive market. Renting office equipment is one 
way to provide a needed service to prospects and cus- 
tomers that will pay off later in increased sales. It 
requires some time—some investment—and some effort 
to make it a success. But when the extra income is 
added up after a year’s operation, office appliance 
dealers are most enthusiastic about it because they 
make more money. 





by 7. H. Parke 


president, 

Democrat Printing & 
Lithographing Company, 
Little Rock, Ark. 





HE BEST COSTS YOU NO MORE.” That’s the little 

sign-board which marks the advertising used by 
our concern in specialized post card promotion such as 
we recently used on filing supplies and lead pencils. 

The filing supplies campaign was introduced by 
the following lead paragraph appearing in the regular 
monthly mailing piece to our customers: 

“For the next month or so we would like you to 
think about your filing. Not fingernails, of course, 
but letters, invoices and things that you need to put 
away for a while. The trick is to do it so you can get 
them back when you want them.” 

To 1,250 assigned accounts in the city of Little Rock 
went first of all a teaser post card; second, a letter 
containing an analysis certificate; and third, three 
follow-up post cards. 

The “teaser” card besides proclaiming that “The 
Best Costs You No More” had only this message, 
“There’s another special offer coming up next week, 
watch for it. See Dewey Kennedy.” 

Then came the “finding certificate” which entitled 
prospective customers to a free analysis and sugges- 
tions made, or to purchase any supplies or equipment, 
stressing that there is no charge for this service 
and no obligation to follow any of the recommenda- 
tions made, or to purchase any supplies or equipment. 
Once again the name of Dewey Kennedy, the salesman 
handling the account, was used. An accompanying 
letter with the certificate stated, “We refer to finding 
rather than filing because it is obviously much the 
more important. Anyone can file away a letter or an 
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SPECIALIZATION 
by postcard gets results 


invoice. It is sometimes much more of a trick to get 
them back in a hurry.” 

Along came another postcard, asking, “Did you turn 
in your coupon for a free analysis of your filing, or 
have you lost it? Dewey Kennedy can get you an- 
other.” 

Other reminders followed in short order, all post 
cards, and each one suggesting a call on Mr. Kennedy. 

The pencil campaign was conducted along similar 
lines, preceded by a little discussion on pencils in the 
monthly bulletin. The remarks followed this vein, 
“Any of you who has had the curiosity to find out 
for himself what goes on inside a lead pencil is cer- 
tainly a very unusual fellow. To most people lead pen- 
cils are like matches—they either work or they don’t, 
and if you happen to get one that doesn’t, you just 
throw it away and get one that will.” 


There followed four postcards, 

sent out a week 
apart. After the first one a letter went out from a 
pencil company enclosing a return post card on which 
could be requested a free sample of the lead pencil. 
This pulled about 75 returns. The next post card 
brought in 125 more inquiries. A second letter on lead 
pencils stimulated more than 400 return post cards 
in one mail. Since the list covered the same 1,250 
assigned accounts in Little Rock, this return consti- 
tuted more than one-third, which certainly proves 
the effectiveness of repetitive build up. 

It was quite surprising to me that people would go 
to this trouble for a nickel item. In each case our 
salesman delivered the pencil personally and made 
a demonstration of features of the pencil together 
with an explanation that the wax base in the colored 
pencil prevented it from breaking in wet weather. 

Our success with these post card campaigns has 
taught us that there’s money in repetition to a mail- 
ing list. 
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DUPLICATOR BUSINESS 






is built on service after the sale 
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DUPLICATOR REPAIR IN ONE OF THE MOST 
MODERN SHOPS OF SOUTHERN N. Y. STATE 


HERE IS SO MUCH business to be gained from cus- 

tomers after they have been sold duplicating equip- 
ment that any dealer not following up such orders is 
losing considerable future sales. 

“After a dealer has worked hard to find a duplicating 
machine prospect and finally made the sale, it seems 
to be a terrible waste of energy and time not to get 
succeeding business,” says Robert Mould of R. H. Mould 
& Company, Binghamton, N. Y. 

“The succeeding business is based on regular repairs 
and inspection of the equipment, selling the necessary 
supplies to operate the machines and always watching 
for the opportunity of selling new equipment to replace 
or add to the present units in operation.” 

The most difficult part of the entire sales job lies in 
getting the leads to prospects for duplicating equip- 
ment. Once this is done and the sale secured, Mr. 
Mould makes certain that he benefits from all possible 
business accruing from the sale. 

Mr. Mould has found that the best means of obtain- 
inging leads in the sales of duplicating equipment is 
by direct contact. When he originally started in busi- 
ness for himself some 10 years ago, he started promo- 
tions by direct mail, newspaper advertising and per- 
sonal contacts. The latter means is still determined 
to be the best. 

Mr. Mould has sold the duplicating equipment line 
for some odd 21 years and afterwards decided to go 
into the business himself. He received franchises 
from the Niagara and the Mars duplicating machine 
companies and then started out on his own. 

He took such classifications from his telephone direc- 
tory as beauty parlors and real estate brokers, as well 
as numerous other listings and prepared a direct mail 
campaign. Each letter that was sent out was done 
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Providing supplies, as well as 


service and repairs, builds profits 


by Phil Lance 


feature writer 


on a duplicator, so that in itself it represented a sales 
point. 


Small newspaper advertisements, both display and 
in the classified columns, were another source. As the 
leads came in, he followed them up. If he made a 
mailing to a certain classification such as churches 
and received a few replies, then he knew that he 
could follow up churches as a market for duplicators. 
If a certain classification mailing brought in a very 
small response, or none at all, he left that market go 
until he had more time to apply himself to this busi- 
ness. 

As duplicating equipment was sold, Mr. Mould tried 
to interest these customers in his servicing contracts. 
Buyers could either call up the company any time 
they wanted service and pay for the time and mate- 
rials involved, or else they could obtain a service con- 
tract that called for monthly or bi-monthly visits. 


Service contracts run from $14 a year to $36, depend- 
ing on the type of equipment and the number of times 
that servicing should be done. The rates were broken 
down to three classifications—the hand-operated ma- 
chines, electric duplicators and the electric duplicators 
and interlayer. 


Mr. Mould ascertains that he obtains about 25 per 
cent of all his duplicator customers as service con- 
tractees. With each one he signs a service agreement 
and leaves a duplicate copy of the original. Each time 
a contract expires, the repair man prepares a new 
one or may discuss it with the customer for such 
changes as increasing the number of visits. 





MR. MOULD GIVES DEMONSTRATION TO 
CLERK OF FIRM BUYING DUPLICATOR 
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About 50 per cent of all of Mr. Mould’s customers 
trade in their duplicators with him. Another portion 
is secured by trade-ins from users who obtained their 
machines elsewhere. Inasmuch as the Mould Com- 
pany has the largest stock pile of parts and replace- 
ments for every type of duplicator, it is often called 
in to service other brands than the ones they sell. 

At the present time the company has more than 600 
of its machines in use by firms contacted and has ap- 
proximately 150 service agreements outstanding. 

All duplicator users must have ink, paper and sten- 
cils. In order to get this business, the company has 
set up separate books where purchases and uses of 
these supplies can be recorded. 

One book is devotetd to the purchase of stencils 


and the second to the purchase of ink and paper. 
Each customer has a separate page in each book. As 
purchases are made, the date and quantities of each 


are recorded. Once a week both books are checked. 
Based on past usage, the bookkeeper is able to tell 
if a customer will soon be running low in either of 
these supplies. She makes a memorandum of these 
customers and holds the data for a few days. If she 


doesn’t receive the order by phone, mail or having a 
messenger come in for such supplies, she calls the cus- 
tomer. Inevitably, he has overlooked checking the 
supplies until the telephone call. 

“We also have our service mechanic check the supply 
stocks when he is making a service call,” says Mr. 
Mould, “and in this way keep all of our customers’ 
business.” 

Whenever a duplicator is sold to a large office or 
company, Mr. Mould likes to hold a demonstration 
for the employees who are going to use the machines. 
In these cases, if the employees go elsewhere and need 
equipment, they are certain to remember him. 

“We also hold duplicating machine demonstrations 
in our store,” says Mr. Mould, “for the high school 
students who are studying office procedures. These 
students are sooner or later going to make their way 
to the office jobs and we feel that if we can acquaint 
them with us they may bring us some business at a 
later date. Some students have even told their parents 
about us when they hear them discussing duplicating 
means for business, church or other necessary func- 
tional duplicating duties.” 





DEMONSTRATION-DISPLAY 
is an important merchandising factor 


LLOWING BUSINESS machine prospects to “get 

the feel” of many types of business machines 
out on display is a policy which has constantly paid 
excellent dividends at the Baker Company, outstand- 
ing office supply and business machines dealers of 
Lubbock, Tex. 

On the right side of the door near the entrance, the 
Baker Company devotes no less than five waist-height 
tables exclusively to business machines, all of which 
are connected and supplied with paper tape and 
sheets of paper as required. With more than 50 ma- 
chines thus “out in the open” and convenient to 
every customer and salesman, the store feels that it 
can give a thorough demonstration of any type of 
machine needed in the shortest possible time. 


Specializing in business machines 

for many years, 
the Baker Company likewise extends this policy “out 
on the road.” On the five tables, which are spaced 
wide enough apart that there is room for two or 
three groups of customers and salesmen to move 
around easily, is a complete representation of every 
business machine carried by the firm. On the first 
table, for example, are several types of calculators, 
comptometers, and adding machines. On the second 
table are cash registers, portable typewriters. Included 
on the third table are many varieties of tabulating 
cash registers, computing types, and light-weight 
plastic adding machines as well. On the fourth table 
nearby, a long, rectangular unit, are duplicating ma- 
chines of many varieties, together with sales check- 
writer, postcard duplicator, and gelatin varieties. The 
fifth table, at the front, displays more adding ma- 
chines, including some used models, from the store’s 
excellent repair room at the rear. All machines are 
there for the customer’s inspection and use, according 
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Customers like “to get the feel” of 
a machine before purchasing 


by Robert Latimer 


feature writer 


to James Baker of the management, with special wir- 
ing provided in the table-legs for operating the elec- 
trical units. 

This type of “mass display” makes a powerful im- 
pression upon store visitors, it has been found. While, 
of course, only one of 100 business men who throng 
the complete Baker store daily, is a business machine 
prospect, almost ali stop to look over the rows of 
machines on display, and are bound to comment upon 
it to friends and business associates, Mr. Baker believes. 

Likewise, the five salesmen, out covering the huge 
territory centered around Lubbock, believe in “active 
display,” rather than description. Driving their own 
automobiles, each salesman is equipped with wooden 
platforms which make it possible to carry cash regis- 
ters, adding machines, dictating equipment and dupli- 
cating machines, right in the automobile for demon- 
stration to prospects, in their own surroundings. “We 
have found it urgent to sample machines in this way, 
and to use the loan-out system where possible,” Mr. 
Baker said. “Whereas in the past, we could depend 
upon customers to make a trip to the store in search 
of proper equipment, there is now far more competi- 
tion, and it requires more aggressive selling, more 
calls, and a larger crew of salesmen, to maintain vol- 
ume as it was before.” 
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SPECIAL HANDLING 






of customers advances sales volume 


TATEN ISLAND’S largest stationery concern pro- 

gresses by “customer confidence,” the watchword of 
the founder and staff of Standard Office Service Com- 
pany, serving the community since 1918 under the 
leadership of an original founder, Samuel D. Dolson. 


Smaller community buyers place confidence in abil- 
ity to perform high above all other attributes. Having 
gained such confidence, mounting sales volume is a 
matter of personal effort. The truism is borne out by 
the fact that the concern now occupies the whole 
building fronting 71-73 Richmond Ave., Port Rich- 
mond, the Island’s nerve center of business activity. 
Actual operation started in 1914 in a partnership com- 
prising Mr. Dolson and a partner long since retired. 
Both had previously taught school. They rented a 
small store around the corner from the present loca- 
tion, but by 1918 the company, requiring larger quar- 
ters, moved to Richmond Ave., where it has since 
successfully served the trade in a two-story red brick 
building, with a 100-foot frontage, on the main artery. 
Two large plate glass windows divided by the entrance 
way are decorated frequently by George Dolson, eldest 
son of the owner. Two other sons, Teunis Dolson and 
Deyo Dolson, are also active assistants 


The store interior 

visible from the street is a care- 
fully-planned layout with as many eye-catching fea- 
tures as possible emphasized by individual lighting ef- 
fects. After viewing the windows, approach to the 
door is accomplished by walking up three steps to a 
recessed doorway. Here, optical illusion assumes the 
proportion of a spreading fan since the window dress- 
ing appears to continue its motif on into the store 
proper. 

Ever alert to the sales potentials, the Dolsons are 
always on the lookout for especially good buys brought 
to their attention by reputable manufacturers. When 
such an opportunity presents itself, a direct mail cam- 
paign and window display are instituted. Printed ma- 
terial is employed to bring all beneficial phases of the 
product before the attention of the prospect. Small 
advertising leaflets provided by the manufacturer and 
bearing the name of Standard Office Service Company, 
also, are mailed to a select group of customers chosen 
because present equipment needs replacement or for 
initial sales result. Replies usually are quick and re- 
ceive instant attention resulting in good sales demand, 
and proving the customer values the opinion of a house 
he knows and trusts. 


Samuel Dolson offered this example of the effective- 
ness of his plan of operation. During the year a na- 
tionally-advertised item was vigorously promoted by a 
metropolitan dealer at a price below that which Stand- 
ard Office Service previously published. Selling theme 
emphasized the “1950 Model.” A business house phoned 
to question the price. Was it a good buy? They needed 
some of the item. Could Mr. Dolson meet the price? 
This confidence demanded the truth in return. The 
answer was simple. The 1951 model had been released 
but not promoted and it carried a number of new at- 
tachments which would make for more efficient opera- 
tion. Therefore, it was possible to dispose of the earlier 
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Direct mail, eye-catching displays and 


recessed entrance keep buyers coming 


by Grace Beyers 


correspondent 


model at a lesser price. This was explained to the cus- 
tomer and he was offered the earlier one at the same 
price as the other dealer quoted. Did the customer 
want it in view of the fact that the new model would 
improve his business procedure? He decided on the 
latest and placed a sizeable order. It would have been 
easy to take advantage of such a situation to get rid 
of the old stock. That was not the method, nor the 
way of the firm. Retaining the good will of the cus- 
tomer was of paramount importance. The earlier model 
was disposed of almost immediately to a concern that 
needed such a type. 


People in this community, he advised, prefer only the 
best products too, with lasting qualities, and went back 
35 years to set the policy and prove his point. Experi- 
menting in those days with stocks of loose leaf paper, a 
cheaper grade was displayed first, priced very low even 
for that period. No sales. So they tried the higher- 
priced line. It sold almost at twice as much. That 
lesson was sufficient. Thereafter, specialized stress was 
placed on quality, performance, price in that order, 
built on the always promoted background of confi- 
dence. 


The pulling power of window advertising is measured 
to an extent by the resulting attraction and comment. 
A setup is planned, therefore, stressing expression. 
The campaign at this time features a spirit duplicator. 
An outstanding structural characteristic of the ma- 
chine has been selected to increase sale by technique 
appealing to the imagination. Such a phrase is 
“1-2-3-4 Color Copy Produced In One Operation.” Color 
can always be counted on to incite emotion. A model 
of the duplicator stands mounted on a small platform 
below and above which is posted circular fashion such 
material as technical pamphlets, booklets and illustra- 
tive folders, making a word picture of the process of 
duplication. Every detail is explained and further 
questions invited. 


A metal furniture line 

occupies a second window. 
A full section is devoted to this promotion. Predomi- 
nating is a five-drawer filing cabinet, a cabinet type 
file, utilizing the top as desk space, an index card cab- 
inet and office box. A prominent sign says “If you don’t 
find it in the window, you will surely find it inside.” 
Printed literature is also used generously. This has re- 
sulted in a best seller compaign. 

From ceiling to floor, the store interior is made up 
of sectional compartments exhibiting different com- 
mercial stationery lines in each specialized fixed divi- 
sion. At the entrance is a department showing a loose 
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leaf manufacturer’s products. Off to the side, a rack 
holds comprehensive examples of all sizes and types 
of leather brief and zipper cases. Long oak drawers 
along this side line the wall from floor halfway up to 
the ceiling. These contain every conceivable size and 
color drawing paper, drawing instruments. Sideroom 
shelves hold tastefully arranged inkstands and desk 
sets. The opposite side of the store reveals glass cases 
with subdued lighting tones spotted on pen and pencil 
sets to achieve warm effects. 

In back of every sales attempt is personal effort to 
win the good will of the prospect. Samuel Dolson and 
his three sons are kept busy from opening to closing, 
six days a week, building on the specialized confidence 


that has made and kept Standard Office Service Com- 
pany the store that accommodates itself to the desires 
of the customer. The policy markets all the inherent 
qualifications of that confidence. A favorite story mark- 
ing the degree and success of their accomplishment in- 
volves an experience that occurred during the last war 
when it was very difficult to obtain merchandise. One 
particularly good account wanted a certain kind of 
fountain pen. It was holiday season and there just 
were none to be had. The disappointed man left the 
store. He returned a short time later to explain he had 
found one in another store and came back to secure 
Mr. Dolson’s opinion on whether it was all right to 
buy! 





PORTABLE TYPEWRITER 


rentals expand sales of machines 


ILLINGNESS TO RENT portable typewriters, 

particularly in a college town, is one of the most 
expeditious means of building up a profitable portable 
typewriter sales volume, according to J. W. Fogg, pres- 
ident of the Boulder Typewriter Exchange, Boulder, 
Colo. 


The long-established Boulder firm, which in addi- 
tion to complete lines of typewriters and adding ma- 
chines and a typewriter reconditioning shop, carries 
full lines of school supplies and commercial station- 
ery, has won much recognition from typewriter man- 
ufacturers for the steady volume of portables sold 
year after year. With 9,000 students on the campus 
of the University of Colorado, a few blocks away, 
Boulder Typewriter Exchange has had ample oppor- 
tunity to study effective sales methods. 


The firm goes about 

portable typewriter merchan- 
dising from several standpoints. First, one window 
of the store is always devoted to portable typewriters 
(with a display of four leading, nationally-known 
makes), typewriter pads, erasers, and accessories, de- 
signed to appeal to the student who must write long 
themes, and execute much homework at home. In 
addition, inside the store is a “demonstration table” 
on which from five to seven portables are always 
shown, readily interchangeable for the prospect to sit 
down and type off a few lines, to his own satisfaction. 
In addition, the firm is a frequent advertiser in the 
University of Colorado student newspaper, which, of 
course, has been steadily productive. Finally, a tele- 
phone directory ad appears in the yellow pages of 
the city’s classified directory, responsible for quick 
contact with many new students. 

Of all the methods which the store has aimed at 
portable typewriter sales, however, none has been so 
successful as rentals. With many students arriving 
at the university for a single semester, Mr. Fogg has 
rendered an important service in renting portable 
typewriters and uprights which are available at all 
times. 


Both new portables and new uprights rent at $4.00 
a month in the Colorado store, with a secondary rate 
of $3.00 for older models which have been in use for 
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Merchandising includes frequent ads in 
student paper as well as direct mail 


by Gert Merrill 


special correspondent 


considerable periods of time. In addition, a weekly 
rental program has been worked out, whereby new 
machines may be rented at $2.00 per week, and older 
machines for $1.50. In addition, adding machines are 
rented at a straight $5.00 per month. 

While there is a considerably higher percentage of 
wear on portables, and a consequent need for more 
repair service in Boulder Typewriter Exchange’s well- 
equipped shop, the firm cheerfully absorbs this on 
the theory that many more students are introduced 
to portables through rentals, than would be possible 
in any other way. “Many students will simply not 
rent upright typewriters even though they may be 
available at the same price,” it was pointed out by 
Mrs. W. Fogg. “That is chiefly because they have a 
limited amount of table top space for study. The 
student needs a typewriter small enough that it may 
be easily picked up and moved from place to place, 
and even loaned to other students, if necessary. For 
that reason, and because many college undergradu- 
ates become enthusiastic over portable typewriters 
after having rented one for a month, we are willing 
to undertake a heavier repair expense.” 


One month after any portable 

has been rented for 
a three-month period, a postcard is sent to the renter, 
thanking the student for the business, and inviting 
him to visit the store and see the brand new 1950 por- 
tables, which will give him all the advantages of an 
upright machine in a small, compact frame. Pointed 
out are such advantages as better grades earned by 
more legible compositions and reports, the versatility 
of the portable in all types of school work and expe- 
diting letters home. Not infrequently, students who 
have gained their first experience with portables 
through the rental system are encouraged to come in 
and set up budget-payment plans. 
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IT PAYS 


by C. W. Roth 


The Roth Office Equipment 
Company, Dayton, Ohio 


O SUCCEED TODAY in the stationery and office 

furniture business it is essential that one secure 
outstanding lines of merchandise and exploit them to 
the fullest extent. 

We have been asked time and time again, does your 
company specialize? Yes, we do that very thing by 
securing, whenever possible, outstanding lines in all 
branches of our business and exploiting them to the 
fullest extent. 

In our stationery department, we have exclusive rep- 
resentation in all the merchandise it is possible for us 
to obtain. To get the maximum volume out of each 
line, we use radio, newspaper advertising and weekly 
mailings of a select list of names from Dun & Brad- 
street and lastly, we are now using television which is 





for stationers to specialize 


opening an entire new field of patrons and prospects. 
This new medium has proven to bring the best results, 
as we can demonstrate, in a practical way, the item 
we are trying to sell. In every case the demonstration 
clicks and it is putting our store across to a clientele 
we cannot reach by circularizing. The beautiful thing 
about television is, that the prospect has seen the 
demonstration and knows what it is and will do, and 
this saves sales time in our store. 

In the furniture division of our business, we again 
specialize and handle only name items. This feature 
minimizes selling effort as most prospects have some 
knowledge of desks, chairs and files. 

In duplicating machines this department is handled 
as a separate division of our business and the salesmen 
sell only these products. 

In visible, drafting, safe and factory equipment, we 
segregate these departments and specialize in them. 

Our men are well trained and kept posted by having 
sales meetings every week. 

The writer wants to repeat that one must advertise 
in every way possible and everlastingly keep at it. This 
is bound to bring sales and prospects. 





MINOR SPECIALTIES 


they can be genuine profit producers 


HEN WE THINK of office specialties we naturally 
think of such important items as typewriters, 
safes, letter files, desks and posture chairs. It does not 
occur to us to include pencils, pens, erasers, rubber 
stamps, paper clips, rubber bands and marking crayons. 
As a result, we neglect featuring or specializing on 
those small items because we don’t think it is worth 
while to devote advertising funds to interesting people 
ir. No. 1 soft pencils for certain uses, or rubber bands 
in sizes many people want and can’t find. A lot of 
business pcople are using No. 3 pencils, regretting that 
their writing is too indistinct to be legible and never 
thinking a No. 1, or even a softer, blacker pencil would 
make business easier for them. And people go shop- 
ping around for over-size rubber bands and finding at 
the stationer’s only Nos. 8 to 14 or Nos. 0 or 00, making 
them wish the stationers were smarter. 


It may look like foolishness 
to spend advertising 
money in considerable sums to feature a quarter-page 
newspaper space to offer a dozen small items none of 
which involves a sale amounting to more than $2 to 
$5, when the same space might feature a steel file or a 
business machine selling up to $70 to $150 or more. 
But advertising little things might feature such 
suggestions as “Buy No. 1 Mongol pencils three dozen 
at a time and don’t be caught with nothing but No. 3, 
or HHHH, or something worse.” Or suggest buying pa- 
per clips in large enough lots to avoid being out of 
them just when they are needed most. Remind busi- 
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Ads featuring special pencils or rubber 


bands emphasize the buyer's needs 


by Frank Farrington 


special correspondent 


ness men and other users of the little, but important, 
things. 

An office appliance user may not feel inconvenienced 
by using an old roll-top desk, or by having old 
style chairs for his stenographers, but he responds 
to advertising of the latest models in those and 
other equipment. He will respond, too, to adver- 
tising that suggests his need for the most suitable 
aids to his work when it comes to the little things 
of every-day use. And he will be drawn to pur- 
chases of things as small as office pins and pencils. 
Thus, the dealer can make it pay to appeal to him with 
grouped advertisements of such items. There is more 
than just an old proverb in the saying that “Many 
a mickle makes a muckle.” 

Metropolitan dailies are carrying half to full-page 
advertisements made up of small boxes, each of which 
offers some relatively small item, inviting an order 
perhaps amounting to only a dollar or two. Readers 
are scanning these little boxed-in advertisements of 
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useful things bought every day. They are sending or- 
ders that may combine two or three or half a dozen 
items and call for remittances up to $10, or perhaps $25. 

Too, these little advertisements bring in people who 
may turn out to be prospects for $50 purchases. Zach- 
ariah advised that we do not “despise the day of small 
things.” I think he had something there. Incidentally, 
the newspaper’s classified columns give the dealer a 
chance to attract readers to small space advertise- 
ments that will make sales. Classified advertising is a 


great opportunity for retailers who feel they cannot 
afford display space. Through such advertisements a 
dealer can make many sales of the small items of his 
stock. And he can also make sales of important things, 
particularly of used or partly-damaged equipment or 
machines. Classified advertisements offer a great op- 
portunity for the dealer who wants to get as much 
publicity as he can for a modest spot cash investment. 
Study the classified in your newspapers and see if you 
don’t find yourself interested. 





PERSISTENT PROMOTION 


sells portables to the farm market 


ONSISTENT PROMOTION aimed at “the farm 

market,” represented by hundreds of properous 
farms and stock ranches in its area, has sold a steadily 
profitable extra volume of portable typewriters for 
Fawcett Office Supply Company, La Junta, Colo. 

The Fawcett organization, with a modern office sup- 
ply store in the center square of. this southern Colo- 
rado town, has taken into consideration the fact that 
most rural areas are exceedingly solvent in making 
up typewriter merchandising plans. With record sub- 
sidies still being paid by the government on wheat, 
corn and barley, and with meat prices the best in the 
state’s history, farmers and stockmen are able to buy 
many deluxe items which were out of their reach a few 
years ago—and portable typewriters fall well within 
the picture. 

“We have found that sons and daughters of local 
farmers and stockmen almost universally go away to 
college or at least are taking-extension courses which 
require a lot of typing,” it was pointed out, “Since 
touch typing classes have been introduced at La Junta 
high schools, it is natural that these youngsters insist 
upon using portable typewriters wherever possible in 
their schoo] work. The result is a concentrated effort 
on the younger farm resident market.” 


Carrying three top lines 
of portable typewriters 
Fawcett Office Supply has built its promotion around 
many ideas. First, and most important, the main 
window of the store is stocked with a complete display 
of portables during the evening hours, and always on 
Saturday, when rural visitors throng the square. 
“Action displays,” which gives an idea of the light 
touch of new portables, their convenience in school 
work and in keeping household or farm records, are 
used from time to time. Electrically-operated signs 
supplied by manufacturers provide the “movement” in 


the center of the display. Accompanying signs point 


out that the store will arrange convenient bank credit 
terms to meet the seasonal income requirements of the 
stock grower or wheat farmer. “This point has been 
extremely important,” it was indicated, “Many stock- 
men’s sons and daughters hesitate to do any credit 
buying whatsoever, due to the fact that their incomes 
are concentrated in the market season, with long, ex- 
tended periods in between. By encouraging the cus- 
tomer to set up his credit payments in large lump sums 
at market time, taking the typewriter along now, we 
have been able to hurdle this objection nicely.” 
Layaway selling is likewise heavily emphasized, and 
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With forms to fill out and children in 
school, farmers prove a new potential 


in the typewriter market 


is becoming increasingly more important from season 
to season. As many as a dozen machines are laid 
away at a time, either as gifts to be paid out by the 
Christmas season, or by youngsters who intend to use 
them at subsequent school time. 

Along with the attractive weekend and evening win- 
dow displays, Fawcett Office Supply Company makes 
regular use of direct mail. Folders on each make of 
portable carried in stock are sent out around three 
times a year, concentrated on RFD numbers where 
crops and herds are good for the season concerned. A 
mimeographed sheet accompanies the brochures, sug- 
gesting the portable typewriter for making out the 
many forms which farmers must now deal with, as 
well as for improving grades and efficiency of school- 
age youngsters. One suggestion which has been found 
to carry a lot of weight is the offer of books on touch 
typing taught at home; which appeal to stockmen who 
have had no opportunity to learn earlier in life, but 
now need a convenient typewriter at many occasions. 

Inside the store is the usual “test it yourself” dis- 
play, on a broad table near the door. Sheets of typing 
paper, pads and erasers are conveniently grouped 
where they can be picked up by curious visitors, and 
the store invites college-age visitors to knock out a 
letter or memo for the experience—with the store’s 
blessings. 


Surprisingly, this combination 

of merchandising 
techniques is resulting in the sale of more expensive 
portables, rather than the plain-finish, workaday lower 
priced lines which most manufacturers have intro- 
duced. Almost all portables placed on layaway have 
been expensive, deluxe models, whether for a gift or 
for the purchaser’s own use. “We've steadily attempted 
to sell the idea that the portable typewriter is a per- 
manent asset to the student that he will continue to 
use for many years after graduation,” it was stressed, 
“With the result that most buy the machine which 
they fee! will be the best investment in the long run.” 
—RAL 
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BIG DIVIDENDS 


come from exclusive lines 


PECIALIZED SELLING is not new to Latsch 

Brothers. We learned many years ago that a con- 
centrated effort on any exclusive line paid big divi- 
dends. 


We received our first real experience in 1930, when 
the Columbia Ribbon & Carbon Manufacturing Com- 
pany convinced us that about 90 per cent of the carbon 
paper and typewriter ribbon business in Lincoln, Nebr., 
was going to direct selling manufacturers outside the 
state; that those people were taking the cream off the 
top of the bottle because they posed as specialists; and 
that the business they left for us was plain skim milk. 


This was serious enough to shock us out of our 
lethargy! We changed our tactics of selling. One of 
our salesmen was sent out with a representative of 
Columbia to be trained as a specialist, and thereafter 
he concentrated on the sale of that line. Our other 
salesmen were directed to channel all prospects and 
problems to our new specialist, and the results were 
encouraging. Within a few years we were receiving 75 
per cent of the carbon and ribbon business in Lincoln. 
This was made possible through the very close co- 
operation of the manufacturer and its representative. 
It is a good example of the difference between a man- 
ufacturer’s representative who calls on a dealer to sell 
him merchandise and the representative who calls on 
a dealer to help him sell merchandise. 


Our first experience was so successful that we de- 
cided to extend the idea. Now, we have men specializ- 
ing in the sale of office furniture, dictating machines, 
duplicating machines, and visible records. 


Once we determine to feature 

a line and assign a 
salesman to concentrate on it, our next step, after he 
becomes thoroughly schooled, is to introduce him to 
the public. It is our practice to make a formal an- 
nouncement in the local newspaper telling of the com- 
plete service which is available because of our own 
specialist in the stated line. We include a picture of 
the salesman, as well as a biographical sketch which 
emphasizes his qualifications and training, in the in- 
troductory advertisement. When the product is given 
newspaper publicity at later intervals, his picture is 
always used. Blotters with a picture and biographical 
sketch of our specialist in a product are distributed 
to our customers and to potential buyers. In this ap- 
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Anderson 


treasurer, 
Latsch Brothers, Inc. 
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proach to selling it is important that the public asso- 
ciate the product with the man, and the man with the 
dealer. 

As previously stated, our salesmen refer all prospects 
and problems in the particular line to our specialist. 
A responsibility is placed on us as the dealer and on 
that salesman to remain alert to any changes in our 
product and to keep abreast with competitive lines. 
To give more valuable service to the dealer and to the 
buyer the specialist must constantly strive to be worthy 
of that title. 





The lines we have selected 

for specialized selling 
have been profitable for us. There are additional prod- 
ucts we would like to include in such a plan, but for 
certain reasons it is not feasible for us to do so. Before 
specialized selling is adopted for any product, man- 
agement should consider the following factors: 

1. The size of the city of trade territory. 

2. The nature and requirements of the market 
served. 

3. The product should be nationally known, and the 
line should be exclusive with the dealer in a 
specified trade territory. 

It is self-evident that the size of the trade area and 
the potential business from the firms located in the 
given area should promise a volume great enough to 
justify specialization in a line. The potential market 
is necessarily limited by the types of industry and 
business which could be served. The information avail- 
able should indicate that a salesman concentrating 
his efforts on one line could make a sufficient income 
for himself and a fair profit to the firm. When the 
product is nationally advertised, an entree has already 
been made for the salesman. Naturally, a line exclu- 
sive with a dealer lessens competition and permits the 
building of repeat business. Experience with the name 
product helps to hold and to satisfy the customer. 


= 











FOLLOW-UP 


on rentals makes many extra sales 


OLLOWING UP on customers who have rented office 

typewriters over long periods, and suggesting that 
they do away with the rental payment problem 
by purchasing the machine, is a simple operation 
which has led to many additional typewriter sales for 
“The Typewriter Guy,” typewriter dealership on Mar- 
ket St. in San Francisco, Calif. 


26 







The Perry and Guy management furnishes type- 
writers to many hundreds of business concerns in the 
downtown San Francisco area, either on a rental or 
sales basis. Where rentals are concerned, the firm 
has discovered that many new business firms, just 
starting out, prefer to rent the equipment until they 
ascertain for themselves which make of machine will 
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give the best service for the peculiar requirements of 
the individual business. Then, after such experience 
is gained, they are logical prospects for the purchase 
of the same machines, already installed on a rental 
basis. 

To insure that no sales opportunities of this type 
are overlooked, Perry and Guy have hit upon a simple 
system. Under the plan, after a typewriter has been 
rented for six months, the card which gives the details, 
name and address, make of machine and rental pay- 


ments, is transferred from the “rental file” to a pros- 
pect file. The “prospect file,” in turn, lists only type- 
writer renters who have been renting machines for a 


long period, and who may logically be considered ready 
for purchase of the same machines, or others. 


Within a week after the cards listing the renters 
are transferred to the “prospect file” the renter is 
telephoned, and the fact that he has spent a certain 
amount of money on rentals mentioned. Then, the 
Perry and Guy salesman suggests that the customer 
apply a certain percentage of the rentals already paid 
in toward the purchase price of the machine—pointing 
out that there will be no more nuisance such as mak- 
ing the regular rental payment. Invariably, the sug- 
gestion is well received, and about 75 per cent of such 
“follow ups” result in sales—RAL 





SPECIAL DEPARTMENT 


sells duplicators and supplies 


A. W. Gill Company finds 
that segregation pays; 
impulse-sales stimulated 


SPECIAL MIMEOGRAPH department has been 

extremely helpful in increasing sales for a sec- 
tion located near the rear of the Albert W. Gill Com- 
pany store, Trenton, N. J. Here, are stocked all the 
supplies needed for mimeographing work. 

The company president, Albert W. Gill, thought of 
building such a section because he felt that if all 
mimeograph supplies could be maintained in one loca- 
tion, multiple sales could be made to customers. 

“Although our clerks have been trained to suggest 
allied merchandise to customers buying certain sup- 
plies, there is no better sales factor than sight,” 
relates the president. “If a customer comes in for 
a ream of mimeograph paper, our clerk may ask if 
ink or stencils are on hand and inevitably the answer 
is ‘yes.’ On the other hand, if the customer can see 
the stock of supplies for himself, he is more than 
tempted to pick up a can of ink, perhaps more paper 
than needed and stencils, along with some other 
articles.” 


The mimeograph department 

consists of an ar- 
rangement of metal cabinets that form a “U” shape. 
These cabinets have open fronts and stocks of ink, 
paper, guides, brushes and other mimeograph sup- 
plies are within easy reach. On each side of this sec- 
tion is a mimeograph machine in working condition. 

“When customers ask our clerks for mimeograph 
paper or some other supplies we take them over to 
this corner,” says Mr. Gill. “Here, they are given the 
supplies requested and their eye may fall on some 
items that they didn’t have in mind.” 

The mimeograph machines serve a very useful pur- 
pose as well. Some customers may ask questions con- 
cerning the proper operation of the machines, or some 
of the problems experienced with their own. The clerk 
in charge tries to give a satisfactory explanation and 
in turn can use these leads for the sale of a new 
machine to replace the one that a customer may 
already have 


OFFICE APPLIANCES, January, 1951 





A SELF-SERVICE ARRANGEMENT OFTEN LEADS 
TO PURCHASE OF MORE DUPLICATOR SUPPLIES 


“Our clerks always point out to mimeograph supply 
customers the new type machines that we stock. 
When a customer shows a keen interest, he finds out 
the type in use by that customer and may suggest a 
trade-in allowance or a new one,” Mr. Gill points out. 
“In either case the customer may become a mimeo- 
graph machine customer or buy a larger assortment 
of supplies.” 


Customers stepping into the mimeograph machine 
section are not interfered with by other store traffic 
which just passes by. In this way they can take their 
time in selecting supplies. 

So many customers have become so familiar with 
this section that they walk over to it as soon as they 
come into the store. This is a sort of self-service 
affair and enhances sales opportunities. At the same 
time it allows other clerks to finish their sales else- 
where before approaching the customer in this sec- 
tion.—PL 
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on demonstration increase business 


AKING A TIP from the home appliance dealer, 

who has found that refrigerators, washing machines 
and ranges will sell faster if the customer gets an 
opportunity to try the appliance in her own home, 
has considerably expedited the sale of small office 
machines for Hudson Office Supply Corporation, Pan- 
ama City, Fla. 

Demonstration loanouts in which the company sales- 
man brings out a business machine of the type which 
he feels best fits the prospect’s conditions, have helped 
to offset an out-of-the-way location for the Hudson 
firm, according to M. E. Mathis, manager. When the 
Hudson firm set up in this northwestern Florida resort 
city, space was at a premium, and it was necessary to 
install the showroom on a side street, some two blocks 
removed from the heart of the downtown shopping 
district. This made it difficult to display lines with 
a great deal of attention, with the result that Mr. 
Mathis has had to solve the problem by “taking the 
store to the customer” wherever possible. 

Two outside salesmen cover the northwestern Florida 
and southern Alabama territory for the Hudson 
firm. Whereas in the past the salesmen formerly 
carried catalogs, with manufacturers’ literature and 
photographs, to sell such heavy items as duplicating 
machines, cash registers, calculating machines, billing 
and inventory machines, each now carries an ac- 


Ideas from home appliance field prove 
successful in selling office machines 


tual “sample” with him on every call. Instructions 
to each salesman are, whenever possible, to change 
over from the usual “counter demonstration” to 
the “loanout” system, whereby the office machine 
which the salesman feels will benefit his prospect’s 
business most greatly, is left for the use of the 
firm for a week or an even longer period, if nec- 
essary. “This is true of almost every type of ma- 
chine we carry in stock, from a typewriter to a large- 
scale duplicating machine,” Mr. Mathis said. “We 
find that once the office manager prospect or the 
retail-store owner has actually made use of the ma- 
chine, he will feel highly indisposed toward letting us 
take it back—with the result a sale, instead of a ‘pos- 
sible’ sale for later on.” 


The loan-out policy has been extended down to 
even such simple, commonplace items as postcard 
duplicator units and hectograph reproducing equip- 
ment. In every case, a loan-out demonstration, it 
has been found, is approximately nine times as effec- 
tive as a mere description and conversation, with a 
catalog photograph involved.—RAL 





PREPARE NOW 


for a sustained volume in the future 


ECENTLY IN TALKING to several office appliance 

dealers I found, to my surprise, they were over- 
looking a potential sales source which is a ready pool 
of prospective and future customers. I refer, of course, 
to the local business college and high school typing 
and business administration students. 

While‘working as a serviceman-salesman for a large 
firm in Georgia I received a call from the local busi- 
ness college to do some minor cleaning and servicing of 
business machines. I found the machines unneces- 
sarily dirty and the type faces so gummed with ribbon 
ink and room dust that the work they were producing 
was hardly legible. While cleaning and servicing these 
machines I had an informal audience of the typing 
instructor and students. While I had the opportunity 
to explain to them how a stenographer should clean 
a machine, I proceeded to do so. Their instructor had 
already explained to them that their future employ- 
ers would expect all the material they typed to be 
legible and neat. I suggested that to achieve this 
they would have to keep certain parts of their ma- 
chines clean. 

On completion of my task at the school I was called 
into the superintendent’s office and asked if I would 
consider giving each new class instructions on the 
maintenance and care of their machines. I gladly 
consented to do so. I walked out of the office with a 
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Today’‘s typing and business students can 
be tomorrow’s customers for machines if 
good relations are established now 


by Arthur R. Taylor 


special writer 


good-sized order for ribbons, type cleaning fluid, and 
cleaning kits for each machine in use at the chool. 


Three months from the date when I started these 
instruction periods (which took about two hours a 
day each month) I sold several portables. I am safe 
in saying, that practically every student called at the 
store for supplies of one kind or another. 


Realizing the future. possibilities and the business 
value of this contact with the business college stu- 
dents I called on the local high school and volun- 
teered my services gratis, in the same advisory ca- 
pacity and was readily accepted. This contact pro- 
duced the same results. Our sales of supplies to 
school students increased 50 per cent and, naturally 
we received all the repairing and servicing business 
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of these schools, which was quite a large item alone. 
While at the schools I served strictly as an instructor 
and gave no sales talks. The students, after becoming 
acquainted with me, came to the store for their sup- 
plies, portables, and mechanical work of their own 
accord. 


Later, when I opened an office appliance business 
of my own, one of my first contacts was the local 
business college and high school. I went through the 
same procedure outlined above and obtained the same 


results, so I proved to myself that the basic sales idea 
was solid. 

As these students graduated and were absorbed 
into the different business offices of the city I began 
to receive calls from various offices for appliances, 
supplies, and maintenance work. Eighteen months 
from the day I opened my business I had two service- 
men, three shop mechanics, and an office girl em- 
ployed. About 60 per cent of my business could be 
directly traced to the students and ex-students. At 
the same time I was still donating about eight hours 
a month instruction time to the schools—thus insur- 
ing a sustained volume of business. I feel that it was 
the best paying promotional work I ever did. 

This idea can readily be put into effect by practi- 
cally any appliance man. 

Your first move would be to contact the various 
school officials. If someone else is doing their work, 


or they are doing it themselves, don’t let it worry 
you. Explain that you are interested in helping to 
educate the students in the care of office machinery. 
You don’t have to be a great speaker. If you feel 
self-conscious, gather the group around the machine 
and start explaining to them why the machine must 
be cleaned up. I don’t have to go into that phase of 
the work—but you know the reasons as well as I do. 
As you continue with your explanation, you'll find 
that you’ll soon get acclimated to the group and your 
words will flow, and self-consciousness will wear off. 
By a discussion of the materials that are needed 
for the proper care of the machine, and your advice 
on makes, types, and other information, your promo- 
tion work will bear top results in terms of future sales. 
The best idea is to spend about 20 minutes at each 
group meeting and spread the talks over a period of 
say six weeks. By doing this you will have the oppor- 
tunity to meet a number of the students, and by this 
method you will soon become synonymous with type- 
writers and typing supplies—and then you will always 
be the one they come to when they need supplies. 
Try the idea yourself—see what it can do for you. 
You’ll be given a cordial reception by the instructors, 
and by the students themselves—and what is more 
important, you’ll find that the time you spend will 
pay off—in increasing gross sales figures for every 
month thereafter. 





LUGGAGE DEPARTMENT 


is a profitable specialty 


When treated to a full-fledged section 
leather goods attract the buyer 


UGGAGE IN THE stationery store should not be 

considered as a “sideline,” but rather as a highly 
logical adjunct to stationery and office supplies, ac- 
cording to Wesbanco, outstanding stationers and office 
supply retailers of Oklahoma City, Okla. 

The Wesbanco store has carried luggage for more 
than a decade, and instead of regarding it merely as 
“an accommodation,” such as have many other sta- 
tionery stores, devotes a full-size department, exclu- 
sively to the line. Approximately 20 feet of wall space, 
a long display counter packed with attractive small 
leathergoods, and a series of tables are utilized to 
show from 50 and 60 pieces of luggage at all times. 

The department, managed by Miss Estes Page, buyer, 
appeals to the same customers who buy business ma- 
chines, office supplies and office furniture, according 
to the management. “First, almost all successful busi- 
nessmen, of the type who are responsible for the 
success of stationery stores, are likewise frequent 
travelers,” it was indicated. “Most businessmen, too, 
enjoy the opportunity to buy everything needed in 
conducting their business at one point. Our experience 
has been that whereas the businessman may not enter 
a department store, luggage shop, or specialty store 
selling luggage more than once or twice in a year, he 
is in the stationery store at far more frequent inter- 
vals—and thus, we have a better opportunity to dis- 
play and sell luggage than do competitive retailers.” 

Therefore, the Wesbanco luggage department is laid 
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WESBANCO LUGGAGE DEPARTMENT 


out for maximum, instantaneous eye-appeal. The 
“mass display” featured is readily visible from the 
doorway, and consists of a double tier of wall bins, in 
which are shown popular overnights, two-suiters, Vala- 
packs, catalog cases, and other useful, short-trip lug- 
gage which the store has found is most in demand 
with Oklahoma City businessmen. 

The store adheres for the most part to better-priced 
lines, including top-grade cowhide, fine rawhide, 
matched ensembles in rich, dark leathers, as well as 
famous, nationally-advertised brands. Salespeople are 
trained to present luggage to businessmen customers 
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in the same way as they would an adding machine or 
a typewriter—pointing out special features in con- 
struction, durability and design. One result-getting 
innovation is keeping a spare coat in a closet near 
the luggage department, which is used to teach the 
luggage customer how to pack his bag efficiently, with 
a minimum amount of wrinkles to contend with. 
While display emphasis is on single pieces of luggage, 
the Wesbanco department carries complete ensembles, 
and reports almost as heavy a “gift volume” as luggage 
sold directly to customers for their own use. “Many 
women come into the stationery store in search of 
appreciated gifts for businessmen friends, relatives and 
sons,” it was pointed out. “And we have an excellent 
opportunity to sell the entire ensembles by starting 
out with one piece, and pointing out the advantages 
of the complete set. Frequently, women who visit the 
store for purchasing a man’s gift, but who have little 








or no idea of. what would make an appropriate pres- 
ent, settle the issue with luggage purchases.” 

Regular “outside men” who cover the city and entire 
state of Oklahoma for the Wesbanco store, make a 
point of mentioning luggage in calls on businessmen, 
and dealing as they do with wealthy oil-field develop- 
ers and mining men, have many instances to sell com- 
plete ensembles of expensive luggage merely from a 
page in the store’s catalogue. “Luggage merchandis- 
ing with us is primarily a suggestive-selling proposi- 
tion,” it was indicated, “and we make certain that every 
regular customer understands that we have a com- 
pletely stocked luggage department, featuring exclu- 
sively nationally-advertised lines. By continuously 
hammering this idea home, the chances are that when 
luggage purchasing time comes, the same customer 
who is pleased with our service in office equipment 
will buy luggage as well.”—RAL 





EMPHASIZING 


leather goods is good business 


CCENT ON LEATHER goods pays off in extra sales 
at Sperry Office Furniture Company, 58-60 Fifth 
St., St. Paul, Minn. 

Important factors of a live department, inviting 
arrangement and a large variety of merchandise are 
well exemplified in this up-to-the-minute section 
which has been strongly expanded in the past 15 
months. 

An impetus to sales is the location, which is at the 
front of the store—a strategic spot since excellent 
displays catch the eye of all who enter or leave. The 
arrangement is also important in that the merchan- 
dise can be seen from the street through wide win- 
dows making the whole store a show case. Leather 
goods are shown consistently in direct window dis- 
plays, helping to establish the fact that this depart- 
ment is an important adjunct to the business. 


There is a comprehensive 

stock with all leather 
goods assembled, ranging from small items of every- 
day use to luggage, in the one section. Small items 
are divided as to kind and displayed in glass cases. 
Billfolds, key cases and memo books in many colors 
and sizes are shown in trays, making easy compara- 
tive selection. Two cases are used to hold small items. 

Interest in leather cases is spurred by having open 
displays on counters along an aisle. Here, are shown 
underarm cases, full zipper bags with handles, leather 
ring-binders and salesmen’s cases, all in various colors 
and sizes. The open display permits handling by 
customers, always an aid in creating desire to pur- 
chase. 

To round out the stock there are matched sets of 
luggage in three and two-suit sizes and Gladstone 
bags. “We show these on tables rather than in large 
floor cases,” said T. E. Carpenter, owner and manager 
of the store. “The tables have shelves beneath on 
which pieces are arranged. It is much easier, for both 


customers and sales persons, if tops of tables are _ 


used in showing merchandise. Bags can be opened 
and examined with less effort and various points of 
value pointed out with ease. The open tables also 
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by £. C. Pitkin 


special writer 


bring the merchandise in full view to all who come 
into the department.” 

In showing merchandise, to explain difference in 
price, quality of leather and kind, make-up of the 
piece and linings are pointed out. By having matched 
sets it is often possible to sell a customer on the idea 
of taking more than one piece. An effort is made to 
sell a Gladstone bag as an additional piece to those 
who buy a two or three-suit case. 


Brief cases and other small carrying cases are car- 
ried in matching leathers and colors, so that com- 
plete matching sets of both small and large pieces 
may be had. By having the smaller pieces close at 
hand, they can easily be displayed and suggested with 
frequent purchase as a result. 


Women as potential luggage customers are not over- 
looked in this well-stocked department. A complete 
line of women’s matched traveling bags is carried. 
There are seven-piece sets, with pieces ranging from 
cosmetic cases to 30-inch bags. The full matched 
sets are shown together, but pieces will be sold indi- 
vidually or in smaller units than the full set. Ward- 
robe cases and Pullman over-night bags are included 
in the stock. All are shown in a variety of colors. 


All merchandise is of quality 

and of nationally ad- 
vertised brands. It is considered important that the 
merchandise presented in the leather goods section 
is of quality consistent with the other fine merchan- 
dise which is carried in other departments of this 
outstanding office equipment company. 

The leather goods department is having good re- 
ception. As much merchandise is being sold this year 
as was sold in 1945 after the war, according to the 
manager. Quality, expanded stock and variety and 
proper presentation are responsible for the success. 
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KNOW-HOW, 


well promoted, raises business volume 


ENRY FRANK and his son James N. Frank of 

Henry Frank, Inc., 429-31 Fourth Ave., New York 
16, N. Y., where they have been located for the past 21 
years, carry on the tradition of the true commercial 
stationer. That means service backed by knowledge 
gleaned through the years, specialization refined to 
the ’nth degree, serving customers and competitors 
alike. 

It is doubtful if there is extant an article in the trade 
about which Henry Frank can’t give a.complete and 
verified history from manufacturer to performance. 
Queried about special items on which he has promoted 
successful and profitable volume, he looked about the 
establishment which carries an overflowing represen- 
tation of the thousands of stationery items and re- 
marked, “to successfully sell any one you had to spe- 
cialize,’” even in the functioning of a piece of lined 
paper. That is because in reality when sold to a cus- 
tomer, that customer must be assured of its durability 
and workability with linage proportioned properly to 
accommodate the job he wants it to do. 

It is the business of the commercial stationer to be 
certain the customer gets informative value as well 
as a fair price. New York, like other large cities, has 
the problem of price cutting to contend with but Mr. 
Frank is firmly convinced background knowledge sin- 
cerely imparted with the sale gives the specialized 
attention necessary to combat this unfortunate situa- 
tion. Business houses who have been customers of the 
cancern for many years, and a large transient clien- 
tele, definitely prove the sound judgment prevailing in 
the policy. 


The present window layout 
specifically exemplifies 
the idea in solid form. It contains a combination file 
and storage cabinet as the dominating factor. Catalogs 
explaining technical points and pertinent details are 
part of the sales approach. The price tag lists the 
outstanding features. The opened cabinet shows each 
compartment compactly stored to qualify exactly how 
to get maximum benefit from it. Even the file drawer 
holds the proper complement of file folders. Thus, 
careful analysis satisfies interest and solves by con- 
crete visual example the purchasers’ problem of how to 
properly use the file after buying it. That is what makes 
the display unique. Much specialized effort and 
thought combined to achieve the desired results. 
Another well grounded plan promoting mounting 
sales volume stresses the power of suggestion by the 


Almost a century of selling proves that 
experience is still the best teacher 


simple method of emphasis. For instance, a second 
window display backed up by a huge fountain pen ad 
pointing up a choice of pens, has pen and pencil set 
suggestions contained in the window section directly 
in line with the door and as the eyes leave the array 
they come in contact with the words: 


“Through this Doorway Pass the Friendliest 
Folks in Town 
Our Customers” 


Having felt the warmth of that greeting, the pros- 
pect enters to see a large case showing the full line 
of pens and pencils. Strategic placement makes it im- 
possible to pass without getting a full view of the 
well spotlighted interior of the case. Effective use of 
specialized knowledge and experienced know-how 
make this type of visual sélling possible. 


The store inside is ' 
about 25 x 100 feet and as one 


walks through there is an awareness of lack of high 
pressure technique. The customer may browse and 
select at will. 


The phone rings. The name of a competitor is men- 
tioned as the caller. He has a customer interested in a 
blank book. Does Mr. Frank have anything on it, or 
do his files, which are about the most complete to be 
found of the stationery field—show the name of the 
manufacturer? Mr. Frank has it and he never needed 
to go near the files. The name of the manufacturer, 
out of business now, type of paper and cover, even the 
lettering used—there facts are available. There was 
none in stock but willingly he explained where his com- 
petitor might possibly obtain it. 


Customers in a constant stream have numerous ques- 
tions also. Each is answered directly and with cheerful 
effort to give Mr. Buyer the full benefit of all phases 
of the particular item being purchased, be it pencils or 
filing cabinets. 


“Product specialization” serving customers and com- 
petitors alike, to repeat, are the ingredients for the 
formula used by Henry Frank, Inc., successful com- 
mercial stationers since 1864—86 years, proof enough 
it is a right formula.—_GB 





PERSONALIZED ADVERTISING 


creates demand for repair service 


UNNING PHOTOGRAPHS of popular repairmen in 
the shop, as the central feature of newspaper ads 
on typewriter repair services, is a policy which is pay- 
ing excellent returns for Smith-Corona Typewriter 
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Company, typewriter dealers in Denver, Colo. 

Under the plan, prominent typewriter mechanics, 
who have been with the firm for many years, are the 
“subjects” of each ad. A typical one-column by five- 









































inch ad is headed with, “Calls 3,000 parts by name!”. 
Below is the photograph of Jesse Mathis, veteran 
typewriter mechanic. The copy states: “An office type- 
writer has about 3,000 parts, and Jesse Mathis knows 
them all. So he’s pretty useful to local Smith-Corona 
typewriter users—not only in fixing troubles, but in 
preventing them. His advice on your present machine 
is worth having—whether to overhaul or trade-in 


rebuild or replace. Give him a ring at MAin 5389.” 
The personalized ads, which resemble a news item 
with a photograph of a local citizen, show a high 





degree of readership, according to the Smith-Corona 
management. Many of the customers coming in for 
typewriter purchases and repair service, call for the 
mechanic by name, after seeing the ad and fixing the 
name in their memories. One of the most valuable 
outcomes of this form of advertising, it is believed, is 
that it fixes the name and address of the store in the 
minds of people who do not need typewriter repairs 
at once. However, when the time comes for repairs, 
the average person will remember the photographic 
ad, and the address of the store.—-RAL 





SUBSTITUTION LIST 


promotes typewriter ribbon sales 


HE OLD MERCHANDISING adage that nothing 

promotes sales better than helpful service to the 
customer has no better application than the typewriter 
ribbon department in the stationery store, according 
to Joseph Wilson, head of Capital Office Equipment 
Company, Tallahassee, Fla. 

Capital Office Equipment Company, a complete sta- 
tionery, office furniture, and office equipment dealer- 
ship across the street from the Florida state capitol 
building, has been successful in typewriter ribbon mer- 
chandising through developing a novel “substitution 
list.” The substitution list, which does away with 
smudged fingers, wasted time and wasted expense for 
typewriter users of any variety, has worked out so well 
in building good will that Capital Office Equipment 
Comapny is currently selling large-scale ribbon con- 
tracts to many customers who formerly were supplied 
by mail or via out-of-town competition. 

“The purpose of the substitution list is simple,” it 
was indicated. “We learned long ago that many people 
own typewriters for which manufacturers do not pro- 
vide proper spools or ribbon lengths, and which thus 
require rewinding of ribbons built for other machines. 
However, in many instances, we discovered through 
simple research and practice, this is not necessary. 
There are many standard makes of typewriter ribbons, 
mounted on spools which can be switched from one 
make of typewriter to another without ill effects, and 
which, of course, do away with the nasty nuisance of 
respooling a new ribbon onto the old spool of the 
machine. Thus, all we had to do to save the typewriter 
user this unnecessary headache, was to determine for 
ourselves which spools could be successfully substituted 
from one typewriter to another, and to list them con- 
veniently, so that any salesperson in the store could 
make the recommendation.” 


list’’ 

developed after test- 
ing all types of typewriters and ribbons in the type- 
writer repair department, hangs on the wall, opposite 
the well-stocked typewriter ribbon and carbon paper 
department of the Tallahassee store. There are 25 en- 
tries listed on the sheet, covering all well-known makes 
of typewriters, and all of their models, with reference 
to the type of ribbon spool utilized for each. Back in 
the second column is a list of the standard typewriter 
ribbon spools for each typewriter, and in the third 


The resultant ‘substitute 


Florida dealer builds good will by 
eliminating nuisance of winding ribbons 


column the “substitute” which may be utilized for each 
without respooling. Thus, if the customer states that 
she is using a 1928 model L. C. Smith typewriter, a 
glance at the second column identifies the code num- 
ber or stock number of the standard spool if any, and 
in the last column, the substitute spool which will fit 
the machine. About 65 per cent of the typewriters 
listed in the first column can be supplied with “sub- 
stitute spools,” Capital Office Equipment Company has 
found. Where the remaining 35 per cent are concerned, 
the words “no substitute” are incorporated after the 
entry. This, of course, means that there is no other 
course to pursue, other than respooling the ribbon. In 
many instances, however, when time permits, Capital 
Office Equipment will locate a spool of the right variety 
for the customer’s machine, and respool ribbon from 
another spool in the typewriter repair shop. 


Soon after its development 

the substitute list began 
paying results which have never stopped, according to 
the Florida stationery retailer. “The word that we 
could fit almost every typewriter seems to have spread 
throughout the entire city. Not only businessmen, gov- 
ernment employees and retailers but even high school 
students and college students who are owners of old- 
fashioned upright or portable typewriters are hearing 
about it. Thus, we have a steady stream of customers 
coming in to tell us that they have heard that we can 
supply spools for an out-of-the-ordinary typewriter, 
and hopefully bringing in the model number of the 
typewriter. In ahout 65 per cent of all cases, we are 
able to substitute the proper spool, and to advise the 
customer what number spool he should buy in the 
future. In other instances, we either respool the ribbon 
ourselves, or give the customer suggestions on how to 
do it with minimum effort and hand-soiling.” 

Net results of this simple idea have been an increase 
in the sale of used typewriters, in the volume of type- 
writers repaired in Capital Office Equipment Com- 
pany’s shop, and a big pickup in the sale of typewriter 
bond paper, carbon paper and ribbons.—RAL 
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HOW DOES 






the office machine dealer prepare for 


tomorrow—today ? 


LL OF US are vitally con- 

cerned with our own per- 
sonal stake in the immediate 
future. As businessmen we must, 
of course, devote thought not only 
to our own business, but at the 
same time each must be con- 
cerned with his own individual 
contributions toward the mainte- 
nance of a national defense eco- 
nomy. These are again unpredic- 
able and really bewildering times. 
They could even be fearsome. 
They need not be fearsome if we 
make plans to prepare as well as 
we can for any eventuality. The 
eventuality may be total war. It 
may also be total peace. How 
then, since we do not know what 
the future may bring, nor when 
crises may develop, can we be 
sufficiently prepared to preserve 
our business, our selves and co- 
operate with the national defense 
program. It is important that we 
face these facts and that we make 
plans before we actually come 
face to face with crisis. 

1. First—Let’s recall just for a 
minute March, 1942. Typewriter 
production was halted and 
stocks in the hands of manufac- 
turers and dealers were frozen. 
Even though they were frozen 
—there was no great rush by 
the public to buy them. When 
certain categories of typewrit- 
ers were released, the rush to 
buy began and many dealers 
sold themselves right out of 
business. 

2.Now remember the date of re- 
conversion from war production 
to civilian production — there 
was a grand rush to buy type- 
writers by the public. There had 
been a long period when type- 
writers were not available to 
civilian buyers. There was a 
pent-up demand. If availability 
is limited again for a period of 
time, the last pent-up market 
scramble will repeat itself. 

3. There may well be no emergen- 
cy but if there should be, how 
then should dealers prepare for 
the period when suppliers may 
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not be able to supply the lines 
of products they now sell you. 
A.If you were in business dur- 


B. 


C. 


1951 


ing the last emergency when 
suppliers could not supply you 
—you are happily in position 
to approach unother emer- 
gency with experience as to 
how to operate under such 
conditions and how to avoid 
any mistakes you may have 
made during -the last emer- 
gency. 
Under any conditions you 
should analyze your business. 
You should set down all fixed 
overhead needed to maintain 
you during a period of emer- 
gency. You should list those 
items of overhead which you 
can eliminate. You should in- 
clude only those items of 
overhead that are minimum 
requirements to keep your 
doors open for business at a 
profit. 
Now decide which categories 
of your business you can prof- 
itably control and maintain 
in a time of emergency and 
also the departments of your 
business that will contribute 
most by way of producing 
profitable income in an emer- 
gency. 
a.RENTALS—go after the 
building up of this classifi- 
cation of your _ business 
without delay. Rental ma- 
chines will be a constant 
source of income to your 
business. Remember, some 
of the dealers who sold 
themselves out of business 
early in the last emergency 
wound up permanently out 
of business. 


b. YOUR SERVICE DEPART- 


MENT. 

How many men do you now 
have who are eligible for 
the Armed Forces and who 
may be called? Have plans 
for replacing them if nec- 
essary. Does your service 
department show a profit? 
Start strengthening this 


Address presented at 
meeting of dealers 
in Springfield, Mo. 


by J. I. Hackney 


sales manager, 
portable typewriters, 
dealer sales division, 
Remington Rand, Inc. 


phase of your operation to 
increase its income poten- 
tial. 

c. LIST YOUR OTHER LINES 
of profit- producing mer- 
chandise, such as ribbons, 
carbon paper and stencils 
that were always available 
in the last emergency. 


D.Add all income - producing 
items to give yourself an es- 
timate of the amount of con- 
tinuing business you will 
have. Lay plans and institute 
action to strengthen your po- 
sition by adding available al- 
lied lines that fit into your 
business pattern. 

E. You now have a pattern for 
your business operation in the 
event that you suddenly find 
yourself faced with doing 
business under the restric- 
tions which might come in 
time of emergency. 

WHAT SIGN POST DO WE HAVE 
TO LET US KNOW WHEN WE 
MAY BE SELLING OURSELVES 
OUT OF BUSINESS? 

1. Analyze your present inventory 
level. See that it is established 
at a point that is ample for 
your capital. 

2.See that you maintain a proper 
balance of the types of prod- 
ucts and makes of machines 
that in your judgment is ap- 
propriate for the market you 
cover. 

3.Remember — the minute you 
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discover your sales of any 
product or make of machine 
are in danger of being greater 
than your replacement pos- 
sibilities—pull in your horns. 
The time to sell is when re- 
placements are available 
When machine inventory can- 
not be replaced —you should 
use it only for rental purposes 
. Keep in close touch with man- 
ufacturers. 

.Secure as much valid informa- 
tion as possible on the industry 
and from individual manufac- 
turers by checking with local 
representatives, home offices 
and manufacturers’ mailed 
releases. 

.Watch trends in relation to 
product development, price 
changes and inventory recom- 


mendations by manufacturers. 


. Check actions taken by the in- 
dustry whose products you now 
sell with the pattern estab- 
lished for these industries in 


World War II. 

Know local national trends 
and conditions. Authentic in- 
formation on the economic 
conditions in your community 
as well as on the national scale 
will give a sound basis for tak- 
ing action. 

.Keep in tune with your com- 
munity. Keep abreast of com- 
munity problems and reactions 
by maintaining active partici- 
pation in such groups as serv- 
ice clubs, your Chamber of 
Commerce, and trade associa- 
tions. 


10.Read national publications 
that will give a good over-all 
picture of the national trend. 

11.Be willing to take reasonable 
chances. 

When you have established the 
fact that the pattern is set up 
for your business in an emer- 
gency, go right ahead and do busi- 
ness as usual until the signs point 
to the imminence of an emer- 
gency. 

Let each day be sufficient unto 
itself. Sell all you can—but only 
to the point of never allowing 
inventory level to go below the 
established minimum which you 
may require in an emergency. 
Never allow your inventory level 
to slip below a point where sup- 
pliers are not able to ship you 
replacements. 





HAVE YOU 


filed form 1099 information returns? 


HILE ALL businessmen are 

familiar with the Bureau of 
Internal Revenue’s Form W-2, 
known as the withholding state- 
ment, few are acquainted with 
another equally important in- 
formational return, Form 1099. 
Both Form W-2 and Form 1099 
have the same fundamental pur- 
pose: to supply the Bureau of In- 
ternal Revenue with “information 
at the source” of income of tax- 
payers. Those required to file 
Form 1099 have the same respon- 
sibility as that attaching to the 
filing of Form W-2. 


Just as the W-2 form informs 
the Bureau of wages and salary 
earnings of employees, so too does 
Form 1099 undertake to inform 
the Bureau of other income tax- 
payers have. Using these forms 
the Bureau is enabled to check 
the information supplied against 
the return of particular taxpay- 
ers and, thus, ascertain whether 
all income received has been re- 
flected, in fact, in the individual 
income tax return. 


For example, 


few businessmen 
report to the Bureau the amount 
of rent, if any, they pay, and to 
whom. This is typical of the kind 
of information sought by the gov- 
ernment on Form 1099. 


Form 1099 is designed to sup- 
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plement and/or provide informa- 
tion not supplied by W-2. All per- 
sons, including corporations, must 
file Form 1099 whenever they 
make payments to another person 
of $600 or more annually, either in 
one sum or in total. 

Payments include the following 
categories: 

(a) interest; 

(b) rents; 

(c) salaries, wages and other 
compensation for personal 
services which are not subject 
to withholding, and which 
have not been reported on 
Form W-2, including travel 
advances paid an employee, 
profit-sharing payments, and 
pensions; 
fees paid to attorneys, physi- 
cians or other professional 
people; 

(e) alimony or separate mainte- 
nance payments. 

Corporations must make a sep- 
arate report on 1099 forms show- 
ing dividends or other distribu- 
tion of $100 or more out of earn- 
ings paid to an individual stock- 
holder. 

There are some payments which, 
according to regulations do not 
need to be reported on Form 1099. 
These include: 

(a) payments of any type made 
to a corporation (interest, for 
example, paid to a bank) ; 


by Harold J. Ashe 


tax counselor 


(b) bills paid for merchandise, 
goods, and similar charges; 

(c) payments of rent made to 
agents who, however, must re- 
port such payments turned 
over to principals; 
partnership salaries and prof- 
its paid to partners (this is 
reported in the partnership 
information return, Form 
1065) . 

Form 1099 provides separate 
spaces for each category of pay- 
ment, together with the name and 
address of the person to whom 
paid. A copy should be furnished, 
in the case of an employee, to the 
person whose income is reported, 
so that he will be able to complete 
his income tax return. 


The 1099 form returns are made 
on a calendar year basis, even 
though the person or corporation 
filing 1099 is on a fiscal year basis. 
It must be accompanied by a let- 
ter of transmittal, Form 1096, on 
or before February 15, following 
the year for which the informa- 
tional return is made. The return 
must be sent to the Processing 
Division, Bureau of Internal Rev- 
enue, Kansas City 2, Mo. 
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ECONOMICS of credit selling 


INSTALLMENT SALES 


HE MOST IMPORTANT factors 

influencing installment sales 
are prices, mark-up, terms, ex- 
pense and service charges. The 
first two will be treated in this 
article and the others in subse- 
quent discussions. 

Prices at which goods are sold 
have much to do with cre‘it sell- 
ing. Fundamentally, prices are 
established to insure profits. But 
they may be set for other legiti- 
mate purposes—disposing of slow 
moving merchandise, clearing out 
obsolete goods, meeting competi- 
tion, raising quick cash and fur- 
nishing leaders merchandise to 
attract buyers to other goods. All 
of these involve credit. 


Very low-priced 

articles are 
rarely sold on installments. Many 
stores place a price limit on such 
sales. We may find stores that 
put this at $5.00, and up to $25.00 
or more. Another way of control- 
ling this problem is to have a 
policy of not accepting less than 
$5.00 monthly payments. Or, low- 
priced goods may be sold on the 
three-payment plan, one third 
down, one third in 30 days, and 
one third in 60 days. 

The higher the price levei, and 
the more expensive the goods, the 
easier the credit job becomes. The 
reason is that it costs but little 
more to sell $1,000 worth of goods 
than it does $100 worth. Except 
for interest expense, other costs 
are almost identical. Therefore we 
find service charges which reflect 
credit expense considerably less 
on top-priced merchandise. 

As an example, we can take cur- 
rent newspaper advertisements for 
financing sales of new Ford auto- 
biles: 


Ford Deluxe Tudor sedan..$1,520.00 
Down payment 430.75 


Balance to be financed...... 1,089.25 
Finance charge at 3 per 
GEE isi... See 32.67 


Total to be paid ee $1,121.92 


It is noted that the finance 
charge is three per cent, which 
is much less than normally found 
in lower-priced goods. Later, it 
will be seen that six per cent 
finance charge on office machines 
will not come as near compensat- 
ing for costs, as this percentage 
does on automobiles. 
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Mark-up, or gross margin, is the 
relation between acquisition cost 
and selling price. It is shown as 
a percentage on selling price. 

Since the war, the spread in 
gross margins is definitely down- 
wards. This is true in most all 
fields. For example: 

Stationery mark-up for 1939— 
39.04 per cent. 

Stationery mark-up for 1949— 
37.33 per cent. 

Retail furniture mark-up for 
1939 to 1945—43.50 per cent. 

Retail furniture mark-up for 
1949—38.15 per cent. 

This is also true for office ma- 
chines. But before going into that, 
it will be necessary to determine 
as closely as possible what the 
mark-up is in this field. There are 
no reliable figures at hand, from 
the viewpoint of the retail dealer. 
Therefore, the best procedure will 
be to estimate gross margins from 
data furnished by numbers of 
dealers. 

Some franchise dealers buy at 
40 per cent from manufacturers, 
some at 35 per cent, and some even 
less. A good percentage do not buy 
at all, but sell on approximately 
30 per cent commission. So it 
might be thought that an average 
would be 35 per cent. However, a 
majority of dealers sell office 
typewriters, where the discount 
custom prevails. It has been stat- 
ed that about one half of such 
sales are to national accounts, and 
to schools, or governments, all of 
which pay less than list prices. 
How much this reduces gross mar- 
gin is not known, but a conserva- 
tive guess is that average mark-up 
is not more than 30 per cent for 
machines sold by franchise deal- 
ers. 


In larger cities, 
where manufac- 


turer branch offices are main- 
tained, dealers are allowed 
agencies for limited models of 
machines. This has been calcu- 
lated to produce a gross margin of 
35 per cent. 

In addition, almost all dealers 
sell reconditioned and used equip- 
ment of all grades and kinds. The 
mark-up on these is higher, and 
has been calculated to average 45 
per cent. So the franchise dealer, 


Fourth in a series of six 
articles from the long ex- 
perience of a successful 
office machine dealer 


by Clarence £. Bush 


New York, N.Y. 


selling new machines at 30 per 
cent mark-up, and used machines 
at 45 per cent mark-up, will aver- 
age 37.5 per cent gross margin. 
The agency dealer, selling new 
machines at 35 per cent mark-up, 
and used machines at 45 per cent 
mark-up, will average 40 per cent 
gross margin. However, the fran- 
chise dealer has the best of the 
deal, because his gross margin is 
based on higher-priced goods. It 
has been estimated that average 
selling prices for agency dealers 
is $70.00 (new and used ma- 
chines), and average selling prices 
for franchise dealers is $200 (also 
new and used machines). 


In 1939, 

Dun & Bradstreet made 
a survey of office machine dealers 
and found an average mark-up of 
40.4 per cent. Taking the average 
of franchise dealers mark-up of 
37.5 per cent and that of agency 
dealers mark-up of 40 per cent, 
we get 38.75 per cent mark-up for 
the trade. This represents a drop 
of 4 per cent gross margins, most 
of which comes from new machine 
sales, used machine margins re- 
maining stable. Therefore, office 
machine dealers, like other busi- 
nesses, are experiencing consider- 
able drop in gross margins. If they 
want to make the same profit as 
in 1939, they would have to sell 
11 per cent more machines, speak- 
ing in number of units, and not 
dollars. 

Because credit expense is part 
of general overhead, it is impor- 
tant that gross margin be suffi- 
cient to carry these costs, and to 
leave reasonable net profits to 
owners. 























by Irving Settel, authority on retail advertising 


N PREVIOUS articles, we discussed the various 

elements which go into the making of an 
advertisement. It was pointed out that these 
elements (layout, copy and illustration) individ- 
ually contribute to the effectiveness of the sales 
idea. Together, they become an integrated unit, 
working with the same common goal, getting 
the reader’s attention. Each depends upon the 
other as do the links of a chain. Your adver- 
tisement is as strong as its weakest link. An 
effective job must be achieved through the 
combined efforts of each part .. . and effective- 
ness means the following as far as the poten- 
tial customer is concerned: 

1. Attracting attention 

2. Maintaining attention 

3. Arousing desire. 

4. Promoting action. 

Scientific studies have shown that the av- 
erage life span of a newspaper is 15 minutes! 
This means that the reader buys a paper, 
rushes through the pages, reading only items of 
interest. Further, analysis maintains that the 
average reader scans little more than three per 
cent of the ads exposed to him. These figures 
may be soméwhat startling but they are never- 
theless based upon fact. 


Intelligent advertisers 

recognize the resulting 
problems and adjust themselves to these condi- 
tions. For an advertisement to be read, it must 
be attention getting, attention holding, and ac- 
tion promoting! It must compete, not only with 
other advertisements, but also with significant 
and living news stories offered by the newspaper 
or publication. It continuously fights for atten- 
tion. 

In addition to the rules for effective elements 
of the ad, another problem arises. How large 
Should an advertisement be to gain effective- 
ness? How often should an ad be run? How 
shall we spend a limited budget? Shall we run 
a large ad once a week or a small ad three or 
four times a week? Which gains more atten- 
tion? Which brings in more business? 

Studies have also been made as to the rela- 
tive value of different size ads. One investi- 
gator found that it takes four times the area to 
attain three times the attention. Another study 
concluded that in most cases, advertisements 
bring in customers in direct proportion to their 
size, with the smallest sizes having a slight ad- 
vantage. One survey indicates that greater 
areas of advertised space have lesser impact 
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4. Elements of ad must be carefully integrated 


upon the reader. All these merely add to the 
confusion. The progressive office appliance 
dealer will ask,” Well, what is the answer?” 

The answer to this vital question lies not in 
the results and statements of these various 
analyses but within the experience (trial and 
error) of the individual retailer. 

The intelligent business man tries to deter- 
mine the most effective size for his advertise- 
ments by studying his own problems. Only 
tested experience will indicate the size and 
frequency required. The highest returns per 
dollar spent is sought .. . and individual ex- 
perience is the best teacher. A series of well 
planned tests will give you your answer. 

One office appliance retailer advertised a new 
desk made of mahogany. He ran a full page 
ad in the local paper to stimulate sales. The 
percentage of resulting business was poor com- 
pared to a single column ad run by a competi- 
tor, selling a similar item at a similar price. He 
discovered that full page ads were unprofitable 
and switched to more frequent small ads. They 
paid off immediately. 

Do not be discouraged if your budget allows 
for small ads only. They can be extremely 
effective. Many sound businesses have been 
built with ads under three columns by ten 
inches. For one, greater frequency is made pos- 
sible by lower space and production costs. Suc- 
cessful small space advertisers have recognized 
the importance of repetition, even to the ex- 
tent of using the same message over and over 
again. 


You may rightly ask 

the question, “With 
competition as it is today, how can small ads 
attract attention?” The answer is not only 
frequence but also the quality of the elements 
within the ad itself. Difference or emphasis 
must be achieved. The method of attaining this 
can be broken down into the following rules: 

1. UNUSUAL HEADLINE ... Let the head- 
line play an important role. Hand-lettering or 
distinctive typography will help. A _ clever 
catchword, a_ striking idea, an _ interesting 
thought, any one of these will gain the atten- 
tion you want. Make the headline simple, con- 
cise and effective. Keep a “morgue” (file) of 
interesting headlines and always refer to it for 
ideas. 

2. UNUSUAL BORDERS ... A hand-drawn 
border is always an attention getter. Heavy 
black dotted lines, large dots, curved frames, 
and so forth, can be used. You can actually 
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change the complete appearance of the ad with a 
distinctive border. 

3. WHITE SPACE ... Effective use of white space 
can be an important factor in getting the reader to 
see your ad. Don’t waste the space. Instead, distrib- 
ute it carefully and your message will stand out. 

4. BLACK SPACE ... Reverse cuts (white figures or 
lettering on a black background) is an important at- 
tention-getting factor. This technique must be care- 
fully used. It is necessary to determine whether re- 
verses are being used extensively within the local 
paper. If so, avoid them since black ads will blend 
with black and the difference will be lost. 

5. UNUSUAL SHAPES .. . Space in newspapers is 
always rectangular. You can be different by using any 
shape but rectangular. Emphasis is achieved with the 
use of circles, ovals and odd geometric forms for the 
shape of your ad. 

6. USE OF CARTOONS .. . Cartoons have won in- 
creasing popularity in the retail field. A newspaper 
reader thoroughly enjoys comics, cartoons and humor 
of any type. Advertisers have taken advantage of this 
by using humor in their ads and the results have been 
excellent. 

So, we repeat, do not fret if your budget restricts 
you to small ads. If they are used correctly, you will 
find surprising advertising results. Plan regular cam- 
paigns for your small ads. Work out ideas in the form 
of both institutional and promotional appeals. Be con- 
sistent. Try some of the above ideas and watch the 
results. 


the 





The author solicits readers’ advertising 
problems for treatment in the “AD 
CLINIC” running concurrently with the 
“AD-VISER.” Send in your problems to- 
gether with your ads to the author in 
care of OFFICE APPLIANCES. This serv- 
ice is FREE of charge. 


Dear Mr. Settel: 

We note that you state you solicit readers’ ads and 
are mailing you just a few of our latest ads for your 
criticism or praise. We have two 5-column by 18-inch 
ads per week. Many of these ads do not seem to change 
much in style; they lack something. Whether it is the 
type, headings, layout, copy, white space, not properly 
showing a feature, or improper mats, we do not know. 
We do get a response from the ads; however, it is not 
great enough for the size and amount of advertising 
we do. 

Our population is approximately 75,000 in the city of 
Portland and the paper that carries these ads has a 
paid circulation of 65,000. This covers the entire state, 
morning and evening: 

We will await a reply, whether personal or through 
the Orrice APPLIANCES and would appreciate your per- 
sonal criticism as to changes we could make. 

Yours very truly, 
gE a: P. 
Portland, Me. 
Dear E. R. P.: 

In regard to your request, I have made a careful 
study of your advertisements and have made the fol- 
lowing notations which I should like to pass on to you. 
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(1) On the whole, your advertisements are better 
than average. They possess many of the elements 
necessary to successful promotion. There are, how- 
ever, some factors which you can employ to achieve 
greater response. 


(2) On all three of the full pages submitted, your 
ads were placed on the “inside” nearest the folds. 
This, of course, is not a choice position. You should 
request an “outside” position which has much greater 
reader value. In addition, you might try to get, wher- 
ever possible, the same position each time you ad- 
— This will have the important effect of repeti- 
ion. 


(3) Try to utilize a little more white space in your 
ads. Use less body copy, less sub-headlines, maybe 
smaller illustrations. Make the type easier to read by 
using no type matter under 10 point in size. 


(4) Headlines are extremely important. The success 
of an entire advertisement may stand or fall on what 
is said in the headline. Here, it is necessary to arouse 
both curiosity and self-interest of the reader. It is 
perfectly all right to use your name in the headline, 
but always tie it in with the potential customer desires. 


(5) A very effective campaign would consist of a 
series of small ads (about 2 columns by 5 inches). 
You might try to use four or five every Friday in addi- 
tion to your regular ad. If your budget will not allow 
additional space, cut down the size of your large ad. 
In each miniature, promote single “specials.” Scatter 
og throughout the newspaper to insure good reader- 
ship. 


You have not mentioned whether or not you are 
using radio and direct mail. It is wise to avoid “putting 
all your eggs in one basket.” Divide your budget be- 
tween the three with the emphasis upon the medium 
bringing the greatest results. Both radio and direct 
mail can supplement your newspaper advertising. The 
result will be a well co-ordinated advertising cam- 
paign which will undoubtedly increase your business. 

Sincerely, 
IRVING SETTEL 





Simple “List Ads’ Prove Steady 
Sales Builders for Mobile Firm 


NOVEL IDEA in office-supply advertising which 

consistently pays good results for the Powers 
Company, Inc., outstanding business machine, office 
supply and printing firm in Mobile, Ala., has been 
the continuous use of “list ads.” These are changed 
from day to day to list everyday office supply items 
which the reader may need. 


The ads are set off in a simple box, two columns by 
three inches, and list approximately a dozen items 
each day. These are chosen either at random or from 
various brackets of the store’s inventory. No cuts are 
used, nor is there any catchy copy. Instead, the items 
are simply listed in a block paragraph, centered within 
the box, with the hope of encouraging the office man- 
ager or business firm head to skim through them and 
thus be reminded of needs for the office. 


A typical “list ad” mentions printing, office furni- 
ture, salesbooks, ditto machines, paper, desks, chairs, 
stools, safes, envelopes, lamps, mimeograph stencils, 
and ink. The next day’s ad may list pocket memo 
books, wastebaskets, desk accessories, gifts, blank 
books, legal forms, ring binders and so forth. Chang- 
ing the ad from day to day, thus mentioning thousands 
of items over a year’s time, has proven an effective 
reminder. Many customers coming into the store have 
told salespeople that they were originally reminded 
to purchase the item through seeing this simple 
advertisement.—RAL 
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DisPli! 


for the 


OFFICE EQUIPMENT DEALER 


conducted by 


George B. Taylor 


P.O. Box 542, Long Beach, Calif. 


OUTSIDE props for a chair display 


PROGRESSIVE MERCHANT 

goes outside his own business 
in order to obtain props for his 
show windows. He does this to 
attract attention and to command 
interest in what he has to sell. 
He is very successful in this en- 


deavor, as is evidenced in show 
windows all over America. We in 
the office furniture field have been 
very slow to grasp these opportu- 
nities providing a lucrative source 
of promotion in other progressive 
fields for many many years. The 
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CHAIRS TAILORED, TOO, FOR PERFECT FIT 
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Promotional tie-ins make 
office equipment displays 


more effective 


fact that they are still being used 
is proof enough of their effective- 
ness. 

To illustrate the point our artist 
has illustrated for me a display 
of chairs based upon the logic 
which the manufacturer uses in 
its sales arguments. “Both are 
Tailored for Perfect Fit” is the 
caption used to attract attention. 
A suit form on a turn table has 
the double effect of motion plus 
mystification. The average cus- 
tomer upon seeing a suit form in 
an office supply window just has 
to find out what it is all about. 
That is what you want. Your mis- 
sion has been accomplished. 


Be sure 

in arranging this dis- 
play that you select a suit that 
will harmonize with whatever 
chair you have on display. A 
brown chair means a brown suit, 
a grey chair, a grey suit, and so 
forth. The arrangement suggest- 
ed by our artist is only one of 
many that might be suggested for 
your :use. For example, if the 
giant size tape is not practical, 
use the reader on one sign sus- 
pended in the window and fasten 
several tape measures to the back 
panel by means of thumb tacks. 
Stretch them full length (judging 
by the depth of the window). 
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Fasten them to the floor in fan 
shape, pulling tight as you do so. 
This will prove to be a pleasing 
attention getter. 

A spotlight on the chair, the 
suit on the turntable and the out- 
stretched tape measures all serve 
to create interest. This interest 


in many cases will develop into 
a sale. Remember your store name 
and the name of the product 
should be featured strongly in the 
display so that the prospective 
customer will have a word picture 
to remind him where to make his 
purchase of that particular item. 


A little imagination, if put to 
work, will help you to create un- 
usual displays which are worth- 
while from a promotional stand- 
point. Let that imagination run 
riot. Do the unusual things. That 
is the way to promote in this 
modern age. 





PLAN DISPLAYS 


of stock items for profitable selling 


Careful placement of feeder lines 
leads customer to inspect store 


HE IMPORTANCE of ample and 

diversified interior displays in 
any business such as the office 
supply and appliances trade can 
hardly be over-emphasized. 

The multiplicity of items char- 
acteristic of the stock of a com- 
plete stationery store really be- 
comes something of an advantage 
in display promotion. That is 
because all displays can be 
changed so frequently and in- 
terior “Silent Salesman” displays 
of the different supplies and 
equipment can be kept in rotation 
throughout the year. 

Everything worth having in the 
stock should be priced plainly and 
“merchandised” intensively in the 
salesfloor or showroom. That is 
where the stationer makes his 
profits—a big chunk of them in 
the selling area within 15 feet 
of the main entrance—the section 
probably most valuable in all 
stores both from the viewpoint of 
the public’s convenience and the 
sales-conductivity of the mer- 
chandise exhibited for sale. 

This is an obvious fact, yet it 
is often violated in the stock ar- 
rangement of many small and 
middle-sized stationery stores. 
The management probably imag- 
ines that it is not of much im- 
portance for a small business, 
such as HIS, to try to practice 
scientific merchandising methods. 
And the surprising fact is that 
such a mistaken display policy— 
or absence of a real policy—can 
co-exist with apparently capable 
effort to get business, so far as 
personal selling is concerned. 


Investigation 

has shown that at 
least 65 per cent of stationery out- 
lets, in the retail field, were 
started with one-man ownership 
and 50 per cent continue to be 
so operated. Many of these stores 
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are not of extraordinary floor area 
and the proprietors have need to 
use every square foot of space for 
constructive selling. 

Yet, in spite of the fact that 
the most potent trade-conductiv- 
ity of the store is in the window 
frontage and the first 15 feet in- 
side the main entrance, which 
may constitute one-quarter of all 
available business facilities, one 
can still find some stores in which 
this space is not being used to the 
best merchandising advantage. 
This can happen even when there 
are no gum slots, weighing ma- 
chines or telephone booths oc- 
cupying a slice of valuable space 
near the entrance. 


Sometimes 

the stationer’s pro- 
motional ability seems to be good 
in window merchandising, but not 
so good in interior display policy. 
There’s a reason for this. It is 
natural to think of the window 
frontage as the first—in many 
stores, the only—reliance for in- 
ducing store traffic and this 
attitude of mind may result in 
forgetting the dynamic sales- pro- 
ducing possibilities of displays of 
equal merit within the store. 

The week-after-week window 
displays, which advertise the na- 
ture, scope and values of the sta- 
tioner’s merchandise, may influ- 
ence lookers-in to be comers-in, 
but the heavy sales ammunition, 
in all the more-progressive sta- 
tionery establishments, are the 
well-arranged stock displays that 
confront the buyers when they 
enter the salesfloor. 

In many stores, the _ logical 
“feeder lines,” that can cause cus- 
tomers to circulate throughout the 
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by UV. N. Vetromile 


feature writer 


store, are not always placed as 
strategically as they should be, 
and one sometimes observes that 
some of the store’s most valuable 
selling space is devoted to repeti- 
tion of merchandising offers 
which are already amply repre- 
sented in the show windows. 

There is little likelihood that 
the average customer will forget 
to ask for. any goods for which 
window promotions caused him or 
her to enter the store. Therefore, 
the better policy, from the stand- 
point of increasing sales and 
profits, is to effect an arrange- 
ment that requires customers to 
walk through several displays of 
seasonable and attractive mer- 
chandise other than the goods 
that are being currently window- 
merchandised. 


Certainly, 
this is a simple and 


valuable merchandising idea that 
can be applied in almost any re- 
tail establishment without any 
more expenditure of time and 
effort than must be applied any- 
way in arranging counter and 
show-case displays without full- 
est regard for sales-building prin- 
ciples. 

So-called “open-mass” displays 
are the order of the day, but 
whatever plan is preferred, the 
best results always come from 
having as attractive an array of 
seasonable and timely goods as 
the store can possibly present to 
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the “buying eyes” of everyone 
who crosses the threshold. 

Clever arrangement of such dis- 
plays within the store can make 
the stock of any store appear 
twice as large and comprehensive 
as it really is. If this be decep- 
tion, it is at least the harmless 
kind and is almost certain to 
prove profitable, particularly in 
the smaller stores where space is 
at a premium and much selling is 
done directly from massed stock 
displays. 

“Silent Salesman” display set- 
ups in the rear section of the store 
should, naturally, be positioned 
higher than those in the front of 
the establishment for maximum 
visibility. 

The larger goods, such as desks, 
typewriters and cabinets, can be 
displayed in the rear section with 
the greater assortments of small 
sundries and supplies being shown 
in the front part of the salesfloor 


The departments that are 
stocked with a multitude of small 
articles, require having the in- 
terior display units changed more 
frequently than would be the rule 
in a store having only few large 
or “heavy” items of stock—a fur- 
niture store, for example. 


Making all items plainly priced, 
regardless of the work involved, 
is an elementary rule with good 
management. It convinces cus- 
tomers that the store is a strictly- 
one - price - to - all establishment 
and (provided there are no errors 
in price-markings) is a protection 
against the probability of some 
new clerk selling an article or two 
at the wrong price. 


Price-marking 

is not sales pro- 
motion, however. It may be the 
basic selling factor in a five-and- 
dime store, but it is not enough 
in the stationery business. Each 
unit of interior display must be 
identified by the type of sales- 
card or “talking card” which is an 
effective advertising mouthpiece 
for the “Silent Salesman,” always 
telling “what,” “how good” and 
“how much”—also the points of 
difference or superiority, especial- 
ly in the case of some new article 
or appliance. 

Such cards must do more than 
register a fleeting impression. 
They must start sales in the pros- 
pective buyer’s mind by arousing 
and sustaining sufficient desire to 
buy so that latent interest is 
fanned into a buying decision. 
This will often result in sales 
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without the intervention of a 
salesman. 

It is the “talking cards,” fully 
as much as the advertisements, 
which have this power behind 
their conception and wording 
that outdistance the kind that 
produce little demand when a 
salesman is not at the customer’s 
elbow. 

The whole idea is to keep cus- 
tomers interested in the store 
through keeping them acquainted 
with as much as possible of the 
store’s merchandise by frequently 
changing all interior displays 
throughout the year Every article 
worth offering to the public should 
have its chance for effective dis- 
play at the proper time. Any- 
thing not worth selling shouldn’t 
be in the store at all. 


Proper interior 

lighting condi- 
tions must receive due considera- 
tion with regard to the value of 
such interior display methods, be- 
cause poor lighting effects can 
easily undo all the time and effort 
put into otherwise efficient “Sil- 
ent Salesman” display set-ups. 

Interior merchandise displays 
are grouped into several types in 
order to insure the best results 
for the advertising and selling of 
the goods that have been selected 
to interest the trade at any given 
time. The grouping, in most cases, 
may be stated as “The Style Mo- 
tif Display,” “The Medium-Stocky 
Display” and “The Special Sale 
Display.” The style motif display 
does not, ordinarily, enter into 
the stationer’s advertising or dis- 
play plans. 

The second type of interior dis- 
play unit, the “Medium-Stocky” 
set-up, is popular and is the style 
which seems to be in general use 
during the greater part of the 
year by most retail stores. It re- 
quires that merchandise be shown 
in generous quantities, yet with- 
out intricate, time-consuming 
“artistic” display, and with this 
type especially the right kind of 
“talking cards,” as sales-clinchers, 
perform their most potent func- 
tion in the selling of the goods 
on display. 

Neat, well-lettered and plainly- 
priced cards of uniform size—not 
too large—should be used with 
this type of display. The cards 
will act as the mouthpiece for 
each of these “Silent Salesmen.” 

The third type of display unit, 
the “Special Sale” set-up, from its 
very nature, requires effort by dis- 
play man or show-card letterer 


to make the sale a big success 
during its short duration—seldom 
longer than two or three days. 
Such display cards call for the 
best in pithy selling suggestions 
and this is accomplished by the 
display’s advertising mouthpieces 
—the “talking card” and the price 
ticket, unless both functions are 
embodied in one striking display- 
card or sales-mount. 


Every one 

experienced in retail- 
ing knows that “talking cards” 
of the proper kind play a very im- 
portant part in their influence 
upon the sale of well-arranged 
goods in a special display set-up. 

Indeed, many stationers believe 
that such cards increase the lat- 
ent sales-potentialities of interior 
displays by as much as 50 to 70 
per cent—especially in the store 
of established good repute that 
can always command public con- 
fidence in whatever goods the sta- 
tioner offers for sale. 

Special price or regular price 
$.05 lead pencil or $100 check- 
writer—the public wants to know 
the price. It is of primary impor- 
tance, because everyone in a retail 
store wants to know what this and 
that sells for, and if the price of 
an item is not displayed and the 
customer’s need is not immediate, 
he or she will not, in many in- 
stances, inquire the price, particu- 
larly when the price is more than 
a dollar or two. To prove this, 
make an experiment and learn 
which sells faster—the tray of 
fcuntain-pens without a price or 
the same tray of pens marked 
“Two Models—Two Prices, $3.50 
and $5.50. A Pen-Pal You'll Enjoy.” 

The typical high-class stationer 
is building a reputation for qual- 
ity goods, service and uniform 
value—not for having special 
sales—yet there is, of course—even 
in such a stationer’s business—a 
legitimate and logical place for 
some special-price merchandising 
on infrequent occasions, competi- 
tion making this necessary for 
trade-drawing purposes. 

Even those stationers who abhor 
the habitual cut-price type of sta- 
tionery outlet, maintain a special- 
value counter or table somewhere 
in the store as a facility for the 
clearance of old-style, slightly 
shopworn, or “wrong-buy” items 
that have been over-staying their 
welcome in the stocks. Desirable 
and usable goods of this class 
should be put on such a table or 
counter, provided there are suffi- 
cient number of articles to make 
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a worth-while display. Otherwise, 
any odds and ends or obsolete 
items can usually be sold over the 
counter to some habitual buyer 
who, there is reason to know, can 
use them to good advantage and 
will be appreciative of the savings. 

But to capitalize price-appeal, it 
is not necessary to maintain a 
bargain counter, in the ordinary 
sense, because one could have a 
detached display unit advertising 
“Anything on This Stand, $.49,” 
“Take Your Pick of These at $1.50 
Each,” or something on that or- 
der. The idea will be the means 
of selling more of the goods by 
focusing attention on them. The 
goods selected should be good 
values, but they need not be price- 
manipulated items that entail a 





pared-down profit for the busi- 
ness. 

Changing the appearance or 
stock layout of the interior of the 
store is highly desirable. The de- 
partment stores are always chang- 
ing things around. They regard it 
necessary, because customers are 
guided by their eyes more than 
by anything else, and they know 
that if the store looks the same 
at all times, customers will lose 
interest and go elsewhere. Try to 
put interest-stimulating elements 
into the store itself as well as into 
the store’s advertisements. 

Another good idea for interior 
display is an occasional “What’s 
New” exhibit. The intelligent sta- 
tioner who plans his stock dis- 
plays for more-profitable selling 


will be richly rewarded. 

The stationer whose store front 
has been designed with a roomy 
entrance lobby flanked by dis- 
play windows has a strategic pre- 
threshold display facility for the 
promotion of many lines of goods. 
Depending upon the size of the 
lobby space he can set out there 
every day one or more portable 
display racks of the type —of 
course —that protect the goods 
displayed, these display set-ups 
being taken inside at closing time. 
This is one way of getting the 
maximum amount of advertising 
value out of the display frontage 
of a well-situated stationery es- 
tablishment—also, of disposing of 
seasonal odds and ends on a semi- 
self-service basis. 





ANOTHER ARRANGEMENT 


for a simple. 


ERE IS ANOTHER simple ar- 
rangement that may be of 
help to the small dealer in outly- 
ing communities. The problem was 
to show typewriter tables, type- 
writers and chairs together with 


a feature display of executive 
chairs. The display window was 
so small that it was a rather dif- 
ficult thing to get away from a 


“too crowded” effect such as is 
too much in evidence in office fur- 
niture windows today. 


Unsightly 

backgrounds have to 
be either remodeled or ignored— 
especially right-angled back- 
grounds and those of odd shapes. 
Sometimes it seems impossible to 
make the window look right be- 
cause of these unsightly back- 
grounds, but in reality it is a sim- 
ple matter. Don’t try to fill that 
far-away corner with merchan- 
dise. Most people would never see 
it anyway. Focus the attention of 
the window shopper on a display 
backed up by a panel or, as in the 
case of the window shown in the 
photograph, a frame which hides 
the background to some extent 
and shows the merchandise in an 
effective manner. 

A frame of this nature needs no 
bracing in position. Place it in 
the corner of the show window 
and let the angle formed where 
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the glass meets the background 
support it. If there is a tendency 
for the top of the frame to “fall 
away” from position, a nail in the 
lower inside corner will be enoygh 
to level the frame so that it will 
stay in position. 

There are several ways in which 
the frame can be treated from a 
decorative standpoint. In prepar- 
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HOW TO BEAT THE SPACE PROBLEM IN SETTING UP WINDOW DISPLAY 


and effective display 


by George Ds. Taylor 
display specialist 
ing these articles the writer uses 


the Do/More chair because that 
happens to be available, but these 
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arrangements can be applied to 
the display of any chair you may 
want to promote. Of course the 
sales cards and the application 
would have to be in accordance 
with the claims made for your 
product. The frame could be used 
to show photographs of different 
models of the brand emphasized 
in your window. It can carry cir- 
culars in artistic arrangements, 
something which will assure more 
than a passing glance at the dis- 
play. It can be used to carry short 


pointed messages about one chair. 

The rest of the window is occu- 
pied by a posture chair, two type- 
writer tables and some typewrit- 
ers. The elevation in the back 
helps us to attain a high-low ar- 
rangement from left to right. The 
eye follows an arrangement of 
this kind very easily. We want to 
present our merchandise in a 
manner that makes it easy for the 
shopper to grasp. 

An added idea which was not 
used in this display is to present 


three messages by means of signs 
advertising the versatility of your 
business — “typewriters for rent,” 
“terms” on the portables and the 
prices on the typewriter tables. 
We present this arrangement 
with the hope that it will help 
you with arrangements in your 
own window. Small windows are 
hard to display and versatility is 
only attainable through constant 
vigilance. Otherwise, dullness is 
an ever-constant menace, and a 
very costly one in your windows. 





DISPLAY VALUES 


reside in foresight and retrospect 


S EACH YEAR passes it is 

wise to take stock of past 
happenings and to look forward 
to the future with renewed hope 
and determination to improve. It 
is well, too, to look backward and 
pick out and eliminate those poli- 
cies which have been detrimental 
to our store program during the 
past year. They should be replaced 
with time-tested business build- 
ing pursuits. In this matter of 
window display there is only 
method. We must about face on 
some of the things we have care- 
lessly tolerated. We must study 
the problem and apply what we 
have learned. In the matter of 
office furniture display we, of 
course, cannot expect department 
store sale results from our dis- 
plays, neither can we expect to 
hit the jackpot from every idea 
presented. Our displays, however, 
should present ideas of merit at 
all times and our merchandise 
should be shown in a manner that 
will attract attention and create 
desire. If this is not the case, 
then our displays will have the 
undesirable effect of placing doubt 
in the mind of our prospect. 


The biggest mistake 
made in 
the average display of office sup- 
plies is the constant use of mass 
display. It would be far more 
profitable to work out a system of 
unit trims combining a special pro- 
motion of a long-profit item with 
spot displays of staples. This pro- 
cedure has been described in de- 
tail in several of these articles. 
The purpose of this column 
since its conception two years 
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ago has been to give the smaller 
dealer a new approach to his dis- 
play problems. We have tried to 
present ideas which will stimulate 
his desire to create more sales 
with what he has on hand and at 
little expense. There is no reason 
why he cannot do this and it is 
the purpose of the writer to con- 
tinue to present workable and 
helpful ideas. 


There are many 

fine display 
ideas presented by OFFICE APPLI- 
ANCES, not only in this column, 
but throughout the entire volume 
each month. No merchant could 
have a finer text book on modern 
display. It would be a good resolu- 
tion that each volume of this 
progressive trade journal be filed 
away and the display items be 
marked for easy access on window 
day. There are ideas galore from 
many sources which will assure 
any merchant of a continuous 
variety in merchandise presenta- 
tion. By all means, adopt this as 
a must during 1951. 

The ideas presented herein are 
not the opinion of one individual 
but are tried and tested methods 
gathered from all over the coun- 
try and presented usually with 
illustrations by writers of merit. 
There is no problem that you can- 
not solve if you have this “text 
book” at hand and make a study of 
it. Many people do not realize the 
VALUE of such monthly aid and 
look upon it as a magazine for 
which they have paid their sub- 
scription. They “hurry through” 
and throw away many good dol- 
lars by their indifferent attitude. 


Fresh ideas can stimulate 


the weak display program 


by George I. Taylor 


display specialist 


The progressive merchant, how- 
ever, is wide awake to the value, 
in its contents and makes a study 
of the various presentations gath- 
ered for his benefit. This is wis- 
dom, and the victory goes to the 
dilligent. 


As for this 
particular column, 


we shall continue with our en- 
deavor to present ideas from 
whatever source they spring with 
the hope that they will prove to 
be profit makers for the subscrib- 
ers of OFFICE APPLIANCES. We shall 
continue to present sketches and 
photographs of window setups 
that will aid you in the arrange- 
ment of your displays and the 
proper presentation of your mer- 
chandise. We shall always wel- 
come ideas from any source and 
constructive criticism from any- 
one. This is the only way in which 
we can achieve that maximum 
efficiency which is so close to our 
heart. 

Let us look to the past to avoid 
proven pitfalls, let us look to a fu- 
ture of constructive co-operation 
in this matter of display and let 
us use the pages of the nation’s 
leading trade journal, Orrice Ap- 
PLIANCES, aS a permanent record 
in this endeavor. 
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ATMOSPHERE comes to the office 


ECENT YEARS have seen a 

virtual revolution in the fur- 
nishing of business offices. Fitting 
out both the executive’s office and 
the general office is being handled 
nowadays on an entirely different 
approach. The modern business- 
man is no longer interested in 
buying pieces of furniture. Today, 
he buys a complete office—and he 
buys it with a new appreciation 
of what a modern office ought to 
be. 

Prior to this “revolution” the 
principles of office furnishing had 
not changed for hundreds of 
years. To our fathers and grand- 
fathers a desk was a desk, a chair 
was a chair, and a filing cabinet 
was a filing cabinet. Each should 
be solid and substantial and nicely 
finished and should look as though 
it had cost a fair amount of 
money. You had carpet laid and 
perhaps sent your secertary out 
to buy window drapes with in- 
structions to get something con- 
servative. A photograph of the 
factory and possibly an oil paint- 


by A. A. Bigalke 


The Ohio Desk Company 


Cleveland, Ohio 


(Reprinted from the Cleveland Athletic 
Club Journal for November, 1950) 


ing of the founder went on the 
wall. You had an office. 

It might not be very convenient 
or very efficient. It might not be 
a very comfortable or cheerful 
place to work. Nevertheless, it was 
an office. It was just like every- 
one else’s office and offices were 
not supposed to be particularly 
pleasing. They were places to work 
in. 

Modern business efficiency was 
developed on the factory produc- 
tion line. The techniques of effi- 
cient planning were applied to 
many business office procedures, 
as seen particularly in the ac- 
counting and control operations, 
but they stopped short of the 





INFORMAL CONFERENCE GROUPING IN’ A MODERN EXECUTIVE OFFICE—An 
inviting meeting place for discussions with clients. Upholstery is a rough, 
masculine fabric in warm gray. Touches of color are provided by other 


furnishings. 
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physical plant and layout of the 
office itself. 


In this way functional efficiency 
was confined to the industrial 
plant, and attractive decoration 
was relegated to the home. The 
executive sat alone in Victorian 
splendor, the last stop on the pa- 
rade of progress. 


Even today many men—while 
secretly admiring the imaginative 
use of color and possessed of in- 
nate good taste—are dubious and 
timid about breaking with the old- 
fashioned tradition of business 
furnishing. 


However, leading executives now 
know that although they may be 
buying desks and furniture, what 
they really want is good working 
conditions plus proper prestige- 
value. Modern businessmen now 
place their offices in the hands of 
trained and experienced special- 
ists. 

During the last 

two or three 
years a limited number of the na- 
tion’s larger distributors of qual- 
ity office furniture have joined to- 
gether to form an organization 
known as the Executive Furniture 
Guild, with headquarters at Grand 
Rapids, Mich. Membership in the 
Guild is by invitation only and is 
exclusive for the distributor-mem- 
ber’s particular area. Rigid re- 
quirements must be fully met. The 
distributor must demonstrate rep- 
utation and standing in his com- 
munity as well as assured responsi- 
bility and ability adequately to 
display better furniture for better 
offices. In addition to personnel 
training, the Guild furnishes the 
distributor with a complete library 
of planning materials as well as a 
background of expert counsel con- 
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RECEPTION ROOM in the new Tinnerman plant on Brookpart Road. Ohio 
Desk, represented by A. A. Bigalke, handled the office decoration. 


stantly in touch with the latest 
developments in the field. 


Through his Guild membership 
the distributor has available re- 
markably broad and diversified 
lines of appropriate accessories, 
occasional pieces, fabrics, leath- 
ers, floor coverings and related 
decorative materials—giving him 
a definitive source of supply to 
which the ordinary distributor has 
no access. 


To the scientific 

planning of 
both executive and general offices, 
Guild members bring not only the 
experience of old-line furniture 
men but an intimate knowledge 
of business procedures and re- 
quirements and the trained taste 
of the interior decorator. 


The Guild distributor first con- 
sults with his customer to learn 
his preferences, his special needs, 
and the details of his office rou- 
tines. Then, he surveys the avail- 
able floor space and retires to his 
drawing board to work out a floor 
plan representing the best possi- 
ble results in efficient routing and 
work flow, in elimination of waste 
motion, in maximum utilization of 
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available space and in impressive- 
ness of appearance. 

Appropriate furniture is worked 
into the floor plan, perhaps using 
a number of existing pieces owned 


by the customer. A color-control 
scheme is determined and devel- 
oped with its secondary accents. 
Scientific lighting is engineered. 
Complete color renderings with 
complete material samples are 
prepared. Further consultations 
are held with the customer on the 
basis of this presentation. A sam- 
ple room incorporating every de- 
tail of the proposed office may be 
set up in the dealer's place of 
business for the customer’s final 
approval. 

Finally, when the customer oc- 
cupies his new office, he is satis- 
fied that it is completely “right.” 
He has a working tool represent- 
ing the last word in efficiency, 
convenience and comfort. He 
knows that from a decorative 
standpoint his office is an inte- 
grated and effective force—from 
the desk itself down to the paint 
on the walls and the last ashtray, 
a unified and harmonious whole— 
a friendly and attractive place to 
receive his clients, a perfect re- 
flection of the “personality” and 
standing of his organization. 

Oddly enough, the customer fre- 
quently finds that his office deliv- 
ered complete by such a special- 
ized “package” service actually 
costs less than when assembled in 
a hit-or-miss selection of unre- 
lated furnishings and services. 

After all, the executive may 
spend a third of his entire life in 
his “business home.” It seems rea- 
sonable that he should give it 
something of the critical attention 
he gives his “other home.” 


MORE “LIVABLE” AND “WHOLESALABLE” office for an executive 
vice-president is achieved through the use of an expert floor-plan, 
scientific color control and proper selection of modern furniture and 
accessories. Art work on the wall provides added interest. 
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GUILD GALLERY adds beauty— 


GUILD FURNISHINGS AT GENERAL OFFICE EQUIPMENT CORP., PITTSBURGH 


HE GUILD GALLERY at Gen- 
eral Office Equipment Corpora- 
tion is. finally completed with an 
estimated cost of $30,000.00. This 
21-year-old Pittsburgh concern 
located at 719 Liberty Ave. in the 


Golden Triangle, has been a mem- 
ber of the Executive Furniture 
Guild of America for some time 
and now has a complete showing 
on all five display floors. 

With a staff artist and woman 





and sales 


decorator this firm is equipped to 
send six salesmen to any part of 
the United States to offer a com- 
plete office redecorating job. This 
includes tearing out walls if nec- 
essary to assure the customer of 
an office of which he will be proud. 
A six-story warehouse assures cus- 
tomers of delivery when needed. 
Edward J. Eggleston, president 
and Robert Dillon, vice-president, 
State that their firm carries the 
lines of the Stowe-Davis Com- 
pany, Leopold Company, Milwau- 
kee Chair Company, Metal Office 
Furniture Company, and Security 
Steel Equipment Corporation. 
General Office Equipment Cor- 
poration uses newspaper, radio 
and television advertising. 
Besides the furniture companies 
listed above, this firm stocks car- 
peting, draperies, paints and wall 
papers for office redecorating. 
The sales field ordinarily has a 
radius of 75 miles from Pittsburgh, 
but the firm has called upon to 
decorate and rebuild offices in San 
Francisco, California, Washington, 
D. C., New York City, and Miami, 
Fla.—_JMY 





BIG JOBS publicized by novel 


TTENTION - COMPELLING 

window displays which publi- 
cize large-scale commercial instal- 
lations made by the office supply 
department, and show a few 
“samples” of office furniture and 
equipment being furnished, are 
part of a novel “public relations 
program” which is drawing much 
interest at S. G. Adams Company, 
St. Louis, Mo. 

Even though “the man on the 
street” as a general rule has little 
interest in the equipping of large 
state offices, insurance agency 
headquarters, or other such office 
furniture installations, the chances 
are that he will be impressed with 
the fact that S. G. Adams Com- 
pany has been selected for such 
installations, according to W. 
Weihe, manager of the office fur- 
niture and equipment division of 
the long-established St. Louis 
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window displays 


firm. “While most of the people 
passing the window and stopping 
to examine its contents, will never 
be office furniture purchasers, the 
chances are that among them will 
be a few who are well enough 
impressed to remember us when 
the time comes for outfitting their 
own quarters,” it was pointed out. 
“Therefore, we have found it good 
merchandising to use occasional 
windows devoted to large-scale 
commercial installation, for the 
purpose.” 

Typical of this policy is a dis- 
play window which was used by 
the St. Louis firm during March. 
The large corner window of the 
store was set up to simulate an 
executive office, containing a mas- 
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ter desk, file, wastebasket, per- 
sonal safe, bookcase, lamp and 
other pieces. At the left, a large 
easel sign appeared with the head- 
line “$49,605.57 Contract Awarded 
S. G. Adams Company.” Beneath 
this sure-fire “attention-arrester” 
copy read “The new St. Louis 
County court house now being 
furnished with Yawman and Erbe 
steel desks, Harter steel chairs, 
and Yawman and Erbe steel files 
by the S. G. Adams Company. 
This window contains a few of 
these items. A complete line of 
office equipment is on display in 
our office furniture department 
on the second floor!” 

All of the office furniture shown 
at the right of the display was 
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actually selected from the equip- 
ment specified for the court house 
installation, which, of course, will 
be familiar to many St. Louisans 
as time goes by, according to Mr. 
Weihe. Scattered about the win- 
dow were sketches of offices in 
the court house, for which S. G. 
Adams Company is supplying all 
furniture and equipment. Such 
additional “props” as these, it is 
felt, help to pin down the display 
more practically to the needs of 
passersby on the walk outside. 
With something like 50,000 peo- 
ple passing the downtown S. G. 
Adams building at 10th and Olive 


Sts. in the downtown St. Louis 
district, it is felt that the display 
through “nothing more than the 
law of averages” will attract valu- 
able future customers, according 
to Mr. Weihe. In the meanwhile, 
the display is also functioning to 
impress “the average citizen” with 
the trust placed in S. G. Adams 
Company by large institutions and 
state governments for handling 
difficult installation requirements. 
Numerous customers entering the 
office equipment departments 
have commented favorably on the 
window displays, it was summed 
up.—RAL 





DETAILS OF A RECENTLY FURNISHED LONDON OFFICE 


Edgleys, Ltd., London, England, has fur- 
nished the office of the managing direc- 
tor of a British firm with furniture in 
the traditional manner. Top: The ma- 
hogany Chippendale desk is 6 feet, 6 
inches long with a depth of 4 feet, 6 
inches. Pedestals have drawers en- 
closed by chaped cupboard doors with 
concealed hinges. Canted corners have 
decorative trusses and husks while the 


top of the desk is lined in antique 
leather. Bottom: One arm chair and 12 
standard chairs are also designed in 
the Chippendale style with interlaced 
ribbon and acanthus leaf carving. The 
conference table is 12 feet, 6 inches 
long by 4 feet. Measuring 8 feet long 
by 5 feet high, the mahogany bookcase 
is fitted with four glazed doors with 
interlaced lattice panels. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE ... COUR- 
AGE... CO-OPERATION 





EARED to the accelerated 
tempo of the lead-off impor- 
tant month of January, 
1951, is this Mr. I. Will 
Pepper-Upper current 
monthly winner dis- 
patched to us from an Atlantic 
Seaboard office equipment manu- 
facturer, one who personally found 
time during wind 
and storm to get 
ge this enthusiastic 
BUSINESS BUILD- 
ER here to THE 
TELEVISION STA- 
TION “With The 
Key On the Cover” 
. and here it is 
channeled just for you and your 
office outfitting sales group:— 











MODERN EQUIPMENT 











Keeping ever to the fore, the 
banner of “Modern Equipment 
for Efficiency,” I'd like to 
nominate this thought once 
so ably set forth by my friend, 
Bernard Baruch, “Be polite, 
prepare yourself for whatever 
you are asked to do, keep your- 
self tidy, be cheerful, don’t 
be envious, be honest with 
yourself so you will be with 
others, be helpful, interest 
yourself in your job, don’t pity 
yourself, be quick to praise, 
be loyal to your friends, avoid 
prejudices, be independent, 
interest yourself. in politics, 
and be well read.” 





“That is my idea of a real Mr. 
I. Will Pepper-Upper, and I be- 
lieve LISTENERS-IN will profit by 
its home-spun message of a real 
recipe for success this important 
year of 1951 and each equally im- 
portant year to follow, so televise 
it if you will with Mr. I. Will Pep- 
per-Upper’s banner you released 
in your October 1950 Orrice APPLI- 
ANCES Broadcast AND USE THIS 
‘MODERN EQUIPMENT for Effi- 
ciency’ BANNER you initiated in 
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“each succeeding Pepper-Upper 
BUSINESS BUILDER release.” 


ses: e+ &¢&—Uhe & 





I-D-E-A E-X-C-H-A-N-G-E 
Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Rememeber 
the price — 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw & Bor- 
den Co., Box 2153, Spokane 2, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper and 
Terse Trailer Departmentals of 
BUSINESS BUILDERS Telecast.) 


Ask for No. 1951-1 BUSINESS 
BUILDER: “Here is an outline 
that we believe goes all 

the way in preparing for 

the business situation we 

office outfitters find our- 

selves in this certain uncertain 
year of 1951.” So states a pro- 





gressive stationer in one of the 
larger cities in Texas. He is glad 
to share this experience-bred 
thought with you, and naturally 
the name of his firm we keep in 
strict confidence to insure privacy 
of data so generously given in the 
spirit of true helpfulness. So here 
it is FOR YOU! 

Ask for: No. 1951-2 BUSINESS 
BUILDER: “The 12 Most Im- 
portant Sales Helps We 
Picked Up Along the Way 3 
of 1950.” A Michigan sta- 
tioner brings you this and 
we'll let you in on one help he 
suggests, “NEVER GIVE UP TOO 
SOON: KEEP EVERLASTINGLY 
SUGGESTING!” 

Ask for: No. 1951-3 
BUSINESS BUILDER: 
“Laying groundwork for 
your customers of tomor- 

row.” Man oh Man and Woman 
oh Woman .. . Here is a fresh 
ANGLE! 

ses #© &¢# &© & 

A Montana office outfitter loaned 
us this Terse-Trailer: Minds are 
like parachutes—they only func- 
tion when open.—Dewar. 


ses; ese e# & & 
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Office-efficiently yours! 
RALPH B. ORTEL 





EXPERTS CHOOSE “OFFICE OF THE YEAR” 





A nationwide survey to select the ‘Office of the Year” was recently made among 
a group of experts in the fields of office design and efficiency. As a result of 


the survey, the Philip Morris Co. was 


awarded a plaque as first prize for offices 


having 500 or less employees. Much of the equipment used in the prize-winning 
office, pictured here, was supplied by the Shaw-Walker Co., Muskegon, Mich. 
In accepting the award, O. Parker McComas, president of Philip Morris, em- 
phasized that in selecting equipment for the new offices the desire was to create 
an atmosphere of warm welcome for customers and a pleasant working place. 
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Editorial 
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Today, the War Wagons 
Must Be Filled 


@@ “YOU CAN’T DO BUSINESS From an 
Empty Wagon” declared Dun & Bradstreet, Inc., 
in July of 1949, accompanying the text of this 
business philosophy with an illustration showing 
the oldtime peddler and his cart of housewares 
as he started out on Monday, expecting to rattle 
home sold out by Saturday. 

Then, this advice was given: 

“Pinchpenny buying of a dozen when a gross 
is needed is wasteful and expensive to the manu- 
facturer, distributor and consumer alike. Empty 
shelves create suspicion of fear. Full stocks of 
fresh merchandise stimulate confidence. Selec- 
tivity invites attention and action. 

“Stock and sell. Don’t let the dust gather on 
empty shelves. You can’t make a profit without 
a sale.” 

That was in July of 1949. Today, Dun & Brad- 
street, Inc., has prepared a new illustration de- 
picting Uncle Sam beside a loaded army truck 
and proclaiming, ‘““We Can’t Do Business from 
Empty Wagons.” 

The advice is in keeping with our wartime 
economy, namely: 

“We can’t fight a war with empty words. We 
have to deliver the goods to our fighting men as 
called for, and to maintain adequate stockpiles 
of material to feed the military supply lines. . . 

“The creation and maintenance of a healthy 
war production machine and a balanced war 
economy require the support of citizens who 
consume food, wear out clothes and require 
shelter. . . 

“War today is everybody’s business and 
American industry—management and labor— 
is aware of what lies ahead, the risks to be taken 
... in keeping our wagons full and rolling toward 
victory. . .” 


No man is a success for more than a moment 
—the moment in which he completes a success- 
ful job. 

—Ladies Home Journal 


—— +s eo m+ 


Selling Is a Continuous Chain 


@©® ADVERTISING, which is in itself a potent 
means of selling, is but the lengthening chain, 
the forged links leading from the factory to the 
ultimate consumer. 

For this reason, advertising can not be con- 
sidered something which makes a quick transi- 
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tion for the finished product to the user’s hands. 
It merely points up the fact that selling must go 
on all along the line, from manufacturer to the 
dealer, from dealer to the salesmen and eventu- 
ally must reach the ear or the eyes of the con- 
sumer in a persuasive way. 

More and more, advertising is not aimed 
directly at the last link in the chain. It knocks 
louder than ever before at the threshold of the 
dealer. A manufacturer’s first job must be to 
influence distribution and that means he must 
interest the dealer in handling his product. Thus 
sold, that distributor will naturally push the 
pen, the file or the desk which he prefers and 
which he was persuaded by advertising to carry 
in stock. He will place the momentum of selling 
upon that particular merchandise and will thus 
eventually complete the cycle of manufacturer, 
dealer, salesman and consumer. 

Yes, the ultimate conception of today’s ad- 
vertising must not be to neglect any of the links 
which together represent a sale. 


en ——— 


Envy yells at Reputation: “You’re an acci- 
dent!” And Reputation wonders idly who’s mak- 
ing that funny squeaking noise away down at 
the bottom of the hill. 

—Walk-Over Shoe Prints 
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Abacus Versus Machines 


@ PERIODICALLY these contests between 
the ancient abacus and the modern office ma- 
chines bring forth the conclusion, at least for 
newspaper purposes, that the hand is quicker 
than the machine and makes fewer mistakes. 

At least that’s what was claimed at the Mich- 
igan Business Machine Show held recently at 
Ann Arbor, Mich. 

But such conclusions are dangerous. For ex- 
ample, at this same show a bookkeeping machine 
demonstrated by an expert operator excelled 
both an adding machine and an abacus in speed 
and accuracy. 

No office machine is better than its operator. 
The human element must enter into its use in 
mathematics, just as it does in the manipulation 
of an abacus resembling a child’s bead board. 

An Oriental, skilled'in operation of the ancient 
computing device, can function at great speed. 
But this same person, just as an unskilled 
American, could stumble about in a maze of 
errors and “fuddle fingers” when trying to use a 
modern office machine. 
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Science plays an important part 
E in the manufacture of 


PANAMA-BEAVER product: 








You visualize us as a huge organization 
producing typewriter accessories by the carload. 
Pause to think, too, of the cool, sure 
planning — the scientific elimination-by-trial 
— the utter proving which comes first. 
Every ribbon and carbon formula — each detail 
in the intricate process of their develop- 
ment to finished products — marks a progressive 
triumph in the application of modern Science! 














Ebony Hectograph 


Produces jet black copies on 


any spirit duplicating machine 
+++ reguires no special fluids eee 
no offeet...handles C-L-E-A-N 





MANIFOLD SUPPLIES COMPANY — 188 Third Avenue, Brooklyn 17, N. Y. 
Coast to Coast Distribution 


SAMPLE SENT UPON REQUEST 
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Small Business Recognized 


@@ THREE FACTS have been offered as evidence that small 
business will get an equitable share of defense production orders. 
The National Production Authority has stated that any firms 
with less than 50 employees will automatically be considered as 
small. The second fact is the NPA plan to inventory small busi- 
nesses to determine the status of the small producer in the re- 
armament program. The third fact is the NPA intention of 


2 WHO STREET 
OAK TREE 
HOLLOW 


forming pools of small firms to solicit prime contracts. 


Here and There 


F. D. R. MEMORIAL WORK 

WINS SCROLL FOR ALLEN 
Ivan Allen Sr., of Ivan Allen-Marshall 
Company, Atlanta, Ga., who headed 
the Franklin D. Roosevelt Warm Springs 


Memorial Commission during the years 
when it was making the Little White 
House a national shrine, recently was 
presented a scroll in honor of his serv- 
ices. 

Charles F. Palmer, who succeeded Mr. 
Allen April 12, 1950, presented the 
scroll. It praises Mr. Allen for his ‘‘ver- 
satile mind and resourceful character.” 

The scroll states that Mr. Allen was a 
“happy choice” as commission chairman 
“because of a long experience in public 
life with qualities of leadership and de- 
votion to duty superbly demonstrated 
throughout. . . .” 

The Little White House was recondi- 
tioned after the Georgia legislature ap- 
propriated funds to create a memorial 
to President Roosevelt. It was dedicated 
June 25, 1947. 





BUFF BURTIS JOINS 
HOLE-IN-ONE CLUB 


Buff Burtis of Press-Office Supplies in 
Clinton, lowa, won membership in golf- 
dom’s exclusive “hole-in-one” club. The 
feat occurred late in October when his 
tee shot on hole number nine plunked 
into the cup 220 yards away. Happily, 
he had three excellent witnesses. 

Mr. Burtis hit his tee shot with a No. 1 
driver. The ball! started out to the right 
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of the green but “hooked” back and the 
foursome saw it hop onto the green. As 
the group approached, the ball was not 
visible. While Mr. Burtis began searching, 
a friend went over to remove the flag 
and discovered the ball in the bottom 
of the cup! Enthusiastic shouting and 
jumping up and down are reported to 
have brought several people down from 
the club house. 





SPECIAL URGENCY SPURS 
MARCH OF DIMES APPEAL 
For the third consecutive year the 
United States has had high polio inci- 
dence. Before 1950 was over, some 
25,000 new cases were recorded. Com- 
ing on the heels of the record-breaking 
incidence of 42,173 cases in 1949 the 
burden now carried by the National 
Foundation for Infantile Paralysis is 
staggering. Before a single 1950 polio 
case ‘was reported, there were about 
30,000 patients stricken in earlier years 
who still needed care. 
The National Foundation during 1950 


JOIN “MARCH OF DIMES 


had to use every available dollar to pro- 
vide its pledged assistance. By January 
1 there were no reserves for 1951 pa- 
tient care. 

With these facts made known, this 
industry is asked to give all possible aid 
to the 1951 March of Dimes. 

Paraphrasing the words of the 1951 
poster, the plea is “‘Please lend a hand.” 


Dear Editor: 

One morning when the birds 
awoke they saw a sign painted 
on Farmer Brown's barn. It read, 
“The Blue Jay is a no-good bird.” 
The other birds got a big kick out 
of this and it made the Blue Jay 
very uncomfortable when they 
peeped in derision. 

“When I! catch the bird that 
did it,” he screamed. “I'll tear 
him apart.” 

As everyone knows the Blue 
Jay has a bad disposition. And 
he has a ‘bad reputation as a 
nest-picker in Birdland; he steals 
eggs from other birds’ nests. He's 
a mean bird to fool around with 
and it was the opinion of the 
flocks around here that the Blue 
Jay would make good his boast 
to do mayhem to the prankster. 

The Blue Jay kept his eyes and 
ears open to get a clue to the 
defamer. A week passed and 
the sign remained there. “The 
murderer always returns to the 
scene of the crime,” he said. “I'll 
watch from the hollow of the old 
oak tree.” 

One morning early before the 
other birds had awakened a finch 
hovered alongside the sign and 
began pecking at it. “There’s 
the bird who defamed me!”, 
cried the Blue Jay. “He’s come 
back to paint another diabolical 
sign on the barn.” He aimed 
his long sharp bill at the finch, 
flew with the speed of an arrow 
toward his mark, pierced the 
heart of the finch and killed him 
instantly. 

The commotion awoke the 
others. The Blue Jay told his 
story. The birds looked at the 
dead finch on the ground and 
then looked up at the sign. “Why 
look!”, cried the wren. “The 
sign reads, ‘The Blue Jay is a 
good bird.’” Sure enough, the 
finch had pecked off the word 
“no”: so that the sign acclaimed, 
and no longer defamed the Blue 
Jay. 

Often good intentions get a 
stab in the back. 


Very wisely yours, 
OLLIE THE OWL 
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There’s room for one 
ON EVERY DESK 
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Year’s end. Accounting, statistical and inventory groups 
see their busiest sessions right ahead. More than ever, 
extra adding machines—one on every desk—mean in- 
creased speed and efficiency, reduced costs. Every business 
can afford it—thanks to Smith-Corona’s low price. 
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Year’s end. Time to figure depreciation on equipment for 
tax purposes. Many machines will have reached trail’s end, 
be replaced for economy’s sake. For economy plus, Smith- 
Corona stands out. Offers all standard adding machine 
features plus famous Smith-Corona extras—at low cost. 


Smith-Corona 
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L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 
Makers also of famous Smith-Corona Office and Portable Typewriters, Cashiers, Vivid Duplicators, Ribbons and Carbons. 
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EDWARD J. TOUSSAINT 





NOMDA CHIEF’S LOOK AT 
THE FUTURE 


By Edward J. Toussaint 
President 
National Office Machine Dealers Association 


VERY OFFICE machine dealer would like to fore- 
see what lies ahead. I wish I could tell you au- 
thoritatively but here is how I see it at this time. 

With all industry geared up to full production in 
meeting increasing demand for all kinds of equipment, 
materials, transportation facilities and utilities for the 
defense program or all-out war, if it comes, there will 
be a tremendous expansion in plant and operating 
facilities. This means a proportionate increased de- 
mand for much additional office machines, equipment 
and servicing of present equipment. For this reason 
there should be good business ahead for the office 
machine dealers for a long time 

In addition to the plant expansion of the large cor- 
porations there should be good business in the retail 
stores, wholesalers, luxuries, entertainment and serv- 
ice businesses of all kinds. With full employment, at 
high wages, the workers of the country will spend 
these big earnings for the things they want. The 
worker need not worry about installment regulations 
when he has cash in his pocket and is assured of 
steady employment. When other businesses prosper 
that means prosperity for the office machine dealer, 
too, providing, of course, that the dealer directs his 
sales efforts to the fields that are benefiting by this 
expansion. 

But, it is not going to be just as easy as that for 
there is an old saying in the trade—“When orders are 
easy to get we cannot get machines and equipment to 
sell and vice versa.” For months NOMDA has been 
advising their members to prepare for just such pos- 
sibilities; also that our industry, as well as others, is 
facing new controls that will greatly affect the op- 
eration of their businesses. 

There is one thing that the office machine dealer of 
today can be thankful for and that is, if a sudden 
emergency does arise we will not be caught in the 
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Machine Dealers Association 


North Wilton Place, Los Angeles 38, California 











confusion and chaos that confounded us when the 
“freeze” hit us so unprepared in March of 1942. 

Ever since that never-to-be-forgotten event the ma- 
jority of the office machine dealers of the country have 
keenly realized the importance of a strong, efficient 
national association, with a high calibre, competent, 
full-time, well-paid executive secretary with a staff 
of paid assistants traaned to be alert to all matters 
that pertain to our industry. And in addition, through 
our executive committee and members of our board 
of directors, strategically located in every section of 
the country and a special emergency committee cen- 
tered at Washington, our members are kept advised 
of all rules and regulations affecting our business, 
emanating from Washington, as quickly as they are 
issued. 

Through our monthly publications and bulletins 
NOMDA has instituted an educational program by 
publishing special articles on various aspects of our 
business written by the most experienced and suc- 
cessful men in our industry. 

As this article is being written there seems to be 
an impression in Washington that portable typewrit- 
ers are nonessential items. We are working against 
this and hope that such thinking will be changed. 
But, just as an example this serves to illustrate why 
NOMDA, through their speakers and publications, ud- 
vises the dealers “not to put all their eggs in one bas- 
ket” but to diversify—add new lines, vary their stock 
in trade, take on more high-profit items and supply 
lines—supplies are repeat items. Some of these high 
profit lines will offset the loss on items on which the 
manufacturer has reduced the discount to the dealer 
and will also serve to overcome the slump season ex- 
perienced where only a few highly specialized items 
are carried. 

Above all, get your service department set up on a 
profitable basis for you must be prepared to pay 
higher wages if you do not want your experienced 
mechanics to leave you for the higher paying positions 
in defense industries. This also applies to your office, 
store and delivery employees as well. 

Don’t forget this! The rental end of the business was 
the office machine dealers’ salvation in the last war. 
Do not sell the machines you cannot replace, you 
may need them for rentals which is a steady source 
of income in case your supply of sale machines is lim- 
ited. 

The labor shortage caused by shifting of jobs and 
the young men entering the armed services will affect 
your sales force as well as other departments of your 
business. Start right now to offset this with good, 
strong, intelligent advertising. Newspapers, telephone 
directory and direct mail advertising have proved par- 
ticularly successful for many of our members. Bear 
in mind that the mail man stops at every office your 
salesmen could call on and that a piece of advertising, 
if only a Government postal, will tell your customer 
or prospect anything your salesman could tell them. 

There may or may not be a crisis in the very near 
future. But every dealer should prepare now for the 
period when suppliers may not be able to supply the 
(Turn to page 160, please) 
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Where is the private-office execu- 
tive who doesn’t need certain pa- 
pers and documents right at hand 
—for instant reference? 


Or certain personal papers, lacking 
suitable housing elsewhere? 


The private office file cabinet is a 
recognized necessity, and genuine 
wood cabinets in the Globe- 
Wernicke tradition of handsome 
appearance, smooth efficiency, 
meet the need with distinction. 





Selected natural grains and color- 
ings of genuine Walnut and Ma- 
hogany, superbly finished, lend 
warmth and dignity. 


Cabinet interiors are steel for per- 
manent, smooth operation. 


Tri-Guard rod supports automatic- 
ally adjust the contents for fast, 
easy finding; papers cannot sway, 
sag down, or bunch up, certainly 
a help to the busy executive user. 


These aristocrats of the wood file 
domain stand for inspection at your 
Globe-Wernicke dealer’s; you will 
find his name listed in the classified 
‘phone directory under “Office 
Furniture & Equipment.” 



































Letter and legal sizes; 4-drawer standard; 
3-drawer counter height; 2-drawer desk 
height. Optional arrangements of insert 
drawers, to accommodate cards, docu- 
ments, checks. A noteworthy G-W con- 
tribution to office efficiency. 








Engineering Specialists in 
Office Equipment, Systems 


and Visible Records 
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Cincinnati 12, Ohio 


1951 





We are Talking 
to YOUR Prospects! 


To the left is the Globe- 
Wernicke advertisement ap- 
pearing currently in BUSINESS 
WEEK, NEWSWEEK, and 
OFFICE MANAGEMENT & 
EQUIPMENT. 


In it, as you will note, we 
endeavor to develop interest in 
Globe-Wernicke genuine 
WOOD File Cabinets. 


Furthermore, we suggest that the 
many readers in your market in- 
spect these cabinets at YOUR store. 


We are trying to send some desir- 
able business your way. 


Naturally we assume that you 
have these cabinets on display, 
for inspection, and that you 
and your sales people know how 
to explain and point up the 
quality and features of these 
truly superior cabinets. 


By stressing the Tri-Guard feature 
you will invite extra sales, extra 
profits. By having guides, folders 
and contents in one of the drawers 
you can DEMONSTRATE this 


valuable feature. 


Without this simple and ele- 
mentary cooperation at the 
point of sale the effort to pro- 
mote your sales of G/W Wood 
File Cabinets is futile. 


You realize this, of course, and you 
can also appreciate the value of tie- 
ing your business into this promo- 
tion by featuring these cabinets on 
your floor, in your windows. 


1951 is bound to be a BIG Wood 


Cabinet year! 





Cordially, 


iat 


Eimer G. Rahe 
Vice President 





Sales 
Globe-Wernicke 
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Underwood Corporation, 
1 Park Ave., New York 16, N. Y. 


A new nylon typewriter ribbon, designed for sharp, 
clear-cut typing with increased wearability, is now 
being offered to the market. Intensive research and 
tests at the company’s laboratories in Burlington, N. J., 
resulted in the combination of this special nylon fabric 
and a newly-developed ink formula to produce a new 
ribbon. The ribbons are made in 16-yard lengths, in 
black or black and red combination, with medium and 
light inkings. The extra length provides extra dura- 
bility and reduces the necessity of changing ribbons 
frequently. The sheerness of the nylon is said to permit 
extra yardage on the spool without overcrowding and 
the waste at the end of the ribbon is reduced to a 
minimum. 


COUNTER CASH GUARDS 


Herring-Hall-Marvin Safe Company, 
Hamilton, Ohio 


Designed to outwit holdup bandits, the new counter 
cash guards provide a 15- to 30-minute delay period 
before the reserve money compartment can be opened. 
The fact that the lock is set is made public by signs 
on the counter cash guards and on the counters, thus 
eliminating the incentive for bandits to threaten or 
abuse anyone in order to get the money. Bulk funds 
are kept under delayed contro] timelock protection in 
the reserve money compartment built under the cash 
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drawer. Incoming cash is placed under protection 
automatically by putting it in a special section of the 
cash drawer, from which it is deposited into the locked 
reserve compartment each time the cash drawer is 
closed. If the cashier needs more money he can an- 
ticipate his requirements by the length of the delay 
period. The new counter cash guards are available in 
either the locker or pedestal type. 


DSJ FORMS DESIGN MACHINE 


Ralph C. Coxhead Corporation, 
720 Frelinghuysen Ave., Newark 5, N. J. 


A late development in the “cold type” process is this 
new Forms Design machine which rules fine lines and 
leader lines for form work and “sets” the copy for it in 
the same operation. A push button automatically in- 
scribes the line to any desired length and cuts off at 
the predetermined length. In this fashion both left and 
right margins are justified. Spacing between lines is 
variable to any width in the printers’ leading system. 
Vertical lines are achieved by turning the paper side- 
ways. Type faces may be changed during the operation. 


SLIDE RULERS 


C-Thru Ruler Company, 
827 Windsor St., Hartford, Conn. 


Slide rulers, imprinted for advertising purposes, are 
now being offered to dealers. These plastic slide rules 
are precision made with the C-Thru laminated con- 
struction and are declared to be of service to engineers, 
architects, business men, scientists, teachers and oth- 
ers, because they rapidly solve problems involving 
multiplication, division, squares, square roots, cube, 
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Twice as much sales magic in the 


NEW ROYAL PORTABLE 


..e fhe easiest writing portable ever built! 





The only portable with a complete 
automatic margin setting system. 


Margin setting is one of the most important opera- 
tions in typing. 

Because of “Magic” Margin—the greatest im- 
provement in typewriter history—Royal is the only 
portable typewriter that has automatic margin 
setting. 

And now—the new Royal Portable offers a com- 
plete automatic margin setting system with both 
right and left “Magic” Margin! 
Plus—Speed-King Keyboard with Finger-Flow 
keys .. . Rapid Ribbon Changer . . . new Paper 
Lock Scale . . . and 26 other new Royal features 
and controls. 


In addition, Royal Portable offers the new, revo- 
lutionary Contour Carrying Case. New in shape. 
New in design. Extremely smart-looking. 

Stock it! Display it! Sell the greatest typewriter 
value in history! 











New 


ROYAL PORTABLE 
World’s No. 1 Portable 








Made by the World’s Largest Manufacturer of Typewriters 


“Magic” is the registered trade-mark of Royal Typewriter Company, Inc. 
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cube roots, proportions and other mathematical func- 
tions. Added features are equivalents-settings and a 
rule with both inch and metric scales. Complete de- 
tails on minimum quantities and prices may be ob- 
tained from the C-Thru Company 


ADJUSTABLE STEEL SHELVING 


Neubaver Manufacturing Company, 
2019 Central Ave., Minneapolis 18, Minn. 


The standard 6-foot adjustable shelf unit is con- 
structed of 16-gauge steel corner posts and 20-gauge 
shelves and is completely adjustable to any shelf 
height. Where load demands are greater the shelving 
is available in heavier 18-gauge shelves. Widths run 
from 24 to 48 inches and come in 9-, 12-, 15-, 18- and 
24-inch depths. Special corner post construction (pic- 
tured above) of a pleated bar method insures snug fit, 
greater rigidity and greater strength. Posts run from 
6 to 10 feet high. The new shelving comes in baked- 
on enamel olive green or airline gray. Special colors 
may be had on request. 


PRESTO MODEL X 


Mid-Continent Sales Company, 
111 W. Jackson Bivd., Chicago 4, Ill. 


Features of the new Presto Model X mimeograph 
stencil duplicator include a closed drum that is re- 
movable for color printing. Inside is a semi-auto- 
matic inking brush, with individual operating handle 
on the outside. Other features include an automatic 
feed with stabilizer bar and a collapsible receiving 
tray that slides under the machine when not in use. 
The machine uses the standard four-hole legal size 
stencil. It takes paper from post cards to legal size 
and has a full eight inch printable width. Manufac- 
tured in Holland by Hadewe Duplicatorfabrieken, it 
is distributed by Mid-Continent Sales exclusively. 
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RITE-COPY UNIT MASTERS 


Wolber Duplicator & Supply Company, 
1201 Cortland St., Chicago 14, Ill. 


Recently added to the Wolber line of Rite-Copy 
liquid duplicator supplies are the new Economy unit 
masters. They are attractively packaged and properly 
identified both on the box and on the individual units. 
Although the No. 500 Rite-Copy unit masters are still 
recommended by the company for all-around duplicat- 
ing work, the new Economy unit masters are said to 
be entirely satisfactory for short runs, or where low 
cost is the primary consideration. The new units are 
made only in purple. 


NEW STAPLER FEATURES 


Arrow Fastener Company, inc., 
30-38 Maujer St., Brooklyn 6, N. Y. 


Two improvements are announced for Arrow staplers. 
A new mechanical feature on the No. 105 stapler is a 
latch which, when pushed back, opens the machine 
to the inner mechanism. The user is then able to get 
at the staple track and quickly clear up any jam-clog 
staple condition that might occur. The latch also acts 
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\ large inventory is mighty fine but it takes some- 


thing more to bring in people with BUY in their eye. 


That something more is the confidence they have in 
the store and the reliability of its merchandise. . . 
and the rightness in price... week in and week out. 

Jasper Chair Co. Dealers know, week in and week 
out, they are enabled to sell Chairs, that have Style. 
Design, Durability and Value... Chairs that build and 
sustain confidence in the stores that SELL them. 

In Design... In Value... In Profit to the retailer. 


Jasper Chair Co. Chairs are always up to expectation. 


They’re Made Right 
....- Priced Right 





“The 
RIGHT CHAIR 
at the 
RIGHT PRICE” 





We Sell to Dealers only. 






JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr. 


Fred Deutsch, (Southwest) 
3525 Southwestern Blvd. 
Dallas 5, Texas 

James S. Fowls, (Southern) 
327 Sunset Drive, Nerth 
St. Petersburg, Florida 







W. H. Brown, (Chicago-Midwest) 
666 Lake Shore Dr. 

Chicago, Il. Space 844 

R. A. Browne, (West) 

2925 Revere Ave. 

Oakland, Calif. 
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R. J. Freeman, (Eastern) 
385 Madison Ave. 

New York, N. Y. 

Jack S. Doran, (Northwest) 
538 E. 9lst St., 

Seattle 5, Wash. 

















FILING 


=& 


FINDING 


Trademark 


Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


In this transfer season, how many of your 
customers are going to wrap up their trans- 
ferred correspondence and records and toss 
them in a storage room, to be lost, damaged 
or forgotten? A good percentage of them 
will, unless you show them the low cost, safe, 
orderly TRANSFILE way to keep these rec- 
ords instantly available. 


TRANSFILE Files are made of fibre board 
reinforced by steel, so that all the weight of 


the files, drawers and contents is supported 3 STYLES e 13 SIZES 


on steel. They can be stacked as high and 


2 styles with steel fronts and 


wide as desired with the patented Interlock. one all fibre board, economy 


The steel front styles can be placed right style. 
alongside of regular office files. 


Go after this profitable business now. Check 
your stock of TRANSFILE Files today. 


Filing Supplies 


In the GUSSCO Catalog you find a complete line of index 
cards, folders, guides, etc. for every standard filing system. 
Every item is a sound, quality value designed to do a bet- 
ter job longer. You will find the line is priced to enable 
you to meet all competition. And remember — we sell 
through dealers only. You get cooperation, not competi- 
tion, when you sell GUSSCO filing supplies. . . . Check 
over your stocks and order today for Transfer Time. 


e STEEL ROLLER 
BEARING DRAWER 


There is a TRANSFILE for SUSPENSION — the 


heavier the load the 


every purse and purpose. easier the roll. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 


WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST.., 


LOS ANGELES 13, CAL. 
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FILING 
<> 


FINDING 






and Finding” Supplies 


Guaide-O. feller 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Now, more than any time during the year, is the time 
to demonstrate and sell Guide-O-folders, for now your 
customers are file-conscious. Those overloaded folders, 
dog-eared tabs, etc., etc. are mute evidence of the need 
for Guide-O-folder hanging folders. 


Guide-O-folders eliminate all the vexations of old style 
filing—for they hang! They glide back and forth on 
steel frames, responding to the slightest pressure of the 
finger tips. When one folder is filled, just add another 

Guide-O-folder, for the metal tabs are adjustable to HANGS 
every filing position. And they are furnished in both 
third cut and fifth cut sizes. 


Guide-O-folders can be used in any and every filing 
system to increase the speed and accuracy of filing and 
finding. 





The handy Demonstration Kit makes it easy to demon- 
strate and sell Guide-O-folders. Make sure your sales- 
men are using the Kit every day, especially now at 


Guide-O. fa 


WITH SLID-O-MATIC DISAPPEARING TOP 


A personal file, desk high, where information may be kept in- 
stantly available. The Slid-O-Matic top completely disappears 
at a slight push of the finger. It slides back into place with 
equal ease. Gray and green finishes. Sturdy all steel construc- 
tion. Mounted on rollers, the Guide-O-file can be moved about 
as required. The Guide-O-file is equipped with 25 Guide-O- 
folders complete with adjustable metal tabs and an assortment G21-25S 
of inserts for tab headings. Guide-O-file is also available with- 
out the stand. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 











OFFICE APPLIANCES, January, 1951 














































as a self-locking device by pressing cover and mech- 
anism together. In addition, the No. 202 standard 
stapler has been improved with a precision-locked 
mechanism for positive staple control. This stapling 
principle keeps all parts securely locked in position, 
never allowing more than a single staple to be ejected 
from the staple tract. It is said to automatically safe- 
guard against jam-clog conditions and to assure un- 
interrupted stapling. 


METAL MIX-MATCHERS 


Royal Metal Manufacturing Company, 
175 N. Michigan Ave., Chicago 1, Ill. 


Designed to be mixed or matched to provide greater 
versatility in interior planning, the new Royal Metal 
furniture is upholstered in a hard-wearing, soil-resist- 
ant, fabric. A wide selection of colors is available. The 
new pieces are offered in square-tubed steel in dis- 
tinctive flowing lines, plated with a soft satin chrome 
finish. Other features include coil seats and flex- 
spring backs. Sectional ensembles can be mixed, 
matched, arranged and re-arranged to provide a va- 
riety of striking and individual interiors. 


COIN SORTER 


King Koin Sorter Company, 
Box 1576, Omaha, Neb. 


Made in gray of 24-gauge steel, this non-mechanical 
type of sorter separate coins of 50-, 25-, 10-, 5- and 
1-cent denominations into its five drawers. The stand- 
ard size is 64% inches wide, 634 inches high and 11% 
inches long. A special parking meter size that sorts 
only nickels and pennies is also made. 
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NORFIELD POSTING BOX 


Intasco Corporation, 
3021 Carroll Ave., Chicago 12, Ill. 


The Norfield dual purpose Posting Box is claimed 
to provide a double lock for security and a “V” open- 
ing for perfect posting accessibility. It is said to be 
ideal for employees’ earnings cards, general ledger 
sheets and a host of other uses. Designed in grey 
crinkle finish, it is sturdily constructed and extremely 
portable. In a matter of seconds, it is converted from 
a locked storage record to an easy-to-use posting tray, 
state the manufacturers. Available in two sizes, large 
and small, any type indexes can be used between the 
sheets. Dimensions and capacities are: 


Maximum height of cards accommodated, 84 x 1114 
inches. 


Maximum width of cards accommodated, 1114 inches. 
Maximum capacity, using No. 32 cards, 400. 


Overall size of posting box when closed, 34% x 10 x 12 
inches. 


BIND-ALL PLASTIC BINDER 


Collier Manufacturing Corporation, 
430 W. Grant PI., Chicago 14, Ill. 


Fully transparent, the new binder completely reveals 
the publication’s cover and backbone while protecting 
it against dirt and wear. It is designed with heavy 
gauge, flexible Vinylite plastic to prevent cracking, 
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100% ALL NYI 


INKED RIBBON 






TOPflight— Amer 1s top quality ALI 
perfect performanc. 

It's 10007 ALL NYLON 

length. Cash in on the si 

an exclusive dealer p: 


profit performance. Orde: 


NYLON 


7 
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Memington Ftand 


DEALER SALES DIVISION 






315 Fourth Ave., New York 10, N. 





Remington Portabl: 
Machines * Inv 


Supplies * Vict 
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Please send me complete information on Remington 
Rand TOPflight Nylon Ribbon, as well as samples of 
free sales promotional material. 


Profit... 






by REMINGTON RAND 


An exclusive dealer package 


Full 16 yards of ribbon 


gfiger wear... Longer life 











Firm 








Address 








City 





Zone State_ 
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47 DIFFERENT FILE STYLES FOR EVERY 
FILING NEED AND REQUIREMENT 


governments, and thousands of top-graded business 


concerns in the United States and throughout the 
world. 


Made of best grade furniture steel .. . engineered 
and precision made ... full suspension construction 
for years of satisfied service. 


Sebastes “2600” LINE 


A top value Steelmaster 


file for every filing need 


WEIGHT 
“| 188 ibs. 
150 ibs. 
155 ibs. 
mented drowers for 3x5 or 4x6 
“B iegal-size drawers and 2 double compart- 
mented drawers for 3x5 or 4x6 
4-drawer Document File 
T-drawer card fle for 5x8 
| | S-drawer card file counter-height for 5x8 


2604L — (illustrated) FULL 
SUSPENSION 4-DRAWER FILE. 


Available in Steelmaster standard green or 
Futura grey lustre-lite. Specify color required! 


SPECIFY 
A athe 


- 
‘ : 


| pp7 


FOR YOUR FILING 
EQUIPMENT 


2612 2613 2636 21644 2048 2635 





DESCRIPTION 











| letter drawer and 2 cord drawers for 345 oF 426 
2 letter drawers and 2 cord drawers for Jud OF 4x6 
6-drawer card file tor 3x5 or 4x6 ney ’ 150 ths. 
: 8-drower card file for 3x5 or 4x6 Bis "T 210 ts. | 17 
"| 8-drawer cord file for 3x5 ? ' "T 22> tbe 
art steel saies cor SS — Sy Sppnemmmae =P s2°—] 26%] 15 tos 
e “8-dre | check and voucher file ; ; ; f “1 185 tbs. 


ao iE oe wm" | 32°] 26%" | 135 ts. 
170 west 233rd street Zatter sie diowers ond 4 dovble compen. : 


new york 63 °* new york 
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“GUARDALL’ - AAI 


AAI—The complete office plus 
‘*keyed” protection. Futura grey 





finish. A‘“‘must” for top efficiency. 





AA3—The complete office plus com- 





bination lock protection and secret 
vault section: Futura grey finish. 





















































if OUTSIDE DIMENSIONS SHIP. WT. OUTSIDE DIMENSIONS | SHIP. WT. 
ITEM NO. DESCRIPTION EIGHT | WIDTH | DEPTH F.0.8. M.Y. ITEM WO. DESCRIPTION HEIGHT] WIDTH | DEPTH | F.0.8. N.Y. 
_AAL | Guardall (letter size) 34” | 30° | 16” | 100 ibs. AAS | The Commando (letter size)| 34” | 30” | 16” | 105 tbs. 
AA2 | Gvardall (iegal size) 34” | 33” | 16” | 100 ibs. AA4 | The Commando (legal size) | 34” | 33” | 16” | 105 Ibs. 























“ALL-IN-ONE” 





2A—The work- 





ing office with 
all records at 
fingertip con- 


trol. 


Futura 


grey finish. 

















3A 
“ALL-IN-ONE” 


3A —The com- 





plete office 
with every- 
thing at finger- 
tip control. 


Grey finish. 




















OUTSIDE DIMENSIONS SHIP. WT. OUTSIDE DIMENSIONS SHIP. WT. 
ITEM NO. DESCRIPTION EIGHT | WIDTH | DEPTH F.0.8. N.Y. ITEM NO. DESCRIPTION HEIGHT | wipTH | DEPTH F.0.8. N.Y. 
F2A TWO-ALL-IN-ONE HI-BOY| 40” | 27” | 16” | 100 Ibs. F3A |‘THREE-IN-ONE” TALL BOY; 40°) 27°] 16” | 102 Ibs. 
a Ee LETTER SIZE 
F2APL Yale plunger lock 40” | 27” | 16” | 100 Jbs. FSAPL Yale lock 40”| 27”) 16” | 102 Ibs. 
FOR ALL DRAWERS (LETTER) FOR ALL DRAWERS (LETTER) 
F2C =| TWO-ALL-IN-ONE HI-BOY| 40” | 30” | 16” | 106 tbs. inside drawer dimensions | 4%”| 12%" 115%” 
i SPLIT DRAWERS 
F2CPL Yale plunger lock 40” | 30” | 16” | 106 Ibs. inside drawer dimensions |10%”| 12 Ye” 115%” 
FOR ALL DRAWERS (LEGAL) LETTER DRAWERS 
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art steel sales corp. 


IN LIMITED QUANTITIES ONLY—HIGHER ON WEST COAST 





File cabinet plunger lock for all units—extra. 


Prices 





3 to change. 
ih a Ache a 2 oe | en ee 
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burning or deterioration. The top and bottom of the 
prescored hinge fold have electronically welded coil 
spring mountings. The publication is held in place 
by two connecting rods inserted between the pages of 
the material to be bound. Used for magazines, business 
reports, catalogs and price lists, the Bind-All plastic 
binder is available in sizes to fit standard publications 
or it can be custom made to fit any specifications. 


HAERTEL BRACKET 


bs 


R. K. Clark Company, Inc. 
2840 Fourth Ave. S., Minneapolis 8,,Minn. 


Each bracket arm of the new Haertel all purpose 
heavy duty shelving is designed and tested to carry 
loads up to 2,000 pounds each, claims the manufact- 
urer. A pair of the brackets are said to support the 
full weight of the average autgmobile. The extra 
strength is derived partly from the heavy material 
used and partly from the method of fabrication. These 
brackets are stamped from 12 gauge steel by special 
dies and standard 112-inch steel pipe is used for up- 
rights. The top of the pipe is tightened by a special 
ceiling flange, gently to the ceiling. The bottom is 
secured by a floor flange which is loose on the floor 
without bolts or nuts. 


STENO-TIP COPYHOLDER 


TOP: Left: The erect posture of 
the typist at work is demon- 
strated. Right: The typist inserts 
a letterhead. BOTTOM: The copy- 
holder becomes a writing surface. 


Hermann Stein, 
Postfach 2, Kreiensen-Harz, 
Germany, British Zone 


A feature of this new copyholder is its suspension 
over the machine so that it is free of vibrations. This 
is achieved by mounting the holding tube on a balance 
beam. The Steno-Tip attaches over the machine near 
the eyes of the typist. The new unit can be folded into 
typewriter desks of the type pictured above. 
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FIRE INSULATED SAFE 


Valentine Safe & Lock Works, 
La Porte, Ind. 


Carrying a 1% hour test label, the new fire insulated 
safe has walls encased in heavy gauge steel. Heavy 
steel plate is used for the door which is recessed into 
the body. Heavy hinges permit full swinging. Insula- 
tion is of improved Vermiculite. 


Other features include an interlocking tongue and 
groove closure on all sides of the door and body, a 
separate compartment on the inside with a lock and 
two keys and a Sargent & Greenleaf three-tumbler 
solid brass combination lock. The new day-lock, which 
allows opening by key or combination, is also avail- 
able at a small additional cost. Made in satin finish, 
of the lustrous gray hammer design, the new safe 
measures 2134 x 15 x 1534 inches on the outside and 
15 inches high, 11 inches wide and 11 inches deep on 
the inside. Approximate weight is 200 pounds. 


SALESMEN’S FILE 





Cole Steel Equipment Company, Inc. 
285 Madison Ave., New York 17, N. Y. 


The new “Salesmen’s File” No. 960Y is 43 inches 
high, 154% inches wide and 174% inches deep. The top 
compartment is a steel safety vault. Below this there 
is a card drawer which holds 3200 3x5-inch or 4x6-inch 
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AUTOMATIC FEED DUPLICATORS 
WILL REPRODUCE ANYTHING 
THAT CAN BE TYPED, DRAWN, 
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Liberator 
VL LIRAYY, 


Hairline registration it's the world's finest S L{*) 
— duplicator. Features front paper stops, automatic 164 


roller release, open cylinder with automatic brush inking 





Reset Counter 
i $10 Additional 
In Futuramic Grey or Ebony Black Finishes PR 
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Features accurate registration and 
automatic roller release to assure 
perfect, clean copies. Reproduces 
postcard to legal size. 


$] te 9 50 — 


(Plus Excise Tex) 


Reproduces postcard to legal size. 
Features backstop paper weight, 
side guides with 2 posts instead of 
1, to assure accurate registration. 
$6950 Automatic 


Counter, $6.50 
(Plus Excise Tax) 


Postcard (3x5) to menu size (6x9). 
ideal duplicator for restaurants, 
hotels, drug stores, etc., for repro- 
lucing menus, sale tags, postcards. 
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cards. The drawer can also be used for cancelled 


checks. The new file also contains two ball bearing 
letter files. Available in Cole gray baked enamel finish, 
the file may be obtained with a plunger type lock 
which automatically locks all the drawers. The ship- 
ping weight is 64 pounds. 


JET 50 DESK LAMP 


The Mayfair Company, 
315 N. Desplaines St., Chicago 6, Ill. 


The Jet 50 desk lamp is now available with either a 
14 or 15 watt fluorescent tube. The lamp is 11 inches 
high with a 534 x 4% inch base. Packed one to a car- 
ton it weighs seven pounds. Finishes are in walnut, 
gray, maroon or green. 





Printer’s Ink Tells of Sale by 
Edgar B. Jessup He Never Forgot 


The November issue of Printer’s Ink featured an 
article by Edgar B. Jessup, president and general man- 
ager of Marchant Calculating Machine Company, an- 
other in a series of sales stories told by company heads 
to Herbert L. Stephen, field editor. 

This article tells of Mr. Jessup’s first selling job while 
he was on a delayed honeymoon in the redwood forests 














EDGAR B. JESSUP 


of Humboldt County, Calif. The scene was a general 
store where the bookkeeping was done in the old- 
fashioned way. The words are those of Joe Seabrooke, 
controller, the man to whom Mr. Jessup made the sale: 

“T looked up from a long list of figures that I was 
having trouble adding, to be greeted by a man defi- 
nitely not a local lumberman. He told me his name 
was Jessup and that he had a machine that would 
take all the headaches out of addition, division and 
multiplication. He asked for the problems I had been 
figuring and there, standing on the other side of the 
grill work, he demonstrated step by step how it worked, 
in the meantime using my figures as the example. In 
nothing flat, he gave me the answers. . . . He quoted 
$300. . . . Well I gave him the order. He refused to let 
me keep his machine; he needed it for a demon- 
strator. We waited six weeks for delivery. .. . Salesmen 
today howl if delivery is not made the same day or 
the next. 

“You know what that fellow did? He called on every 
mill and lumber yard in the county, yes, even the con- 
vent, where they were just starting a business course, 
and everywhere he mentioned that we had bought a 
machine. Years later I learned when I joined his com- 
pany in Oakland he had sold a machine a day for six 
weeks. What a way to spend a honeymoon!” 

The moral of the story is that demonstrating the 
product even under difficulties brings sales and leads. 

Today it is said that the boss of Marchant has not 
lost his salesman’s touch—his branch managers will 
attest to that. 
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Canada Welcomes Royal Metal Plant 


Business and industrial leaders of Galt, Ont., and 
surrounding communities joined recently in welcom- 
ing Canada’s newest modern industrial structure, the 
plant of Royal Metal Manufacturing Company, Ltd. 
The occasion was an open house signalizing the open- 
ing of the new Royal Metal Canadian plant. 

Occupying approximately three-fourths of an acre 
on a large seven and one-half acre site, the new build- 
ing houses office, showroom and warehouse space. It is 
the nucleus of a larger development of the rapidly 
growing company, as a building to house the manufac- 
turing facilities will be added to the present structure 
shortly. When the entire project is completed the 
plant will occupy approximately two and one-half 
acres. 

Top executives of Royal Metal, which designs and 
produces metal furniture, participated in the opening 
ceremonies. George C. Lautemann, president of the 
Canadian company, welcomed Irving Salomon, chair- 
man, and H. A. Green, newly-elected president of the 
parent company, with headquarters in Chicago. He 
was assisted by other officials of the Canadian com- 
pany, including L. S. Clarkson, office manager; Pat 
McLean, sales manager; N. S. Wildman, purchasing 
agent; Herbert Sargeant, superintendent, and Roy 
Robertson, production manager. 

The new building is strikingly modern in design and 
appearance. Windows occupy almost the entire front 
of the plant, extending from thé ground upward to the 
second story level. 

Steel office equipment of the most modern design 
is used throughout the offices. There are five private 
offices for executives, and generous open space for 
office workers. A large showroom is one of the out- 
standing features of the structure, for it provides an 
effective and dramatic setting for the entire line of 
metal tables, chairs, costumers and other products of 
the company. 

The foundation for the new plant was laid in De- 
cember, 1949 and actual construction began in March, 
1950. When the entire project is completed, with the 
contemplated factory additions, it will occupy about 
30,000 square feet of floor space. 

Royal Metal established its Canadian operations in 
1946. About 100 people are employed at present and 
plans for expansion will provide employment for an 
increasingly greater number. 
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S. C. Caddy of Kalamazoo, Ltd., Northfield, Birming- 
ham, England, favored OFrricE APPLIANCES with visits 
November 20 and 21. He was accompanied by L. P. 
Bullat of International Tag & Salesbook Company. 
International Tag is the American representative for 
one of the products made by Kalamazoo, Ltd. Mr. 
Caddy’s company, formerly known as Moreland & 
Impey, Ltd., Kalamazoo (Sales) Ltd. division, long ago 
represented the old Kalamazoo Loose Leaf Binder 
Company of Kalamazoo, Mich. Formerly selling in 
England goods made in America, Kalamazoo, Ltd., has 
turned the tables by bringjng out an attractive line of 
posting trays which will be sold in the United States 
by International Tag & Salesbook Company. Mr. Caddy 
had come to the United States only a few days before 
his call. He had an important mission in connection 
with sales activities which he expected to clear prompt- 
ly. A description of the item being offered in this 
country appears in the New Equipment section of this 
issue. 
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CARD FILES—Metal bottoms. Metal follow blocks. 
Sizes for all standard file cards. 


nation metal label 


Large capacity. Combi- 


holders and 


drawer pulls. Snug 


fitting covers. See current Price List. 


CARD TRANSFERS 


other stacked transfers. 


and pull. 


Telescopic drawers conserve 
shelf space---drawers can be removed without disturbing 
Combination metal label holder 
Sizes for all standard file cards. See Price List. 


INDEX CARDS All popular 
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DOCUMENT TRANSFERS-—For folded docu- 
ments, vouchers, envelopes, ete. Telescopic drawer per- 
mits removal without disturbing others. Back of trays 
taper for easier reference to contents. Separate label 
holders and drawer pulls. See current Price List. 













LETTERS Jf 





BOX LETTER FILES—"Gint". Index tabs—Alpha- 
betical A-Z, Days (1-31), Months. Regular or Easy 
Clasp fasteners. Backs and fly leaves can be imprinted. 
Letter and Cap sizes. (Cap size has Easy Clasp and A-Z 
index only). See current Price List. 





VERTICAL LETTER FILES—Close-at-hand tempo- 
rary filing for personal papers or business forms. Drop 
front aids in quick reference. Equipped with 26 Alpha- 
betical A-Z file folders. Metal ring pull. Letter and Cap 
sizes. Three capacity depths. See current Price List. 





VERTICAL LETTER TRANSFERS-— For perma- 
nent storage ef special or personal papers. Can be 
equipped with file folders or guides to suit user’s needs. 
Drop front and hinged top openings. Metal ring pull. 
Letter and Cap sizes. Three capacity depths. See 
current Price List. 

















BOX LETTER FILES—*Wotverine". Index tabs— 
Alphabetical A-Z, Days (1-31), Months. Regular or Easy 
Clasp fasteners. Backs and fly leaves can be imprinted. 
Levter and Cap sizes. (Cap size has Easy Clasp and A-Z 
index only). See current Price List. 

















The Weis Manufacturing Company 


2a ® 
1892 us 1951 


Monroe, Michigan 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
OKLAHOMA CITY 1 ForRT WORTH 1 HOUSTON 2 











One of our west coast Dealers writes: 





“The purchasing agent for the 
corporation (one of the big industrials in that 
city) told me that he had just about all the carbon 
requirements in the book. Every department had 
different needs—and he was dizzy listening to the 
unsupported claims of some of my competitors. 


PEERLES 
CARBON 








“I walked in at the opportune moment. Flicking 
open my PEERLESS CARBON SELECTOR, I said 
—*“‘I have all the answers right here!’ There 
he had it—right before his eyes—actual samples 
with full data about weights, grades and multiple 
copies. So you can add another happy user to the 
PEERLESS IMPERIAL family.” 
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Dealers’ Salesmen say they don’t know how they ever 
sold carbon without the PEERLESS SELECTOR. It 


removes guesswork—gives you FACTS to help 


land the accounts that are now out of reach. Send for 


your SELECTOR today. It’s free. 


PEERLESS-IMPERIAL CO., INC 





you 


. ———- 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7, 321 Broadway * Chigago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


‘A GREAT NAME IN CARBONS” 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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Ribbons, carbons, spirit and gelatin duplicating 
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personality 


ED R. HARRINGTON— 
Promoting NSOEA in Dis 
trict No. 14 is the present 
goal of Ed R. Harrington, 
newly-elected governor whc 
last February acquired an 
interest in the Pasadena Sta 
tionery & Printing Company 
Pasadena, Calif. Plans are 
now being made to have a 
largely-attended meeting in 
San Diego, Calif., in May, 
1951. Mr. Harrington is a 
native North Dakotan, born 
in Fargo in November, |905, 
and moved to Phoenix, Ariz., in 1912. He started to 
work in the stationery field in May of 1920 as an errand 
boy during summer vacations and after school. He 
steadily advanced in the roles of clerk, branch manager 
and buyer for Heinze, Bowen & Harrington in Phoenix, 
until deciding to go into business for himself at Pasadena. 
When not occupied by the store or the Association 
interests, which have priority on his time, he enjoys trout 
and deep sea fishing with his wife and two sons. He is 
a member of the Elks Lodge and the Chamber of 
Commerce. 





Royal Metal Announces Appointments 


The Royal Metal Manufacturing Company, Chicago, 
has announced the appointment of Thomas E. Boyle 
as export manager. Enjoying a large export program 
before World War II, Royal Metal plans to re-enter 
the export field on a larger scale with emphasis on 
South American and Pacific markets. 

Formerly Mr. Boyle was assistant to Robert E. Witts, 
contract division manager, who has been appointed 
assistant to the president, Hobart A. Green. Mr. Witts 
also is in charge of government and contract procure- 
ment. 

Coincidental with Mr. Witts’ appointment, President 
Green has formed an executive sales staff to meet the 
problems of a wartime economy. In addition to Mr. 
Green and Mr. Witts, this staff will consist of the 
following men, with their new titles under the revised 
management lineup: Kenneth R. Kerr, sales manager 
in charge of the eastern and southern area; Herman 
Peters, sales manager in charge of Midwestern, South- 
western and Mountain states; Frank J. O’Connor, sales 
department manager; and Alfred E. Siegel, general 
merchandising manager. Although Royal Metal will 
continue to merchandise its products along individual 
field lines, over-all policies will be set by the executive 
sales staff, which has been formed to handle the re- 
vised merchandising and production processes caused 
by the Korean war emergency. 





Hale Buys Kansas Firm 


D. M. Hale, who was in the business machine and 
office equipment business in McPherson, Kans., for 46 
years, is back in business again. He has taken over 
the business machine and office equipment establish- 
ment operated by V. L. Ragland and Darrell Ragland 
at 214 E. Euclid St. The two men went out of business 
because of ill health and the draft.—GMH 
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Cincinnati Firm Opens in New Location 


The formal opening of the new sales and service 
home of Seibert-Swing and Associates, Inc., was held 
recently at 1019 Main St., Cincinnati, Ohio. Souvenirs 
were presented to the many visitors. 


A new location was necessary, according to Mr. 
Seibert, after a fire in the former quarters at 120 E. 
Ninth St. The new store, which was completely re- 
modeled before the firm moved in, has a large display 


THREE VIEWS OF SEIBERT-SWING’S NEW STORE—TOP: The 
large, well-lighted display window gets added attraction 
from shrubs planted at an angle in front of it. CENTER: 
General view of the new:interior. BOTTOM: In the repair 
department adequate aisles are provided between work 
benches and storage shelves. 


window as well as additional room for the storage and 
display of expanded lines of office equipment. 

Lines carried include R. C. Allen typewriters, Heyer 
duplicators, Edison dictating machines, IBM business 
machines and Remington Rand machines—WW 
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How to Cash In with Clary on the 


MOST CONVINCING OFFER IN 
ADDING MACHINE HISTORY! 
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convincing offer in adding machine 
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Clary Multiplier Corp. Dept. A-7 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blyd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, December 1, 1950. 


The Typewriter (and Allied) Trades Federation in 
Great Britain has recently, by agreement, terminated 
an arrangement which it has held for some years with 
a government department. 

During the war, H. M. Stationery Office, which is the 
department responsible for supplying office requisitions 
to all other government departments, including the 
armed forces, acquired, by virtue of the war effort, 
many more typewriters than would be needed in 
peacetime. 

The Federation realised that after the war, there 
would arise the problem of disposing of these machines 
as part-used articles and conferences were arranged 
during the war between H. M. S. O. representatives 
of the Board of Trade and the Federation. As a result, 
an agreement was reached and a scheme evolved in 
the disposal of these machines, which came to be 
known as the “Government Surplus Scheme,” in a 
manner which was satisfactory all round, since the 
government was relieved of the machines and the 
trade had control of the release of the typewriters on 
to the general market. 

Certain percentages were fixed for various sections 
of the trade and allocations made accordingly. As the 
machines became available they were classified (i.e. 
American machines, British machines, portables). Dis- 
tribution was by a pre-arranged plan and was usually 
done through the wholesalers’ organisation. Machines 
in too bad condition were rejected and the remainder 
sent out for re-sale. 

In the early part of 1950 it became apparent that 
the flow of these machines through the arranged chan- 
nels had steadily diminished, so that an organised 
scheme was no longer necessary. 

The scheme, therefore, has been termined by mutual 
agreement between H. M.S. O. and the Federation and 
such machines as now remain for disposal are offered 
according to normal trade practice. 

The whole set-up has been a tribute to all concerned, 
and an indication that government and trade associa- 
tions may work together and it is worth noting that 
the changing of the government during the period of 
the scheme in no way impaired the efficiency of the 
project. The Federation is, of course, non-political in 
character and has always enjoyed the confidence of 
successive governments. 


* * * 


Once more it is pleasing to report another exhibition 
of office equipment—this time at Leicester, the center 
of the hosiery industry. 

Much of the equipment was designed to appeal to 
the hosiery manufacturer and it should be noted, too, 
that there was one remarkable example of an Ameri- 
can concern, as a result of research at its British 
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factory, exporting a project designed in Britain, back 
to the U. S. A. We refer to the Graphdex of Reming- 
ton Rand. 

We had the pleasure at this exhibition of meeting 
A. R. Jackson, the general manager in Great Britain 
of the Remington Rand. In congratulating the U.S. A. 
upon having produced such a go-ahead person as is 
Mr. Jackson, the gain of the U.S. A. is not altogether 
our loss, since it is due to the research work under 
his guidance that the Graphdex has been developed. 

The Graphdex control is based on a slotted panel 
unit which is bolted to other units to build up a graph- 
board of any size or shape that may be required. 

Angle pieces bolted to the panels enable them to be 
screwed to the wall. 

The system is so adaptable and flexible that the 
panels can be readily adjusted to match whatever 
wall-space there is available. 

The Graphdex signalling so simplifies charting 
that even a complete production control plan can be 
operated directly from the charts. Anything that can 


LD. CROMWELL, (in uniform) who opened exhibition, watches 
demonstration of Rem-Rand electric typewriter. On right is 
A. R. Jackson, Rem-Rand general manager in Britain. On left 
is W. B. Woods, National Cash Register Co., president of 
O.A.T.A. 
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ASED on payload, or usable filing 
B capacity, Super-Filer costs 10 to 15% 
less than conventional first grade files. In 
addition it saves time, effort and money 
every day it is in use. 


This five-drawer Super-Filer is today’s 
most modern, most mechanized filing 
cabinet. It frequently pays for itself in a 
short period of time and since it lasts 
indefinitely it will go on reducing your 
filing costs for many years to come. The 
GF Super-Filer has been time tested, 
fully proved and progressively improved. 
What it has done for others it can do 
for you. 


Our nearest branch or dealer will be 
glad to survey your filing requirements 
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or put a Super-Filer on trial for 10 days 
without cost or obligation. 

Let us send you a free booklet illus- 
trating and describing completely the 
features of this outstanding Mechanized 
Filing Equipment. Write The General 
Fireproofing Company, Dept. A-25, 
Youngstown 1, Ohio. 
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Foremost in Metal Business Furniture 


DEALERS THROUGHOUT THE WORLD 
© GF Co. 1960 
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Super-Filer’s low operating cost 
and greater filing capacity per 
drawer are based on its unique 
patented construction—the 
“Swing Front’’. Here’s how the 
Super-Filer works. 


1. A light pull swings the drawer 
front out, releasing compression 
and providing working space, at 
the same time that the drawer 
glides smoothly out of the cabinet. 


2. Operator locates any guide or 
folder in the drawer at a glance 
and instantly parts the drawer 
contents like a book. 

3. This parting motion locks the 
front throwback compressor to the 
drawer head, forming a supported 
wide-angle spread, so the operator 
can file, find or even read any 
record direct without removing it. 





into the Super-Filer cabinet and 
is safely latched. 

5. Self-adjusting Divide-a-Files, 
spaced evenly in the drawer, break 
and help to maintain compression. 
They are automatically self-spac- 
ing and self-locking. 

Super-Filer is made in 2-, 3-, 
4- and 5-drawer heights, in 
standard widths. Also available 
are substitute drawers, cross- 
trays, inserts and partitions 
to adapt Super-Filer for hous- 
ing practically any type and 
size of office record or material 
needing permanent protection, 


As every GF dealer knows, the unique advan- 
fages of Super-Filer must be demonstrated to 
be fully appreciated. So back up the GF national 
advertising in Time, Business Week and other 
publications with a planned program of Super- 
Filer demonstrations to your likely prospects. 
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be expressed in graphic form more clearly and with 
less effort on this system. The signalling possibilities 
are endless and the system may be made to suit re- 
quirements of individual firms. 

The Remington Rand Company, too, displayed the 
new electric typewriter, the Lectonomy which is not 
yet on the British market but is about to be launched, 
and also the Foremost accounting machine which is 
assembled in Britain. 

It is worth noting that the new Remington Rand 
factory near Glasgow—at Hillington—now employes 
more than 2,000 people and within another 12 months 
plans are afoot for doubling that number. 

Said Mr. Jackson:—‘Hillington is the biggest type- 
writer factory outside of the States.” 

Commenting on the typewriters used in Britain to- 
day, Mr. Jackson essayed a prophecy that within five 
years it was probable half the typewriters used in 
Britain would be electric. 

New prototypes on view at the exhibition were those 
manufactured by the British Tabulating Machine 
Company, Ltd. 

Known as the Hollerith New Interpreter, a new 
multi-hole electric verifier is indicative of the progress 
which is being made in the range of punched card 
equipment. The new system checks up all 12 positions 
in a card column at the same time. 

The New Interpreter is a wire printing machine 
and the reason this machine was developed was be- 
cause of the ordinary type being expensive and in 
many instances it has been felt that for the smaller 
firm the cost was hardly justified. 

The system is whereby the wires drop down and 
print through the ribbon on to the card. 

There was, too, the Hollerith Keystor Punch ma- 
chine which is quite new and which embodies a num- 
ber of interesting features. 

Briefly, card feeding and ejection is automatic and 
punching does not take place simultaneously with the 























THE NEW SHANNOLEAF SYSTEM IS DEMONSTRATED 


depression of the keys. The information is directed 
by means of these key depressions into a storage unit. 
It remains in this unit until the operator at the touch 
of a key-bar, instructs the machine to punch the 
recorded details into the card. The capacity of the 
storage unit is sufficient to record information which 
will.occupy 40 columns of a card. In practice the de- 
sign of the original document and the size of the 
groups of information to be recorded will control the 
amount of data stored at any one time. The flexibility 
of the machine is such as to allow this to be within 
the control of the operator. 

Hitherto, no punching has been possible during the 
time taken to feed and eject cards. The Keystor storage 
unit introduces an entirely new concept to punch 
operation. It enables information to be supplied con- 
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tinuously to the storage unit, even during card feed 
and ejection time. 

The Shannon Company—Shannon systems for filing 
—exhibited a new system whereby one clerk may han- 
dle some 15,000 records. This is the Shannoleaf Bureau, 
which is designed for fast, effortless entering. All the 
binders are within easy arms-reach. The surface of 





Tire sees 


DISPLAY OF THE DICTOGRAPH TELEPHONES, LTD. 


the desk is of plastic—over which the spine of the 
Shannoleaf binder slides easily, thus obviating lifting. 
The Bureau pays for itself very quickly because of 
the greatly increased speed of reference and entry. 
The Dictograph organisation had a wide selection 
of products including the instrument which is to be 
used at the Festival of Britain Fair in 1951. 
The new Ace pedestal foot power stapling machine 
was also seen as well as other types of Ace staplers 
(Turn to page 150, please) 





Horace Guildford Heads Waterman Pen 


Announcement was made recently of the appoint- 
ment of Horace F. Guildford as managing director of 
the Waterman Pen Company, Ltd. Mr. Guildford suc- 
ceeds his father, the late Frederick C. Guildford. 

Since the merger of interests of Waterman with 
L. G. Sloan, Ltd., in 1946, Horace Guildford had been 
deputy managing director. Previously he was a di- 
rector of L. G. Sloan, a marketing organization. Dur- 
ing World War II he served six years with the R. A. F. 





British Industries Announce ‘51 Fair 

Britain’s annual industrial show, the British Indus- 
tries Fair, will be held in 1951 from April 30 through 
May 11. Heavy industry will be centered in Birming- 
ham (England), and other trades will be on show in 
London in the biggest display in the Fair’s 35-year 
history. 

Stand space will occupy more than a million square 
feet, and more than 90 industries will be represented 
by the 3,000 exhibitors. Advance inquiries from U. S. 
business firms indicate that the number of American 
buyers attending will exceed the 1950 record, which 
was 50 per cent higher than that in 1949. 

The B.1.F. is a sefvice by manufacturers for buyers. 
Trades exhibiting in London (at Olympia and Earls 
Court) and in Birmingham (Castle Bromwich) include 
office machinery and equipment; paper, printing, pub- 
lishing and stationery, safes and strong boxes. 





Publish Buromarkt Trade Address Book 


Peter Basten, Welkenrather Strasse 41, Aachen, Ger- 
many, informs OFrFricE APPLIANCEs that a new Buro- 
markt classified directory for office utilities is now 
available. It has 45,000 latest addresses of manufac- 
turers and dealers in all four zones of Germany and 
from Berlin. Containing 616 pages, this book is priced 
at $7.00, United States currency, including postage. 
Those wishing to obtain the directory, of help to busi- 
nessmen dealing with Germany, may write Mr. Basten. 
Other new German publications of interest to the in- 
dustry are also available. 
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whim seat upholstered chai... 


FOR THOSE DISTINCTIVE INSTALLATIONS 
. é THAT CALL FOR ‘‘SOMETHING BETTER’’ 





@ Cushion seat upholstered 
chairs of period design mean 
profits for progressive deai- 
ers who “sell” the idea that 
well-groomed and correctly 
appointed offices are a sym- 
bol of successful business. 
The complete B. L. Marble 
line includes outstanding 
cushion seat chairs of var- 
ious types that fully meet 
the exacting requirements of 
this profitable market. 


996% 


© Many of the finest installations, sold during 
recent months, have used these fine uphol- 
stered chairs and other top designs selected 
from our complete line. 









1522% 


at 
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Philadelphia Stationers Hold Banquet 

More than 270 members, their wives and guests 
assembled to attend the forty-fifth annual banquet 
and dance of the Philadelphia Stationers Association, 
Thursday evening, November 16, in the grand ballroom 
of the Warwick Hotel, Philadelphia, Pa. Preceding the 
affair was a reception and cocktail party. 

After dinner, President Joseph A. Snitzer, Automatic 
Printing Company, Philadelphia, Pa., extended a 
hearty welcome to all who had come to celebrate the 
association’s forty-fifth birthday. After thanking mem- 
bers of the committee for doing a fine job in arrang- 
ing the evening’s festivities Mr. Snitzer announced 
that there would be no speech-making. Guests at the 
head table were introduced as follows: Mark Kenna, 
American Pencil Company, president of Penn-Mar- 
Va Travelers; Mr. and Mrs. George Leonard, L. E. Wa- 
terman Company; Bernard Dieckhaus, Dieckhaus 
Stationers, Philadelphia, Pa.; Mr. and Mrs. Irving Roth, 
Roth Brothers, Philadelphia, Pa.; Mr. and Mrs. Joseph 
A. Snitzer, Automatic Printing Company, Philadelphia, 
Pa.; Charles A. Newcomet, The C. F. Heller Bindery, 
Reading, Pa.; Mr. and Mrs. Charles W. Lukens, Yeo 
& Lukens Company, Philadelphia, Pa.. NSOEA gover- 
nor, District No. 3; Joseph Dunn, Wm. F. Murphy’s 
Sons Company, Philadelphia, Pa. 


President Snitzer 

then announced the celebration 
of the seventy-sixth birthday of Richard B. Yeo, Yeo 
& Lukens, Philadelphia, Pa., and extended birthday 
greetings to him. The announcement was followed by 
enthusiastic applause and all present arose to sing 
“Happy Birthday to You.” 

When called upon, Mark Kenna, American Pencil 
Company, president of Penn-Mar-Va Travelers, ex- 
pressed his pleasure in being able to come from Wash- 
ington, D. C., to attend the affair. He then asked that 
all Penn-Mar-Va members present to stand in ap- 
preciation of the honor of being guests at the cock- 
tail party this year, instead of serving as hosts. 

Next to respond was Richard M. Graff, Esterbrook 
Pen Company, who declared he had a pleasant job to 
do. He told of the travelers’ regret that Ex-president 
George Leonard has been transferred to the New 
York office, saying, “Philadelphia’s loss is New York’s 
gain.” He then unveiled a handsome table model tele- 
vision set and presented it to Mr. Leonard on behalf 
of his many friends in the Penn-Mar-Va Travelers 
Club. 

President Snitzer, on behalf of the Philadelphia Sta- 
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handsome table the TV set stood on in appreciation 
of his many years of friendly, helpful service. The 





GEORGE LEONARD BEING CONGRATULATED BY RICHARD 
M. GRAFF AND JOSEPH A. SNITZER 


tioners Association, presented Mr. Leonard with the 
presentations were followed by a standing ovation. 

A space was cleared to provide room for the floor 
show. Entertainment was in the form of a variety of 
acts. Good music was provided by the Taylor & Smith 
orchestra for those who cared to dance between courses 
and for the remainder of the evening. 


Much credit goes 
to the banquet committee for an 

outstanding success. Members of this committee were: 
Chairman Joe O’Brien, Wm. Mann Company, Phila- 
delphia, Pa.; Ed. Eisenstein, Shanahan Company, Phil- 
adelphia, Pa.; Tom Crilley, Jr., Wilson Jones Company; 
John Harte, Yeo & Lukens Company, Philadelphia, 
Pa.; Joe Snitzer, Automatic Printing Company, Phila- 
delphia, Pa.; Bob Whitesel, Brooks Company, Phila- 
delphia, Pa.; Ernst Abe, Jr., Wm. F. Murphy’s Sons 
Company, Philadelphia, Pa.; Joe Daly, Departmental 
Supply Company, Philadelphia, Pa.; Richard M. Graff, 
Esterbrook Pen Company; Joseph Dunn, Wm. F. Mur- 
phy’s Sons Company, Philadelphia, Pa. 
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A better Chair...¢q bigger 


VALUE! 


CUSCO "tinger-lift’ 
Posture Chair 








itn 


¥ Illustrated: Model 16-C, with 
baked-on, gray enamel finish. 
Also: Model 16-D, brown 
enamel; Model 16-B, chro- 


Here’s a marvel of mass production and 
ahead-of-the-times design that has quality, 
convenience and VALUE written all over it 
. a posture chair that raises office-worker 
efficiency and comfort to a new, all-time high. 
Foam rubber, revolving, “saddle” seat has 
easy, instant, positive height control, any- 
where between 16” and 20”. Padded back- 
rest adjusts three ways. Large 2”, hard rub- 
ber casters, with life-time lubricated roller 
bearing and ball bearing swivel; tubular 
steel frame finished in brown or gray, baked- 
on enamel, or extra-heavy chromium. 
Cloth-backed, perforated, vinyl plastic up- 
holstery—washable, durable—on seat and 
back in green, brown, maroon or gray. 
Three models—each “a beauty and a bar- 
gain”—to retail from $29.95 to $31.95 
(slightly higher in Florida, Texas and West- 


ern States). 











To raise: Place foot on 
circular rung and, with 
one hand releasing 
control lever, lift seat 
to desired height. 


To lower: Release con- 


trol lever and lower 





seat to proper level. 





HAMILTON MANUFACTURING CORPORATION @¢ COLUMBUS, INDIANA 
Makers of COSCO Household Stools, Chairs and Utility Tables 


Posture Back Adjusts For depth for height 
THREE ae Pan aes 
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to “cradle” 





the back in 
any position 




























































NOMA Announces Its Plans for 
Conference, Show on May 20-23 

The National Office Management Association through 
A. C. Spangler, director, has announced plans for the 
Thirty-second International Conference and All Pur- 
pose Business Show to be held at New York City May 
20-23, 1951. 

The conference program is taking definite shape, 
and will cover such subjects as “Human Relations in 
the Office,” “History, Development and Use of Office 
Machines and Equipment,” “Job Description and Eval- 
uation,” “Work Simplification,” “How the Office Man- 
ager Can Improve Himself,” “Making the Office Career 
Attractive to Youth,” and “Women in the Office.” 

This will be the sixth year in which NOMA’s Inter- 
national Conference has included an office machinery 


A. C. SPANGLER 


and equipment Exposition which has become the “All 
Purpose Business Show.” At New York, in the 7lst 
Infantry Regiment Armory, just a short distance from 
the hotel headquarters (the Commodore), 200 booths 
and other facilities have been provided. 

Once again, NOMA is co-operating with the Office 
Equipment Manufacturers Institute, the Metal Busi- 
ness Equipment Industry and the Wood Office Furni- 
ture Institute to bring to its members and guests a 
diversified business show. 

Leading manufacturers and distributors of office 
machines, equipment, furniture and supplies will par- 
ticipate. Inquiries have been received from Switzer- 
land, England, Germany, Holland and Yugoslavia, 
asking -if foreign manufacturers and producers of 
office machines could join in the show. 

Sunday night will be Chapter Presidents’ party. 
Tuesday night will be the annual banquet and the 
closing luncheon on Wednesday will be an informal 
gathering. 

The committee assisting General Chairman H. J. 
Brogley of Johnson & Johnson, New Brunswick, N. J., 
plans that additional details, along with conference 
registration and hotetl reservation forms will be mailed 
to every NOMA member during January. 





Connecticut Stationers Hold Sessions 

Reports of the National NSOEA convention high- 
lighted two programs of the Connecticut Valley Sta- 
tioners Association. The group was in session Octo- 
ber 25 at Fitzgerald’s Restaurant, New Haven, Conn., 
to hear NSOEA Governor Sid Challenger, John Dwyer 
and Ray Scheppach. 

A special meeting November 3 in Springfield, Mass., 
at Hotel Highland, was addressed by General Manager 
Paul Burbank of NSOEA, who not only reported on 
the convention but also covered the current wartime 
economy situation. He discussed the problem of ret- 
roactive manufacturers’ price increases and the 
chances for priorities being set up once again. 

Governor Challenger told of his plans to make Re- 
gion No. 1 the first and finest in the NSOEA setup. 


Wholesale Stationers Hold Regional 
(Pictures appear on page 82) 


Shawnee Inn, located on the Delaware River about 
two miles from the famous Delaware Water Gap, was 
the scene of the first eastern district regional meet- 
ing and week-end get-together of the Wholesale Sta- 
tioners Association, held October 27-29. 


Many members and their wives arrived early to 
spend a long week-end and to take advantage of 
the Inn’s splendid golf course. Recreational activities 
planned by the committee included putting contests 
on the green, a golf tournament, shuffleboard, horse- 
shoe pitching contests, horse racing and bingo games. 


At the close of a social get-together luncheon on 
Friday, the meeting was called to order by President 
Lothardt Jensen, Brinn & Jensen, Omaha, Neb., who 
extended a cordial welcome to all. Chairman H. C. 
Whittmore, after a few announcements and a brief 
outline of events planned for the week-end, opened 
an informal round table discussion on topics of in- 
terest and importance to wholesalers. Mortimer H. 
Chute, Bainbridge, Kimpton & Haupt, Inc., acted as 
moderator. Among the topics discussed were: 

1. The association’s new program of research and 
statistics, to determine its benefits to the associa- 
tion and its members. 

. The future outlook for the supply of commodities, 
what to expect on deliveries and on prices, how 
allocations are likely to be handled. 

. Government regulations, inventory control, the 
effect of priorities affecting daily business trans- 
actions in the stationery field, how to protect the 
wholesaler’s part in distribution during the ap- 
plication of priorities if and when they come into 
effect. 

. How wholesalers can meet increased costs and 
still make a profit. 

. Recognizing that wholesalers’ margins are al- 
ready inadequate and that manufacturers have 
to meet their increased costs, how they can co- 
operate on a profitable basis. 

After dinner in the main dining room the evening 
was spent participating in social pastimes which in- 
cluded dancing. 


On Saturday 

morning the outdoor contests were 
held with the golf tournament starting at 9 am. 
followed by putting contests for ladies, horseshoe 
pitching for men and shuffleboard for mixed couples. 

In the afternoon a committee conference was held 
under the leadership of H. C. Whittemore during 
which plans were discussed for the 1951 Wholesale 
Stationers Association convention to be held at the 
Commodore Hotel, New York, N. Y., February 27- 
March 3. 

At 6:30 p.m. a cocktail party was held in the main 
lounge at which time awards were made to winners of 
the various events. After dinner a social get-together 
was held which included dancing. 

Sunday was devoted to relaxation, some departing 
early while other played golf or participated in other 
outdoor sports. 

Committees responsible for one of the finest affairs 
ever held by the association included the group on 
arrangements which had the following members: 
Chairman John J. Kobb, C. Howard Hunt Pen Com- 
pany; Howard Shoemaker, Eberhard Faber Pencil 
Company; Fred Steinhilber, Geyer Publications; Her- 
bert F. Hooks, Moore Pyush-Pin Company; Joe Strauss, 
Automatic Pencil Sharpener Company; Bob Gemmell, 
Binney & Smith Company. 

Members of the golf tournament committee were: 
George F. Griffiths, Noesting Pin Ticket Company, 
Inc., and Henry Levy, Silver Stationery Company. 

Serving on the ladies committee were Mrs. L. M. 
Jensen, chairman; Mrs. H. C. Whittemore, Mrs. J. H. 
Shoemaker and Mrs. I. M. Levy. 
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Kor More Sales .. More Profit... More Good Will 





D ISPLAY and recommend ACE Stapling Equip- HOW THE ACE PROCESS OF TREATING 
ment. Stock the complete line ..be prepared to sell WIRE MAKES ACE STAPLES STRONGER 


an ACE Stapler at the price your customer will pay. 
Whether you wrap up the streamlined beauty—the 
ACELINER—or the least costly ACE SCOUT.. you'll 
have the satisfaction of knowing that you have given 
your customer the biggest value the stapling machine 
dollar ever bought! Dealers from coast-to-coast feature 
the ACE Line because of the greater sales and profits as 
well as the lasting confidence and goodwill it brings. 
Remember, too, ACE precision Stapling Equipment 
will always be sold through dealers, exclusively! 





FIGURE 1 FIGURE 2 


FIGURE 1. . Shows a cross-section of an ALL-ROUND 
steel wire. Ace uses only premium, precision-made, 
occurotely drawn-to-size steel wire. 


FIGURE 2 . . Shows the all-round steel wire after being 
treated by the ACE PROCESS. This gives moximum 
strength on the outer edge where it is needed most. 
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ACE PILOT 


ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 13 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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SEEN AT WHOLESALE STATIONERS’ FIRST EASTERN DISTRICT REGIONAL MEETING 


(Story appears on page 80) 


. Harry A. Erny, C. Howard Hunt Pen Co.; Edgar M. Barry, Lor- 


ing, Short & Harmon, Portland, Me.; Steve Moriarity, E. Morrison 
Paper Co., Washington, D. C.; Ben Wachtel, Parker Pen Co.; 
Mortimer H. Chute, Bainbridge, Kimpton & Haupt, Inc.; George 
F. Griffiths, Noesting Pin Ticket Co.; Joe Strauss, Automatic 
Pencil Sharpener Co.; Lothardt Jensen, Brinn & Jensen, Omaha, 
Nebr.; Robert T. Gemmell, Binney & Smith Co.; Edward W. Blevins, 
Caldwell-Sites Co., Roanoke, Va.; Harold C. Whittemore, Whole- 
sale Stationers Assn. 


. Ben Wachtel, Parker Pen Co.; Irving M. Levy, Art Steel Sales 


Co.; Mr. and Mrs. Henry Levy, Silver Stationery Co., New York, 
N. Y.; John Horn, Eberhard Faber Pencil Co. 


. Front: Mrs. Howard Sanders, Mrs. Howard Shoemaker, Howard 


Sanders, Stationers & Publishers Board of Trade; Mrs. George 
F. Griffiths, Mrs. L. Jensen. Rear: Mrs. John Horn, Mrs. Steve 
Moriarity, Lothard Jensen, Brinn & Jensen, Omaha, Nebr. 


. Mrs. John G. Kolb, Mr. and Mrs. Robert F. Shearman, Modern 


Stationer; Mrs. & Mr. Harry A. Erny, C. Howard Hunt Pen Co.; 
Mrs. Joseph Strauss, Miss Marie McGowan. 


. Mrs. F. Steinhilber, Mrs. & Mr. Robert E. Gooley, Cushman & 


Denison Mfg. Co.; Fred Steinhilber, Geyer Publications. 


. Mrs. Robert E. Dunn, S. F. Sullivan, Frank Tierney, Mrs. W. C. 


Whittemore, Harold C. Whittemore, Wholesale Stationers Assn. 
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(standing); W. C. Whittemore, Mrs. Frank Tierney, Miss Rose 
Brady, Mrs. S. F. Sullivan, R. E. Dunn, B. Tripp, American 
Crayon Co. 


. Mrs. & Mr. Irving M. Levy, Art Steel Sales Co. 
. Mrs. Edgar M. Berry, Mrs. E. W. Blevins, Mrs. Robert T. Gem- 


mell, Mrs. George W. Smith, Mrs. & Mr. Max A. Goldstein, 
Rochester Stationery Co., Rochester, N. Y.; George Smith, Loring, 
Short & Harmon, Portland, Me.; Edward W. Blevins, Caldwell- 
Sites Co., Roanoke, Va.; Edgar M. Berry, Loring, Short & Har- 
mon, Portland. 


John G. Kolb, C. Howard Hunt Pen Co., and Howard Shoe- 
maker, Eberhard Faber Pencil Co., with table showing food 
awards. 


. Mrs. & Mr. Martin M. Moldow, manufacturers’ representative; 


Mrs. Dave Bernstein, Mrs. M. Davidson, Mrs. & Mr. M. J. Wein- 
stein (standing); Miss Gean Gerber, M. Davidson, Perfect. Rub- 
ber Seat Cushion Co. (standing); Mrs. & Mr. L. Lazarus and 
Mrs. & Mr. Benj. Levy, all Majestic Stationery Co. 


Front: Mr. and Mrs. J. Orlan, Mrs. Samuel Kahn, A. Benjamin, 
Mrs. A. Whitmondt and Mrs. A. Benjamin, all David Kahn, Inc.; 
Mrs. H. C. Whittemore. Rear: A. Whitmondt and Samuel Kahn, 
both David Kahn, Inc. 
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Its A act / pee ag io ee sn ace rag match that 
P . . . one! Nobody gives the help Columbia does to make 
‘ @ Columbia Typewriter Ribbons and their line profitable to you. The Columbia plan is a 
Carbon Papers get more and more popular all the time— complete sales program that helps you build your 
and if they are not getting more and more ribbon and anben department to a size of major 
attention from you, then you're just letting importance in your business. You get competition- 
business slip right out from between — fingers. a ing sales po enorme rene we epg Bie ons in- 
d we'll tell ! ormation — promotional helps — advertising sup- 

a port—and in-the-field sales aa. 


COMPLETE LINE—Stock Columbia and you can NO HOOK—There’s no catch to the Columbia 
go after the ribbon and carbon business with no Ribbon and Carbon proposition. In fact you'll 
holds barred. Columbia makes a complete line of probably be surprised at the low inventory that will 


inked ribbons and carbon papers. Columbia dealers get you started toward a bigger, more profitable 
don’t have to pass up any ribbon and carbon sales! ribbon and carbon business—the Columbia way. 








Why not all the details now! Mail the coupon 
with your ee aa letterhead. 


QUALITY—To us, the most important int of all. COLUMBIA RIBBON & CARBON MFG. CO., Inc. 
Columbia Ribbons and Carbons are skillfully designed Maia Gites € Pater: ag 


and faithfully made to give customers a good big : . 
money's worth. Columbia improvements and develop- 60-5 Bat ee ae, <0 ye ioe ~_— — 
ments keep you moving right ahead in the ribbon and Rentch Ghee aad Dineeibators in Principal Cities. 


carbon business. Consult your local Telephone Classified Directory. 





OA-1 





COLUMBIA RIBBON & CARBON MFG. CO., Inc. 
102-1 Herb Hill Road, Glen Cove, L. I., New York. 

We're interested! Please send information about Columbia 
Ribbons and Carbons—and especially, Columbia's Sale 
Cooperation Plan. 



































OFFICE APPLIANCES, January, 1951 








A 














Stationers 12:30 Club Convenes 


More than 70 members and guests assembled at the 
regular monthly meeting of the Stationers 12:30 Club 
of New York City, Monday evening, November 27, at 
Rosoff’s Restaurant, New York, N. Y. President Morti- 
mer Libien, Libien Press Inc., New York, N. Y., pre- 
sided. 

President Libien expressed the club’s regrets at the 
loss of one of its respected members, Al Collins, Jacques 
& Company, New York, N. Y., who recently passed 
away. All stood with bowed heads in respect to his 
memory. 

All sang “Happy Birthday To You” when announce- 
ment was made that Henry Kleinberg of Henry Klein- 
berg & Company, New York, N. Y., was celebrating his 
birthday. 

The words “For He’s A Jolly Good Fellow” rang out 
when President Libien announced that Jerome J. Sav- 
age was celebrating his twenty-fifth anniversary with 
The Carter’s Ink Company. 

Mr. Libien then urged all members who have not 
joined the Blue Cross Hospitalization Service to make 
their application before February, 1951, if they plan 
to join. He then appointed the following nominating 
committee: chairman, Louis F. Caracci, The Nor-Wood 
Company, Inc., New York, N. Y.; Henry Kleinberg, 
Henry Kleinberg Company, New York, N. Y., and Harry 
Fensterheim, S. E. & M. Vernon, Inc. 

The next order of business was a discussion of plans 
for the club’s annual Christmas party. After consider- 
able discussion from the floor it was decided to hold 
an old fashioned beefsteak dinner on the evening of 
December 18 at Rosoff’s Restaurant. For the after- 
noon, Louis F. Caracci’s suggestion was adopted. It 
provides for the entertainment of a non-sectarian 
group of orphan children who would spend the after- 
noon singing and playing, enjoying refreshments and 
receiving gifts from Santa Claus. The following com- 
mittee was appointed to make arrangements for the 
affair: chairman, Louis F. Caracci, The Nor-Wood 
Company, Inc., New York, N. Y.; J. Howard Shoemaker, 
Jr., Eberhard Faber Pencil Company; Dave Wexler, 
Pittsburgh Cut Wire Company; Sigmond H. Engelberg, 
Eagle Pencil Company; Fred Steinhilber, Geyer Publi- 
cations, and Louis Wachtel, American Pencil Company. 

Treasurer Dwight M. Briggs, Sun Rubber Company, 
called attention to the donations usually made at this 
time of year. They are $25.00 to each of the following 
worthy causes: New York Herald-Tribune Fresh Air 
Fund; One Hundred Neediest Cases and the American 
Red Cross Fund. They were unanimously and enthu- 
sically approved. He announced that the club’s Ready 
Relief Plan is in successful operation and proposed 
that a sum of $1,200.00 be set aside in a reserve fund 
for that purpose only. The plan consists of payment 
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CLOSING BANQUET OF NOMA’S 4TH REGIONAL CONFERENCE, HOUSTON, TEX., OCTOBER 17 





of $100.00 to surviving relatives on the death of a 
member. After discussion, a motion to set aside the 
sum of $1,200.00 was passed. 





NOMA Holds Exposition in Houston 


“Increased Profits Through Better Office Manage- 
ment” was the theme of the Fourth Regional Con- 
ference Office Machinery and Equipment Exposition 
held at the Rice Hotel October 15-17 by the National 
Office Management Association. R. A. Lucas, Shell Oil 
Company, served as general conference chairman. 

More than 200 NOMA members were registered from 
200 Chapter cities. Eighteen additional company regis- 
trations were received and each company sent five to 
50 individuals to the sessions. More than 6,000 visited 
the two-day exhibit. 

“Association Day” provided an opportunity for those 
attending to learn more about NOMDA and its overall 
program. 

A keynote speaker was Dr. Dwayne Orton, director 
of Education, International Business Machines Corpo- 
ration, New York, N. Y. Other speakers were: 

Dr. R. B. Brecht, first vice-president NOMA, Uni- 
versity of Pennsylvania, “Better Control Through 
Work Assignment.” 

Albert J. Bows, Arthur Anderson & Company, At- 
lanta, Ga., “Work Simplification.” 

H. A. Wichert, immediate past president, NOMA, 
Fairmont Foods Company, Omaha, Neb., “Management 
Through the Office.” 

Harry D. Hopson, Henslee and Hopson, Houston, 
“Analysis of Financial Statements.” 

William Deeming, Scovill, Wellington & Company, 
Chicago, “Inventory Control.” 

Col. Russell M. Riggins, Arthur Young & Company, 
Houston, “Budgetary Controls.” 

W. M. Bennett, president NOMA, Inland Container 
Corporation, Indianapolis, Ind., “Controlling Office 
Costs Through Practical Methods.” 

Walter M. Casey, New Crosby Hotel, Beaumont, Tex., 
“Price of World Leadership is Higher Than High.” 

Exhibitors included: 

Acme Visible Records, Inc. i Febure Corp. 
Addressograph-Multigraph J. J. Lemmon Co. 

Corp. F. A. Lyon Co. 

Auto-Typist Sales & Service Marchant Calculating Ma- 
Burrougne Adding Machine chine Co. 


The McBee Co. 


{ ‘a Par, el Corp. Modern Business Machine 


A. B. Dick Co. Co. 

Dictaphone Corp. Monroe Calculating Machine 
Diebold, Inc. Co., Inc. 

Ditto, Inc. National Cash Register Co. 
Thomas A. Edison, Inc. Olivetti Corp. of America 
Elliott Addressing Machine The Rein Co. 


Co. Remington Rand, Inc. 
Friden Calculating Machine Standard Register Co. 

Co., Ine. Wallace Duplicator Co. 
International Business Ma- Wilston Stationery & Print- 

chines Corp. ing Co. 
Lanier Co.—Audograph 








1951 





OFFICE APPLIANCES, January, 












6>. with The Debonair 


900 Series 





ts 


This is the Desk te set new Sales Records in 
1951...The Debonair 900 Series. Newly re- 
designed for greater beauty, the Debonair 
now has more sales appeal than ever before! 








Show your customers the Alma Quality and 
Craftsmanship in this fine period piece... 
point out the Wise Economy price tag and 
your sale is made! 






Stock the Debonair... now more 
beautiful than ever. ..and have a 
Happy New Year of Bigger Sales! 























BETTER DESKS ARE MADE OF WOOD 


OFFICE APPLIANCES, 





1951 &5 





January, 




















































Eppert Elected President of O.E.M.I. 

Ray R. Eppert, vice-president of Burroughs Adding 
Machine Company, was recently re-elected president 
of the Office Equipment Manufacturers Institute at the 
Institute’s annual meeting in New York City. 

In accepting the presidency, Mr. Eppert pointed out 
the increased importance of office equipment as a re- 
sult of the Korean crisis. ‘““The conditions which since 
World War II have accentuated the need for modern, 
efficient office equipment,” he said, “have been aggra- 
vated in the last four months. The problems of rising 
office costs, the mounting volume of paper work re- 
quired to operate our economy at peak efficiency, and 
the increasing importance of adequate control of all 
phases of business operations, have resulted, beginning 
in July 1950, in a sharply increased demand for office 
tools of all kinds. 

“The growing manpower shortage has presented a 
problem which can be solved only by efficient ma- 
chinery and equipment. Another important factor has 


RAY R. EPPERT 


*been a mounting inflationary pressure and the conse- 
quent need for holding all costs to an absolute mini- 
mum. In order to control these costs of operation, 
management must have up-to-the-minute informa- 
tion on all business activities. 

“Therefore, under conditions of virtual full em- 
ployment and near capacity production, the imposition 
of a large scale mobilization program and the added 
requirements which could be anticipated in the near 
future, have made it inevitable that businessmen 
everywhere would take immediate steps to render 
their office operations more efficient.” 

Other officers elected were: Vice-presidents, R. S. 
Oelman, National Cash Register Company, and For- 
tune P. Ryan, Royal Typewriter Company; administra- 
tive vice-president, E. D. Taylor; treasurer, W. F. 
Arnold, Underwood Corporation, and secretary, G. L. 
Meyer. 

Directors for 1951 are: George H. Alter, Invincible 
Metal Furniture Company; John S. Coleman, Bur- 
roughs Adding Machine Company; A. B. Dick, III, A. B. 
Dick Company; Edward M. Douglas, International 
Business Machines Corporation; R. R. Eppert, Bur- 
roughs Adding Machine Company; R. S. Oelman, The 
National Cash Register Company; E. A. Purnell, The 
General Fireproofing Company; Fortune P. Ryan, 
Royal Typewriter Company, Inc.; L. C. Stowell, Under- 
wood Corporation; A. W. Vanderhoof, Standard Dupli- 
cating Machines Corporation; Walter H. Wheeler, Jr., 
Pitney-Bowes, Inc.; H. V. Widdoes, Remington Rand 
Inc., and P. M. Zenner, The McBee Company. 


Over-all theme of the- convention was, “Operating 
in an Emergency Economy.” Developing the place of 
the business machines and equipment industry in the 
present emergency, three speakers told their experi- 
ences of World War II with respect to raw materials, 
manpower and production. The speakers were R. W. 
Murphy, the National Cash Register Company; Shel- 
don Hall, Burroughs Adding Machine Company; and 
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Arthur Sanders, National Association of Scale Manu- 
facturers, Inc. 

John M. Hancock, chairman of the board of di- 
rectors, Lever Brothers, addressed the dinner meeting 
Thursday night, November 2. Speaker for the lunch- 
eon session that day was Paul G. Hoffman, former ad- 
ministrator of the Economic Co-operation Administra- 
tion. 

On Friday, November 3, J. J. Morrow, director of 
personnel regulations for Pitney-Bowes, Inc., described 
the essential elements in a well-balanced industrial 
relations program. 





Canadian OMDA Holds 4th Annual Convention 


The Canadian Office Machine Dealers Association 
held their fourth annual convention at the Royal York 
Hotel of Toronto on November 24 and 25. 

A new panel of officers and directors were elected 
as follows: President—E. L. Maag, Maag & Company, 
Ltd., Montreal, Quebec; First vice-president—George 
Donaldson, Donaldson Adding Machine Company, 
Toronto, Ontario; Second vice-president—Edward La- 
couline, E. Lacouline & Son, Quebec City, Que.; Secre- 
tary—Edward Norcott, Canada Carbon & Ribbon Com- 
pany, Ltd., Montreal, Que.; Treasurer—Harold McEvoy, 
Montreal Typewriter Service, Ville St. Laurent, Mont. 

Directors were elected as follows: W. T. Corney, 
Thomas & Corney Typewriters, Ltd., Toronto, Ont.; 
John Brownlee, Vancouver Brownlee Typewriters, Van- 
couver, B.C.; A. Harriman, General Office Machines, 
Winnipeg, Man.; George Fox, Dominion Typewriter 
Company, Toronto, Ont.; Herb Blake, Herb Blake 
Typewriter Co., Hamilton, Ont.; Clovis Martineau, Mc- 
Gill Typewriter Company, Montreal, Que.; Joe Rubin, 
National Typewriter, Inc., Montreal, Que.; Howard 
Soulis, Soulis Typewriter Company, Ltd., Halifax, N. S. 

At the business session many of the problems con- 
fronting the office machine industry were discussed 
and in some cases committees were appointed to make 


E. L. MAAG 


further study and recommendations. On Friday after- 
noon the assembly was addressed by Ross Hart of the 
Canada Wire & Cable Company, Ltd., who is also vice- 
president of the National Office Management Associa- 
tion. Mr. Hart’s talk was entitled “Office Management 
Looks at Office Machines.” 

Friday evening the delegates attended a cocktail 
party given by M. P. Hofstetter, Ltd., Toronto, and 
were entertained at dinner by the Canadian Carbon 
& Ribbon Manufacturers. Lt. Col. K. R. Swinton, vice- 
president and general manager of Ritchie Recorders, 
Ltd., spoke on “Foreign Affairs and Your Tax Bill.” 

The Saturday morning session included a work shop 
forum which comprised a panel of experts including 
D. J. Leonard, director of F. H. Hayhurst Advertising 
Company, Ltd., and M. O. Johnson, senior account 
executive at J. J. Gibbons, Ltd. Mr. Leonard and Mr. 
Johnson led the panel on advertising and sales pro- 
motion. Arthur Bullied, secretary of the Associated 
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cordially extends to its 


friends everywhere 


THE 
SEASUN'S GREETINGS 


with the hope that the 
coming year will bring 
individual blessings and 
worldwide peace and 


goodwill. 


COLUMBIA STEEL EQUIPMENT COMPANY 
PHILADELPHIA 7, PA. 


EXECUTIVE OFFICE FACTORY 
\ Lincoln-Liberty Building Third, Annsbury, Orianna & Wingohocking Streets / 
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Credit Bureaus of Canada and the Credit Granters 
Association, discussed the aspects of credit planning. 

Also at the morning session work shop, Emerson 
Ward spoke on cleaning office machines. Representa- 
tives from Royal Typewriter Company, L. C. Smith 























CANADIAN OMDA OFFICERS ATTENDING 4TH ANNUAL 
CONVENTION—Front row, left to right; F. H. Turner, Ottawa, 
business manager; E. L. Maag, Montreal, president; W. T. 
Corney, Toronto, chairman of the board of directors, im- 
mediate past-president; Howard Soulis, Halifax, director. 
Back row, left to right: R. T. Armand, Montreal, past- 
president; E. Norcott, Montreal, secretary; George Fox, 
Toronto, director; Clovis Martineau, Monfreal, director; 
Harold McEvoy, Montreal, treasurer. 
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& Corona Typewriters, Inc., Remington Rand, Ltd., 
and Underwood, Ltd., provided information on the 
products, promotional plans and policies of their re- 
spective companies. 





Form Vermont Stationers Association 


Cal Cameron, manufacturers’ representative, who is 
active in the New England Travelers Club, recently 
reported the formation of the Vermont Stationers 
Association. The first meeting of the group was held 
November 7 at the Wheeler Williams House in Rutland, 
Vt. 

Excessive price cutting in Vermont provided the 
initiative for the organization which hopes to com- 
pensate for the state’s lack of a Fair Trade Law. Al- 
though much of the time was necessarily taken up 
with organizational matters, individual problems were 
discussed so that members feel that definite headway 
has been made. 

The following officers were elected: president, James 
F. Baker, Baker’s, Brattleboro, Vt.; first vice-president, 
Dan Murphy, Murphy Office Equipment Company, Rut- 
land, Vt.; second vice-president, Grayson C. Freeman, 
Office Supply Centre, White River Junction, Vt.; sec- 
retary, John Bellino, McAuliffe Paper Company, Bur- 
lington, Vt.; auditor, Harold P. Parker, Maunsell Com- 
pany, Montpelier, Vt. 


































TIME OUT FOR DINING AT SANTA MONICA DEAUVILLE CLUB DURING CALIFORNIA OMDA CONFERENCE, OCT. 21-22 


N. Y. Office Equipment Dealers Meet 

An attendance of more than 65 members and guests 
marked the first regular monthly meeting of the Office 
Equipment Dealers of New York under the leadership 
of President Ben Itkin, Itkin Bros. Inc., New York, 
N. Y. The meeting was held on Monday evening, 
November 13, at Dunhall’s Restaurant, New York, N. Y. 

President Itkin called the meeting to order and 
after extending greetings and expressing his apprecia- 
tion for such a good attendance, welcomed the follow- 
ing guests: 

Arthur Gordon, The Arthur Gordon Company; Wil- 
liam Small, Johnson Chair Company; Hugh Morgan, 
manufacturers’ representative; Norman Garber and 
N. Antonoff, both George Garber Company, New York, 
N. Y.; J. Davis, J. Kolyer and Oscar Widman, all Desks, 
Inc., New York, N. Y.; Victor Scheinman, Cole Steel 
(Turn to page 118, please) 
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MET BY A BRASS 



























Top: Members of Northern California OMDA were obliged 
by this turnout of musicians (7?) from the membership of 
the Southern California OMDA. From left to right: Robert 
Picou, Henry Van Dalfsen, vice-president of SCOMDA; Mrs. 
Van Dalfsen, BeeJay Van Dalfsen, Mrs. Bob Picou and 
Mrs. and Mr. David Ligon. Bottom: Group of Northern 
California OMDA members who flew down to the Los 
Angeles meeting on October 21. Left to right: Mr. and 
Mrs. Pete Tobin, Tom Gilbert, Mrs. and Mr. Ken Stevenson, 
president of NCOMDA; Mrs. and Mr. Ed Noakes, Mr. and 
Mrs. Peck, Mrs. Ralph Archinal, Mrs. Herb Wheeler, Ralph 
Archinal and Herb Wheeler. (Story appeared in the De- 
cember issue, page 164.) 
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SELL THE EV 77a aN 


for built-in cushion comfort 


Your customers will appreciate 
the increased office efficiency 
made possible by Gunlocke’s 
Ventilair Seat. Made of foam 


rubber, and covered with gen- 





uine leather, it is built perma- 


A series of holes go right through the genuine leather cover, the foam 
rubber and contour-shaped wood foundation. These aerations produce 


nent ly into the chair seat. The a natural air conditioning that means years of cool sitting comfort. 








Ventilair Seat is available on 
all Gunlocke wood seat chairs. 
Gunlocke’s new catalog has 


full details. Write for it today. 


MODEL 1946V. Equipped with the famous Ventilair Seat, this chair 
gives you the extra comfort of a built-in cushion. It distributes the 
weight evenly for “round-the-clock” working comfort. 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Robinson Takes Over Y and E 

Ralph Robinson, president of Precision Metal 
Workers, Chicago, Ill., Pressed Metal Corporation, also 
in Chicago, and Milwaukee Stamping Company, Mil- 
waukee, Wis., recently acquired controlling ownership 
of Yawman and Erbe Manufacturing Company, one of 
the oldest and largest manufacturing concerns in 
Rochester, N. Y. (Brief story appeared in the Decem- 
ber issue, page 94.) The company, with approximately 
600,000 square feet of manufacturing space in Roches- 
ter and on the Pacific Coast, produces a full line of all- 


RALPH ROBINSON 


metal office furniture, equipment, and supplies includ- 
ing a large volume of printed office, business, and 
accounting forms. It operates three plants and branches 
in principal cities. Originally organized in 1880 as a 
partnership, the firm was incorporated in 1898 and 
through the years has earned an enviable position in 
its field nationally. 

Mr. Robinson is a young man in his early forties with 
many years of successful operation in the steel prod- 
ucts industries. He plans to augment the various lines 
of Y and E products in order to give greater stability 
and security of employment. 

All officers, management, supervision, and other 
personnel will continue with the company intact. They 
are as follows: 

Ralph Robinson, president; Edward Water, vice-presi- 
dent and general manager; Hugh L. Smith, vice-presi- 
dent in charge of sales; K. O. Robinson, vice-president; 
H. P. Rockwell, vice-president in charge of wholesale 
division; A. T. Spence, secretary and assistant to presi- 
dent; Douglas Gambrill, treasurer; Gustav Erbe, Jr., 
assistant treasurer; J. L. McGee, assistant secretary; 
C. C. Porter, assistant to president. 





Wiberg Joins Aigner Staff 

The sales force of the G. J. Aigner Company has 
been augmented by the appointment of Vernon J. 
Wiberg as representative calling on the graphic arts 
trade in the eight middle western states. 

In his previous connection with Elmer Krumwiede 
& Associates, Mr. Wiberg enjoyed business relations 
with a wide circle of commercial stationery dealers. 
Because his new work will involve contacts with cus- 
tomers and prospects in a different field he will go 
through a special training period in the Aigner office 
and factory before engaging in actual sales work 
among printers and binders. Present familiarity with 
Aico products in office application will stand him in 
good stead as he trains for his new activity. 
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Knox Ide Elected Eversharp President 


Knox Ide, former president of American Home Prod- 
ucts Corporation, was elected president and a director 
of Eversharp, Inc., to succeed Daniel Van Dyk, effective 
December 1. Mr. Van Dyk will continue his active 
association with Eversharp as a member of both the 
executive committee and the board of directors, and 
as counsel to the company in planning its activities. 

The presidential shift was requested by Mr. Van Dyk 
to allow himself to devote time both to Eversharp and 
to the administration of his private business holdings. 


Mr. Ide is a partner in the law firm of Ide and 
Haigney at 51 E. 42nd St., and a director of the Ameri- 
can Machine & Foundry Company, International Cigar 
Machinery, American Home Products Corporation and 
New York Airways, Inc. While he will become inactive 
in the law firm, it will continue under its present 
name. With Eversharp he will make his office in the 
executive headquarters at 350 Fifth Ave. 





Addressograph-Multigraph Appoints Directors 

J. B. Ward, vice-president and general manager, and 
W. H. Casson, vice-president in charge of manufactur- 
ing, recently were named directors of Addressograph- 
Multigraph Corporation. The announcement was 
made by the corporation’s president, G. C. Brainard, 
following the annual shareholders’ meeting. 

These appointments bring to A-M’s board of di- 
rectors additional distribution, administration and 
manufacturing experience, since both men have had 


J. B. WARD W. H. CASSON 


outstanding careers with the company in those fields. 

Mr. Ward has been with company 38 years. In 1944 
he was called to the home office as vice-president in 
charge of Addressograph-Multigraph domestic dis- 
tribution, the position he held until his appointment 
to the general managership in June of this year. 

He started as a salesman working out of the Chicago 
office in 1912 and was Cincinnati Addressograph sales 
agent from 1914 through 1929, except for two years 
of army service with the 32nd Division during World 
War I. After three years as Addressograph’s National 
sales manager, he operated the Chicago Metropolitan 
Addressograph sales agency for 12 years. 

Mr. Ward holds the company’s all-time record of 23 
earned memberships in the Hundred Club, the com- 
pany’s international honor organization for top sales- 
men. 

Mr. Casson came to Addressograph-Multigraph in 
1928 as production manager of the Addressograph 
plant in Chicago. In 1935 he was made A-M plant 
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The inventory that can never be 
too big — or last too long 


A stockpile of good impressions in the minds of customers and 

, oe prospects is the most valuable inventory any business can own. 
As a result of the good impressions which office equipment 

buyers everywhere have received—from experience, from good 

dealer relations, from national advertising—thousands are stand- 


ardizing on All-Steel Equipment desks, files and cabinets. 


Demand is increasing so rapidly that dealers are selling A-S-E 
equipment as fast as they get it in. That’s proof that the inventory 
of good impressions of All-Steel Equipment is a valuable asset . . . 
proof that leading dealers can count on it to produce profitable 
new and repeat business now and for years to come. 


Let this stockpile of good impressions be one of your big sales 
assets—sell the whole A-S-E line to key customers and prospects. 


ALL-STEEL EQUIPMENT INC. 
900 Cleveland Avenve ° Aurora, Illinois 
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for all manufacturing operations of Addressograph- 
Multigraph, including those in Canada, England, 
France and Germany. 





California Firm in Larger Quarters 


Swan Stationery Store recently announced its move 
from 10121% Mission St., South Pasadena, Calif., to 
adjacent quarters at 1014 Mission St. The firm’s new 
home now has three times as much floor space as 
previously. 

A unique feature of the new store is a “stationery 
bar” located in the rear. Chairs are provided in which 
customers may relax while studying the display in 
the counter-high showcase. 

Mr. and Mrs. Fletcher Swan, Sr., who opened the 
store two years ago, have now taken in as partners 
their son, Fletcher, Jr., and their daughter, Mrs. Eliza- 
beth Lowrey. Mr. Swan, Sr., is well known in the 
office supply industry in Southern California. For 20 
years he had charge of filing equipment for the 
Grimes-Stassforth Stationery Company. He was also 
connected with the systems division of Remington 
Rand, Inc., in Los Angeles. 

Business has been good since the firm first opened, 
according to Mr. Swan. However, he states that since 
the expansion there has been a noticeable increase in 
sales. With the additional space it has been possible 
to considerably increase the number of lines carried. 
Among those carried are stationery items by Eaton and 
Crane, Yawman and Erbe steel desks, files and chairs 
and a complete line of safes, files and portable type- 
writers. In addition to the large stock of greeting 
cards, the firm maintains a separate gift wrapping 
department.—JET 


Si 


AT RIGHT: The “Stationery Bar” is a 
unique feature of the new store. Lo- 
cated at the rear of the store this de- 
partment provides chairs. While seated 
the customer can view samples of sta- 
tionery in the showcase while the clerk 
is making further selections on the 
shelves immediately behind the “bar.” 





superintendent. He was elevated to general superin- 
tendent in 1936, and in 1942 was appointed works 
manager, a position he has held until his election to 
the vice-presidency in 1946. Mr. Casson is responsible 















American Pencil Names Vice-president 


Carl W. Priesing was recently named vice-president 
of the American Pencil Company, according to an an- 
nouncement by Richard Lewisohn, Jr., president. Mr. 
Priesing will supervise all sales activities. 

He has had extensive experience in the stationery 































CARL W. PRIESING 


and drug field, being associated with the Wahl-Ever- 
sharp Company as president, Ansco Film Corporation 
as general sales manager, and Dayton Rubber Company 
as vice-president and general sales manager. 





Atlas Company Adds New Line 


The Atlas Ribbon & Carbon Company, 3407 Monteith 
Ave., Cincinnati, Ohio, has added the Gestetner office 
printing machine to its line, announces Charles J. 
Linser, general manager. This machine uses paste ink 


that is supplied by a tube—-WW 





GENERAL VIEW IN SWAN STATIONERY 
STORE—Done in soft colors, the inte- 
rior provides adequate aisles between 
counters. On the left is the extensive 
line of greeting cards while on the 
right office supplies are displayed ac- 
cording to individual categories. 
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DON’T FILE IT. 








A it’s SUSPENDED 
NOT SUPPORTED 
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in Oxford PENDAFLEX* 


the folder that hangs 


HO NEW CABINETS NEEDED — Simple frame fits in file*drawers; folders hang 
on frame. Presto! No more slumping, sagging folders — every folder upright 
and easily accessible. 
And Oxford Pendaflex is hanging up new sales records and bigger profits 
for dealers everywhere. Your inquiry is invited. 

*Reg. U. S. Pat. Off. 

FILING SUPPLY CO., INC. 
Garden City, New York 
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GOLDSMITH’S, WICHITA, KANS., REMOD- 
ELS—Left: View of the stationery depart- 
ment showing attractive counters in light 
wood which set off eye-catching displays 
of pen and pencil sets as well as typewriter 
paper and supplies. Note easily accessible 
shelves in back of the counters. 


BELOW: In the gift section social station- 
ery is prominently displayed as are novel- 
ties, leather items and greeting cards. Seat 
covers, backed by counters, provoke sales. 








BELOW: A large area is put to good use 

in the display of the firm’s metal office 

furniture. Various styles of desks and chairs 

are arranged in a space-saving manner. 

Files, conference tables and office lamps 
are also on display here. 





BELOW: Wood furniture is separated from 
the metal for the customer’s convenience. 
Casual groupings suggest the many effects 
that scan be achieved by combinations. 
Two model offices serve to suggest modern 
decorating trends to the interested client. 


Celebration Marks Opening 


Goldsmith’s, long known in the in- 
dustry as the Goldsmith Book and Sta- 
tionery Company, recently opened its 
completely remodeled and air-condi- 
tioned store in Wichita, Kans. An open 
house, lasting from 9 a.m to 9 P.M., was 
quite successful with a continuous 
stream of well-wishers visiting the store 
throughout the day. 
The firm was founded nearly 60 years 
ago by the late Ike Goldsmith. After 
his death in 1944, active management 
was assumed by Karl Zeininger. Mr. 
Zeininger celebrated 50 years of serv- 
ice with the firm last November. 
Remodeling in the new store in- 
cludes gray-green fixtures in which to display the store devoted to sporting goods. The large second floor 
merchandise; the latest lighting facilities and year- is used for the display of office furniture. Two model 
round air-conditioning. On the first floor are the gift, offices are featured prominently to suggest modern 
office supply and book departments, with the back of the decorating trends to the customer. 
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““Y and E’’ gives your customers: 


Folders they can depend on 


“Y and E” folders are exactingly tested for—ingredients, 
tear strength, wearability, uniform stock, color, thickness 
and finish 


The exact folder for their need 


"Y and E” folders come in all cuts, blank or printed tabs ¢ In 
Bill, Letter and Cap sizes ¢ To fit “Y and E” or other installa- 
tions ¢ With any type of tab, plain or celluloid, flat or angu- 
lar metal, Direct Vision or celluloid insertable @ Reinforced 
or single top tabs « In a range of colors ¢ With or without 
tangs ¢ In Kraft, Rochester or Empire Manila, heavy Dura- 





The Franchise that means 
quality merchandise may 
be open in your commun- 
ity. Your inquiry is invited. 


Also Makers of Quality Steel Office 


The Cr, Folder Line Does 4 Things That Increase Your Sales 


file ¢ YawmanotE (red rope), or Pressboard ¢ In weights of 
8, 11, 14, 18 and 25 points ¢ With or without filing and finding 
system features ¢ In special sizes, styles or cuts on special 
order. 


3. The folder they need when they want it 


“Y and E” has a full stock of the complete line ¢ Will deliver 
immediately the folders you want. 


4. Folders that are easy to reorder 
Reorder number is printed inside every “Y and E” Kraft, 
Manila, Durafile and YawmanotE folder. 


Order your stock now to be ready for 
increased transfer-time business. 


g ; 





























TOTS JAY STREET « ROCHESTER 3,N.Y., U.S.A. 
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Keeney Opens Remodeled Store 


The enlarged and remodeled building of the Keeney 
Office Equipment Company, 1313 Commerce St., Dallas, 
Tex., was formally re-opened to the public on Monday, 
November 20, the occasion being the beginning of the 
firm’s seventeenth year in business. 

The enlarged store, covering 6,000 square feet of floor 
space, is a far cry from the little 15x20-foot shop 
which D. L. Keeney, Jr., and Roy Malone, his partner 
at that time, leased for $7.50 a month back in 1934. 

The pair spent $15.00 in having a suitable sign 
painted to place above their shop—and then had a 
working capital left of $21.50 between them! And it 
was the second day before a customer left a job with 
them—a third-hand typewriter that no other shop in 
town had been able to repair! 

Both Keeney and Malone were expert typewriter re- 
pair men, however, and it was not long before other 
business men began leaving machines at their shop. 

Their first year’s business amounted to $15,000. 

Today, the firm operates two big office equipment 
stores, has two warehouses, employs 27 people—and 
does a business of $300,000 a year. 

The little 15x20-foot shop at 422 S. Akard St. grew 
steadily, and by 1936 the Keeney Office Equipment 
Company had taken up all the available space around 
this location and was forced to seek larger quarters. 

Undeterred by a “13”—or even a double “13”’—the 
firm then moved to its present quarters at 1313 Com- 
merce St. Since that time a number of important 
changes have taken place with the company. In 1944 
Mr. Keeney bought out his partner to become sole owner 
of the business. And in 1948 he bought out the Mineral 
Wells Office Outfitters and took larger quarters. 

Thus, the firm is operating a business in Mineral 
Wells, Tex., as well as in Dallas—and is steadily ex- 
panding its facilities. What was originally a type- 
writer repair shop is now a full-fledged office equip- 
ment business, handling not only typewriters and office 
machines, but furniture, office supplies and stationery 
of all types —JHR 


EXTERIOR VIEW SHOWING KEENEY DELIVERY TRUCKS 
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MR. KEENEY AS SEEN 
THROUGH LARGE WINDOW 
IN HIS OFFICE 
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GENERAL VIEWS OF REMOLDED INTERIOR AT KEENEY OFFICE 
EQUIPMENT CO.—Above: Stationery department is planned 
for maximum display of impulse items, all of which are 
within easy reach of the shopper. Counter displays are kept 
neat and eye-catching. Below: The office furniture section 
is arranged to provide maximum display of the firm’s stock 
of chairs, desks and files. Price tags are given prom- 
inent display for the customer’s added convenience. 
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THE BOSS 


They all prefer S 


Wherever you find a Steel Age desk, you find 
a happy owner, working at top efficiency. 
Every Steel Age desk is designed specifically 
for the office job of its user, yet each affords 
the same general advantages of beauty, com- 


fort and convenience that have made Steel 
Age desks the choice of modern offices all 
over the country. 
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THE STENOGRAPHER 






The Steel Age trademark is always your 
assurance of smooth-operating, ball bearing- 
suspended drawers, adjustable gliders that 
provide any working height from 29" to 3044" 
and sturdy, honest construction that reflects 
patient craftsmanship and defies the effects 
of time and service. **Sell Steel Age and you 
sell the best in steel office furniture.”’ 


CORRY—JAMESTOWN 


MANUFACTURING CORPORATION x CORRY, PA 
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WINNING WINDOW DISPLAYS IN NATIONAL LETTER WRITING WEEK CONTEST 





W. H. KISTLER STATY. CO. WINDOW WHICH WON FIRST PRIZE FOR LETTER WRITING WEEK DISPLAY 


ABOVE: Window display at Schwabacher-Frey Co., Los An- 
geles, Calif., which won second prize in the national contest 
held during the 13th annual National Letter Writing Week, 
Oct. 15-21. The contest was sponsored by the Paper Staty. 
& Tablet Mfrs. Assn., Inc. Thomas F. Burke was in charge of 
the display. BELOW: Third prize in group B (stationers) was 
awarded to Latsch Bros., Inc., of Lincoln, Nebr. Miss Mary 
Jo Latsch was the display manager responsible for the win- 
ning window. 





Beaumont Firm Holds Formal Opening 

Formal opening of Bowers Office Supply Company in 
the new home at 896 Pearl St., Beaumont, Tex., was 
held November 6.—EEG 
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NSOEA Provides Its Members with 
Manual for Personnel Interviews 


The newest service of the National Stationery & 
Office Equipment Association has been mailed to its 
members. This consists of an interview manual for 
the selection of sales personnel. It was prepared espe- 
cially for the retail members of NSOEA by the Klein 
Instituting for Aptitude Testing, Inc., 249 Lexington 
Ave., New York, N. Y. 

Members who attended the recent national conven- 
tion at Chicago had a preview of the new service. 

Along with the manual the Association offers an ap- 
plication blank also especially prepared for retail 
members of NSOEA by the Klein Institute for Aptitude 
Testing, Inc. The manual and a set of four application 
blanks are included in a package to members at a cost 
of $2.50, which covers only the cost of printing the 
material. 

Both the manual and the application blank are 
copyrighted by NSOEA. It was the belief of the As- 
sociation that this is a service long needed in the 
stationery and office equipment industry and the 
headquarters office of NSOEA reports a tremendous 
response.. Full details may be obtained by writing to 
Paul E. Burbank, general manager of the Association, 
at 740 Continental Bldg., Washington 5, D. C. 





Seek Gold in Pen Maker's Floor 


Thar’s gold in them thar floor boards of W. A. Sheaf- 
fer Pen Company, Ft. Madison, Iowa, a Chicago firm 
hopes. 

Goldsmith Bros. Smelting & Refining Company, 1300 
W. 59th St., has ventured $20,000 for gold prospecting 
rights in the floor used by Sheaffer for 30 years. The 
old factory is being replaced and the floor, about 10,000 
square feet of boards, is to be taken to Chicago by 
the smelting firm. 

Herbert Goldsmith, vice-president of the Chicago 
concern, said he believes there are gold dust and 
osmium in the boards. The gold is used in shaping 
pen points and osmium is used in alloy form in the 
tips of better pen points. : 

Despite all precautions taken at the Sheaffer plant, 
there should be enough’ precious metals filtered into 
the floor to make the operation profitable, said Mr. 
Goldsmith. 

The Sheaffer plant is air-conditioned. The gold-nib 
department is vacuumed regularly. Dust from floor 
sweepings is smelted to recover gold. 

But there may be some still in the boards to risk 
that $20,000 claim now staked out. 
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CHAIN POST 
BINDERS 


Oa hn Fa td ote we 
nary post binder, presents an opportunity for’ “7 een 
“service-selling” that assures greater customer — = — 
satisfaction and more profitable unit cas 


Among these advantages are: ~ 

@ Tight compression for a few or large number of 
sheets. Jap 

@ Expansion for working space at 
unlimited ened by adding | 

@ When exe rf 
vide flat wri 

@ Permitsi 
part of 

@ No 

stack, 





WILSON JONES Co. 


NEW YORK ELIZABETH CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 1000 S. Elmora Ave. 3300 Franklin Bivd. 816 Locust Street 234 First Street 


[ain Plants at CHICAGO and ELIZABETH, N. Jd. 
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Smith-Corona Names Ad Manager 


In announcing the retirement of Harold McD. 
Brown, advertising manager of L. C. Smith & Corona 
Typewriters, Inc., Vice-president James B. McCormick 
stated that Charles A. Lane has been appointed as 
Mr. Brown’s successor. 

Mr. Lane has worked in the advertising field in 
New York and Boston for several years with the ex- 
ception of the time he spent with a Field Artillery 
battalion during World War II. During recent years 
he has been associated with Newell-Emmett Company 


CHARLES A. LANE 


and the U. S. Camera Publishing Corporation. He will 
be located in the Smith-Corona home office in Syra- 
cuse, N. Y. 

Mr. Brown joined the Corona Typewriter Company 
in its early years. Starting as a salesman in Phila- 
delphia and New York he was soon transferred to 
the main office in Groton, N. Y. where he became ad- 
vertising manager. He remained in this position after 
the 1926 merger of L. C. Smith and Corona companies. 
He remained in this capacity until 1930 when he re- 
signed. 

In 1939 he returned to Smith-Corona as assistant 
to C. F. Brown, vice-president in charge of production. 
On January 1, 1946, Howard Brown was again ap- 
pointed advertising manager of the firm. He held this 
position until his retirement which became effective 
on October 2. 





Commercial Controls Appoints C. E. Love 


Charles E. Love was recently elected to the newly- 
created office of executive vice-president of Commer- 
cial Controls Corporation and will serve as director of 
the organization, it was announced by the corpora- 





C. E. LOVE 


tion’s president, Charles R. Ogsbury. He assumed his 
duties on December 1, and makes his headquarters 
at the general offices of Commercial Controls Corpo- 
ration at 1 Leighton Ave., Rochester, N. Y. 

Mr. Love has been associated with International 
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Business Machines Corporation continuously since 
his graduation from Hobart College in 1932, with the 
exception of a two-year period during which he served 
as a Lieutenant j.g. USNR during World War II. He 
rose through the ranks at IBM until in January, 1950, 
he was elected vice-president in charge of sales. At one 
point in his career, he was instructor in sales and 
director of education, a position involving adminis- 
tration of all educational activities of International 
Business Machines Corporation. 

Mr. Ogsbury further announced that Mr. Love would 
fill an entirely new position with the company, and 
that his election would in no way affect the present 
officers and directors who will continue to serve in 
their posts. 





Art Metal Promotes Two 

F. H. Clark, manager of the New York branch of Art 
Metal Construction Company since March 1, 1927, was 
recently named metropolitan district manager of the 
firm. W. R. Seaberg has been appointed to succeed 
Mr. Clark as New York branch manager. 


Mr. Clark’s new duties include the handling of some 
stock and contract sales as well as the appointment 
and supervision of dealers in the Greater New York 
area. He was first employed by the company on Janu- 
ary 2, 1906, working up through the order and sales 
department. 

Mr. Seaberg joined Art Metal in 1948 as assistant 
branch manager. A graduate of the Wharton School 


F. H. CLARK W. R. SEABERG 


of Finance, University of Pennsylvania, in 1937, Mr. 
Seaberg has had experience selling both life insurance 
and office equipment prior to World War II. After 
serving with the U.S. Navy for six years he became an 
assistant buyer in the purchasing department of the 
Western Electric Company. He remained in this posi- 
tion until he joined Art Metal. 





Safeguard Increases Check Protection 


Check-clearing activities continue to climb at an 
accelerated pace according to figures of Dun & Brad- 
street, Inc., with gains of as much as 35 per cent 
in some cities. This coincides with an average of 4.6 
per cent in the crime rate in cities and rural areas as 
reported by the F. B. I. for the first half of 1950. 


Safeguard Corporation, manufacturer of check- 
writers, makes this the basis of a special campaign for 
increased check protection under the slogan “Don’t 
Take A Chance With Your Bank Account.” Safeguard 
checkwriters are being equipped with an extra pro- 
tective feature, the new special security lock, which 
prevents unauthorized use of the Safeguard machines. 

At the turn of the year, the company will provide 
each purchaser of a new Safeguard checkwriter with 
a card entitling him to a free special safety imprint 
pad replacement at the first sign of wear to the one 
in use, assuring that amounts will always be clearly 
printed and protected. 
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A fine office in which Genuine Leather is used for the uphol- 
stery of the furniture invites all customers to hold the organi- 
zation in respect for its sense of value and its good taste. 

Making business and professional men aware of the 
advantages of “putting the best foot forward” is the op- 
portupity of all who sell and supply this field. And with 
the trend in home decoration and furniture . . . as well 
as in the upholstery of fine automobiles . . . running 
strongly in favor of Genuine Leather, this is the moment 
to promote the purchase of fine office furniture uphol- 
stered in Genuine Leather. No other material affords such 
distinction and durability . . . appeals so strongly to pride 
of possession . . . to satisfaction in its use and enjoyment. 






THE UPHOLSTERY LEATHER GROUP 


TANNERS' COUNCIL OF AMERICA + 100 GOLD STREET, NEW YORK 7,N.Y. 


American leather Manufacturing Company, Nework, N.J. © The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
Blanchard Bro. & lane, Newark, N. J. © Delawore Tanning, Inc., New York,N. Y. © Eagle-Ottewa leather Company, Grand Hoven, Michigan 
The lackawanno leather Company, Hackettstown, N.J. © Radel leather Manufacturing Company, Newark, N. J. 
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OF SERVICE 
OFFICE SUPPLY 
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SERVICE OFFICE SUPPLY’S NEW 
QUARTERS SET PATTERN 
FOR INDUSTRY 


“World's Largest Single Floor Stationer” 
Holds Open House 


PATTERN for the possible future trend in the 

commercial stationery trade was revealed at the 
open house held by the Service Office Supply Company, 
Detroit, Mich., on October 23. A crowd of over a thou- 
sand persons, chiefly manufacturers, sales represent- 
atives and buyers of stationery and office equipment, 
was on hand to view the new premises of “the world’s 
largest single floor stationer” and to participate in the 
activities. 

To visitors who attended the open house it was not 
only an opportunity to inspect the firm’s latest facili- 
ties spread over an area of 44,000 square feet on one 
floor with adjacent private railroad siding and spa- 
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1. Showroom, which occupies 5,000 
square feet across the front of the 
building, provides adequate display 
for all types of office furniture in 
wood, steel, chrome and leather up- 
holstered styles. 


2. Exterior view shows the single 
floor construction of which firm is 
justly proud. 


3. Another view of the office furni- 
ture showroom as seen from the back 

| of the store looking toward the front 
windows. 


4. The storeroom, also located on the 
first floor, permits trucks to drive into 
the merchandise area for quick-on- 
the-spot loading. A private railroad 
siding enables the receiving depart- 
ment to unioad a carload shipment 
within two or three hours. 


cious parking lot, but also a preview of possible “things 
to come” in the stationery trade. They saw a stream- 
lined conception of stationery store operation pat- 
terned along lines of mass production efficiency that 
characterized so many of the large war-born plants. 

Picture 75 to 100 large Greyhound buses of the type 
that daily traverse the highways, parked side by side 
row on row, under one roof and you will have a good 
indication of the vastness of space comprising the 
warehousing area alone. Systematically arranged 
aisles running the length of the area accommodate 
the entire inventory stock of both shelf goods and bulk 
merchandise, easily accessible for either shipping or 
receiving purposes. : 

It is in this department, manned by 12 employees, 
that the advantages of single floor operation are most 
apparent. The process of filling, wrapping and loading 
orders for delivery has been accelerated immeasurably 
with the elimination of such previous bottlenecks as 
freight elevators, multi-floor stock locations and repe- 
titious handling. The firm reports that the current 
deliveries by six drivers with five trucks run between 
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ed bookcase of heavy gauge . Built of heavy gauge furniture steel, containing: two letter- 
ed to the popular-Junior File size file drawers with smooth riding, ball-bearing rollers; a 
Equipped with three shelves double index drawer for 3 x 5 or 4 x 6 cards (3200 capac- 

» on 2” centers (can be raised ity); card drawer may also be used for cancelled checks; a 
e shelves added). Olive on storage cabinet with three adjustable compartments under 
case unit alone is 49” high lock and key. Saves stationery and supplies. Size without 
jeep. ¢ 9 4 95 the bookcase is 32” high,30'% "wide, 17 2" deep. In olive 


green or Cole gray. $ 9% 
es, with two adjustable shelves 16” a 
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285 Madison Avenue, New York 17, N. Y 
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The “AUDITOR'S” Fi 
Contains: Two ball-beari: ' ze Grawers; 
sae cieecusy, “te Si gh he press The built-in Safety Veults are well worth 
for cancelled checks; one safe compartment with ; ‘ 
i combination lock {no key sory — only YOU the entire cost of these cabinets. Ideal for 
know the combination); a ee adjustable stor- 
age compartments under and ke z 
high, 302” wide, 172" d: ‘ 
enamel finish. 
With plunger-type lock which aut lly locks all drawers. 
oe 4 E | Maer Saneaee $75.00 


SLIGHTLY HIGHER IN TEXAS, COLORADO AND WEST OF ROCKIES. 


innumerable uses, such as cigars, liquors, 


personal valuables, confidential papers, etc. 
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fit any nook, large enough to keep A drawer for prospects’ and customers’ names. 

| personal papers orderly. A steel Holds 3200 3x5 or 4x6 cards or cancelled checks. 

tects valuables (only YOU know the Two ball-bearing letter files for letters and quota- 

[wo ball-bearing letter files. 37%” tions. A steel safety vault protected by a combina- 

e, 17%” deep. Cole gray baked tion dial lock. 43” high, 15%" wide, 17 %2”" deep. 
Cole gray baked enamel finish. 

»ck for both drawers. No. 197Y-PL..$55,00 sag <r wigs lock which eet locks all habs 


CUTS OR PHOTOGRAPHS OF ALt COLE PRODUCTS ARE AVAILABLE ON REQUEST. 
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285 Madison Avenue, New York 17, N. Y. 
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STORAGE 


LETTER SIZE 


SANITARY BASES 


for all size files 


*3.60 


C3 


FREIGHT BILLS 





CHECKS 


STURDY CONSTRUCTION — Prontos are built of 275- 
lb. test corrugated fibre board and reinforced with 


steel on the shell and the four corners of the drowers. 


SAVE FLOOR SPACE — Constructed so that they inter- 
lock into solid units and stack as high as the ceiling, 
saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No more need of 
fussing and fuming. With Pronto files you can get at 
all records just as easily as in your regular active files. 


BEAUTIFUL APPEARANCE — Pronto files ore beautiful 
in appeorance, finished in an attractive olive green. 
The steel drawer front matches your regular active 


office files. 


Prices Slightly Higher in Texas, Colorado and West of Rockies. 





Suggested Uses 





fletter Size 

tletter Size 

tlegal or Cap 
Invoices 

*2 Rows 8x5 Forms 
*Invoices or 2 Rows 8x5 
Freight Bills 

Checks 

Drafts or Checks 
Drafts or Checks 

5x8 Forms 

*Deposit Slips (2 Rows) 
Deposit Slips 
Tabulating Cards 
*3x5 Cards (3 Rows) 
*4x6 Cards (2 Rows) 
*3x5 Cards (2 Rows) 
Vouchers (Upright) 
tledger Sheets _.. 
tledger Sheets - 


|| Width 


SIZES AND PRICES 


Inside Dimensions 
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*These numbers have removable divider partitions. 








{Packed 6 to & carton—all others 12 to a cart 


PRONTO FILE CORPORATION 


New York 17.N.Y 
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Wie keeps in step with dealers’ needs 


Eever feel you’re getting left . . . that nothing’s 
right between you and the manufacturer who sells you his line? 
You can’t get him to hurry with stock you promised 
a customer. Or to give you special packing, or an imprint, or information 
that means a great deal to you. He won’t cooperate 
. .- and you get shoved out of step in the profit parade. 
Maybe by other manufacturers ... not by WRITE! 


WE HELP YOU PUT YOUR BEST FOOT FORWARD 


WRITE knows that a dealer often needs more than stock. We take the time 
to think about your problems. We believe it’s 
good business to help our dealers stay efficient, obliging, up-to-date. 


Try our excellent line of carbon papers, 
typewriter ribbons, Typ-Rol type cleaner . .. try our service 


to dealers ... and see how we earn our good will. 


Ask us today for full information 


write 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. @ Factory: BRIDGEPORT 2, CONN. 
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225 to 250 orders daily, which represents an average 
increase of 50 per day. This improvement is even more 
noticeable on the more bulky furniture deliveries 
which have been increased from one truckload a day 
to between two or three loads daily. 


Ground level warehousing which permits the trucks 
to drive right into the merchandise area for quick, easy 
loading on the spot is probably the principal reason 
for the increase in orders delivered. Another time-sav- 
ing factor is the private railroad siding enabling the 
receiving department to unload a carload shipment 
within two to three hours where it previously took an 
entire day. An average of six carloads of office furni- 
ture and equipment is now handled each month. 


A display room 

for office furniture, equipment and 
accessories occupies approximately 5,000 square feet 
across the front of the building. It has already been 
termed “the realization of a salesman’s dream” be- 
cause it provides proper and adequate display of all 
types of office furniture in wood, steel, chrome and 
leather upholstered styles—in single units and com- 
plete office suites. That the firm’s furniture and equip- 
ment sales have increased tenfold is an indication of 
the merits of the display. 


AT OPEN HOUSE OF SERVICE OFFICE SUPPLY CO., DETROIT, 
MICH.—TOP: From left to right, Mrs. Roger Young; Rapheal 
Blessinger, Jasper Desk Co.; Nathan Balaban, Service Office 
Supply Co.; Mrs. Nathan Balaban; Allen F. Joseph and 
Roger Young, both Jasper Desk Co. CENTER: Salesmen for 
Service Office Supply, back row, left to right; Irv Irving, 
Herb Boden, Morry Wasserman, Don Kluck, John Ross and 
Hank Schmuckel. Front row, left to right: Jack Wasser, 
Harold Helfer, Harry Teneau and Philip Balaban. BOTTOM: 
Manufacturers’ representatives, back row, left to right: Carl 
Wois, Royal Metal Mfg. Co.; Wm. G. Lashbrook, Esterbrook 
Pen Co.; Harry Valentine and Jim Barrett, both Minnesota 
Mining & Mfg. Co.; M. H. Golden, Mohawk Tablet Co.; 
H. C. Vail, Parker Pen Co.; Earl Erickson, W. A. Sheaffer 
Pen Co.; Alfred H. Mehl, Elmer Krumwiede & Assoc.; Jack 
Emhardt, Columbia Steel Equipment Co.; Earl Hanson, manu- 
facturers’ representative. Front row, left to right: Bill 
Kane, Oxford Filing Supply Co.; Folger Fellowes, Bankers 
Box Co.; Art Frey, manufacturers’ representative; C. E. 
Reynell, Oxford Filing Supply Co. 
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Flanking the display room on both sides are the 
executive offices and various departments of the busi- 
ness. The sales department has eleven outside sales- 
men who have an average of 15 years experience in the 
trade, most of whom have graduated within the or- 
ganization from the stock department. Two purchas- 
ing agents, five order clerks, seven billing typists and 


SOL & NATE BALABAN AT FIRM’S OPEN HOUSE 


stenographers and two bookkeepers complete the staff 
of front office personnel. Many have been with the 
firm over ten years. 

To Nate and Sol Balaban, co-owners of Service 
Office Supply Company, the open house celebration 
represented an occasion of dual purpose. It was the 
seventeenth anniversary of their initial business ven- 
ture as well as the realization of their tireless efforts 
throughout those years to build a large successful busi- 
ness. 


it was back in 1933 

during the country’s worst de- 
pression, when existing businesses in general were 
struggling for existence, that the two Balaban brothers 
had the courage to open their small stationery store in 
a space approximately 30 x 60 feet. A few empty 
wooden crates were sufficient shelving to hold the 
meager stock which represented their initial inventory, 
most of which required day-to-day replenishment after 
filling even the few scarce orders to be had at that 
time. At the beginning, it was normal procedure to 
take an order, fill it and deliver it personally in order 
to minimize operating expense and thereby add 
precious time to the possibilities for continued ex- 
istence. 

During the course of the company’s growth, the 
various stages of growing pains experienced and the 
remedial moves of relocation for expansion always 
tended to emphasize one ever-existing need in the 
commercial stationery business ... a more efficient 
method of operation. By its very nature as a business 
embracing many thousands of diversified items and 
sundry services, the stationery trade involves an ex- 
ceptional amount of detail. Much time and considera- 
tion were given by the organization to the develop- 
ment of a more simplified, systematic method of 
operation. By means of trial and error during the past 
17 years of active business, what seems to be the 
solution appears to have materialized in the present 
facilities now in use by the company. 





Salina Firm Named Voicewriter Agent 


The Olsen Typewriter Company, 206 S. Santa Fe, 
Salina, Kans., recently announced that it had .been 
appointed by the Thomas A. Edison, Inc., as repre- 
sentative in the Salina territory for the Edison Disc 
Voicewriter. In addition, Olsen’s will also carry a com- 
plete line of supplies and new machines of the Edison 
corporation. Tom Olsen is owner of the Olsen Type- 
writer Company.—_GMH 
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*PHILIP MORRIS company’s new offices at 100 Park Avenue, 


New York City, have won Office Management & Equipment magazine’s 
















“Office of the Year” award for 1950, in competition with the nation’s 
best offices having 500 or fewer employes. These Philip Morris offices 
are equipped exclusively with Do/More chairs. 


There’s a good reason why 
more leading companies install Do/More 


than any other posture-type chair... 





Do/More dealers offer an. exclusive three-fold seating 


service program that includes employe education, 





custom fitting and periodic servicing. It’s the only 





seating service program that complies in all respects 
with the high standards of Posture Research Institute. 


For complete information write — 






DOMORE CHAIR COMPANY, INC., ELKHART, INDIANA 
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New Store Opens in Oakland, Calif. 


John Oltmans, formerly store manager and partner 
of Rucker-Fuller Company of Oakland, Calif., recently 
opened his own modern office furnishings store at 339 
Thirteenth St. in Oakland. 

By judicious use of vivid and harmonious colors, he 
has achieved an outstanding interior. Walls are pa- 


an 


JOHN OLTMANS 


pered in chartreuse and deep green with harmonizing 
columns and ceilings in terra cotta and apple-green. 
Soft library lamps, spotlights, heavy-pile carpeting 
and variegated tile complete the attractive setting 
for office furniture. The decorating was handled by 
Robert S. Johnson, interior decorator of Oakland. 

The new store handles Shaw-Walker files, filing 
equipment, safes, steel desks and chairs; W. H. Gun- 
locke wood chairs; Standard wood desks; Doten-Dun- 
ton custom-built furniture; Globe-Wernicke bookcases 
and library furniture; Alma desks; Myrtle desks; High 
Point chairs and many other quality lines. 

Mr. Oltmans was born in Holland in 1907 and came 
to Oakland at the age of six months. After gradu- 
ating from high school he entered the newspaper field 
in 1925. In 1930 he joined the Rucker-Fuller organ- 
ization, advancing to store manager and partner. 

As his goal Mr. Oltmans has adopted the slogan— 
“For a single piece—or an entire office plan—Talk It 
Over With Oltmans.” 





N.R.C. Opens Beaumont Headquarters 

The National Cash Register Company held formal 
opening of its newly-completed headquarters at 900 
Pearl St., Beaumont, Tex., November 14 and 15.—EEG 
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INTERIOR VIEW OF OLTMANS OFFICE 
FURNITURE STORE—Vivid yet harmoni- 
ous colors provide a pleasing back- 
ground for office furniture on display. 
Decorations are kept to a minimum 
to avoid distracting the customer. 


Harrison Named Official of O.E.A. 


The Office Executives Association of New York, Inc., 
recently announced the election of Homer B. Harri- 
son, Kenneth H. Ripen Company, Inc., to the position 
of executive vice-president of the association. 
A graduate in engineering from the University of 
Wisconsin, with a law degree from Marquette Uni- 
versity, Mr. Harrison is a member of the Advertising 
Club of New York and a life member of the Masonic 
Lodge. 

As an architect and engineer, Mr. Harrison has been 
connected for many years with the design and con- 
struction of office buildings and business offices. In 
this capacity he has witnessed the evolution of busi- 
ness management and office techniques from simple 
machines and clerks to today’s highly developed tech- 
nical equipment and scientific office layout planning. 

“The modern office machine is, of course, of para- 
mount importance to production,” says Mr. Harrison. 
“Our job is to supply the proper environment to make 
the machine produce as much as the manufacturer 
says it can. The makers of office equipment can there- 
fore feel confident that any machine they produce 
will find a ready market because it will never be too 
complex to be fully productive.” 

He points out that there is still a considerable lag 
between the technological and environmental advances 


HOMER B. HARRISON 


in the modern business office, but that management 
is becoming increasingly aware of the importance 
of the physical aspects of the office. 

One of the difficulties facing the office manager of 
today is his inability to find a display of the complete 
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Sure-Rite Red Seal Tabs 
wipe out objections to messing film WATCH FOR 

stencil glue. No more sticky stencils... 5 [J R E , R | T E 
no more gummy files. Just press to 
seal. Corrections are made faster and 
easier. Wire or write to learn if an 


CH FOR THE GREEN STENCIL 


WITH THE 


RED 
DOTS 










Patents Pending 


Swoorme SALES Wp 
EVERYWHERE 








SHOOTING STAR FILM STENCILS 











geen 


exclusive Sure-Rite Dealership is AMERICAN \ STENCIL MFG. CO 
e *. 


available in your territory. 


2714 Walnut Street ° Denver, Colorado 
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Morale Luilding — Money Sauing 
features in Jackson Desks 


BEFORE 


ADJUSTABLE HEIGHT 

All island base desks can be 
adjusted from 29 to 30% 
inches to suit individual con- 
venience. Also compensates for 


uneven floors. 


CONVENIENT CENTER 
DRAWER 

Careful designing means all 
desks have ample knee space. 
All pedestal drawers lock from 
the center drawer. 

The tray ecross the front is 
accessible without having to 
push back the chair. The tray 
design prevents pins, pencils 
or clips from jumping out 
when the center drawer is 


closed. 

DENSIFIED KNEE POSTS 
Posts in knee space of 1700 

series are densified and hard- 

ened so they will not chip or 

splinter. Nothing to catch hose 


or clothing. 











TYPEWRITER PLATFORM 
ADJUSTABLE 

Typewriter platform can be 
adjusted to five positions to fit 
individual needs (1700 grade 
only). 


AMPLE FOOT ROOM 


Good design means comfort 
while working—no legs to kick 
or bump. 


EASY-TO-USE FILE 
DRAWER 

File Drawers in upper-left- 
hand pedestal for convenience. 
Roller-bearing suspension 
makes it easy to open—easy to 
close, no matter how heavily 
loaded (in 1700—3000 grades 
and F 2666W only). Rails for 
suspension-type folders, too. 


12 IMPROVEMENTS CUT OFFICE COSTS 


Six major improvements illus- 
trated above, plus six more— 
rounded corners, partitioned 
drawers, dovetailed drawer con- 
struction, dustproof under-con- 
struction, special drawer pulls, 
hand-rubbed tops—these are the 
new extra values master crafted 
into JACKSON OFFICE MAS- 
TER DESKS. 

Available in genuine walnut 
suntone or rift oak softone finish 
these new Jackson Desks will 
Save space, improve morale, in- 
crease production, reduce eye- 


strain, improve attendance in 
any office where present furni- 
ture is obsolete. 

Many of America’s best known 
offices have standardized on 
Jackson Desks over the years— 
there is no better investment 
anywhere. Careful studies. in 
leading offices prove that these 
new, modern desks, planned to 
save space and eliminate fatigue 
will pay for themselves in less 
than four years. 

Jackson Office Master Desks, 
and other modern and conven- 


tional designs are sold and serv- 
iced by America’s leading office 
outfitters. 

Write today for our booklet, 
“Lower Office 
Costs,” which 
shows why 
money invested 
in Jackson 
Desks pays 
high dividends 
and how sav- 
ings pay for 
new furniture. 





JASPER OFFILE FURNITURE LU. 





JASPER, INDIANA 
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Nell 
hockwell-barnes 
(uality Products 





NON-SKID 
Easel Notebooks 







First choice— 
everywhere!!! 


Eyetint or white 
paper 





R-B Ruled Legal Pads 


Top quality 16-lb. sulphite— yellow or white. 
COURTROOM type has perforated top, bound 
with printed and wire-stapled stub, sizes 8 Yo” x 
NON-SKID edges on each cover keep notebooks 11” and 8%” x 14”, 50 leaf with board back, 
upright at ANY angle, prevent creeping or col- 
lapse from desk vibration. 
Patented special wire binding allows pages 
to turn easily without tearing—permits books to 
open flat. 


no cover. 

Also available without perforation, yellow only, 
size 8Y%2” x 14”, padded 50 leaf or 100 leaf 
with board back—no cover. 








I 
| 
! 
L 


Write for catalog of our COMPLETE line of Office Papers and Paper Specialties 
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Buy WITH CONFIDENCE Sell WITH PROFIT 
















PRACTICAL> 


REYBURN’S UTILITIES, WITH 
THE EXCEPTION OF BULK 
ITEMS, ARE PACKAGED IN 
STURDY, NON-SAGGING, 
SLIDE-DRAWER CARTONS 
... ESPECIALLY CON- 
STRUCTED TO SAVE 
SHELF SPACE, YET PERMIT 
MAXIMUM DISPLAY. 































EFFICIENT> 


SALES EFFICIENCY IS 
PROMOTED BY THE 
MODERN PACKAGING 
OF REYBURN’S UTILITIES 
THROUGH EASY ACCESS- 
ABILITY TO THE CARTON 
CONTENTS WITHOUT 
REMOVAL FROM THE 
SHELF...A VALUABLE TIME 
SAVING FEATURE... AND 
ONE WHICH KEEPS SHELF 
DISPLAYS LASTINGLY NEAT. 


Gummed labels 
Gummed stars 
























SELF-SELLING> 


CONTENTS, WHEREVER 
POSSIBLE, ARE SHOWN IN 
ACTUAL SIZE AND COLOR 
AGAINST A RICH, BLACK 
BACKGROUND ON THE 
CARTON FRONT TO 
ATTRACT CONSUMER 
ATTENTION AND 
FACILITATE RAPID ITEM 
SELECTION. 
























When you buy Reyburns, you buy the best! 
THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 
WAREHOUSE - 4048 W. POLK ST., CHICAGO 24, ILL. 

















needs of the office to permit him to appraise and 
secure the features required for full utilization of his 
equipment. 

Such expositions as the National Business Show, 
held each fall in New York, meet his need for office 
equipment. Here he can find the latest devices and 
machines. Some consideration is being given by the 
National Business Show to answer his problem by 
displaying the office equipment in ideal office sur- 
roundings, featuring such necessities as proper light 
conditioning, air-conditioning, noise reduction and 
proper color schemes. 

Increased efficiency and productivity of office equip- 
ment resulting from the proper use of the environ- 
mental features of the office inevitably leads to greater 
output by office personnel, more contented employees 
and to the conservation of manpower. This is partic- 
ularly important today, Mr. Harrison explains, because 
of the shrinking manpower pool caused by the na- 
tion’s present mobilization efforts. 

Further, the competition for trained office workers 
will favor the management which places its equip- 
ment in its proper setting. The present expanding 
use of air-conditioning, for instance, will attract per- 
sonnel to firms using it. 





A. B. Dick Promotes Two 

Miss Frances Swadener and Kenneth Marble have 
been named manager-customer instruction and man- 
ager-special promotions respectively by the A. B. Dick 
Company. Their appointments became effective on 
November 1. 

Starting as a secretary in 1937, Miss Swadener speed- 
ily moved into direct mail and from there into copy 






















‘ ’ 
KEN MARBLE 


. 


FRANCES SWADENER 


writing. In addition to writing copy for the firm’s cat- 
alogs, sales folders, publicity releases and instruction 
manuals for machines and supplies she edited “Mimeo- 
Topics,” the company’s external house organ. She is 
now in charge of the national customer instruction 
program and the four customer instruction represent- 
atives. 

A graduate of the University of Michigan, Mr. 
Marble became associated with the firm in 1946. Start- 
ing off in reverse he began in the sales training de- 
partment where he concentrated on selling theories 
which he learned and taught to others. He was later 
transferred to the Chicago branch as a practising 
salesman. 

After a successful career with the branch and its 
successor, E. W. Boehm Company, Mr. Marble returned, 
in 1950, to the home office to become a member of the 
sales and engineering ,department. While there he 
played an important part in the production and pres- 
entation of “Let’s Sell Mineographing,” the firm’s 
show which toured the country. 

As manager-special promotions Mr. Marble will be 
concerned primarily with the merchandising of A. B. 
Dick products and sale to the ultimate consumer. At 
the present time he is working principally with the 
promotion of offset duplicating products. 
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Easy on the “BUY”! 


{ll eyes are on the familiar, easy-to- 
identify Oakville YELLOW BOX LINE. 

The outstanding quality of Oakville 
paper fastening devices has earned the 
‘‘ayes” of users and dealers everywhere. 
Why? Simply because each Oakville item 
is precisely manufactured under strict 


Ss 





1419 N. Broad Street 
PHILADELPHIA 22, PENN. 


42nd St., Lexington Ave. 
NEW YORK 17, N. Y. 


441 Stuart St. 
BOSTON 16, MASS. 


quality control. Research and tests 
guarantee uniform performance. 


When you stock the YELLOW BOX LINE, 
you deal with one dependable source. 
One shipment, one invoice does the job. 


Think what this means in convenience 
and lowered handling costs. 


TANDARDIZE ON THE YELLOW BOX LINE — IT’S PACKED FOR PROFITS, 


Scovill Manufacturing Company e Waterbury 20, Connecticut 


4105 West Chicago Ave. Charles R. Barry Co., 430 Brannan St. 
CHICAGO 51, ILL. SAN FRANCISCO 7, CALIF. 


BROWN BROS., LTD., TORONTO 2 
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THE HARPER FILE 
bug Metalatand 


A full suspension, quality file at surprisingly 
low cost! 22, 20 and 16 gauge furniture 
steel used throughout. Dustproof, enclosed 
bottom shelf. Full suspension—I0 rollers 
to each drawer. Handsome forged aluminum 
hardware. Beautiful baked enamel finish— 
green or gray. Also available in Grained 
Walnut and Mahogany. Legal or letter size 
—z2, 3 or 4 drawers. Style shown here: 
4-drawer letter file. Height 52”, depth 
26”, width 1442”. Drawer clearance 
12%" x 10%" x 25%”. 


als 
as 


Write today for illustrated circular showing com- 


plete line and prices. with dealers’ discounts 


METALSTAND COMPANY, 2. 


73516 to 7524 STATE ROAD 
PHILADELPHIA 36, PENNSYLVANIA 
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PEDAL Touch Hi-LO 


TYPEWRITER STAND 


Amazing new device makes raising, lowering 
really easy! Touch right pedal to raise—for 
smooth, swift rolling. Touch left pedal to drop 
and lock into firm typing position. Construc- 
tion: heavy gauge, welded furniture steel—set 
up, ready to use.: Two spacious, piano-hinged 
side leaves steady, absolutely level 16".x 36" 
working space. Four handsome finishes: walnut, 
maple, gray, green. 


Other style METALSTANDS for every office use. 


OFFICE APPLIANCES, January, 1951 














Latimer, Jr., Joins Myrtle Desk 

There’s a new addition to the staff at the Myrtle 
Desk Company in High Point, N. C—an energetic 
young businessman with a big grin and a lot of get 


up and go—c. T. Latimer, Jr. 
Mr. Latimer, born in Pennsylvania and reared in 
Dunn, N. C., comes to Myrtle from Los Angeles, Calif. 


C. T. LATIMER, JR. 





He is a graduate of Duke University, class of 1941. 
While attending Duke, Mr. Latimer was a member of 
the boxing team and the debating team ... a handy 
combination for the sales trade. 

After graduating from Duke University, Mr. Lati- 
mer went into the radio field, holding responsible 
positions in Raleigh, N. C., and Atlantic City, N. J. 
He was in radio when the war broke out and the Navy 
accepted his services. Mr. Latimer served three and 
a half years in the Navy, 26 months of which were in 
the South Pacific. He was honorably discharged as a 
full Lieutenant. 

Leaving the service, Mr. Latimer returned to radio 
in Los Angeles, and remained there in that field for 
five years. At present, he is hard at work learning 
the desk manufacturing business. Friends of the Myr- 
tle Desk Company will soon be seeing or hearing from 
him in conjunction with sales and promotional work. 





Rem-Rand Appoints O'Neill in San Francisco 

Donald J. O’Neill has been appointed branch super- 
visor of Sales for the dealer sales division of Rem- 
ington Rand, Inc., for San Francisco, Calif., effective 
December 1, H. A. Hicks, vice-president and general 
sales manager, dealer sales division, recently an- 
nounced 

Mr. O’Neill joined the company in 1948 as a sales 


DONALD J. O'NEILL 





representative in the portable typewriter division after 
two years with Sta-Rite Products, Inc., San Francisco, 
where he served as advertising and sales promotion 
supervisor. He resigned as Lieutenant Colonel, AAF, 
in 1946, after four years of war service. His final 
assignment was as chief, aeronuatical equipment 
Branch, Wright Field, Ohio. 
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Model 6-6-0 


Full ke d 
odds Fo 99 
Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 

YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 


ACT NOW 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 

World's largest exclusive manufacturers 

of adding machines. Now in our 33rd year. 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 









ro 
| VICTOR ADDING MACHINE CO., Chicago 18, iil. Dept. O. A.- 1-51 | 
1 am interested in the new Victor Ch ion line of adding machines. 
l Please send details to: | 
| Sf, ee Ee a + En. = | 
| City: . State: 
adie where | am now oats | 
| | 
wwe aretbatarere one sean J 
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The Posi Line in 195] 


When you sell the Master Addresser line . . . the repeat 
business from the sale of supplies gives you extra profits. 


PRINT! 


FLU! 





UCH time and effort is devoted to making Master 

Addresser supplies better than any other obtain- 
able. The new printed Master Tape just released, for 
instance, is not just plain old paper—but an address 
Master with printed outlines to show the typist just 
where and how to space names and addresses. Once the 
typist has used this new Tape, she’ll never accept a sub- 
stitute. Other Master Addresser supplies are super- 
quality too—the very best hecto-carbon for the largest 


number, and most brilliant copies. Clean edged—to be 
handled without finger smudging. Master Printing Fluid 


is formulated for proper evaporation so as to give the 
most and best copies from Master Tapes. 
The Master Addresser line is a complete line, with extra 


value in every item. 


Model 25 Low-priced, simple and efficient. 
Roller moistening. 

Model 40 Moderately priced, automatic tape advance- 
ment, adjustable margin guides, adjustable fluid control. 
Roller moistening. 


Model 40-H A moderately priced, foot-operated produc- 
tion machine for the largest mailing lists. 

Roller moistening. 

Lab-L-Master A unique new system for addressing ship- 
ping labels and tags. Best of all, the Master which 
prints addresses is prepared as a by-product when ship- 


ping orders are written! 


These Master Addresser ads will work for YOU in January. 


Saturday Evening POST, Jan. 20 @ Collier’s, Jan. 27 
Nation’s Business @ The Elks @ Lions @ Rotarian 


Write for prices and catalog sheets 








flldler rhadeeasee CO 


6500-D West Lake Street, Minneapolis 16, Minnesota 














The Poof Line in 1951 








N.Y. OFFICE EQUIPMENT DEALERS MEET 


(Continued from page 88) 

Equipment Company; Joseph Brenner and David Wer- 
ner, both Brenner Desk Company, Newark, N. J.; Herb 
Johnston, Don Fox and Donald Harrison, all Macey- 
Fowler, Inc., New York, N. Y. 

Others to be introduced were: 

Mrs. H. A. Clemetsen, Office Furniture Warehouse 
Company; Mrs. Mildred S. Zich, The Westcort Com- 
| pany; Howard S. Sanders, Stationers & Publisher 

Board of Trade; Martin Dayron, M. Dayron & Com- 
pany, New York, N. Y.; John Burke, Regan Furniture 
Corporation, New York, N. Y.; Kurt Wolter, guest of 
Robert Huebner, Long Island Institutional Equipment 
Company. 

President Itkin announced that Nat Dallak, Dallak 
Desks, New York, N. Y.; Arthur Gordon’s son and 
David Freed, Murphy Chair Company, all are recover- 
ing from their recent illnesses. 

William Sproul, Clark & Gibby, Inc., New York, N. Y., 
chairman of the educational committee, reported that 
the committee is working on a management educa- 
tional program which will be presented as soon as 
arrangements are completed. 

Mr. Itkin then gave his listeners his impressions of 
the recent NOFA officers’ conference held November 
10 and 11 in Pittsburgh, Pa. He spoke in glowing terms 
of the association’s aims and plans to promote the 
interests of the industry, stressing group insurance 
for all members and their employees, management 
training and sales training courses and the associa- 
tion’s national advertising and publicity campaign. 

He then called upon Chairman of the Activities 
Committee Seymour L. Nathan, Charles S. Nathan, 
Inc., New York, N. Y., who introduced the guest speaker 
of the evening, Alton Ketchum, vice-president, Mc- 
Cann-Erickson, Inc., advertising agency. Mr. Ketch- 
um’s topic was “The Miracle of America.” Booklets 
on the subject written by Mr. Ketchum and published 
by the Advertising Council, Inc., in connection with 
public information program in the interest of a 
better informed America, were passed out to his audi- 
ence. Mr. Ketchum in an interesting, instructive talk, 
told the story as portrayed in the booklet, of the 
American way of life. 





Beginning with 

our forefathers he reviewed the 
program of American life and industry in building 
the greatest nation in the world. In describing the 
attempt of the Advertising Council to give a clear, 
unbiased view of the American economic system to 
the American people, he compared capitalism with 
communism pointing out that the American charac- 
teristic of independence and interdependence is the 
main force behind American progress. Mr. Ketchum 
outlined the essentials of our economic system re- 
marking that political and economical freedom go 
hand in hand. In conclusion he declared that America 
has built so well on fundamentals of human nature 
that every man feels he is a part owner, sharing in 
this miracle which is America. 

John R. Gray, NOFA executive director, then gave 
a brief report on the recent NOFA officers confer- 
ence described previously by Mr. Itkin. National ob- 
jectives were set up and constitutional revisions and 
other subjects were discussed. Remarking that the 
NOFA program of how to serve the industry is set 
up to do a splendid job, he pointed out that the 
association is going ahead with a gain of more than 
30 per cent in membership since the first of the year. 
He also spoke in glowing terms of the 1951 convention 
Saying that already more exhibitors have signed up 
for booths than in any former years. 

He took occasion to remind members of O.E.D. of 
N. Y. that enrollment in the third sales training 
course is now in progress and urged those who plan 
to participate to register at once. 

The next order of business was the appointment 
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BATES QUALITY 


is an assurance of long life and customer satisfaction 








e 























All Bates products give lasting satisfac- 
tion and represent the highest standards. 
Backed by 60 years manufacturing experience. 
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HE BIGGER they are, the harder they fall for Harter’s C-1900! Big men find 
real luxury in this fine swivel armchair. It’s big in size and big in comfort, 


big in beauty and big in value. 


Special seat construction on the C-1900-—and on its companion chair, the 
C-1910 — provides something unique in seated comfort. A thick “topper” of airy 
foam rubber rests on coiled springs. The result is resilient support down through 
the full cushion depth, plus a top layer that’s soft and buoyant. 

Hand-wheel controls on the C-1900 make it easy for the occupant to regu- 


late the seat’s height and the tension in seat’s tilt to his own comfort. “Equi- 
Balanced” Collier-Keyworth chair iron makes swivel-and-tilt action smooth, silent. 


C-1900 


Swivel Armchair 
* 
Both the C-1900 and C-1910 
are available in corrected top 
grain or deep buff leather. Choice 
of upholstery colors, — or 
metallic finish. 





C-1910 





Matching Side Armchair 








HARTER 


stTwRGIts, MICH 


'GaAN 


POSTURE CHAIRS ¢ STEEL CHAIRS 


advertised in Fortune, Newsweek, Time 


( Harter posture chairs are nationally 


and U. S. News & World Report. 
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of following committees: Financial Committee: 
Chairman Guy H. Reutsler, Remington Rand, Inc.; 
James M. Glen, Manhattan Desk Company, New York, 
N. Y.; Joseph Wallace, manufacturers’ representative. 

Educational Committee: Chairman William Sproul, 
Clark & Gibby, Inc., New York, N. Y.; Charles S. Na- 
than, Charles S. Nathan, Inc., New York; Arthur Gor- 
don, The Arthur Gordon Co.; Guy H. Reutsler, Rem- 
ington Rand, Inc.; Gerald French, manufacturers’ 
representative 

Activities Committee: Chairman Seymour L. Nathan, 
Charles S. Nathan, Inc., New York; Walter Diamond, 
Shelbyville Desk Company; Paul Dancker, Dancker 
& Sellow, Inc., 
Office Equipment Company, New York, N. Y.; Oscar 
Wilman, Desks, Inc., New York, N. Y. 

Membership Committee: Chariman Dan Waldner, 
D. Waldner Company, Mineola, L. I.; Harry Necker- 
man, Jos. Wallace Associates; Samuel Katz, Art Steel 


the 


| 


New York, N. Y.; Ben Levin, B & L | 


Sales Company; Victor Scheinman, Cole Steel Equip- | 


ment Company; George B. Wray, manufacturers’ rep- 
resentative; Arthur Gordon, The Arthur Gordon Com- 
pany. 

Publicity Committee: Bernard H. Nemlich, Regan 
Office Furniture Corporation, New York, N. Y.; John 
L. Gallup, Orrice APPLIANCES; Hugh Ward, Geyer Pub- 
lications; William Schulhof, The Office. 

Before adjourning the meeting, President Itkin 
announced that the next meeting will be held on De- 
cember 11, time and place to be announced. . 





Burbank Tells Chicago Stationers About 


NSOEA Activities 

At the regular monthly meeting of the Stationers 
Club of Chicago, held in the Merchants & Manufac- 
turers Club, Merchandise Mart, attendance was about 
80. Paul Burbank, general manager of the National 
Stationery & Office Equipment Association, was the 
speaker of the evening. 

Before the feature address, Clarence Reynolds, Globe 


Furniture & Siationery Company, president of the | 


club, called for self-introductions. Then Ralph Maish, 
Dennison Manufacturing Company, president of the 
Great Lakes Travelers Club and chairman of the 1951 
NSOEA convention committee, spoke briefly. He was 
followed by Richard N. Vail, Vail Manufacturing Com- 
pany, recently elected U. S. Congressman from the 
second district of Illinois. As chairman of the club’s 
Christmas party committee, Harold Rossuck, Better 
Office Supply Company, plugged the affair, scheduled 
for Friday evening, December 8, at the Erie Cafe. 

In a suitably simple manner President Reynolds 
revealed a plaque carrying words of appreciation for 
the service rendered to the club by Past-president 
Elmer Long, who died suddenly a few months ago. 
The plaque was to be presented to Mrs. Long at the 
first opportunity. 

Momentarily relinquishing the title of president of 
the Stationers Club of Chicago, Mr. Reynolds spoke 
as governor of District No. 8 of NSOEA and appointed 
Ed Hooper, Stuart-Hooper Company, lieutenant gov- 
ernor of the district. Returning to the local presidency, 


Mr. Reynolds introduced Paul Burbank, general man- 


ager of NSOEA, as the speaker of the evening. 


On the premise that improvement within the in- | 


dustry can come only from improvement of individuals 
who compose the industry, Mr. Burbank said that the 
basic program of NSOEA is designed to assist indi- 
viduals develop their skills. All association services— 
government information, sales training, product train- 
ing, pre-employment testing—are operated for the 
purpose of making members more effective in their 
daily work. As an individual becomes more effective 








within the industry he also becomes a better member | 


of his community and his country. 

Another phase of association activity referred to by 
Mr. Burbank is the public relations job being done 
by NSOEA. Through the trade association of trade 
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E. J. LeBLANC 
LOUISVILLE, KY. 


and 


THE EXCLUSIVE H-H-M FRANCHISE 





The Office Equipment Company of 
Louisville was founded in 1907 on 
the policy of offering quality mer- 
chandise only. This merchandising 
policy has paid off so well that three 
stores are now operated success- 
fully, serving the demands of the 
Kentuckiana trading area. 

Mr. E. J. LeBlanc, Vice President, 
says, “H-H-M craftsmanship and 
engineering meet all of our own de- 
mands, as well as those of our cus- 
tomers, for quality and trouble-free 
performance. Your exclusive fran- 
chise is valuable to us because it 
protects our all-out sales efforts on 
your popular and profitable lines.” 


Correspondence is invited from 
the H-H-M 


exclusive franchise as a companion 


dealers interested in 


in successful office equipment 


merchandising. 


Herring-lall-Warvin Sate Co. 


HAMILTON, OHIO 


Builders of over half the Insulated Products (Safes, 

{| Record Files and Vault Doors) made in Americo... 

« Money Chests © Rotary Record Files © Steel 
Transfer Files @ Bank Vault Equipment © Drive-in 
Windows ® Depositories ® Under-Counter Work 
® Stainless Steel Hospital and Building Products 
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CAmco 's TOP CARBON... 
YOUR TOP PROFIT-MAKER! 


Longhorn Plasti-Carbon sells be- 
cause it won't curl. It sells because 
it won't tree or smudge. It sells 
because it will take more abuse 
than any other type carbon. It 
sells because it’s packaged right 
and priced right. LONGHORN 
PLASTI-CARBON SELLS! 


NEW CAm C0 CATALOG 


Crammed full of product in- 
formation—PLUS a wealth of 
selling helps for you! Packages 
illustrated in full color! 


WRITE TODAY FOR YOUR COPY! 


FAST service from AMCO factories and 


branch offices 


AMERICAN CARBON PAPER MFG. CO. 


association secretaries, Mr. Burbank is given oppor- 


| tunities to talk before assemblies in many different 


industries. He assured his listeners that he always 
carries the torch for the stationery and office equip- 
ment industry. 





Zac Smith Honored at Banquet 

Stationers, office equipment dealers and manufac- 
turers of Birmingham, Ala., honored Zac Smith, the 
new president of National Stationery and Office Equip- 
ment Association, at a banquet held November 29. 
Alex Patterson of Alex Patterson Company, Birming- 





ZAC SMITH 











ham, served as toastmaster for the program following 
the filet mignon dinner. 

Jimmy Morgan, associate commissioner of the City 
of Birmingham, presented greetings from the commu- 
nity to Citizen Smith upon his elevation to a position 
of trust and honor in the industry. Felicitations also 
were delivered by Holland Cox, president of the Bir- 
mingham Chamber of Commerce. 

George Stuart, governor of the Fourth Regional 
District, NSOEA, was next heard as well as B. H. Van- 
ford, the past governor. 

Paul E. Burbank, general manager of NSOEA, 
brought greetings from Washington, D. C., and then 
the honored guest responded with his usual southern 
charm. 





Eastern NSOEA Manufacturers Meet 


With Howard W. Gunlocke, W. H. Gunlocke Chair 
Company, presiding in his capacity of vice-chairman 
of the manufacturers’ division of the National Station- 
ery and Office Equipment Association, a representative 
group of eastern member manufacturers met for 
luncheon at the Hotel Governor Clinton, New York, 
N. Y., on November 13, 1950. 

As coffee was being poured, Chairman Gunlocke in- 
troduced Bob Reichman, Mooney’s Inc., New York, 
N. Y., governor of District No. 13, who responded with 
a warm expression of thanks for the opportunity of 
meeting those present. He announced completion of 
plans for a joint regional meeting of District No. 3 and 
13 at the Ambassador Hotel in Atlantic City on June 
29-30, 1951. 

Mr. Gunlocke then gave a brief résumé of the 
growth of NSOEA, particularly that which occurred 
under the present leadership, as a preface to detailing 
the real purpose of this meeting: to hear the report 
of the general manager, to discuss any problems and 
to offer any suggestions which would be beneficial to 
the association and to the industry. 

Paul Burbank, general manager, presented a brief 
summary of the present activities of the Association. 
He announced that the program for pre-testing sales 
personnel, prepared in conjunction with the’ Klein 
Institute for Aptitude Testing, had been released. He 
stated his hope that the use of this material, available 
to all dealer-members, would prove of definite advan- 
tage in the scientific selection of personnel. 

Mr. Burbank assured his listeners that the Associa- 


| tion headquarters was keeping in direct contact with 
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frail lassies, devoid of muscle 
open Glider Files without a tussle 


Glider File drawers operate so smoothly they can be pulled open by a fine thread. And the 
smallest file clerk can open and close a Glider File a hundred times a day without effort. This reduces 
the fatigue factor in filing . . . permits your clerks to file more accurately . . . 
increases their efficiency. Built like a precision machine, Glider Files will continue their smooth, 
trouble-free service long after other files have been discarded. By whatever standards you 


choose to compare, the Glider File is the best buy on the market today. 


ee Architects of Efficiency for America’s Offices 
Write for the complete new 


bulletin on the Browne- 
Morse Glider File. Learn 
how you can increase your ro Ww nN e = O rse 
filing efficiency and cut the 


cost of your filing operation. 
MUSKEGON MICHIGAN 





MANUFACTURERS OF OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 43 YEARS 
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The Scerbo line of exclusive wood furniture 
is used in leading offices, banks and insti- 
tutions and everywhere where better fur- 
niture is required. Proved versatility by 
the jobs it handles—from a single piece to 
a complete installation ... Outstanding for 
its ability to understand the dealer’s prob- 
lem, be it that “discriminating executive”, 
or that “hard-time” customer. SCERBO 
gives that extra something to help close a 
sale and that extra margin of profit. Ask 
about our special order work to meet your = | 875-TC 
budget. 











SCERBO MANUFACTURING CO. 536 Pearl Street, New York 7, N. Y. 


QYigtinchive UPHOLSTERED FURNITURE 
"TO SUILAVERVaPURPOSE 


925 CLUB CHAIR 


WHATEVER THE OCCASION — WHATEVER THE 
JOB ... whether it’s Offices, Banks, Boardrooms or 
inte . you'll find a SCERBO distinctive leather 
_— Istered furniture creation ready to fill the bill 
(dependably and economically). Distinctive styling and 
individuality backed by almost 50 years of “know how” 
with a complete understanding of dealers problems is 
the keynote of our succeBs. Let our expert craftsmen 
work from your specificat' 














WRITE FOR OUR COLORFUL ILLUSTRATED &...... 
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all the factors on the Washington scene, that they 
were fully aware of the critical situation which exists 
and are doing everything they know how in order to 
assist the membership and to keep them informed. 


He reported that the convention had in the main been | 


highly successful, reports received from manufactur- 
ers and dealers having been enthusiastic. 

The meeting was then opened for the exchange of 
ideas, suggestions and constructive criticisms. This 
resulted in several helpful ideas regarding the opera- 
tion of the next convention, all of which will be sub- 
mitted for proper consideration. 

The meeting was closed with an expression of appre- 
ciation for the general manager, Paul Burbank. 





Stationers Square Club Holds Dinner-Dance 
The nicely appointed Hendrik Hudson Room and re- 


ception room, Roosevelt Hotel, New York, N. Y., was 
the scene of the annual dinner-dancr of the Station- 
ers Square Club of Greater New York on November 18, 
1950. The group assembled in the reception room for 
an hour of hospitality before going in to dinner. 


After the singing of our national anthem an invo- 
cation was offered by Howard Shoemaker, Eberhard 
Faber Pencil Company. 

The diners then settled down to a turkey dinner 
while between courses they were entertained by Harry 
Lennon’s orchestra. At the conclusion of the meal, 
Toastmaster Mortimer Libien, Libien Press, New York, 
N. Y., introduced President Arthur Burger, Art Steel 
Company, who welcomed the guests, expressed the 
hope that they were having an enjoyable evening and 
would all be able to see the same faces for many years 
to come 

Irving Levy, Art Steel Company, with the assistance 
of all the past presidents of the club who were present, 
presented Past President Howard Sanders, Stationers 
& Publishers Board of Trade, with a token of their 
esteem. Mr. Levy called attention to the conscientious 
work of Mr. Sanders as the presiding officer of their 
club and his contribution to the betterment of the 
stationery industry. 

Mr. Sanders graciously replied that he had enjoyed 
every minute of his year and that what success had 
been attained was due to the excellent support of the 
members 

The rest of the evening was spent watching the floor 
show, following by dancing. Professional stars in- 
cluded the Radio Aces, Prince Hara, the Talbotts, Kir- 
sten Kenyon and Harry Lennon, wizard of the guitar. 





N. Y. OMDA Celebrates 21st Anniversary 


More than 200 members, their wives and guests as- 
sembled to celebrate the 21st anniversary of the Office 
Machine Dealers Association of New York, Inc., on 
Thursday evening, November 9, at the new quarters 
of the Superior Typewriter Company, 409 Lafayette 
St. New York, N. Y. 

The evening marked a dual celebration which in- 
cluded the grand opening and reception of the Su- 
perior Typewriter Company’s new quarters which oc- 
cupy approximately 50,000 square feet of floor space 
taking the entire sixth floor of two adjacent. buildings. 

Space was cleared for the party and the room was 
tastefully decorated with autumn leaves. Tables 
heavily laden with food and refreshments were lo- 
cated on all four sides. 


Guests began to arrive at 3 p.m. to congratulate the | 
hosts, William and George Purvin, and wish them well 


in their new quarters. By 6 o’clock members of the 
Office Machine Dealers Association of New Yor* be- 
gan to arrive. George Purvin estimated that a total 
of about 400 people had attended the combined affair. 

Among those attending were many well-known 
people in the industry including manufacturers, deal- 
ers with their wives and friends. 

A festive spirit prevailed. Good fellowship and so- 
ciability were the order of the evening as President 
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Three-wheeled 
Sales-Making Machine 




















Let your customer play with Bassick’s sales-making 
Caster Demonstrator and you’ve successfully made 
Sales Point No. |... you’ve proved the extremely 
easy swiveling action of Bassick’s exclusive two- 
level, ball-bearing “Diamond-Arrow” Casters. 

Don’t just sell a product. Sell an idea, and you'll 
sell much more. For example, show your customer 
how Bassick saves him money. There’s greater ef- 
ficiency in easier movement, with new Bassick “Dia- 
mond-Arrow” Casters ... savings in floor mainte- 
nance, with quiet, easy-sliding, Rubber-Cushion 
Glides, NoMar desk leg cups, etc. 

If you don’t already have the Bassick Caster Dem- 
onstrator (three, 2 in., “Diamond-Arrow” Casters 
mounted on a clear plastic triangle), it may pay you 
to order one, at the nominal cost of $1.00. It’s doing 
a swell job for the dealers now using it. Send your 

check to THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of 
Stewart-Warner Corp. Jn Can- 
ada: Bassick Division, Stewart- 
Warner-Alemite Corp., Ltd., 
Belleville, Ont. 
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Making more kinds 

of Casters... 
Making Casters 
do more 





Bassick 
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(1 NEVER JUMP WHEN 
THE BOSS RINGS... 
ALL THE FACTS 
ARE RIGHT AT MY 
FINGERTIPS! /( 
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THESE SIGNAY? “FoR 
These Signals improve the work of accountants, secre- 
taries, clerks, any one the boss buzzes for quick informa- 
tion, Attached to file cards or ledger sheets, they make 
facts instantly available, by groups. Explain this to office 
people and they will “plug” till they get them in, and 
you get your orders! Non-tarnishing. 12 non-chipping 
colors. Send for free cards of actual samples for all 
your salesmen. 


OTHER MODERN OFFICE NEEDS 


“BURRO” 
Paper Clips 


Made of thin spring steel 
for attaching papers to- 
gether, enclosures to let- 
ters, etc. Special patented 
“tongue” prevents side- 
slip. Easy to attach or re- 
move. The smart clip for 
the modern office! 





THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


ONE HUNDRED PERCENT DEALER PROTECTION” & 
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| Monday, November 20. The interest of those present 







| Mr. 





| testing of dealer sales personnel. The system, which 
| was outlined at the convention, by Jack Klein, presi- 
| dent of the Klein Institute for Aptitude Testing, Inc., 


I. Rubin, Eagle Office Equipment Company, New York, 
N. Y. so aptly put it when he declared they were all 
assembled to spend a sociable evening so there would 
be no speech making. 


Heinrich - Seibold Stationery Company, Rochester, 
N. Y., was given a testimonial dinner by the manage- 
ment and employees of the firm. 














A. A. Plosscowe Given Testimonial Dinner 
Arthur A. Plosscowe, formerly vice-president of 










The party was arranged upon the announcement of 
Plosscowe’s resignation from the company as 


















ARTHUR A. PLOSSCOWE 










vice-president. Dinner preceded the presentation of 
a gift from the employees in appreciation of his serv- 
ices. In making a brief speech, President Kenneth 
Heinrich, former governor of NSOEA District No. 2, 
said, “Mr. Plosscowe leaves us with our best wishes for 
his success. His work and guidance in the past four 
years have helped us immeasurably in placing our 
company in the position we now enjoy as one of the 
leading office equipment establishments in western 


New York. 






















NSOEA Holds Manufacturers’ Conference 


At Palmer House in Chicago 

Under the chairmanship of Harry L. Fellowes, Bank- 
ers Box Company, vice-president, manufacturers’ di- 
vision, National Stationery & Office Equipment Asso- 
ciation, 61 NSOEA manufacturer members and guests 
met at luncheon in the Palmer House, Chicago, on 


in the subjects discussed was indicated by the fact 
that nobody left the meeting until official adjourn- 
ment at about three o’clock. 

NSOEA General Manager Paul Burbank gave an oral 
review of the 1950 convention and exhibit, emphasizing 
the fact that all records in total attendance and num- 
ber of exhibitors were broken. Speaking with his usual 
easy skill, Mr. Burbank told about the developments in 
the new association service which involves the pre- 










is now ready for application by dealers through the use 
of special forms to be filled out by prospective em- 
ployees, and an interview manual for the employer. 

Turning to the primary purpose of the meeting, Mr. 
Burbank asked for discussions of several phases of the 
1951 .exhibit, such as change of hours, closer control 
of exhibit visitors, the badging of everyone so that 
identification will be easier, and so forth. A number 
of recommendations were made by the group for con- 
sideration by headquarters officials and the executive 
committee of NSOEA. 

Just before adjournment, Mr. Burbank gave a brief 
report about his office’s activities in the way of repre- 
senting the industry in government affairs and obtain- 
ing information about defense regulations and eco- 
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TYPEWRITER 
RIB BON 
CAMERON 


ANUFACTURING CO. 
DALLAS, TEXAS 


/ J 


A 


More Profit! 


Ye can trust the auld Scotchman! Rising production costs? Aye. Increased 


costs to you? Nae! 





HALLMARK, HIGHLANDER COTTON and HIGHLANDER NYLON ribbons protect 
you against a decreasing margin of profit — for the price of these superior 


ribbons stands at about the same level that it did years ago. 


Yes — prices that are unusually low — quality that is exceptionally high. The 
Scotchman’s values are the BEST values on today’s market! 


Try these ribbons — WITHOUT CHARGE — in your own office. Then turn in the 
order that will turn into profits for you! 


CAMERON 


FREE SAMPLE 
MANUFACTURING COMPANY 


Absolutely free — 
no obligation 
1615 Bryan Street 
Dallas 1, Texas 












Please send me FREE dices as checked below: + 
Hallmark (1) Highlander Cotton [(] Highlander Nylon(] «+ 





Nome 





Firm 





Address 





City Zone State 





One of the World’s Largest Exclusive Manufacturers of Inked Ribbons 
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FOR RETAILERS WHO SELL 
mM ALS ee) Seal: SAVERS: 


.. 1 see a tremendous market — offices, 
small businesses, stores, shops — in 
towns and cities everywhere that NEED 
and WANT the service that YOU 
and VICTOR can give them!” Yes, and 
it’s more than a mirage — it’s 
a cold, hard, profitable fact. 
Check the selling features on 
the items below — for further 
THE VISECO “ACTION” DESK TRAY information on the high- 
profit Victor Time Saver 


The only tray that practically hands you your papers. line, write soday! 


The simple, positive lifting action appeals to boss and 
secretary alike—and there are no complicated moving 
parts to break down. Beautifully styled and sturdily 
constructed — it’s a real profit maker for you. 


Indispensable for all kinds of sorting and temporary filing 
— perfect for banks, filing departments, mailing rooms, 
billing departments, etc. Your customers will quickly see 
how the Victor Sorter can increase speed and efficiency 
— this means extra sales and profits for you. 


THE VICTOR RECORDEX 


Ideal for individual or small records —has all the time 
saving features of larger Victor Visible Units. There's a 
need for Victor Recordex in practically every business. 
Perfect for payroll, personnel or leave records—salesmen 
want them too. 


THE VICTOR TREASURE CHEST 


..real fire-protection for valuable papers and records. 
Built like a small safe and insulated to withstand severe 
heat up to 1700° Fahrenheit, it also gives your customers 
protection against petty thievery. Equipped with key or 
combination locks — available in three sizes. 





THE VICTOR “IN AND OUT” INDICATOR 


Offices, schools, hospitals, clubs and institutions all need 
this efficient directory that quickly shows whether “Mr. 
Jones” is in or out—and when he will return. Available 
in three sizes. Point out the time saving features and cash 
in on the potential sales and profits in your area. 





SEND TODAY FOR FURTHER INFORMATION ON THIS HIGH-PROFIT VICTOR LINE 


S, THE VICTOR SAFE AND EQUIPMENT CO., INC. 


ai ed 


NORTH TONAWANDA «+ NEW YORK 
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nomic controls. As a conclusion, Mr. Fellowes called | 
for a standing vote of appreciation for Mr. Burbank 
and his work as general manager of the association. 





Boston Stationers Honor Al Rebhan 


HARLEY LEWIS, CORRESPONDENT 


The November meeting of the Boston Stationers 
Association was held at the Hotel Puritan in honor of 
Al Rebhan, Blake & Rebhan, Boston, who is retiring 
after spending 55 years in the stationery business. 

Arthur L. King, Ward’s, Boston, served as program 
chairman, assisted by a committee consisting of Jim 
Armington, Eberhard Faber Pencil Company; Thomas 





Groom & Company, Boston, and Phil H. Bird, M. T. 


Bird & Company, Inc., Boston. In attendance were 175 | 


members and guests. 


Chairman King opened the program, speaking of | 


Mr. Rebhan’s many years in the stationery business 
and of his interest in and help given the local asso- 
ciation. Fred T. Bowes, Eagle Pencil Company, presi- 
dent of New England Travelers Club, spoke of the high 
regard in which the travelers had held Mr. Rebhan 
through the years and presented him with an electric 
clock from the club. From the Boston Stationers Asso- 
ciation went a Paul Revere bowl suitably engraved. 
Mrs. John W. Murray, wife of the Boston Stationers 


Association president, presented Mrs. Rebhan with 55 
red roses 

During the evening a resolution was read, prepared 
in memory of Walter F. Cushing, Adams, Cushing & 
Foster, Boston, Mass. Harry J. Houghton of Hobbs & 


Warren Company, Boston, Mass., was presented with 
a 50-year certificate, having completed nearly 50 years 
in the stationery business. 





Art Steel Holds Thanksgiving Party 

On Wednesday afternoon before Thanksgiving, the 
Art Steel Sales Corporation greeted customers, sup- 
pliers and friends at its headquarters at 170 W. 233rd 
St., New 
Bergman, executive vice-president, Irving M. Levy, 
treasurer and salesmanager, and Arthur Berger, sec- 
retary, welcomed the guests. The afternoon was spent 
renewing friendships and enjoying the food that had 
been prepared for the party. 

Employees were entertained at a similar get-together 
the day before. Each received a large turkey at the 
end of the affair. 





Fox Appoints Sales Representatives 
George E. Fox & Company recently added the fol- 





York, N. Y. Joseph Burger, president, Ed | 


lowing sales representatives to their staff: Charles R. | 
Johnston, headquartering in Mobile, Ala., who will | 
represent the firm in Alabama, Mississippi, Louisiana, | 


Arkansas and western Tennessee; Ed Hadden, with 
headquarters in Columbus, Ohio, who will cover Mich- 
igan, Ohio, Kentucky, western Pennsylvania and West 


Virginia; and The Warner Company, represented by | 
R. B. (“Tommy”) Tompkins and Charles G. Mayer, | 


who will have as their territory North and South Caro- 
lina, Georgia, Florida, Virginia, the District of Colum- 
bia, Maryland and eastern Tennessee. Headquarters 
of The Warner Company are in Greeneville, S. C. 








OL’: tas 


A new recruit to the office equipment manufacturing 
business is Jerry Cohen, born October 23 in Philadel- 
phia, Pa., to Mr. and Mrs. Alan Cohen, who are now the 
proud parents of three sons. Mr. Alan Cohen is general 
manager of the Metalstand Company. 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 
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LITTLE Dealer protection 
eliminates competitive ef- 
fort. 
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LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


TOR 
lyenf 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 


TLE. 
yw NC 


Factory, Rochester 8, N. Y. 


A Pie 


1951 





“QUALITY EXCLUSIVELY SINCE 1888” 
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...an Outstanding Line 
of TABLES for... 


eOFFICE 
escHOOL 
eINSTITUTION 


1000 LINE 
OFFICE TABLES 
T1060—60"x34” 
Sizes Available 


60” x 34” 
72” x 36" 
96” x 42” 


With or Without Drawers 


Here are office tables designed to boost your table sales 
and satisfy your customers. Every unit uses Quality Ma- 
terials and reflects Superior Cabinet Work. 


SPECIFICATIONS: Standard K.D. construction with heavy 
corner braces. Legs are 2'2” square at largest point with 
ample rounding on edge. Bases are finished in sateen 
sheen, with two finish coats after sealing. Tops receive 
three coats of lacquer rubbed dull. 


500 LINE 
COMMERCIAL— 
SCHOOL SERIES 


No. T560—60’x30” 
Sizes Available 


30” x 50” 
30” x 60” 
30” x 72” 


With or Without Drawers 
SS 


SPECIFICATIONS: Tops: 5-ply, 1’ veneer banded with veneer 
edging. Tapered legs. All rails rounded. All interior ma- 
terial hardwood. 


FINISHES AVAILABLE: 
Walnut and Mahogany. 


Natural, Light Oak, School Brown, 


WRITE FOR COMPLETE LITERATURE 


JASPER TABLE 


Company, Inc. 


JASPER INDIANA 





| Underwood Appoints Pittsfield Manager 

| R. K. Jennings was recently appointed manager of 
the Pittsfield, Mass., branch office of Underwood Cor- 
poration, according to an announcement by W. F. 


R. K. JENNINGS 


Arnold, vice-president and general sales manager. 
Mr. Jennings was a typewriter sales representative 
prior to his present assignment. His headquarters are 
at 77 East St., where he will direct the sales and service 
activities of the typewriter, adding machine, account- 
ing machine and supply divisions in the Pittsfield area. 





| Display Features Typewriter’s Development 


At the House of Yesterday museum in Hastings, 
Neb., 24 typewriters are prominently displayed. The 
majority of models represent early types manufactured 

| during the late years of the last century. 

W. E. Eigsti, director of the museum, has written of 
the exhibit as follows: 

“Saving time always has been one of man’s biggest 
problems. He has accelerated everything imaginable 
until even the pen-cramped hand has not escaped. In 
1713 a patent was granted by Queen Anne to Henry 
Mills, an English engineer, for an invention described 





COLLECTION OF OLD TYPEWRITERS IN HASTINGS, NEBR. 


| as ‘an artificial machine for the impressing or trans- 
| ecribing of letters alone or progressively, one after 
| another in writing.’ 
“The first recorded effort to build a writing machine 
| in America is found in a patent issued in 1829 to Wil- 
liam A. Burt of Detroit, Mich. The ‘typegraph’ looked 
| a great deal like a meat block and was operated by a 
| lever connected with a circular frame which carried 
the type. In the years following 1856 many patents 
for mechanical writing machines were issued. The 
first commercially successful result was in 1873 when 
the ‘typewriter’ of Latham Sholes was manufactured 
for sale to the public. It was then the typewriter 
| industry was born. Thus 77 years ago began the man- 
ufacture of a new machine that was destined to revolu- 
tionize business and to;further the economic emanci- 
pation of women. 
“Christopher Latham Sholes was the inventor of the 
machine and Philo Remington was its first manu- 
| facturer. The present-day typewriter, with a few no- 
| table exceptions, conforms in general to the one de- 
| signed by Mr. Sholes. In the early days the typewriter, 
| like all new things, met with much opposition, the 
chief of which was that the typewritten letter. was too 
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THE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES 
@@@ AT LEADING STATIONERY STORES THROUGHOUT THE COUNTRY 


UPERD 


NY 


ON INFLAMMABLE 


INDEX TABS 


BY THE F007 


MADE IW 8 COLORS 
CLEAR : 
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GUMMED 
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* INDEX CARDS + VERTICAL FILE GUIDES > ADDING MACHINE ROLLS + ROLLED LABELS + PIN TICKETS 
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GUIDES + FOLDERS 


THE WARSHAW MANUFACTURING C0., ING, 


MAIN STREET BROOKLYN :; 
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impersonal and that a client or customer would lose 
faith in a firm sending such a letter. 

“The early Remington model resembled a sewing 
machine with the hand and foot treadle for return of 
the carriage. It wrote in capital letters only. Another 
early model in the display is the Caligraph, which was 
the first commercial type-bar machine to be sold with 
a key for each character it printed. It was placed on 
the market in 1883 and was sold in large numbers. 

“The Hammond typewriter of 1886 had what was 
known as the ‘ideal’ keyboard in which the characters 
most used were put in such a position that the fingers 





MORE TYPEWRITERS AT THE HOUSE OF YESTERDAY 


of the operator could manipulate the keys with much 
greater speed than in the arrangement of the Ameri- 
can standard keyboard. However, the Hammond key- 
board never was accepted universally. 

“The Odell machine used an ink pad and had 78 
characters in two rows of keys. Spacing was done with 
the left hand and writing with the right, thus the 
indicator had to be moved to the required point. This 
machine was sold for $20, one-fifth the price of stand- 
ard typewriters of the time. 

“In 1893 the Blickensderfer was manufactured for | 
the first time as the first lightweight typewriter to be | 
produced in quantity. The ‘Blick’ was the first ma- | 
chine to be supplied in traveling bags for portability, | 
and aluminum frames to save weight. In 1898, the | 
Pittsburgh Visible was manufactured with an inter- | 
changeable type basket, permitting the use of different | 
keyboards and languages on the same machine. An | 
interchangeable and removable carriage also was a 
feature.” 

Among the typewriters on display are the following: | 
Remington (first model)—1784; Caligraph—1883; 
Hammond—1886; O’Dell—1888; Victor—1889; Smith | 
Premier No. 2—1889; Franklin—1891; Densmore—1891; 
Chicago—1892; Jewett—1892; Blickensderfer—1892; 
Remington No. 6—1894; Remington Sholes—1896; 
Commercial—1898; Pittsburgh—1898; New Century 
Caligraph—1900; Sun No. 2—1901; Fox—1906; Royal | 
(Standard)—1906; Oliver No. 5—1907; Emerson—1908; | 
Smith Premier No. 10—1908; Yetman Electric—1908; 
Smith-Corona—1950. 





Records Institute Held at Chicago 


Representatives of firms from five different states 
attended the Records Institute held at the offices of the 
Chicago Bureau of Filing and Indexing, Inc., Chicago, 
November 13-17. The sessions provided lectures by the 
staff of the Bureau and by visiting experts. Round | 
table discussions of mutual problems and tours to rep- 


resentative filing departments were included in the 
curriculum. 

Guest lecturers included Mrs. Alva Menzies, A. R. 
Menzies Associates, File Consultants of New York City; 
Miss Ann Brewington, Associate Professor, School of 
Business, University of Chicago; Miss Denelda Schaible, 
personne] director, Washington National Insurance 
Company, Evanston, Ill., and Dr. Margaret Frank, Vet- 
erans’ Bureau, Chicago. 

Topics covered included control of records, personnel, | 
surveys and analyses of file departments, old records | 
and equipment and supplies. 
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TIMES AS MANY POINTS / 


This is the story we're telling the schools. And this is the story 
that will help you register more pencil sharpener sales in the 
schools for 1951! Exhaustive tests by independent testing lab- 
oratories prove that APSCO cutters sharpen 2'4 times as many 
points, more points per pencil, a more perfect point every time, 
and save up to 70% of cutter replacement costs. 


COMPARE THE POINTS! 


Unretouched photo- 
graphs show the supe- 
riority of APSCO’s cut- 
ter design. Compare 
Apsco’s 28,000th 
point with 9,000th 
point of competitive 
sharpener. See why 
Apsco has been the 
choice of schools for 
over 40 years. 


School officials will 
be bombarded with 
Apsco’s powerful 
“24 Times” story. 
Full page advertise- 
ments, and colorful, 
sales-stimulating cir- 
culars will pre-sell the 
schools for you! 





INQUIRIES WILL BE REFERRED TO You! 


Cash in on this powerful performance story by tying in with 
Apsco’s sales-building school program. Order a supply of 
mailers and send them to your local schoo! officials now. Don't 
miss this profit-making opportunity. Act today. 







Apsco Pencil Sharpeners 


AUTOMATIC PENCIL SHARPENER CO. 


336 No. Foothill Road, Beverly Hills, California 
ROCKFORD, ILLINOIS * TORONTO, CANADA 


(7 COSTS LESS... 70 SELL THE BEST/ 
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TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER e@ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS e@ MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


3 Y 





Codlo-ASSURES YOU Ly 
INCREASED SALES © 
AND VALUE 

















MFG. CORP. 


Factory: Coraopolis, Pa. 


OD 


cea 


401 Wood St. 
Pittsburgh 22, Pa. 


564 W. Monroe St. 270 Lafayette St. 


Chicago 6, Il. 


New York 12, N.Y. 


Dickhut Joins Stivers Office Service 

H. W. Dickhut has joined the management staff of 
Stivers Office Service, Chicago, Ill., it was announced 
by C. L. Stivers. Mr. Dickhut has, during the past 


H. S. DICKHUT 


year, been executive assistant of the Chicago Plan 
Commission. Previously he was office manager and 
personnel director of the Diversey Corporation. Mr. 
Dickhut is also president of the Office Management 
Association of Chicago, and a member of the National 
Office Management Association. 


Vermont Firm Moves to Larger Quarters 
Broden Office Equipment Company recently moved 
into new quarters at 198 Main St., Burlington, Vt. The 
store was formerly located at 188 College St. 
A. W. Broden, owner of the company, opened his 
business three years ago. Prior to that time he was 


A. W. BRODEN 


INTERIOR VIEW OF BRODEN OFFICE EQUIPMENT CO. 


connected with Royal Typewriter Company for 18 
years serving as branth manager of the Syracuse, 
N. Y., and Springfield, Mass., offices. 

Located in a modern building, the entire store is 
devoted to the display of office equipment and ma- 
chines. A well-equipped service department is oper- 
ated in the basement. The firm has exclusive dis- 
tributorship in the territory for Royal standard type- 
writers, Clary business machines, and Globe-Wernicke 
products. 
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IN QUALITY 





> STEEL EQUIPMENT 


for 


NORMAL NEEDS 


LYON offers more than 1500 


for 
DEFENSE NEEDS 


Your customers will find many 


regularly cataloged items of standard Lyon products (listed 


Steel Equipment to meet your 
customer’s normal needs. 

















ar 


® Shelving ® Kitchen 

* Lockers ® Cabinet Benct 
® Stools ® Storage 

® Bin Units © Welding Be 
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below) of vital help in increas- 
ing their defense production. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 128 Monroe Avenue, Aurora, Illinois 


ee 


A PARTIAL LIST O 


Sold Nationally through Factory Branches and Dealers 





FLYON PRODUCTS 
































Coordinated action of seat 
and back retains correct 
angle for maximum com- 
fort in all positions. 


Bending & Chair Company of Siler City, N.C. 


Be wit (Sete 
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No. 4858 


Insure your sales success for 1951 with BOLING chairs! Base your 
future profits on a 47 year old foundation of customer satisfaction . . . 
the luxurious comfort, smart styling, and lasting durability of BOLING 
chairs produce an outstanding value that cannot be overlooked by 
buyers in any market! 


Pictured above is the famous new BOLING Executive Posture chair. . . 

the ultimate in comfort and effortless relaxation for those who want 

the finest. Its smart Goodall covering blending with top grain leather 
and expertly finished sclected wood give the BOLING 
Executive Posture chair arresting eye-appeal. The comfort, 
the appearance and BOLING’s new “Balanced-Ease” execu- 
tive posture chair control makes this model a ‘‘go-getter” 
for sales! ; 


Prepare for big sales in 1951 .. . get a good basis for fast 
profits .. . stock and sell BOLING chairs! 


HIGH POINT BENDING & CHAIR CO., SILER CITY, N. C. 
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Dennison Story Told on Radio 


Du Pont’s Cavalcade of America on November 7 
portrayed episodes in the history of Dennison Manu- 
facturing Company. The broadcast gave an interest- 
ing conception of how the first set-up box came into 
being in the Dennison homestead, Brunswick, Me., in 


CORNEL WILDE 





1884: and how the tag patch was originated by E. W. 
Dennison in Boston in 1863. 

The role of Eliphalet Dennison was played by Cornel 
Wilde, supported by a cast of performers from the New 
York stage and radio. , 

Titled “Improvement Noted”, this broadcast told 
how one day in 1836, after Eliphalet Dennison had 
lost a sale, he happened to put the unwanted watch 
in a clean, sturdy box. The customer returned, bought 
the same watch he had discarded before, and went 
away beaming with pleasure at his -purchase. The 
only change was the box, and it had been hand-made 
by Eliphalet’s father. Then, most boxes were imported 


at great expense from Europe. Why not make paper 
boxes in America, thought young Dennison. 

So the Dennisons, father and son, started a new 
As time went on, new ideas were developed. 


business 

and soon Eliphalet branched out to supply tags, labels, 
ribbons and paper of all kinds—the business known 
today as Dennison Manufacturing Company. 





Tinley & Brown, Inc., in Expansion 

Tinley & Brown, Inc., has purchased the typewriter 
supplies division of the D. N. Owens & Company, Inc., 
36 S. Calvert St., Baltimore 2, Md., and is now located 
at 411 Park Ave., near the heart of Baltimore. Here 
are available a four-room suite, the latest equipment 
and a large stock of ribbons and carbon paper. 


G. Howard Tinley and Herbert T. Brown are pioneers 
in the carbon and ribbon field in the Baltimore-Wash- 
ington area, Mr. Tinley having started in 1909. He 
was a co-founder with the late James M. Graham of 
the Graham, Tinley & Company. Mr. Brown, later 
treasurer of the firm, came into the business in 1919. 





Burroughs Announces Appointments 

The Burroughs Adding Machine Company through 
Willis E. Morgan, sales manager, has announced a 
number of appointments including: 

C. R. Philbrick to become manager of the Omaha, 
Nebr. branch 

M. H. Pederson to become manager of the Lincoln, 
Nebr. branch, succeeding Mr. Philbrick. 


Paul L. Anderson to become service manager of the 
Pueblo, Colo., branch for service activities in Pueblo, 
Colorado Springs, Grand Junction, Alamosa and other 
cities in the surrounding territory. 


Stephen Sebok to become service manager of the 
Lansing, Mich., branch. 

A. G. Smith to become service manager at the re- 
cently-organized Caracas, Venezuela, branch. 

E. M. Sadler to become service manager of the Port- 
land, Me., branch. 
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TWO TOP PROFIT MAKERS 
STILL AVAILABLE 


























No. 1795 
Royal Elevator 
Stand with ¥.” 

Masonite Top 


maso’s “ROYAL” 
ELEVATOR STAN D—steel Understructure 
with choice of MASONITE TOPS! 


Your choice of grained Walnut with Walnut understruc- 
ture; office Gray or ebony Black with Gray understructure. 
All stands with Maso’s famous features; all Tops pre- 
assembled at factory. Stand requires only 12 bolts to 
assemble, ready for display. Shipped K.D. 


“ROYALS” Also Available With The 


NEW “‘LAMIDALL’’ TOP 


Now, Royals are being equipped with the amazing new Lamidall 
Top, with graining so beautiful, so realistic, you have to see 
for yourself to believe it is true. In your choice of three beauti- 
ful finishes: Walnut, Golden Oak and Driftwood Gray Satin. In 
our opinion, this is the finest Top ever placed on a Typewriter 
Stand. 








THE 
“*CHAMPION““ 
All Purpose 
UTILITY 
STAND 
with 

MASONITE TOP 


All Steel Tubing 
Cont. Piano Hinges 
2 Piain, 2 Locking 
Soft Rubber Casters 

Elbow Type Drop 

Leaf Arms 

Only 8 Bolts To 

Assemble 





No. 1618 











TOPS OF GRAINED WALNUT, BLACK or OFFICE GRAY 
All tops attached to rigid one piece leg brackets at factory. 
Half inch, hard tempered Masonite warmer than steel, outlasts 
wood, keeps its good looks, clatter-proof features. All steel 
understructure in most attractive walnut, green or gray baked 


enamel. 
ORDER TODAY—SHIPMENT STILL PROMPT 


MASO 


Dept A 


STEEL PRODUCTS 


1 St Chicago 5, II! 
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A BARGAIN For YOUR CUSTOMERS... 


A PROFIT-MAKER For rou! 











think of it! A quieter office for 
ust 
only 12%4¢ 4 year. | pi 
Kil-Klactter typewriter pad COr 
. 1 % dollar and twenty-five c “ 
Ages ur stationer or office opr’ 
dealer It will last at least ge 
. ring that cme, | 
se ~ hg ae deaden the noise 
Cc 


rear, 
i Yes, for 12%¢ ye 
ing. ; 
aut is a good buy! 


AUfUVITER 
an <5 
7, WM 


e Made from genvine long-lite 


OZITE felt. 
e Dent-proet 


oe Fit mony ether office 
mochines, too. 


TATIONER or OFFICE surrt 


end skid-proof. 


1 DEALER 


~ your $ 


Current 
KIL-KLATTER 
Advertisement 


In addition to consistent advertising in leading magazines, 


directed to office managers, stenographers and typists, | 


KIL-KLATTER has these free sales aids available: 


© Catalog cuts 

© Newspaper mats 

@ Two-color envelope enclosures 
© Counter cards 


Order KIL-KLATTER typewriter pads today —and don’t forget 
to request the free sales aids that will bring you added profits. 


AMERICAN HAIR and FELT CO. 


Dept. B-11, Merchandise Mart 
Chicago 54, Ill. 














| A-M Appoints Stone Branch Manager 


| B. J. Stone has been named branch manager of 
Addressograph-Multigraph Corporation’s Washington 

| office. The announcement came direct from the firm’s 

| main Addressograph-Multigraph offices in Cleveland, 

| Ohio. Mr. Stone was formerly assistant sales manager 
of the Addressograph division in Cleveland. 

With the company since 1925, he began his career 
in the Milwaukee and Chicago offices and served as 
sales agent in Wisconsin and Indiana territories before 
being called into the home office to handle special 
assignments. Mr. Stone rose to central district super- 
visor in 1944 and assistant sales manager of the 
Addressograph division in 1945. The latter position 
he held until his elevation to the A-M branch man- 
agership in Washington. He is credited with winning 
nine Hundred Club memberships in the past 11 years. 
The Hundred Club is the corporation’s sales honor 
organization. 

Mr. Stone’s comprehensive experience and thorough 
working knowledge of simplified business methods 
procedure prove him to be unusually well qualified to 
serve the important Washington area. At present a 
resident of Cleveland, he plans to move to Washing- 
ton and establish permanent residence for his family 
there. 





Chet Smith Appointed Sales Representative 
Chet Smith, well-known Midwest traveller, was re- 

cently appointed a sales representative for A. W. Faber- 

Castell Pencil Company, Inc., of Newark, N. J. He will 


CHET SMITH 





make his headquarters in Kansas City, Kans., from 
where he will cover a portion of the Midwest. After a 
visit to the factory to familiarize himself with the 
company’s manufacturing processes, Mr. Smith will 
immediately begin calling on the trade. 





Burroughs Adopts New Retirement Plan 


Stockholders of Burroughs Adding Machine Com- 
pany recently approved the adoption of a retirement 
income program for the company’s 13,000 employees, 
this plan becoming effective January 1, 1951. 

The plan provides for a $125.00 minimum monthly 
retirement income, including social security benefits, 
for all eligible employees with 30 years or more of 
service at age 65. Every permanent employee of the 
Burroughs organization on January 1, 1951, is eligible 
to participate, and the plan will be retroactive to 
cover employees who have retired since June 30, 
1956. 

Benefits are based 6n both earnings and length of 
service with the. company. 

The company will pay the entire cost of all past 
service benefits and the cost of all future service ben- 
efits on earnings up to $3,600 per year. The plan has 
a voluntary contributory feature which enables em- 
ployees earning more than $3,600 per year to obtain 
additional benefits on future earnings in excess of 
| that amount. 
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—D Handard Typewriters 

Ct Mandard Adding Machines 
VD Doxlable Adding Machines 
“ Bockheoping Machines 

WY Halement Machines 

WY Caleulalors 

WY Cash Reyisters 





R.C.Allen 











@ MODEL 100 


@ MODEL 200 Chrome 


@ move. 315 





MODEL 100 Complete with many standard features. 
Ideal for businesses needing a small capacity, low-price 
machine. 6 columns, totaling capacity 999.99. 





MODEL 315 Itemizing receipt-issuing cash register for 
food stores, cafeterias, liquor stores—for all businesses 
handling multiple item sales. Grand Total of entire day’s 
receipts available by touch of single key—Departmental 
keys classify sales. Paid-Out .. . Tax Key. . . Item 
Count and many other features. 


MODEL 200 A 6-column, hand-operated, Chrome 
Combination which records cash, charge, 
received-on-account and paid-out transactions. Segregates 
sales by clerks, departments, commodities. Visible 

dials . . . enforced designation. 

















Yfe H.C. Allen “Gnidird Ufewriler 








MODEL 611 





et Typing is easier because the R. C. Allen has all the features. 


Smoother acting line space lever . . . instant margin set... 
self-centering bail . . . and 24 other features. They all combine to make a 


typing machine of smart appearance and new dependability. 


Selling is easier because the R. C. Allen “Standard” has the highest 





profit margin in the field. A fast-selling repeat item... an item of reputation . . . 
pre-sold for you through continuous and intensive national 


advertising of the R. C. Allen name. It always pays ‘to stock the best. 
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Model 1302 





Model 915 Model 1315 


Model 75 Model 715 


Model 100 Model 200 Chrome Medel 211 





UPRIGHT FILES 
—2, 3, 4 and 5 drawer 


units. 


COUNTER HEIGHT 
FILES—continuous lino- 
leum tops and finished 


counter fronts, stock and 
special. 
HORIZONTAL FILING 


SINCE 1887 EQUIPMENT—for floor- 


cases, omnibuses, safe in- 
teriors, vaults and book- 


cases. 


TABULATING FILES 
A bd —22 drawer units, built 
gain we are confronted to definite specifications 
to give maximum capa- 
with diverting a certain percentage of our alty and protection to tab- 
ulating machine cards. 
production to our country — which means HIGH LINE FILES 
—stock units for roller 
shelf and document files 
in three standard heights. 


we cannot produce all orders received for 


domestic requirements. INTERIOR METAL CASE 
WORK—for banks hos- 
pitals, court houses, mu- 
seums and public build- 


Under these ol BUILT INSECT 


SCREENS—steel, bronze 


circumstances we ask our and aluminum framed 


screens for windows, 





doors and porches. 


customers to co-operate with us in carrying 7 
ROL-DEX AND TRANS. 


DEX—active record filing 
equipment “that rolls rec- 
ords to a seated operator.” 


out this program. 


CONTRACT SPECIAL- 
ISTS—custom design 
and fabrication of: prod- 
uct cases, control cabi- 
nets, electronic equip- 
ment, and special built 


to order items. 








WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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YOU CAN BE SURE 
¥ WITH /JRAR OU 

















ARROW +202 
Precision-Locked 
Standard Stapler 


$550 


slightly higher in the West and Canada 




















When you buy an ARROW stapler, you are buying a 
quarter of a century of dependability and Time-Proven 
know-how. Note such exclusive ARROW built-in features 
as the “Precision-Locked Mechanism” for positive staple 
control . . . an engineering feat that keeps all working parts 
securely locked in position and at no time allows more 
than a single staple to enter the staple ejection track. 


This AUTOMATICALLY safeguards against jam-clog con- 
ditions and assures smooth flowing, uninterrupted stapling 
action. Add to this ARROW’S traditional high quality, 
sound workmanship and engineering progress and there’s 
litthe wonder why more dealers are buying ARROW with 
confidence and selling with greater customer satisfaction. 


THESE ARROW SALES BOOSTERS WILL HELP YOU SELL! 


Tie in with this hard hitting combination. For the first time 
you will discover that staples and stapling machines can 
be one of the most profitable items in your store. 

Push the Arrow line of stapling machines and enjoy the 
volume staple repeat business it offers. 


30-38 MAUJER STREET 


° BROOKLYN 6, N. Y. 
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Public Safety Administration 


Requires Efficient Filing Service 
EE 













4, 


Courtesy Dept. of Public Safety, Appleton, Wis. 


®@ Smart selling pays off every time — and it's easier to do 
smart selling when you have an ultra-modern, feature-packed, 
top-quality line of steel office furniture — desks and files — 
like INVINCIBLE. 


The installation shown here is just one of literally hun- 
dreds — large and small — that progressive INVINCIBLE 
dealers have made during only the past few months. And why 
is INVINCIBLE rapidly approaching the top spot in office 
furniture sales? Because INVINCIBLE offers more working 
comfort and convenience — more durability and beauty — 
more applied business design features—at a price that’s 
reasonable to the customer — and at a profit that’s generous 
for you. 

Get complete INVINCIBLE dealer franchise information 
on handling the INVINCIBLE line of steel desks and files in 








Exclustve! 


Concealed Safe t . . : 
a > svailehieceat te your store today — including dealer sales helps, merchan- 
Invincible Dealers because only dising. You'll like what you find out. Write direct to — 

the Invincible line of files has 

it! It's a sales wedge for home 

as we as office use—A P PLUS 





FEATURE that brings you ex- 








REG, U. S. PAT. OFF. 
INVINCIBLE METAL FURNITURE CO., MANITOWOC, WIS. 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 


describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design. . . 


buy Collier-Keyworth! 










COLLIER-KEYWORTH CO. 











Courville Appointed Manager of Firm 

Nelson B. Courville was recently appointed manager 
of the McAuliffe Paper Company of Burlington, Vt. 
News of his appointment was received from Cal Came- 
ron, manufacturers’ representative, who is active in 
the New England Travelers Club. 

John C. Bellino, who, like Mr. Courville, has been 
with the company for many years, was named assistant 
manager. The general re-organization releases Harold 
Knight from his regular duties so that he can now 
devote his entire time to the large school supply busi- 
ness handled by the firm. 





NSOEA Releases Product Manual No. 8 

The National Stationery and Office Equipment As- 
sociation, Washington, D. C., added another much 
needed subject to their series of product education 
manuals for member-dealer salesmen, “How to Sell 
Carbon Paper and Ribbons.” 

This is the eighth manual in the series and con- 
tains 40 pages of text and illustrations describing the 
intricacies of carbon paper and ribbon selection and 





How to sell 
CARBON 
PAPER 
and 
RIBBONS 





how each type best fits the customer’s needs. Following 
the sections on product knowledge, the sales approach 
for store customers, office customers, and purchasing 
agents is treated separately. 

A specially designed center spread provides four 
pages on proper ribbon selection. This can be re- 
moved from the manual and placed near the ribbon 
counter. It contains a brand new ribbon substitution 
chart, a page illustrating the most common ribbon 
spools, and numerous valuable hints for keeping rib- 
bon customers who might otherwise be turned away. 


Following the fashion set by the previous manuals, 
this newest release is printed in two colors-and con- 
tains four sets of questions and a glossary of terms. 
A separate leader’s guide goes to member-dealers to 
assist in scheduling and in fitting their specific mer- 
chandise to the manual’s basic information. 








Virginia Company Wins Contract Suit 


The Angus Snead MacDonald Corporation, Orange, 
Va., was recently awarded a $165,000 judgement by a 
Federal court in a suit charging breach of con- 
tract and unfair competition. The suit was brought 
against Virginia Metal Product Corporation of Orange 
and its parent company, Winfield Corporation, Phila- 
delphia book publishers. 

Judge William H. Kirkpatrick’s verdict restrains 
Winfield and subsidiary from using the name “Snead” 
or from representing themselves as owning the Snead 
library equipment business. The plaintiff had alleged 
the defendants used the name “Snead” in the sale of 
library equipment. 
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Theres an A rt to better Jing 


. vides the maximum usable filing 
space — the full depth of the 
Nge drawer. Requires no allowance 








“~ 


Use these KEY POINTS 
in selling the new Art 
Metal SPEED FILE 





1. Drawer contents are in full visi- 
bility and easy reference posi- 
tion immediately upon opening 


drawers. 
2. Rigid front—expansion drawer 
Wii back, Greater strength and q 
} greater convenience in use. File 
Ll ti My 
: drawers open and close in one 


easy motion. 

3. File contents slope backward 3'/2 
inches — automatically — when 
drawer is opened. Just find your 
place and file. 


4, The last folder in the new Art 
Metal Speed File is fully accessi- 
ble and filing is just as easy as 
anywhere else in the file drawer. 


5. The Art Metal Speed File uses 
standard vertical file guides, 
locked into place with guide 
rod. There's no need to buy spe- 
cial-size guides. 


6. Speed File spacers divide con- 
tents of file and provide full sup- 
port in partly filled drawers... 
Bottom drawer is as easy to use 
as any other. 


7. The snap-out guide rod is exclu- 
sive in Art Metal Files. Just press 
knob down and pull out to add 
or remove guides. 


8. The drawer suspension is the 
time-tested Art Metal ball bear- 
ing roller side arm suspension— 
easy rolling, smooth and quiet 
and clean. No soiling of opera- 
tor's clothing. 


9. The Art Metal Speed File pro- 








for mechanical parts. Drawers 
ore standard full height. 





¢ SAVE SPACE ¢ SAVE TIME * SAVE MONEY | bea 


Equalize your profit! Now and 
in coming months, it will pay 
well to “trade up,” to feature 
only the finest, to put selling 
emphasis on equipment that 
is first in operating efficiency 
and enduring values. 

The new Art Metal SPEED 
FILE benefits your customer in 
three basic ways: 1. Saves space 
— every drawer provides an 
added 3% inches of back-to- 
front filing space; (2) Saves 





time — Speed File is simpler that benefits your business, as 
and easier to use, faster in filing well as your customers... . 
and finding; (3) Saves money Art Metal Construction Co., 
—literally pays for itself by re- Jamestown, N.Y. 


ducing pay r oll and For over 60 years the hall-mark of fine business equipment 
maintenance ex- .-. desks « files + office chairs + safes and visible equipment. 


pense and by lifetime 
efficiencies exclusive 
with Speed File. 









As always, we are 
making every effort 
to provide sufficient 
supply of equipment 
















* 
COMPANION 
CHAIRS for 
Debt: cscks ; the JUDGE’S 
sect aadigeeapeny so CHAIR 
the New Year. e 


-+++-OUR 83 RD The Johnson Judge’s Chair 

No. 1950 has become a fa- 
YEAR OF FINE mous item in the office furni- 
CHAIR ture world. Hundreds of deal- 
CRAFTSMANSHIP ers have found that it is sure 


to please, easy to sell in its 
own particular field. NO. 1801—ARM CHAIR 
e 


We have added suitable com- 
panion chairs to go with the 
Judge's chair. Equally beau- 
tiful, equally appealing, these 
match the design and quality 
of the famous 1950. With 
the new chairs, the 1950 will 
serve an even greater market. 
lit will have appeal in the 
offices where executives like 
a high back chair for extra 
comfort. 


The 1801 and the 1802 come 
in genuine walnut, upholstered 





in Top Grain leather. Arms are 
foam rubber padded. Backs 
have spring filled construction 


ae ta 


NO. 1802—SWIVEL ARM CHAIR 


WRITE US e e for further details of these new chairs. We will 


be glad to give you full details on prices, delivery and any other information 


. every quality feature. 





you require. 





JOHNSON CHAIR COMPANY, 4401 W. NORTH AVENUE, CHICAGO 39, ILLINOIS 








GEVAWIRS 
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March 4-6 , Office Furniture Association's 5th annual cor 
{ Hotel Stevens, Chicago, Ill. John R. Gray 
€ T } ’ ®) E 42nd St New Y rk 17, N. ¥. 
April 5-7. +t No. 4, NSOEA, Whitehall Hotel, West Palm 
Beach, F ye Stuart, regional governor, Geotge Stuart, Inc., 
April 9-10. t No. 5, NSOEA, Commodore Perry Hotel 
Toled n A. Crile, regional governor, Office Equipment 
April 16-17 t No. 7, NSOEA, Savery Hotel, Des Moines 
wa. Cha F torey, regional governor, Storey-Kenworthy Com 
April 19-20. trict No. 8, NSOEA, Fontenelle Hotel, Omaha 
Nebr. F. A. R 1, regional governor, Latsch Brothérs, Inc., Lincoln, 
veor 
April 26-27. No. 9, NSOEA, Roosevelt Hotel, New Orleans, 
La. Robert regional governor, Fulton Company, Houston 
April 29-30. Nat | Association of College Stores, Inc., annual 
nvent dotel, Columbus, Ohio. Russell Reynolds, se 
etary, Box 58 n, Ohio. 
May 4-5. No. 6, NSOEA, Edaewater Beach Hotel, Chi 
sgo, | E. Reynolds, regional governor, Globe Furniture 
& Stationer npany, Chicago, Ill. 
May 10-11. trict No. 10, NSOEA, Hilton Hotel, Albuquerque 
N. Mex. H J Richardson, regional governor, Richardson Office 
upply C or Grand Junction, Colo. 
May 16-17. trict No. 14, NSOEA, Hotel Del Coronado, San 
ego, C 1 Harrington, regional governor, Pasadena Stationery 
& Printir pany, Inc., Pasadena, Calif. 
May 20-23. N nal Office Management Association's 32nd inter- 
stiona 7Ist Infantry Regiment Armory, New York 
Y. W ns; executive secretary, 132 W. Chelten Ave., 
F sdelr » 44 
May 21-22 t No. 12, NSOEA, Sonoma Mission Inn, Boyes 
prings, Sor lif. Ernest C. Laird, regional governor, Laird 
tationery skland Calif 
May 24-26. trict No. 11, NSOEA, Hotel Gearhart and Ocean 
4 e by-tt », Gearhart, Ore Robert Needham, regional 
sovernor. Need Salem, Ore. 
June 4-5. trict No. 1, NSOEA, Wentworth-by-the-Sea, Ports- 
nouth, N iney H. Challenger, regional governor, The Frank 
H. Fargo Company, Bridgeport, Conn. 
June 21-22. trict No. 2, NSOEA, Otesaga Hotel, Cooperstown, 
N. Y. Walt Miller, regional governor, Otto Uibrich Company 
June 29-30 t No. 3 and 13, NSOEA, Ambassador Hotel 
Atlant ty, t Charles W. Lukens, Yeo & Lukens, Philadelphia 
hman, Mooney’'s, In New York, N. Y., are 


espective districts 


September 23-27. National Stationery & Office Equipment Associa 
tion's 45t nvention, Stevens Hotel, Chicago, Ill. Paul 


Burbank, g ynager, 740 Continental Building, Washington 





Hoelscher’s Opens Remodeled Store 

Hoelscher’s, Inc., stationery supply and office furni- 
ture dealer at 210 Franklin St., Buffalo, N. Y., formally 
opened its remodeled store and office furniture show- 
room on the company’s 25th anniversary. 

The company has recently completed the remodel- 
ing of its retail store and fifth-floor furniture show- 
room at a cost of approximately $30,000. 

The concern was founded in 1925 by the late Joseph 
T. Hoelscher and Louis H. Hoelscher, now president. 
Other officers are Raymond J. Hoelscher, vice-presi- 
dent and treasurer, and Elmer S. Stengel, secretary. 
John G. Hennig is sales manager. 


In addition to its line of stationery and office sup- 
ply items, Hoelscher’s is the exclusive representative 
for General Fireproofing metal furniture and the 
Leopold Company’s wood office furniture. The concern 
also has a warehouse for the storage of new office 


furniture and the sale of used furniture. A large fur- 
niture refinishing and repair service is operated. 
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zonemba, LAWSON 


PRODUCTS FOR THE OFFICE 


@ Like substantial old friends, these 
Lawson products for office and insti- 
tution have character. Lawson is a name 
to remember, 





* An ornamental and 
highly serviceable sandurn, 
trimmed with stainless steel 
or polished copper for 
beauty and permanence. 
No. 6000, 


* NEW! A wonderfully smart, 
new-style receptacle. Stainless 
steel door and trim. Hard 
white or green enamel. Vermin 
and odor proof. Stainless steel 
band at bottom, curled under, * Wisely designed and 
No. 1001. made of panelled steel, 
Lawson waste-baskets take 
hard usage; reduce fire 
hazard. Olive green, wal- 
nut, metallic gray. No. 34. 








Nemo Waste-basket 
Waste-basket No. 2900 
Utility Receptacle No, 2 


No. 110 


THE F. H. LAWSON CO. | 
850 Evans Street IK 
Cincinnati 4, Ohio 
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SHAPES & STYLES 


THAT 


REALLY COUNT! 


A The long and short of best erasing 
lies in the style-and-shape var- 
iety you please customers with 
when you sell them Weldon Rob- 
erts Erasers—the world’s quality 

standard. Weldon Roberts has exactly right styles, 
sizes, shapes and textures for every kind of erasing! 


When you sell Weldon Roberts Erasers you're sell- 
ing all the little things that make eraser profits a 
big thing in your business—time-and-temper sav- 
ings, convenience, confidence, “feel,” eye-appeal, 
neatness of work. 


DISPLAY THESE SHAPES & STYLES— 
AND WATCH YOUR ERASER SALES GROW! 


121 ELLIPTIC. Soft gray eraser in 
handy elliptical shape for pencil or 
ink erasures on all types of work 
Feature it for volume sales to office 
workers, typists, draftsmen, artists 


930 ENSEMBLE. A 
combination eraser 
that does most 
everything. Handy, 
bias-beveled shape 
Soft, pink pencil 
rubber joined to 
soft, gray ink 
eraser. For ink, pen- 
cil and crayon eras- 
ing. All of your cus- 
tomers can use it 


340 CORAL PINK. A soft, 
smooth pink pencil eraser 
in immensely popular 
“stubby” double-beveled 
shape. A big selling num- 
ber for general office, 
drafting, art and school 
use. 


Better get our Illustrated Price List NOW! 
WELDON ROBERTS RUBBER CO. 
Newark 7 N. J. 


America’s Foremost Eraser Specialists 


Weldon Robes Grane 


? ; ° 
(Ore 4 A WIN o. L472 Any Language 
” 3 


| In Other Lands 


(Continued from page 76) 


which are rapidly achieving a wider market in Britain. 

The Banda spirit duplicating machine of Block 
and Anderson included in its features, no ink, stencils 
or gelatine, the master being prepared by use of a 

| sheet of art paper and a Banda transfer sheet only. 
| With this machine, up to seven colors may 
reproduced in one operation. 

It is interesting to note that next year coinciding 
with the Festival of Britain, the office equipment in- 
dustry of this country is to stage at Olympia the 
biggest exhibition of office equipment ever to be staged 
in the world. 

The exhibition will be in every way of interest for 
overseas buyers although national insofar as only 
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REM-RAND’S DISPLAY OF THE GRAPHDEX SYSTEM 


British equipment will be shown. 

The exhibition, too, will be four times the size of 
any such show staged in this country and will be, as 
stated, the largest office equipment exhibition to be 
held anywhere in the history of the industry. 

Location will be at Olympia and the whole of the 
vast ground floor has been booked. 

The date, I understand, is June 6-16 and if any 
visitors from the U. S. A. are contemplating coming, I 
would emphasize that early booking of accommoda- 
tion is essential in view of 1951 being Festival Year in 
Britain. 

Should any readers of Orrice APPLIANCES wish to be 
booked in at London hotels and they will let me know 
early, I will endeavor to register for them. 

A record quantity of over 2,500 tons of office machin- 
ery worth £4,140,971, has been exported from British 
factories during 1950 as I write, yielding an increase 
in revenue of 45 per cent, more than was received 
during the same period last year. 

Typewriters alone brought in over £1,000,000, nearly 
twice as much as during the first nine months of 1949, 
and revenue from accounting machinery was up by 
110 per cent. 

Australia is the British industry’s best individual 
customer, and she increased her imports by £375,000 
and Canada previously a much smaller purchaser, 
more than doubled her imports. France, too, has spent 
£138,000 more on British office machinery than she did 
during the same period of 1949. 

I now have some further news regarding the type- 
writing-teaching device to which we have referred in 
recent issues. : 

This system is now going into production in asso- 
ciation with the Trewtor Company Ltd., of 22, Park 
Lane, Croydon, London. 

The keyboard, which is portable, is, in fact, the 
Trewtor Touch Typing Trainer and the “marriage” as 
it were, of Mr. Parkes’s visual device, plus the Trewtor 
Trainer, is a happy combination indeed. 

The Trewtor machine was exhibited at the B. I. F. 
1951 
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READS LIKE A 800K 
LEFT T0 RIGHT- 
GROWS AS NEEDED 
































































THE 
Sneed MANUFACTURING CO. INC., HASTINGS, MINNESOTA 


NO. 11-1-50 
RINTED IN U.S.A 





SMEAD’S 


TELL-I-VISION 


ACCURATE FILES ARE THE HEART 
OF ANY BUSINESS 


Save “Sime! 


by using Smead's Tell-I-Vision filing system, you 
can reduce filing time. The alphabetical-color 
signal system for finding — and the numerical- 
color signal system for replacing — make filing 


easy, fast, and accurate. 





M)) READS LIKE A oes AS NEEDED! 
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Reg. U. S. Pat. Oft 

















SMEAD’S TELL-I1-VISION SYSTEM 


REG. U. S. PAT. OFFICE 











READS LIKE A 800K 
LEFT TO RIGHT - 














By using Smead's Tell-i-Vision filing system, you can ™ 
reduce filing time. The alphabetical-color signal 
system for finding — and the numerical-color signal 


system for replacing — make filing easy, fast, and (7, f, / (Pl 12¢, 7. be 


accurate. 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


THE Smead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 
































T.. Most Complete | 


line of High Quality 
Desk and /ndustrial 
Staples on Earth! 











———_ 
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demand exceeds productive capacity but the trade we ae 
have consistently served in the past is assured that the FASTENERS 


unequalled facilities of the great, modern Vail plant pic- 


tured above are functioning at top speed to serve their a> 


STAPLES 


The popularity of MONARCH BRAND Paper Fastening PINS 
Devices is predicated on many years of successful per- sei 
formance in the world of business. In these difficult days CLIPS 


THUMB 
TACKS 


needs. 


Largest Paper Clip Manufacturers in the World 





VAIL MANUFACTURING COMPANY 


900 EAST 95TH ST. CHICAGO 19, ILLINOIS 
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OUR MOST 
IMPORTANT 
ASSET... 


Your GOOD WILL! 


Being a “Best Seller” for 51 years is due primarily 
to the thousands of loyal Dealers who have built 
sales, maintained contact with Meilink users and 
promoted the “Protection Story” to the public. 


Your continued good will is our first concern. Now, 
with the supply of basic materials again uncertain— 
manufacturing becomes more difficult. Allocation of 
materials to manufacturers is a possibility. 





It is our aim to supply all Meilink Dealers with 
quality merchandise . . . profitable merchandise, in 
1951 .. . limited only by conditions over which we 


have no control. 


In the face of these conditions there will be no 
sacrifice in the quality of Meilink and Hercules 
products! Full discounts for dealers will remain 
in effect! Nation-wide distribution points are to 


be maintained! 





MeiinKk STEEL SAFE COMPANY /) 


TOLEDO 6, OHIO 
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at Olympia earlier this year and has proved success- 
ful in teaching keyboard mastery, speed and correct 
touch-typing. Retailers find it advantageous for dis- 
play to home students particularly, I understand. 


The Trainer has a keyboard of standard typewriter | 
It is of strong metal construction with type- | 


size. 





EXHIBIT NEW INTERPRETER OF HOLLERITH 


writer action. It dispenses with all distracting ele- 
ments such as insertion of paper, fixing of margins 
and movement of carriage, enabling the student to 
give undivided attention to the attainment of auto- 
matic manipulation of the keyboard. It is already 
being exported overseas and meeting with success. 

The combination of the two devices now .enables a 
whole class to become adept in automatic touch typing 
without the use of a typewriter. 





News Notes From Australia 
W. BEECHAM, CORRESPONDENT, 
BOX E256, G.P.O., PERTH, W. A. 

The rapid and continuous increase in the price of 
paper (both of overseas and of local manufacture) is 
affecting the prices of office stationery, and many 


businesses are buying heavily in the stationery field as | 


further increases are certain. 
* a « 
E. T. Brown, Ltd., manufacturers of steel office equip- 
ment, Melbourne, report a net profit of £9,331 for the 
financial year July 1, 1949, to June 30, 1950, a drop of 








£5,058 when compared with the profit of the previous | 


12 months. Ordinary dividend, however, remains un- 
changed at 10 per cent, and £7,000 is added to general 
reserve (last year, £11,000). 


* * * 


W. Neville & Company, Ltd., manufacturing station- 
ers, Sydney, report a net profit of £25,775 for the year 
after providing £11,500 for taxation and £9,550 for 
depreciation. Ordinary dividend is at the rate of 15 
per cent. 

* * * 

Rigby, Ltd., stationers, Adelaide, reports a net profit 
of £5,009 for the financial year to June 30, compared 
with the £3,107 of the previous 12 months. Ordinary 
dividend is raised from seven to nine per cent by a 
two per cent bonus. 

* ” a 

The federal basic wage has been increased by £1 
weekly. The only trade coming within the office appli- 
ance field which will be immediately affected will be 
that of printing, but it is expected that State awards 
will be adjusted shortly in accordance, and manufac- 
turers of office appliances will then be faced with 
heavy increases in costs of production. 

These costs will be made heavier by a new ruling 
which gives female workers 75 per cent of the male 
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“Hey, Abercrombie— 


WAKE UP!” 


Abercrombie, the leering old dog, was a disgrace 
to the club. He ogled, whistled, and once broke 
the window rapping on it. So they gave him 
a Barcalo Reclining Chair. As you can see, it 
quieted bim down .. . but still it’s sad to think 
of what poor Abercrombie is missing. 


pov quiet down fast when they sit in a Barcalo 
Reclining Chair. First, they’re amazed .... and 
before they know it, they’re asleep! 


What amazes them is Barcalo’s exclusive Scientific 
Reclining Action. Without knobs or gadgets, the 
chair adjusts instantly to any position the body desires, 
from sitting to full reclining. They're amazed at the 
luxury of patented “Floating Comfort’ that supports 
the body in the five vital points . . . the genuine solid 
foam rubber seat . . . the buoyant graduated spring 
tension in seat and back. 


You can explain these features to prospects, but the 
easiest way to sell Barcalo Reclining Chairs is just to 
say, “Sit down and relax!” Leave it to the chair to 
make the sales talk. There’s a rich market for you 
to exploit . . . wherever you are. Write us today for 
complete information. 


READ REST RELAX 


THE ONLY RECLINING 
CHAIR MADE WITH 
PATENTED 
“FLOATING COMFORT” 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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Compare* 


4 WITH ANY 
MIMEOGRAPH 


AT DOUBLE 


THE PRICE! 


ONLY 


“PRESTO” %4R00 


Model X 
STENCIL DUPLICATOR 






plus excise tax 





Manufactured by 
Hadewe Duplicatorfabrieken, 
Drachten, Holland. Exclusive 
U.S.A. Distributors Mid-Conti- 
nent Sales Co., 111 W. Jack- 
son, Chicago 4. 


e Closed Drum—easily removable 


e Inside semi-automatic inking brush with individual out- 
side handle. 


e Compact size for storage—paper receiving tray collapses 
under machine—size when closed 17” x 12” x 11”. 


e Automatic Feed with stabilizer bar. 
e Uses standard 4-hole legal size stencils. 


e Takes postcards to legal size paper—full 8” printable 
width. 


e Fully guaranteed, sturdy construction, no service problem. 


e Proved by users the world over. 


IMMEDIATE DELIVERY ° LARGE U.S.A. STOCKS 


Write or use coupon for full details. 
A few choice territories open for representatives. 


MID-CONTINENT SALES COMPANY 
Exctusive Distributors for U.S.A. 
111 W. Jackson Bivd., Chicago 4, Il. 


Please send full details on 


PRESTO MODEL X STENCIL DUPLICATOR. 


Name. pantpnstesiivioesataddaManaisis ? 
Company 
Address 


Si asicecdb siciisiainiest: beasivantein . , n ye 


- 





, rates of pay. At the moment, workers in one state 


(Western Australia, for example) get a somewhat wider 
margin if they are males. Adult males in the card- 
board box industry receive £7 2s 1d. weekly, while adult 
females receive £3 19s. 5d. (a little over half). 

* 7 * 

The South Australian Government Statist reports 
that imports of stationery and so forth from overseas 
during the month of July, 1950, totalled £31,634, com- 
pared with the £30,538 of the same month in 1949. 


* * * 


W. Nevill & Company, Ltd., manufacturers of office 
stationery, whose headquarters are in Sydney, report 
a net profit of £25,775 for the financial year July 1, 
1949, to June 30, 1950, after providing £11,500 for taxa- 
tion. Profit for the previous 12 months was £22,313, 
with tax provision standing at £13,000. Ordinary divi- 
dend is unchanged at 15 per cent, and this absorbs 
£12,750. 

* ++ © 

Registered recently: The City Typewriter Company, 
dealers in typewriters and office equipment (proprietor 
—E. K. Garth, 63 High St., Fremantle, Western Aus- 
tralia). 

” 1” x 

Manufacturers of office equipment who use plywood 
extensively will be interested to learn that the Com- 
monwealth Scientific and Industrial Research Organi- 
zation has found that DDT and benzene hexachloride, 
used in glues for bonding plywood, are excellent pro- 
tectors against borers. Chemical cost for treatment 
is extremely low and should not exceed 12 cents per 
100 square feet of three-ply. 

~ * a” 

The Department of Commerce and Agriculture an- 
nounces that under a new trade agreement until Sep- 
tember 31, 1951, Australian exporters may send office 
and other stationery to Indonesia. 

+ * * 

The new Australian budget has increased the sales 
tax on fountain pen and propelling pencils and on 
satchels (excluding school bags or cases) to 33 1/3 per 
cent. 

> x * 

At the recent annual meeting of the Australian 
Council of Furniture Manufacturers, exception was 
taken to the export of veneers and all State associa- 
tions were asked to request their particular govern- 
ments to investigate the production and marketing of 
plywood. 

a * * 

It has been officially stated that portion of the re- 
cent $100 million loan will be put to the purchase of 
necessary machinery for Australian paper-making and 
paper-working industries. 

» * * 

Office appliance firms throughout Australia are look- 
ing forward to the day when the many thousands of 
firms wishing to expand their office premises will be 
able to do so. In all capital cities office accommoda- 
tion is at a premium, and hundreds of firms are on 
the lookout for chances to expand, to say nothing of 
the many new firms and individuals who are seeking 
accommodation. All of these people, when they even- 
tually do expand or find suitable accommodation, will 
naturally be in the market for new office equipment, 
and sales should boost sky high. But just when more 
office accommodation will become available depends 
upon supplies of building materials, for the erection 
and alteration of business premises is strictly con- 
trolled today, and while the need for homes is so 
urgent there is little likelihood of the new offices mak- 
ing an appearance. 
os 
New firms registered recently include: Packer Wil- 
kins Pty., Ltd., capital £10,000; manufacturers of cal- 
culating and computing machines. Subscribers, J. W. 
Packer and H. P. Wilkins. Office, c/o Norton, Smith 
& Co., 39 Hunter St., Sydney. The Sterling Typewriter 


* * 
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THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK AND U. S. NEWS 





Wt Medd rf Me baddest lured theariigh The Mage f 


NSURED? Of course: All well-run 

businesses are. But these men were 
fighting time—the most critical factor 
in business today. Replacing even 
those records which could be replaced, 
would have meant months of costly 
delay. 

Only 7 percent of fire-gutted busi- 
nesses are as lucky as this one. Play 
safe with yours. Shaw-Walker Fire 
Files are the sure ‘‘one premium’ fire 
insurance for every valuable record. 

And they give you point-of-use pro- 
tection every hour of the day. All this 
important information within arm’s 
reach, yet out of harm’s way. 

Out of fifty years’ experience, Shaw- 
Walker brings you 34 types of fire- 
proof cabinets to keep records safe for 
years, yet ready to use within seconds! 

And there are Shaw-Walker desks, 
chairs, files, cabinets, systems, indexes 


“Buih Like a 
Skyscraper” 





and supplies—everything for the of- 
fice except machines—each “‘time- 
engineered” for the needs of every 
job and worker. 

If you are setting up a new business 


eeeneeeeeeeeeeeeeeeeneneeeeeeeenee 
Time-rated, point-of-use 
protection saves steps ~ 
—steps up production. 

drawers reduce fatigue. 
Free-coasting, 


tloater-bearing slides. "~~ 


Each drawer an 
individual safe, insulated 
on all six sides. 








Easy-operating 
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GHAW-WALKER 


1951 


or merely wish to modernize worn, 
out-dated offices, make sure you use 
Shaw-Walker equipment throughout. 
It will help you make the most of every 
minute, every working day! 


eer eewewew ewe ewe eeeee eee e eee eee wee wre eer eneneee 


All Fire-Files equipped 
with locks — signal plunger 
or new manipulation-proof 
combination. 


Foolproof latch on 
each drawer. 


All around good looks — 
cast bronze hardware 
—well-proportioned, 
attractive colors. 


ee ee ee ee 


The booklet, ‘Time and Office Work,"’ is packed with ideas for stretching office 
time. Organize now for greater sales effort and lower operating cost! 
A wealth of information on 
equipment. 36 pages! Many color illustrations! Just off the press! Write 
today, on business letterhead to: Shaw-Walker, Muskegon 42, Michigan. 


“time-engineered”™ office systems and 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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SAVE MINUTES! SAVE DOLLARS! 
B REASONS WHY 


Swinglne 


a a 
a 


—_ 


Shown: 


Swingline Desk Model No. 4: The 
master Swingline stapler, with all 
the famed Swingline features. 

In modern grey, crackle finish and in 





four stunning jewel-tone decorator 
colers (topaz, jade, garnet, and 
pearl) with chromium. 


Exclusive open-channel means easier, faster loading... 


quick-as-a-bunny action. 
Press the latch : 
; It staples, pins, tacks. 
orward, 


Unique stroke control prevents jamming. 


Sturdy chromium body locks out dirt, dust, grime. 





Precision engineering means longer life. 


—— Swingline Speedpoint Staples 


Swing the head 
back. 





100% Round Wire for extra strength, 

non-clog operation. Chisel point for 

deeper penetration. Penetrates wood, 

~ \ light gauge steel, up to 40 sheets of paper. 

eZ, Guaranteed for better performance in any 

= stapling machine using standard size staples. 
The channel is exposed for 

; eeeecevoevoeveeeveoeeeeeeeeeeeeee82 ®@ 
quick, easy loading. 


You will find Swingline Staplers and 
Staples in just the size you need, from SPEED Pk O D Ut TS 
heavy duty compression tackers to the 


Write teday for complete eatahan a. 97-18 NORTHERN{BLVD. . LONG ISLAND CITY, N. Y. 


Write today for complete catalog to 


You can depend on Swingline quality! 
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Company, subscribers, I. G. Boyle, J. Murphy and 
J. Dawson. Office, 63 High St. Fremantle Stee] Furni- 
ture Pty., Ltd., capital £25,000 in £1 shares. Office, 36 
Milligan St., Perth. 

* a x 

Office furniture manufacturers, the Gainsborough 

Furniture Pty., Ltd., North Fitzroy (Melbourne), have 
now introduced a continuous, timed production process 
from mill to despatch rooms. Equipment has been 
rearranged and new machinery installed, and an in- 
centive system of payment has brought about increased 
output. (System is based on the time taken by a “key” 
worker, nominated by the men, for particular proc- 
esses. Employees are paid a bonus for additional work 
done within the nominated time.) 

a + oe 


The Victorian Government Statist reports that dur- 


ing the financial year July 1, 1949, to June 30, 1950, | 


imports from overseas into that state included: Writ- | 


ing and typewriting papers valued at £205,530 (£365,921 
in the previous 12 months) and stationery valued at 
£995,211 (£877,049). 

7 * ~ 

The Division of Industrial Development reports that 
during the year 55 new paper, paper products and 
stationery industries have been established in Austra- 
lia, while 23 such businesses have raised funds for ex- 
pansion. Nominal capital of these businesses is £1,057,- 
000, and £456,000 is being put into new businesses and 
£957,000 into expansions. 

*” - ~ 

Australian manufacturers of office appliances have 
been hit recently by industrial troubles which have 
cut supplies of raw materials and prevented shipping 
of manufactured goods. Position regarding plywoods 
is still bad and many essentials are in short supply. 
Overhead costs are continually rising, but price fixing 
prevents these being added to selling prices until 
officials of the Prices Branch have made lengthy 
investigations. As a result, many firms report a de- 
crease in profits. 

* * * 

The South Australian Government Statist reports 
that imports from overseas, during the three months 
ended September 30th, 1950, included stationery and 
similar lines valued at £125,769, compared with the 
£107,648 of the three months to September 30, 1949. 

* - ” 

An Australian trade journal which specializes in 
articles on salesmanship recently pointed out that 
“one of the difficulties in trying to give ideas to sellers 
of office appliances is that, in Australia and New Zea- 
land, such a wide field is covered with such a wide 
range of goods that it becomes impossible to write 
about specific lines.” There is little doubt that both 
Australia and New Zealand are well served in the 
office appliance field—some merchants would perhaps 
say “too well served.” Every capital city has many 
firms handling, if not precisely the same, at least very 
similar lines, and office-to-office salesmanship is be- 
coming increasingly keen. 





Baker's Firm Expands at Elyria, Ohio 


The Baker Office Equipment Company, 230 Second 
St., Elyria, Ohio, has announced the acquisition of 
the Borcher’s Company of Elyria. This expansion | 
makes it possible for Baker's to offer the most complete | 
line of brand name merchandise in Lorain County, 
which includes the cities of Lorain and Elyria. Office 
machines, furniture and complete stationery supplies | 
are stocked. 

For the past 20 years Baker’s has featured office | 
machines and furniture, serving as dealers for quality | 
lines. A complete mechanical service department is 
available. 

H. G. “Dutch” Borchers is now associated with | 
Baker’s. 
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Forge ahead with Myrtle in ‘51 
for the best year you've ever en- 
joyed. Sell the complete Myrtle 
Line for the greatest gain —a 
desk for every purpose in a 


price range to please them all. 
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MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 


BETTER DESKS 
ARE MADE 
OF WOOD 
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STORMS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


MANUFACTURED FOR 


THE DEALER TRADE EXCLUSIVELY 


@ DEALER IMPRINT PACKAGING 


@ DEALER IMPRINTED BACK 
CARBON PAPER 


@ SPECIAL CARBONS, RIBBONS 
AND ROLLS 


FINEST QUALITY PRODUCTS BACKED BY OVER 
A HALF CENTURY OF MANUFACTURING EX- 
PERIENCE. 


IF YOU WANT TO SELL NEW CUSTOMERS WHO 
WILL STAY SOLD OR IF YOU WOULD LIKE TO 
OFFER YOUR OLD CUSTOMERS A BETTER PROD- | 
UCT THAN EVER BEFORE THEN WRITE NOW 
TO DEPT. H. FOR DETAILS. 


“THE COMPLETE LINE” 


Stands the test of time 


ab 
"cons even" 


yaaet mans 


H. M. STORMS COMPANY 


STORMS BUILDING 
BROOKLYN 16, N. Y. 


| Klan while covering a murder in Forth Worth, Tex. 
award was made on a recent “Gertlemen of the Press” 


NOMDA’S Chief Looks at Future 
(Continued from page 52) 


lines of products they now sell you. 

If you were in business during the last war when 
suppliers could not supply you—you are happily in 
position to approach another emergency with experi- 
ence as to how to operate under such conditions and 
how to avoid any mistakes you may have made the 
last time. 

Under today’s conditions you should analyze your 
business. You should set down all fixed overhead 
needed to maintain you during a period of emergency. 
You should list those items of overhead which you 
can eliminate. You should include only those items of 
overhead that are minimum requirements to keep 
your doors open for business at a profit. 

Now, decide which categories of your business you 
can profitably control and maintain in a time of emer- 
gency and also the departments of your business that 
will contribute most by way of producing profitable 
income in an emergency. 

Add all income-producing items to give yourself an 
estimate of the amount of continuing business you 
will have. Lay plans and institute action to strengthen 
your position by adding available allied lines that fit 
into your business pattern. Improve your labor re- 
lations. 

If you are not now a member of NOMDA, and are 
eligible, we will welcome you as a member and extend 
to you all the facilities of our long and collective ex- 
perience including the facilities of our legal depart- 
ment, headed by our general counsel, Charles F. 
Krause, Jr., of New York City, one of the most out- 
standing authorities on industry legal matters. 





Incorporate Maskin’s at New York City 

The firm of Maskins, Inc., office supplies and furni- 
ture, was recently incorporated at New York, N. Y. 
Capital stock was listed at 200 shares, no par value. 
Directors are Eve Cohen, Sylvia Bookel and Benjamin 
Skor, whose addresses are 521 5th Ave., New York City. 
—EEG 


AWARDED UNDERWOOD FOR STORY 





Mrs. Nan Blake, right, ‘unit writer of the publicity depart- 
ment of RKO Studio, was awarded an Underwood portable 


typewriter for her story of her adventures with the Ku Klux 
The 


radio program. The portable was presented to Mrs. Blake 


| by Alfred Jensen, center, Los Angeles regional manager of 
| Underwood Corp, and Hank Weaver of the American Broad- 
| casting Co. 
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To protect the hundreds of Mosler 
dealers from coast to coast, our 
policy during the current period of 
restricted civilian production and 
scarce metal supply is to fill orders 
only from those dealers who were our 
customers prior to the autumn of 1950. 
No new dealers will be served until 
the present crisis has ended. We 
hope in this way to repay the loyalty 
of those business organizations with 
which we have been associated in 
providing superior protective 
equipment to American commerce, 


industry and finance. 


7 Mosler Safe ¢. 


WORLD’S LARGEST BUILDERS OF SAFES AND VAULTS 
FACTORIES: Hamilton, Ohio 


161 














JASPER DESKS... Gallia, 


CONTRIBUTION TO THE BUSINESS OFFICE 


~~ 
( Cosmopolitan 


SUITE 











COSMOPOLITAN SUITE FEATURES 


The Cosmopolitan Suite refers to our Modern Island Base line. It is complete 
in a variety of patterns for every job in the office, either general or executive, 
senior and junior. It is made both in walnut or in Softone on rift oak. The 
island base feature permits more foot room. There is a ball bearing suspension 
deep drawer in the 78” and 66” desks. Drawers are chemically treated to pre- 
vent sticking. Drawer interiors are finished. Brushed brass flush pulls. Nine- 
point finishing process. Wood Office Furniture Institute certified finish. Ad- 
justable height 29 to 3014”. Dust proof under construction. Modern lines — 
large radius rounds. Deep drawer equipped .for hanging - folders. Pencil 
striped black walnut or Softone on rift oak. 


The JASPER DESK Company 


JASPER, INDIANA 
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Pacific Northwest Notes 


Cc. M. LITTELJOHN, CORRESPONDENT 
918-12TH AVE., N., SEATTLE 2, WASH. 


Looking towards progress and improvement of office 
stationery and various forms, the Tacoma Chapter of 
the National Office Management Association recently 
took steps to have application forms for office positions 
revised and rendered more modern and comprehen- 
sive. Willis S. Henderson was appointed to head a 
special committee of the Tacoma office managers to 
work toward this end. 

* at * 
Renewing auld lang syne while visiting friends and 


stationery wholesalers and distributors, Mr. and Mrs. 
H. R. Cole were recently on the mainland, and in 
Seattle, Wash. The Coles operate one of the largest 
commercial stationery stores in Anchorage, Alaska. 
They combined their extensive business and buying 
trip with visits to a wide circle of friends not only in 
Seattle and vicinity, but through the 10,000 miles they 


covered in swinging over the entire USA.—coming 
back to Seattle, and “The Gateway to Alaska,” via 
California and the West Coast. 


* * * 


The Carter’s Ink Company of Boston, Mass., has 
recently given power of attorney to Robert W. Ander- 
son, 1213 First Ave., Seattle, to act for the Massachu- 
setts corporation. 

* * ~ 

Effective January 1, 1951, A. W. Witherspoon is re- 
signing as president of the Inland Empire Paper Com- 
pany at Spokane, Wash., to be succeeded by C. A. Buck- 
land, now vice-president. 

* * x 

Capitalized at $50,000, the H. & M. Duplicator Cor- 

poration has been recently incorporated by the fol- 


lowing, long active in the office appliance field of | 


Seattle: W. E. McElfatrick of 1115 Spring St., Seattle, 
W. Edward McElfatrick, of Mercer Island, Wash., and 
R. J. Brown of 3609 42nd Ave., N.E., Seattle, Wash. 





Rem-Rand Publishes Filing Study 


Creating the contents of an average five-drawer 
file costs over $4,500 and operating this file one year 
costs approximately $202. Successful business recog- 
nizes that filing is the key to efficient administrative 
control and willingly pays this price to “file and find” 
its written records—the “memory” and “nerves” of 
a modern organization. 

For the first time, criteria to determine cost and 
performance standards that enable management to 
measure its filing procedures have been established. 
These are included in an extensive research study 
which has been recently published as a service to man- 
agement by Remington Rand, Inc. 

Entitled “A Yardstick of Filing Cost and Efficiency,” 
this handbook presents costs broken down in detail 
and clearly substantiated by charts and tables relating 


to the creation and operation of files. Performance 
statistics from operating files are summarized, char- 
acteristics of equipment reviewed, and simple criteria 
developed to assist management in appraising the cost 
and performance of their own files. 


The booklet, “A Yardstick for Filing Cost and Effii- 


ciency,” with an accompanying self-evaluating ques- 
tionnaire, can be obtained by writing F. J. Hastings, 
Remington Rand, Inc., 315 Fourth Avenue, New York 
10, N. Y 





Wells Chair Names Geller in East 


Joseph W. Pritchard of Wells Chair Corporation, 
Chicago, Ill., announces that Jack Geller is now rep- 
resenting the firm in New York, New Jersey, Massa- 
chusetts, Rhode Island and Connecticut. Mr. Geller 
is well known to the office equipment trade in his ter- 
ritory 
1951 
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Win with Weber!* 





Today's Most Saleable... 
MECHANICAL ADDRESSER 


*The Weber Way is the better way—the best way to 
address LARGE mailing lists or small. Display the 
new Weber with the magic wick. Advertise it. Demon- 
strate it. Dealers everywhere are finding that the new 
Weber is today’s most saleable mechanical addresser. And 
it’s trouble free too! No service calls. Write today for 
details about a new Weber Way direct mailing advertising 
program we've prepared for you. 


WEBER EXCLUSIVES 


@ FINGER TIP PRESSURE on 


@ ADJUSTABLE CAPACITY to 
take-up spool advances roll. 


take post cards, envelopes, 
booklets and one-inch catalogs. 


ADJUSTABLE FLUID CON- 
TROL to suit type of paper 
stock being imprinted. 


@ AUTOMATIC EJECTION face 
up as piece is addressed, 
leaves hands free for con- 
tinuing operation. 


@ FULL VISIBILITY through trans- 
parent pressure bar gives 
clear view of addressee, facili- 
tates positioning. 


@ RECORDO-PRINT ADAPTOR 
for addressing direct from 
file-cards, ledger sheets, etc. 


Lil: HANDI-MATIC 


herWay Z 


ADDRESSING 


OF 





Joseph A. Weber 
248 West Central Road 


[] Send me free details on how | can "Win with Weber" 
[) Enter an order for _..... Weber Addressing Machines with the 
magic wick. 


BY 
ee ‘ nN 


Weber Addressing Machine Company, 248 West Central Rd. 
Mt. Prospect, Hlinois 


| 
| 
| 
| 
| 
gO we Re Be ian 
| 
| 
| 
| 
| 





























NEW Styling! NEW Comfort! 


. 4839% 
Completely Modern 


EXECUTIVE POSTURE CHAIR 
by Taylor 


Soft foam rubber seat and arms. 


Taylor exclusive hinge and pivotal 


follow-through contoured back. 


It’s a really comfortable-posture- 


chair to give ultra comfort always. 


Show Samples on Your Floor 


THE TAYLOR CHAIR COMPANY 


BEDFORD, OHIO 





WHEN A LETTER IS BETTER 


By George M. Dodson, Correspondent 


VERY TIME his salesman runs an errand that the 
mail man could handle for three cents, the office 
appliance dealer loses money. This loss may come im- 
mediately in traveling expense, it may be seen a bit 
later in missing volume the salesman could have been 
selling while he made the routine trip instead, or the 
real loss may not show up until long afterward when 
the dealer realizes his trade has been reduced in size 
and area to the actual contact work of his salesmen. 
“T’ll be going right past there today,” says the sales- 
man. It is a remark you may hear almost daily in 
every office equipment store. Well, the salesman likes 
to make these trips which require no particular sales- 
manship, and the office equipment dealer has no desire 
to write more letters than he must. So a costly trip 
takes the place of a letter. 


Costly? Yes, 

very often so. For it turns out that 
“going right past” cannot be accepted in its strictest 
meaning. The salesman will be several blocks from 
there, adding perhaps half a mile or more to his travel- 
ing expense by the time he finds parking space and 
returns to his original route. Even worse, he cannot 
dash in and out like the mail man. 

It all adds to direct cost. And there’s the lost orders 
that might have been rounded up by applying sales- 
manship where it would count. You may say, “How 
about the time used for writing that letter?” If it is 
a case of ten minutes for the secretary or half an 
hour for the salesman, you have your answer right 
there. Even if actual minutes were exactly balanced, 
the letter wins because the highest-priced time in the 
office appliance business is that of outside salesmen. 

Many times the letter has advantages of its own, 
even if it cost a dollar instead of three cents to deliver 
it. It gives the customer a permanent record of cer- 
tain details exactly as they appear in your office files. 
It provides a valuable contact between your business 
and your customer, reminding him of the organization 
back of the salesman who calls on him. 


Occasional letters 

going across the customer’s desk 
serve as a type of dignified advertising—particularly 
if your letterhead has been carefully\designed with 
that thought in mind. And it does away with any 
hesitation when the customer wants to call you be- 
tween your salesman’s visits, because he has never 
done business except through your representative. 

Did you ever waste ten minutes (and finally give up) 
when you couldn’t find a letterhead with the exact 
name, address, and telephone number of a supplier 
you wished to contact? Perhaps the company’s sales- 
man had been in your office once or twice when you 
weren’t interested. Suddenly you need to know how to 
reach his firm, and there is nothing to do but wait until 
he returns or send your order elsewhere. If this has 
happened to you, then you will understand why an 
occasional letter to the customer can be more impor- 
tant than merely another call by your salesman. 

When a letter releases the salesman for much-needed 
sales work, it has served well. When it enables the 
office appliance dealer to widen his sales area by a 
combination of excellent salesmanship plus efficient 
correspondence, then the humble letter requires no 
apology. : 

Salesmen are considered the leaders in today’s econ- 
omy. Let’s not forget that. At the same time, when a 
few letters will save their time and energy, isn’t that 
the smart procedure? Meanwhile, reflect whether there 
may not be occasions when a personal letter from the 
office appliance dealer is a greater compliment to the 
customer than a casual visit from a salesman he saw 
only a few days ago. 


OFFICE APPLIANCES, January, 1951 





— ae 


OO AO A MO A 


at Ae Me le ele Ae 


OM 


Sk Sie eae 
a 





a 
A A A A 
et 
edie ee 
a a 


milf 


ee i, Me 
a 
> 


, 
J 
f 


Mh 


Your way of doing business . . . your business success . . . is instantly 
conveyed by the appointments of your office. Afford those who call upon 
you the distinctively gracious reception of a CRESTLINE Office by 


Security Steel Equipment Corporation of Avenel, New Jersey. Sea 
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Increase your “transfer time” 


RECORe STORAGE BOXES 


WOOD SHELVING 


TRADE MARK 


Now you have two large volume, re- 
peat items to sell at transfer time. 
Every buyer of Liberty Boxes is a pros- 
pect for Liberty Prefab Wood Shelving. 
This year “skyrocket” your transfer 
time sales by se/ling both. 


| 
Liberty RECORD STORAGE BOXES 
we Oe Liberty Boxes lead the field—have led it 
for 30 years. Completely carton packed 
i Bo they are easy for you to stock and sell. 
F m . Liberty Box sales run into large volume 
and sales repeat year after year. 23 stand- 
ard stock sizes give you a wide range for 
satisfying customer demand. More than 
ae ¥: 83,000 users, the list reading like a 
i Who’s Who in Business and Industry, 
a give proof that Liberties lead because 
SS —1es they combine efficiency and economy. 


mn se i Liberty PREFAB WOOD SHELVING 
me A he ; As new as tomorrow. Light weight but 
aa sturdy, “knocked down” shelving which 
may be assembled easily in a few minutes 
without the use of tools. Every concern 
storing records in boxes or drawers is a 
prospect. Think! This means large vol- 
ume and repeat sales. Easy to stock, easy 
to sell. Delivered knocked down—com- 
pletely carton packed. Uses a minimum 
of stock room space. 
Write at once for complete details, prices 
and discount. Cash in this transfer season 
by selling bath, Liberty Record Storage 
Boxes and Liberty Prefab Wood Shelving. 








a » 


Bankers Box Company 


Serving the Stationer Since 1918 


720 South Dearborn Street, Chicago 5, Illinois 


OFFICE APPLIANCES, January, 1951 


























Edison Appoints N. Y. C. Sales Manager 


The appointment of Herbert S. Christman to the 
post of sales manager for the New York City area, has 
been announced by the Ediphone Division of Thomas | 
A. Edison, Inc. 

A native of Reading, Pa., and graduate of Albright | 
College, Mr. Christman has been associated with Edison 
in various sales assignments since 1932. Prior to the 
new appointment, he handled national accounts for 
the Ediphone Division. He will be responsible for sales 
of the Edison Voicewriter throughout Greater New | 
York, succeeding Austin Cunningham, who was re- 
cently elevated to the position of assistant divisional 
manager 





Friden Appoints George Beeken 


Friden Calculating Machine Company, Inc., San 
Leandro, Calif.. has announced the appointment of | 


GEORGE BEEKEN 





George Beeken as advertising manager. Mr. Beeken 
has been associatetd with office machine advertising 


= 


for the past 27 years. 





Name Personnel for Office Supply Company 

Guy Lowe, vice-president and general manager of | 
the Office Supply Company, recently announced the 
appointment of Robert W. Ferguson, Jr. and Frank A. | 
Beard, Jr., as manager and assistant manager re- | 
spectively of the firm’s store in Laurel, Miss. The 











rg 


ROBERT W. FERGUSON, JR. 


company has operated a complete office supply and 
office furniture store as well as a complete printing 
department in Laurel since 1941. 

A native of Brandon, Miss., Mr. Ferguson is a gradu- 
ate of Brandon High School and of Mississippi State 
College. He spent three years as an infantryman in 
the U. S. Army during which he served in the European 
theatre. Now in his fourth year with the Office Sup- 
ply Company he is well qualified for managerial re- | 
sponsibility 

Mr. Beard, who was born and reared in Laurel, is a 
graduate of Laurel High School and of the University 


FRANK A. BEARD, JR. 


of Mississippi. He spent four years as a member of the | 


U. S. Marine Corps, serving in the Pacific theatre. His 
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STYLE V 





on-Built 


FOR A 
LIFETIME OF 
TROUBLE-FREE 

SERVICE 


1) 





SENG Chair Action Controls 


THAT'S the kind of merchandise 
that SELLS MORE office furniture 


and supplies for you. 


You know this is true... so, SPECIFY 
SENG CHAIR ACTION CONTROLS 


on the office chairs you buy. 


It’s good “profit-insurance.” 


ome SENG conean 


LARGEST SPECIALIST 


RNITURE HARDWARE 
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WHEN YOU SELL 


STANLEY 


SWIVEL CHAIR NO. 301 '/2 


Meet a new member of the famous Stanley 
Family of fine leather upholstered office and 
club furniture! Stanley Swivel Chair No. 3011/4 
is so beautifully designed ...so sturdily con- 
structed...so downright comfortable... it 
looks positively distinguished in any setting. This 
smart, handsome chair is upholstered with finest 
top grain leather throughout. Extra seat com- 
fort results from hand-tied coil springs. Choice 
of oak or walnut and five colors of leather. 
Matching companion pieces are Stanley Side 
Chair No. 301 (armchair) and Stanley Side Chair 
No. 300 (without arms). Write for illustrated 
literature and prices. 


STANLEY MANUFACTURING CO. 
2310 N. Main Street, Fort Worth, Texas 


new responsibility will be mostly calling upon and 
servicing accounts within the city. 





Hegarty Retires from National Blank Book 


Dennis C. Hegarty, advertising manager of the Na- 
tional Blank Book Company for 28 years, retired De- 
cember 1, closing a career that began when he first 
came to National on March 1, 1916, as foreman of the 
printing pressroom. He was promoted to the adver- 
tising department in 1922. He became advertising 
manager and editor of the company’s house magazine, 
The National in 1923. Under his editorship, The Na- 
tional won many honors. His scenic covers with orig- 
inal verse, and Loose Leaves column attracted country- 
wide attention. 

Through the years, he was a frequent contributor 
to Printers Ink, American Printer, Inland Printer, 
OFFICE APPLIANCES, Springfield Sunday Republican and 


DENNIS C. HEGARTY 


Holyoke Transcript. In 1943, he published a book of 
poetry called, “Falling Leaves.” 

Mr. Hegarty was born in Springfield, Mass., and 
educated there. He entered the printing trade at an 
early age at the F. A. Bassette Company, Springfield. 
In 1906, he went with the Rockville (Conn.) Journal, 
where he had charge of the printing department and 
also did his first editorial work. This was the locale 
of his well-known poem, “The Old Print Shop,” first 
published by the American Printer. 

In 1908, he went to the R. S. Peck Printing Company, 
Hartford, Conn., where he worked for two years. He 
first came to Holyoke in 1910, as foreman of the press- 
room of the old Baker-Vawter Company, going to 
National in 1916. 

He is a member of the National Old Timers Club, 
and also belongs to The International Council of In- 
dustrial Editors, and Massachusetts Industrial Editors. 

He married the former Hazel J. White of Holyoke in 
1911. They have one daughter, Inez E., a member of 
the Mount Holyoke Speech Department, speech thera- 
pist at the Bay State Society for Crippled and Handi- 
capped, Springfield. 





Ark-N-Sets, Inc., Announces Change 


The Ark-N-Sets division of the Arkansas Printing & 
Lithographing Company will move to a building in the 
old ordnance area in Jacksonville in order to secure 
more room. The printing company has announced the 
incorporation of the Arkansas Stationery & Furniture 
Company, a retail outlet for office supplies and furni- 
ture, a step combined with the Ark-N-Sets move, ex- 
pected to be made late in January. 

Ark-N-Sets, Inc., which during the war, manufac- 
tured millions of forms for the United States Navy, 
will produce what are commonly known as “snap apart 
forms” at the new plant. 

The Jacksonville unit, with approximately 18,000 
square feet of building space and about three acres of 
ground, will employ about 50 skilled laborers, accord- 
ing to Walter C. Guy, chairman of the board.—CG 
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MASTER 


PROODODUCTS 
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MASTER 1000 SERIES PUNCHES 


“ 


PUNCH ANY COMBINATION 
OF SIZES AND SHAPES! 


The new Master 1000 Series are the first universal punches of 
quality construction ever available! With greater capacity 
than any other punches of comparable size, they easily punch 
as many as 6 holes at one stroke, through material up to full 
3/16” thickness. Punch heads are full floating and may be 


used in any combination of size, shape and spacing. 


Master 1000 Series Punches have ground and tempered, 
clean cutting punches of tool and die accuracy. A sweeping 
curve increases the handle leverage for easy operation at full 
improved, adjustable side guide centers 
wide. Improved depth gauge, quickly ad- 


capacity. A new, 


sheets up to 20” 


thumb screw, permits accurate adjustment of 


justable by 
hole margin depth to %”. Heavy duty construction through- 
out, with heavy stamped steel base that measures a compact 
7%" by 10% 


Rubber feet prevent marring of surfaces. At- 


tractive gray crackle finish; heavily plated parts, 





$025 <= ~ 


MODEL 325—3 head 


Yq diam., round 





PAPER PUNCHES 


8ZE29 


MODEL 1325 





Model 1325 (illustrated above) 
with 3 round heads for 3-hole (Ys" diameter) 
punching. Individually packaged. 


re 


Other styles of heads for Master Series 1000 Punches 
are available in these shapes and sizes: 


Round, Ya, 4a, a, Ya, "Vg and "Yq" 
dia. each $4.50. 


Elongated, %4"—2", each $8.50. 
Slotted, 'Ym" and '%" dia., each 
$6.50. 


$3920 


MODEL 1525EX 


With 5 heads, punches three 44" round 
and two %"-Ye" elongated holes. This 
punching fits both standard three and 

four ring and post binders. 


WHAT A BUY AT 


{2% | 


MASTER 
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MASTER 


PRODUCTS 





MASTER MULTI-POST 
SECTIONAL FILING CABINETS 


Specialized visible filing 
equipment that systematically 
organizes and automatically 
controls catalog and loose- 
leaf material for quick, ac- 
curate, and continual finger- 
tip reference. Wide range of 
of types and sizes, with 6 to 
45 section capacities. 


Model 12 
MASTER METALTAB INDEX SYSTEMS 


Systematize and automatically control 
reference files. Available in a wide var- 
iety of titles to meet exact indexing re- 
quirements of nearly every industry. 
Mounted on linen, paper, or morocco. 
With exclusive Perma-Seal tab, a per- 
manently-sealed, soil-proof tab, made of 
steel but paper-thin. Also slip-in title 
strips. 


== Ge an @&2 4&2 OF 


FILE ADAPTORS 


Adapt unpunched material to 
binding mechanisms. Inserted 
between pages or folds; holes or 
slots in adaptor adjust to match all 
standard ring and post binders. 
Adjustable to 14” overall. 40¢ each. 
1 doz. in counter display. 


EASTERN DISTRIBUTOR: 
BAINBRIDGE, KIMPTON & HAUPT, INC. 
218 Greenwich Street, New York 8, New York 


MASTER 


PROODUCTS 


- 
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MASTER MULTI-POST SECTIONAL SALES CASES 


Designed to system-organize selling material, providing practical 
means for carrying and displaying. Opens perfectly fiat. Separate, 
multi-post, self-locking sections are instantly removable. Steel frame, 
heavily plated parts. All-enclosed, finest top grain black or tan leather 
cases. 6 Models for 3 to 8 one-inch sections, 


MASTER MULTI-POST SECTIONAL SALES BINDERS 


Incorporate the scme exclusive binding mechanism 
and fine quality leathers as the “Streamliner” 
series, but are open binders instead of 
all-enclosed. Now available with new, 
improved “snap” closing strap. 7 Sizes 

for 3 to 12 one-inch sections. 


4 “ o° 
od 


ALL WITH MASTER’S FAMOUS BINDING MECHANISM 


MASTER 





2-piece section with self-locking WA 
triggers for any punching. 
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tues, 


Ca. 


'e , 


or the clean, Perfect py, top executives 
dalaelllelslel eh mm aat= ntry call n QUEEN 
QUALITY PRODUCTS. 


Executives know that for every type of off 
work, QUEEN QUALITY PRODUCTS w 
perform with Top Efficiency——thats why 
they demand that their office force must use 
‘@TTT-y-1) relate Melalh am @101-1-1,R ie) am 37-10 ane lt lelileei 


Talemlelod 


For Anyt! 
We manuf 


Write today for your samples 
of the Queen Quality Line! 


- INKED RIBBONS . | ge raree 
: BAROLLS 
ATING CARBORS 


DEEN RIBBON & CARBON CO., INC. 


Executive Offices 
128 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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Copynile 


to sell. aaa .... and “mere to sell” 
means 


MORE SALES FOR YOU! 
























“Copy-rite” is naturally preferred by BECAUSE they insure the finest dupli- 
| leading business firms—schools and insti- cating work. The complete line of 
| tutions everywhere BECAUSE of its “Rite-Copy” supplies and the full line of 
/ many, many advantages. “Rite-Copy” “Copy-rite” Duplicators (including electric 

supplies are very heavy selling items too, model with UL seal) are now available. 













/ PRICED FOR THE VALUE-CONSCIOUS BUYER 
i Copy-rite Liquid Duplicators give 
} your customers all these advantages 












@ Longer runs of more uniform copies 


with exclusive roller-moistening principle. 







@ Faster work—one copy for each turn 
| of the handle—face up. 
| 







@ Instant starting without priming. Fluid 






supply always visible. 
@ No Stencils, Gelatin, Ink, Ribbons, Type 
—clean operation with no mess. 








@ Accurate alignment—automatic paper- 
feed—accurate registration. 






@ Versatility—"Copy-rite’ handles stock 
from post card size to 9x14” sheets. 








e@ “Copy-rite” is simple, and built to last. 








. No Service Problems! 


YOUR COMPETITOR KNOWS 
that no matter how well estab- 
lished his business may be, nothing — 
can harm it more than quality mer- /worrt® 
chandise in the hands of an aggres- Copy 
sive rival. He also knows that ef ) 
unless your merchandise and meth- 
ods are the best, you cannot con- 
11 | tinue to sell your products at 

Other “Copy-rite”’ 


competitive prices. models from $139.50 
to $399.50 pilus tax. 



























Model No. L-47 complete with 
automatic paper feed and cover. 
ONLY $244.50 pilus tax. F.0.B. Chicago. 
ail ali steel cabinet as shown 
$49.50. 























WOLBES OUP LIGATOR & S Ue Lee O. 


YAO ue Gre) ailelile me )ia-1-3) ee 5 14, Illinois 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
1719 Fremont Ave., South Pasadena, Calif. 


New officers of the Southern California Office Furni- 
ture Association, elected on November 6, are as follows: 
president, Sidney T. Holtby, corporation secretary of 
the Los Angeles Desk Company, 944 S. Main St., Los 
Angeles; vice-president, Herman Klein, Miller Desk 
Company, 219 W. Second St., Los Angeles; secretary- 
treasurer, Mrs. Mildred Segal, General Office Furniture 
Company, 927 S. Los Angeles St., Los Angeles. These 
officers were installed at the December meeting and 
committees were scheduled to be named later. 

The new president, who with Arthur Willis, after a 
trip to New York in 1946, was instrumental in organ- 
izing the association, came to Los Angeles from Can- 
ada six years ago to assist his brother-in-law, Douglas 
Holman, president of the Los Angeles Desk Company, 
and has held his present position since that time. 

In Canada, Mr. Holtby made his home in Winnipeg 
and later in Calgary. 

* . o 

The Monterey Office Supply is the name of a new 
store opened by E. T. Swanson at 127 S. Garfield Ave., 
Monterey Park 

* > . 

Mrs. Jack Dwight, wife of Jack Dwight, well-known 
traveling salesman in this area, has purchased 
Conoga Park Stationery at 21431 Sherman Way, Con- 
oga Park. Mr. Dwight represents the American Pencil 
Company 

* . * 

Robert Rothman, who about a year ago established 
the Accountant Stationers & Printers at the same 
location where his father, Sam Rothman, operates the 
Commercial Typewriter Company, 752 S. Spring St., 
Los Angeles, reports that he has had a very good year. 





Andy Davis, formerly with the Yale Filing Supply 
Company, 409 E. Third St., has been his outside sales- 
man from the beginning of the business. 

* ” 


John Bown, proprietor of the Boulevard Typewriter 
Company at 5638 Hollywood Blvd., states that he is en- 
joying a brisk business in used typewriters and adding | 
machines. 

The demand for new portables for gifts has been 
very good to date. 

In the matter of used machines Mr. Bown says 
that the year’s guarantee that he has been offering 
has proved to be a good business builder. 

* 7 + 


Charles A. Adair, proprietor of the Adair Typewriter 
and Office Supply Company at 2805 N. Figueroa St., | 
Los Angeles, has taken over the building next door 
(50x100 feet), and has also set up a separate office 
furniture department in a building just around the 
corner. This means that he is now occupying the en- 
tire corner area. Mr. Adair has been in this location 
since 1943, and prior to that he had a Highland Park 
location for three years. This business was formerly 
known as the Adair Typewriter Company, but a year 
ago the present name was adopted. Two new trucks 
have recently been added to the outside equipment, 
making a total of three, and the personnel has been | 
doubled in the last 14 months. Mr. Adair started this 
business in a very small way, doing only repair work 
and carrying only a few office machines. 

* ™ * 


The annual Christmas luncheon of the Golden State 
Travelers’ Club at this writing is slated to be held at 
Mike Lyman’s Restaurant, W. Eighth and S. Hill, on | 
December 18. Guests will be invited in addition to the | 
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A COMPLETE LINE 
— 133 Items 


For Every 
Use — 
Business, 
Professional, 
School 


Panel styles include labels; Window styles, trans- 
parent acetate and bond title sheets. Take 11 x 82” 


| sheets. Come in a very attractive selection of colors. 


WITH 3 AMFILE ATTACHED, DOUBLE-PRONG FASTENERS. 
ON 4%" CENTERS. 


TOPHIDE. Extra heavy, leather-like material, levant grain. 
Panel or Window style. 

PACIFIC. Heavy two-tone finish material. Panel or Window 
style. 

MARINER. Made for hard wear, this stock is .014” thick, a 


crush grained pattern. Panel style. 


STANDARD. Strong, colorful leatherette. For all ordinary uses. 
Panel or Window style with embossed edges. Also 
comes with plain front suitable for imprinting. 


This grade also available in legal size. 
WITH PLAIN PUNCHED HOLES, for LOOSE FASTENERS. 
FOLDED GUSSETS. 


Embossed border and panel styles. Both very rea- 
sonably priced. 


STANDARD. A good wearing leatherette that comes in 11 popu- 
lar colors. 


Comes in fawn or cream. 


LEADER. 


Write for catalog describing entire 
line, also dealer discounts. 


AMBERG FILE & INDEX CO. 
Filing Specialists since 1868 


1608 Duane Bivd. . Kankakee, Ill. 
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Offers AMAZINGLY 
ACCURATE REGISTRATION 


Here's a duplicator so accurate that you could rerun 
a stack of copies, and the second impression would 
be exactly over the first! This “hairline registration" 
is only ONE Model "R" feature. It's faster, more 
versatile, easier to operate. Has automatic feed, auto- 
matic counter, quick-change Master guide and clamp, 
lever-tilt fluid system, 100°/, roller moistener, requires 
only one handle turn per copy, "face-up" stacking, 
only '/g"" stripping margin, and handles tissue to card 
stock up to 9" x 17". It's a streamlined work-saver 
that belongs in any office—for systems work or straight 
duplicating. 

Ask your nearby REX-O-graph dealer for demonstra- 
tion. Or write for literature on this or 23 other models 
priced from $98.00 to $865.00. Check the REX-O- 
graph 100-times-more-permanent way of copymaking! 


REX=-O-=c1cph, Ine. 


7836 West Hicks Street 


Milwaukee 14, Wisconsin 








Mfrs. 


of SUPERIOR FLUID DUPLICATORS AND SUPPLIES 
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| regular membership. The main speaker will be Russell 
Davis, proprietor of the Alhambra Office Supply, 112 
E. Main St., Alhambra, president of the Stationers 
Association of Southern California. Also on the pro- 
gram will be Ed Harrington, proprietor of the Pasa- 
dena Stationery and Printing Company, 45 E. Colorado 
St., Pasadena, governor of NSOEA District No. 14. 

The regular monthly meeting, a golf and dinner 
| party, was held December 1 at the Montebello Country 
| Club. This is an annual party also, known as the Year 
| End Golf and Dinner Party. Dealers were invited to 
attend and prizes were awarded to winners in the golf 
tournament. A get-acquainted friendship hour pre- 
ceded the dinner. 

A number of evening meetings of the executive com- 
mittee of the club are being held at this writing with 
| the idea of planning the program for the ensuing year. 
The regular weekly meetings are held Monday noons 
at the Rosslyn Hotel, Los Angeles. 

* - * 


Ralph A. Maddox of the Western Patent Accessories 
| Company, 6611 Sunset Blvd., Los Angeles, reports that 
| orders for his patented bail, designed for older type 
| Underwood typewriters, is meeting with good response 

throughout the country. The bail can be installed in 

five minutes and can be used on all carriage lengths 
up to 18 inches. 

According to Mr. Maddox, orders recently have been 
coming in from all over the world. The bail is handled 
through the facilities of the Ames Supply Company. 

* ” . 
At this writing preparations are complete for the 
| entertainment of the members of the Golden State 
Travelers Club by the dealers, that is the members of 
the Stationers Association of Southern California, at 

the Ambassador Hotel, Embassy Room, December 8. 

The affair will be a dinner dance. 
. - 7 

The Robert L. Parker Company, for many years the 
Southern California distributor for Rex-O-graph, Inc., 
Milwaukee, is temporarily being operated as a factory 
branch by Rex-O-graph at the former Robert L. 
Parker Company offices, 1835 S. Main St., Los Angeles, 
Lester J. Christiansen, general sales manager for Rex- 

| O-graph, announces. The highest standard of service 
and customer relations inaugurated by the late Robert 
| L. Parker during his life time will be maintained and 
intensified by the factory branch management. 
” © * 

Plans are in progress for the fourth annual Southern 
California Business Show, April 24-27, Biltmore Hotel, 
Los Angeles, with the Los Angeles Chapter of the Na- 
tional Association of Cost Accountants in charge. This 
announcement is made by John B. Norberg of San 
Marino, who heads the business show committee as 
general chairman. 

Each year more than 10,000 businessmen from all 
| parts of the country visit the show. At this writing it 
| is reported that not more than seven spaces are still 
| available for exhibitors, a fact which means the show 
| is gaining rapidly in momentum from year to year. 

* 7 e 

H. C. Lyles, well known among Southern California 
stationery salesmen, and resident of San Gabriel, Calif., 
has been named representative for the McMillan Book 
Company, Syracuse, N. Y., and the Trussell Manufac- 
turing Company, Poughkeepsie, N. Y., for eight western 
states—California, Oregon, Washington, Idaho, Utah, 
Arizona, New Mexico and Nevada. Loose leaf devices 
only will be distributed. Mr. Lyles has been a resident 
of the Coast country for the last 14 years. 


oo 








Texas Firm Wins Award 

The Beaumont Typewriter & Supply Company was 
one of the first of ten firms in Beaumont, Tex., to re- 
ceive a “Good Citizenship” certificate. The award was 
made for the firm’s 80 per cent employee contribution 
in the city’s 1950 Community Chest campaign.—JHR 
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R 18 HAND-OPERATED FIGURING LISTING MACHINE 
ao EIGHT-COLUMN ITEMS AND TOTALS 


125” 


So smooth and beautiful in design, and so 
eye-resting in color! So easy and quiet in action, 
suiting its pace to the speed of any operator! 
The Barrett requires less salesmanship 

than any similar machine. 

Have it—show it—let the customer operate it. 
That and a brief outline of its 

SPECIAL and EXCLUSIVE FEATURES 

are all it takes to make a sale. 

The Barrett is a natural Business-Builder— 
and under the Barrett Exclusive Sales Agency Plan, 
the business you build IS YOURS. 

We support and defend you in it, 


and help you grow and grow. 


‘Karrett 


Adding Machine Division 


Lanston Monotype Machine Company 


24th and Locust Streets, Philadelphia 3, Penna. 
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© 192 ELECTRIC PRINTING CALCULATOR. DIRECT SUB- 
ie TRACTION, 9-COLUMN ITEMS AND TOTALS 





a 19? HAND-OPERATED PRINTING CALCULATOR. DIRECT 
SUBTRACTION. 9-COLUMN ITEMS AND TOTALS 


pocorn 


Date 


Barretr Appinc Macuine Division 


Lanston Monotype Machine Company 
24th and Locust Sts., Philadelphia 3, Pa. 


Please send full information in regard to the 


| 

| 

| 

! 

| 

| 
BARRETT EXCLUSIVE SALES AGENCY PLAN 
Name 
| 

| 

| 

| 


Address ot Phe 


be ee exc ene enn Gann am aunentemnememsaunal 


SEND IN THE COUPON FOR THE FULL DETAILS, TODAY! 
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— CATALOG 


Availablee 


Bigger ... Better... 
New lines added .. . 
Showing the most com- 
plete line of MARK- 
ING DEVICES and 
SUPPLIES we have 


ever offered. 


Write fora 
copy on your 


letterhead 





MARKING DEVICES 
F EVERY DESCRIPTION 


4? 


/ 
DOMESTIC & EXPORT TRADE 











Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated Box 
Dies, Badges, ete. 


ConsouipaTeo STAMP Mee. 6o., Ine. 


MAIN OFFICE AND EXPORT DEPT. 


44, WARREN STREET, NEW YORK 7, N. Y. 
ee 
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| News Notes From NSOEA District No. 8 


BY DAVE C. NEUHAUS, FOR E. J. MITCHELL 
12 W. 7OTH ST., KANSAS CITY 5, MO. 


News from E. J. “Gene” Mitchell, manufacturers’ 
| representative, St. Louis, Mo., dated November 11: “I 
' came home from the hospital last week end. My new 
| address is 329 Belt Ave., St. Louis 12, Mo. I had a 
| welcome and interesting visitor one evening last week 
in the person of Herb Walsh of Ace Fastener Corpora- 
tion of Chicago, who stopped in on his way to New 
Orleans and Texas points on one of his regular busi- 
ness trips.” 
* * 7 

A short time ago it was announced Dwight B. Steele 

of General Fireproofing Company had been promoted 
| to the Boston office and would be succeeded by A. B. 

Brown. Am now advised, Mr. Brown will not take over 

this territory. C. W. “Claude” Allen will work with the 
| dealers in Missouri, Joe Davis of Denver is taking over 
| Oklahoma and H. W. Wolcott, who headquarters in 
| Nashville, Tenn., will work with the dealers in Ar- 
| kansas. 
| 7 * * 

We are glad to welcome A. J. “Al” Nordstrom, Smead 
Manufacturing Company; James D. Pryor, Wilson 
Jones Company, and John W. Henn, Joseph Dixon 
Crucible Company, as new members in the Midwest 

| Travelers Club. 
i - * * 
A very humorous item was noted in the October 
| 1950 issue of the Master Addresser dealers’ bulletin; 
“Each month hundreds of inquiries are forwarded to 
dealers throughout the country. Naturally, we like 
| to receive a report from the dealer that the lead has 
been followed up promptly, but we’re most pleased 
| when it makes a sale. The following is a report sent 
to us by Walter Ruedy of S. G. Adams Company, St. 
Louis, Mo., of a follow-up on a prospect’s name we 
forwarded. This has given us more pleasure than any 
| other report that did not result in a sale. The call 
on the prospect was made by ‘Red’ Haley of the Adams 
Sales force and here is his report: “This is a residence. 
No screens on windows. No screens on door. Big black 
dog waiting in doorway. Three women, with dirty 
feet, were lying in bed. Haley could not find any place 
to make demonstration, nor could he find any place to 
set his hat. He kept hat on. Women sat up in bed 
and watched. Demonstrated on floor. NO SALE.” 


* ” * 


Skans-Sheppard Company, Omaha, Nebr., has a 
novel way of remembering the travelers who call on 
them. A large display card, approximately 18 x 24, 
contains the photos of numerous travelers, from whom 
they buy or with whom they are acquainted. Some pic- 
tures are actual photos, while others are prints, se- 
cured from the various trade publications. The display 
card has been named “Skans-Sheppard Rogue’s Gal- 
lery”—so, travelers, see if you can find your picture 
in this gallery, the next time you visit Omaha. 


. * * 

A group of Midwest Travelers met for luncheon at 
the Continental Hotel, Kansas City, Mo. on November 
25 to discuss plans to establish a Kansas City Chapter 
of the Midwest Travelers Club. George F. Rocker, 
W. H. Gunlocke Chair Company, was elected chairman, 
Tom Seward, Speed Products Company, Inc., secretary, 
and George K. Desmond, Victor Safe & Equipment 
Company, Inc., treasurer. 

Luncheon meetings are to be held on the last Satur- 
day of each month. The next meeting will -be held 
January 27 at the Continental Hotel, at which time 
a permanent meeting place will be decided upon. 

The purpose of this chapter is to encourage closer 
relation and fellowship between travelers and dealers 
in this area. A cordial invitation is extended to all 
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installs the luxury of wiltshire modern 















Bankers, brokers, and businessmen are just a few who really appreciate the 
luxury of Wiltshire Modern—by Imperial. Wiltshire Modern’s fine, sweeping 
lines...trim styling... hand-rubbed finish... increase the prestige, beauty 
and comfort of any office it graces. Yet, the durability and extra features 
of Wiltshire Modern make it economical, practical. Put your best foot for- 


ward—show Wiltshire Modern to your customers who want fine office 


furniture. 


Your customers ore well- 
acquainted with Wiltshire 
Modern and other Imper- 
ial lines through ads in 
these national mago- 
zines. Selling is easier 
for you when you sell 
Imperial. 
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This impressive array of Wilt- 
shire Modern office furniture 
helps build prestige for the 
City Bank of Detroit, Detroit, 
Mich. The installation was 
made by the Herbert Buhler 
Co., of Detroit, another suc- 
cessful Imperial dealer. 





desk company 


EVANSVILLE 7, INDIANA 
MANUFACTURERS OF WOOD OFFICE FURNITURE 






Member of Wood Office Furniture Institute 
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Yes, America Wants Two Tube Fluorescent Desk Lamps and General has, not 
just one, but two styles . . . to help you get the bigger sale and a longer 
profit. Both are volume priced, designed right. They more than satisfy your 
entire market. 2 miracle high bake finishes. Both take standard 15 watt 
tubes. 


The Deluxe (top) decorator styled lamp has arms of solid brushed brass 
tubi: for a rich two-tone effect. One piece adjustable shade. The new 
startling platinum chrome high bake finish is especially attractive with gray 
furniture. 

Retail 
No. 646 Platinum chrome for 2 tubes : 
No. 646 Hammerloid bronze for 2 tubes...... 


General’s Standard (below) is the country’s fastest selling medium price 
2 tube fluorescent desk lamp. Exceptionally sturdy ... base weighted ‘+ 
striking design. 


No. 642 Hammerloid Bronze for 2 tubes 
No. 6438 Hammerloid Gray for 2 tubes.... 


Retail 
» 14.95 


(Also Available for 1 Tube No. 634 Bronze, No. 636 Grey——$11.95 Retail) 


ORDER TODAY 


BE 
SAFE 


BE 
SAFE 


<A 


<< as ~ <a 
4 veal Amy 


_/ MFG. CORP., ELWOOD, INDIANA 


a . = n 
Stnerai Semaneds arrentie 


GENERAL LAMPS MFG. CORP., ELWOOD, IND. 
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| pany, Memphis, 


| travelers in our industry who happen to be in Kan- 
| sas City on the specified meeting dates. 


* * * 


I recently had the opportunity to sit in at the con- 
| clusion of one of the Omaha Stationers Association 
| luncheon meetings. Plans were discussed for the next 

Eighth District Regional to be held in Omaha, Nebr., 
April 19 and 20. The Omaha Stationers have given 
| much time and thought, both individually and as an 
association to make this an outstanding meeting. Ne- 
| braska’s Governor Peterson will be one of the keynote 
| speakers. Every stationer and traveler should make 
this meeting a MUST. The constructive information 
received in addition to meeting old, as well as new 
friends, at well planned social programs, will amply 
| reward those who attend. 

* - *. 


| Galen Seal, former owner of the Office Supply & 
| Equipment Company, Topeka, Kans., will shortly open 
| a new store in Denver, Colo. 

7 * 


Word is received from Clarence Thornbough, for- 


| merly with Central Printing Company, Little Rock, 
| Ark., that, after having been in the Navy a month, he 


has gained ten pounds in weight. He is located at 


| Kodiak, Alaska. 


Jim Shafner, Jr., of Shafner Printing & Stationery 


| Company, Rogers, Ark., is now in the armed forces, 


having reported in October to Camp Hood, Tex. 
” + . 

Bill James of James Bros., North Little Rock, Ark. 
who is a pilot in the 154th Fighter Squadron, flew in 
home on November 18 to visit his parents and brother 
and to check up on how business has progressed dur- 
ing his absence. 

* ~ + 

Ray Podesta, Jr., formerly with A. R. Taylor Com- 
Tenn. and now stationed at Fort 
Benning, Ga., reports he much prefers the strenuous 
job of selling office supplies to life in the Army. 

~ ~ /” 

A vote of appreciation and thanks is due John 

Chowning, Carpenter Paper Company, Little Rock, 





Ark., for so graciously sending in Arkansas news items 


| for this column. Your efforts are an important factor 
in assembling news for the Eighth District. 


* * * 


The following travelers were observed, late in No- 
vember, contacting their trade in St. Louis, Mo.: E. R. 
Sharp, Apex Manufacturing Company; C. E. Balliett, 
Westcott Rule Company; Lee Gamel, Bates Manufac- 
turing Company and Eddie McCully, New York City, 
Wallace Pencil Company. 





Fort Worth Firm Plans Move 


E. R. Comer and Company, Fort Worth office supply 
| company, will move soon from its present location at 
704 Houston St. to 1313 Houston St., where it will 
occupy a _ three-story-and-basement building with 
18,000 square feet of floor space, increasing its floor 
space by about 334 per cent. The business was founded 
by the late E. R. Comer in 1872 and is one of the oldest 
in the city. F. E. Berry is present head of the firm. 
-JHR 








MISSING MACHINES 





American Typewriter & Office Machine Company, 609 N. 2nd St., Mil- 
waukee 3, Wis., reports the ‘disappearance of two typewriters. One is 
Royal typewriter 12-inch KMM No. 3655252 elite type. The other is a 
Royal portable deluxe A No, 1841717 pica type. 


4 shipment of eleven machines intended for Toronto, Canada, sent in 
October, has been lost or stolen. The missing adding machines are as 
follows: Model 82: serial numbers, M-31821, M-31822, M-31828, M-31824; 
Model 82-E: M-30646, M-30647, M-30648, Model 881-E: M-81630, 
M-31632 and M-31633. 

One Multo calculator, Serial No. 38-3844, is also missing from the National 

| Business Show. Should any of these machines be located, please contact 
' the Addo Machine Company, Inc., 145 W. 57th St., New York 19, N. Y 


M-30649 ; 
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.-. You can pay 


MORE 


... but you cant 


BUY BETTER! 
WELLS 


Amoucas Bost Soller 
Amoncas Bost Buy 





WELLS POSTURE-RITE 


re than ever with the Tilting Back 
co an No. 1270 


the chairs that like to be © 
$ 55 EA. LIST 
COMPARED! 3 8 


Illustrated in Duran 


Priced Slightly Higher in Zones 2 and 3 


“So MUCH for so Liitle” 


GENERAL OFFICES 
725 S$. LA SALLE ST. 
CHICAGO 5S, ILLINOIS 


s 
TELEPHONE 
HARRISON 7-1100 








CHAIR CORPORATION 
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METAL OFFICE FURNITURE COMPANY 
Grand Rapids, Michigan 
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Texas Travelers Club Notes 


NINA BAILEY, CORRESPONDENT 
4015 McKINNEY AVE., DALLAS TEX. 


Lloyd Griffith, formerly of Elliot Office Supply Com- 
pany, Amarillo, Tex., has been appointed store man- 
ager of Southwestern Stationery & Bank Supply Com- 
pany of that city. 

7 + * 

J. Paul Craig has replaced S. S. Gaines as store man- 
ager for Clarke & Courts at Harlingen, Tex., and an- 
nounces that the foundation for their new store has 
been poured and the building be ready for occupancy 
about May 1, 1951. 

~ 7 7 

D. C. Cummins is the new owner of the Office Supply 

Store at Del Rio, Tex. 
ee * * 

O. P. Yeager has purchased the City Office Supply 
Store at Raymondville, Tex., from Charles R. Johnson, 
Jr. 

oe os * 

Jack Newby is now sole owner of Texas Office Sup- 
ply Company, San Angelo, Tex., having bought out 
his partner, Ben Godfrey. 

* * » 

Hester Office Supply Company, Lubbock, Tex., sold 
their Sweetwater, Tex., store to Jarvis Office Supply 
Company 

+ 7 ” 

J. B. (Pete) Peatling, F. S. Webster Company, is 
wearing a big smile and passing cigars for that new 
grandson born November 9, in San Antonio. 

* ~ - 

G & S Office Supply Company, Laredo, Tex., an- 
nounces the appointment of Alfredo Salinas as man- 
ager in charge, replacing J. E. Sellers. 

” a + 


Announcements have gone out of the marriage of 
Miss Diana Perez, G. & S. Office Supply Company, 
Laredo, Tex., to, Manual Alaniz, manager of the Book 
Store at Laredo Junior College on December 22, 1950. 

* * . 


We sincerely hope the news was good for Ed McBee, 
Stemple Manufacturing Company, on his recent check- 
up at Baylor Hospital in Dallas. 

*” * * 

Dave Gisclard and Urban Fogarty, formerly of J. D. 
La Blanc, and Dan Benefield formerly with Office 
Equipment Bureau, Inc., are now connected with Bau- 
dean, Inc., all of New Orleans, La. 

+ ” - 


Alvin Durel of Hanson-Flotte Company and Paul 
Mule of The New Orleans News Company, have formed 
Mule-Durel, Inc., located at 241 Dauphine St., New 
Orleans. 

” * 7 

Jimmy Ducote, has resigned his position with Busi- 
ness Controls, Inc., of New Orleans, to take a position 
with Hanson-Flotte of that city. 

” + . 

O’Donnell Brothers, Inc., 407-Baronne St., New Or- 
leans, are moving into new and larger quarters at 
514 Camp St. 

* * 7 

Leo Lotz and Clarence Escher, formerly of Baudean, 
Inc., have joined Hanson-Flotte Company, New Or- 
leans, La 

* 7 + 

The Clem Bernard Company, 421 Natchez Ave., New 
Orleans, is owned by Clem Bernard, formerly with 
Baudean, Inc., of that city. 

— . * 

Ralph Labiche, Dameron-Pierson Company, New 
Orleans, La., received his orders and reported for Army 
duty on September 25. 

+ . * 

Ralph Sibert, formerly of Baudean, Inc., and Don 

Wilkins, formerly of Hanson-Flotte Company, are now 
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CAN YOU 
FILL THESE SHOES? 


SOMEWHERE among the readers of this ad is a man we 
want to meet. For that man we have an attractive opportunity. 

To fill these shoes he must keep pace with an organization 
that has shown a solid gain in every one of its 34 years. 

Maybe the man who will fill these shoes is experienced in 
liquid process duplicating machines and supplies, or in ribbons 
and carbons. This will be helpful but not essential. While 
probably now employed, this is not a requirement. 


Ten pairs of shoes to fill 


If Old Town sounds like YOUR kind of a company, get 
in touch with us. We have shoes of various sizes to fit the 
kind of man who belongs — in our group. You can grow with 
this fast-growing organization 

Actually, we have TEN SALARIED OPENINGS. Not re- 
placements. Our own men know of this ad and of the success 
that makes it necessary to add man-power to keep forging ahead. 

We need capable men for posts as factory representatives in 
various ~. of the United States, to supplement a broad pro- 
gram of advertising, merchandising and dealer-development 
scheduled for 1951. 


What to teil us 


Address your reply, which will be held. in confidence, to 
V. de P. Farrell, General Sales Mgr., Old Town Ribbon & 
Carbon Co., 750 Pacific St. ., Brooklyn, N. Y. Tell us — you 
have done "and what you would like to do. be. sous 
education and business background. Give us a few ye 
yourself—your age, your family responsibilities, whether you 
can move your home if necessary. Send along a recent snap- 
shot. Give us any other information you believe will interest us. 


Old Town 


RIBBONS & CARBONS 


“Make a Good Impression” 


181 





connected with J. D. La Blanc, New Orleans, La. 
* . * 

Jim Turner, formerly with Howard Company, Mid- 
land, Tex., has been appointed to succeed Dick Mc- 
Knight as manager of the West Texas Office Supply 
Company, Midland. 

” ” a 

The Ray Howards, Esterbrook Pen Company, are 
now at home in their new house, located at 7722 
Caillet St., Dallas, Tex. 

_ ” * 

The formal opening of Morton’s (formerly Morton 
Printing Company) was held at the new location, 214 
N. Main St., Corsicana, Tex., on Thursday, October 12. 

* * * 


At a regular quarterly meeting of the Texas Trav- 
elers Club held at the Ben Milam Hotel in Houston, 
Tex., on October 9, dates were announced for a series 
of speaking engagements by Paul E. Burbank, NSOEA 
| general manger, before the Sales Executive Clubs in 
| the following cities: San Antonio—January 5; Corpus 
| Christi January 8; Fort Worth—January 9; Austin— 


@ COSTUMERS January 10; Houston—January 12. 


April 26 and 27 were also announced as the dates 


for the 1951 regional meeting in New Orleans, La. 
@ SMOKING STANDS 6 ome 
Through the “grapevine” we learned that your for- 
@ LETTER TRAYS | mer correspondent, Mrs. Philo (Virginia) Leonard, 
The Globe-Wernicke Co., has taken up ice skating 
@® SAND URNS since moving to Cincinnati, Ohio and loves it. But 
| she says she and Philo are looking forward to the 
@ TORCHIERS NSOEA convention in New Orleans, La., in April. 











IBM Appoints Seefeldt in Chicago 

William Seefeldt has been made manager of all sales 
and services for the International Business Machines 
downtown office in Chicago. He formerly was electric 
accounting machine manager in that city. 

The promotion was one of several resulting from a 
decentralization of IBM activities in Chicago. Heading 
the South Side office is Joseph J. Sweeney, formerly 
| sales representative. The manager of the West Side 

office is Robert Y. Cadwallader. The new direct report- 
ing office in Evanston is headed by Theodore J. Wepp- 
SMOKING STAND ner, manager of sales and services. 


AVIATION PLANT WINS RECOGNITION 














No. 265-T COCKTAIL 
SMOKER 


e No. 17-C COSTUMER 


Durable 14" diameter base, heavily weighted. 
1/,"" diameter upright. 4 double hangers with 
finished protective knobs. 











e No. 265-T Cocktail Smoker 


Overall Height 24". Tray Diameter 16". Base 
Diameter 10"'. Tray Height 22'/."'. Shipping Weight No. 17-C 


— COSTUMER 
e No. 260 SMOKING STAND 


Overall Height 24". Base Diameter 10"'. Will not 
stain—no glass to break. Wearing surfaces are 
coated with clear, burn-proof lacquer. All ashes The high rating earned by North American Aviation, Inc., 
disappear by depressing center knob. Heavily in their Department 10, Downey, Calif., in the monthly 
weighted—apprenimately |! tbs. each. plant-wide rating system, recently attracted nation-wide 
attention. On the way to the Portland convention of the 
e Send for Complete Information National Association of Cost Accountants, President Wm. 
B. McCloskey, (right), controller of the Davison Chemical 
Corp., and H. Leslie Rogers, past president of the Los 

congratulate John Goukler 


VW A L o Angeles chapter of NACA, 
(center), general foreman of Department 10. Also con- 
COM PANY gratulated for the excellent score made in the monthly 


2937 Sheridan Ave., St. Louis 6, Mo. ratings were Gil Mott (left) and Herb Heyes, foremen. 
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MASSACHUSETTS DEALER SAYS, a ° ¥ 
it’s a SMmGS 4 
... the most beautiful desk bd 


2"\ on the market.” 

















ILustrated is Model $078, 
78” x ” Executive 





Conference Desk. 


the all-new Sou 5000 Series | 


Steel Desk and Table Line 








Response to initial dealer showings of the all-new 
Berger 5000 Series is terrific. It’s a smash hit! 


: a Dealers are excited about the tremendous sales pos- 
sibilities of these outstanding steel desks and tables. 
Buyers are equally enthusiastic over their wonderful 
comfort and convenience, features, efficient operati 

and excellent design. . “a 


60° x 30” Standard 
All-Purpose Desk 


And rightly, so. Here, finally, is a completely-new 
100% redesigned line of quality steel office furniture. 


Dealer demand for stocks of 5000 Series models is high. 
4x30" Junior” | While temporary shortages of some units may occur 
Lxecainm: Bask | from time to time, be assured that Berger is doing 
everything possible to distribute all products equitably. 


BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION * CANTON 5, OHIO 


Manufacturers of Stee! Desks and Tables « Filing Cabinets * Storage Cabinets 
Transfer Cases * Book Shelf Units * Plan Drawer Assemblies 












. . « featuring restful “eye-comfort” tops .. » mew comfortable 
29-inch height ... modular design .. . fully interchangeable 
elements .. . easy-action drawers . . . double-duty sliding trays 





STEEL 
OFFICE FURNITURE 


. « « plenty of leg room... new locking convenience . ° . superb 
Berger all-welded construction ... beauti ‘ful, long-life finishes. 
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POSTING TRAY 


Here is an entirely new kind of posting tray, designed to satisfy the most critical require- 
ments of users of mechanized systems. The Norfield Posting Tray is a marked advance on 
anything hitherto available; it is extremely adaptable, taking cards of different widths, it 
is light and convenient to handle, and its mechanism gives maximum security to the contents 
while allowing the cards to be handled easily for posting and reference. Norfield quality is 
built into every one of these trays and is reflected in their practical design and handsome 
finish. 
e Available in three sizes to cover 

ledger sheet widths from 6 to 15 

inches 
e Adjustment for width is made * 

sliding outwards the extenders hold- 

ing the hinged side rails 





e The angles of the front and back 
slope provide a perfect posting V 





e Specially designed spacers prevent 
sheets from “creeping” 


e Both side rails can be dropped for 
offsetting 


e@ The Norfield Tray Stand illustrated above, is finished in grey 
crinkle enamel and chromium fittings to match the tray. It 
is adjustable for height from 191/.” to 29”. Sturdily con- 
structed, it is designed to provide maximum posting con- 
venience. 





FULLY ILLUSTRATED BROCHURE AND PRICE LIST WILL BE SENT ON REQUEST 





POSTING BOX 





Entirely original in its design the Posting Box is ideal for housing records such 
as Employees Earnings Cards, General Ledger Sheets, etc., whether machine or 
hand posted. Serving a dual purpose, it can be converted instantly from a 
double locked container to a posting tray giving a perfect V for easy accessibility. 


Following are a few addi- 
tional uses for the Norfield 
Posting Box: 





@ Accounts Receivable Cards 
e Accounts Payable Vouchers 
@ Real Estate Records 


: e Insuranace Records 

@ Available in two sizes accommodating sheets 
up to 11 inche uare 

ip t ches sq e@ Personnel Records 


© Capacity approximately 350 cards 


@ Finished in grey crinkle enamel with chro- © Order File 


INTASCO CORPORATION 


3021 CARROLL AVENUE, CHICAGO 12, ILLINOIS 
VAn Buren 6-0126 
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POTLATCHING yitt!™ 
oy EGON ERAILERAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 


ah 








On your next call at the Astoria Stationery Com- 
pany, Astoria, Ore., you will be very much in order 
in saluting its genial owner, Pete Cosovich, as “Your 
Honor.” Pete won an overwhelming victory in the 
recent mayorality election—the winning plank in 
his platform was the one guaranteeing a chinook to 
every contestant in next Labor Day’s local salmon 
derby. We trust that this will be one pre-election 
promise that will be fulfilled. 

- * . 

Russ (Carter Ink) Stevens journeyed east last 
month to become an old timer. Not that he has rapidly 
aged on the Oregon Trails these past several years 
but because 25 years have elapsed since he joined the 
Carter organization he is privileged to join that 
select group known as the “Old Timer’s Club.” We 
have heard he came through the initiation without 
serious mishap but will not be able to work again 
until after New Year’s. 

” * . 

The November 29 Traveler luncheon in Portland 
witnessed an overflow attendance and was conse- 
quently transferred to Huber’s Oriental Sky-Room for 
additional space and more delicious food. After the 
roast suckling pig and spiced apples had been dis- 
posed of the guest speaker of the day was presented 
to the gathering. For over an hour R. D. (APSCO) 
Buckley, the Oakland sage of the pencil shapener 
industry, held his audience spellbound with a graphic 
description of his harrowing experiences in the recent 
devastating floods in California’s San Joaquin Valley. 
Noah and his Ark had nothing on Buck and his 
Buick and we can well believe him when he says those 
recent nerve-wracking experiences nearly turned his 
hair gray. 

. * - 

F. S. Webster’s Cy Lundgren and Ed McCarthy were 
recent visitors in Portland. We were glad to hear that 
their associate, Buster Ellis, has become acclimated to 
his new territory in Arizona and has amazed the na- 
tives with his capacity for the local hot tamales. As 
one native recently exclaimed, “Ah, Amigo, you are a 
sensation.” 

> + 7 

Blackfoot Printing Company, Blackfoot, Ida., and 
Spencer’s Office Supplies, Burley, Ida., have written 
us to extend an invitation to all travelers to drop in 
and see them; they are in quest of additional lines. 
Incidentally, Frank Spencer states that even though 
the day be dull and gray when you call you are bound 
to be cheered by the spirit-lifting interior of his new 
store; it is orchid, chartreuse, and deep purple. 

7 - + 

The industry was shocked by the recent automobile 
accident, south of Salem, Ore., that took the life of 
Russell Evans, well known Eugene, Ore., stationer and 
printer. Mrs. Evans, the other occupant of the car, 
is still hospitalized and her condition is considered 
serious. Our sincere hopes for her speedy and com- 
plete recovery. * ¢ @ 


George (Eberhard) Simmons’ complete and specific 
financial report at last May’s convention has evidently 
impressed many of our fellow traveler members with 
his flair for figures. Many of you have written in 
inquiring as to his availability for assistance in your 
coming March 15 report to Uncle Sam. Upon con- 
tacting George we were gratified with his reply that 
he would be glad to assist any of you, gratis, if you 
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Products . . . Mittag 
” & Volger offers a line 

of carbon papers, inked 
ribbons and special inks known for depend- 
abie quality that means repeat business. 





Policy... M & V has 

built a reputation for 

integrity and fairness 
in all its relationships with dealers. 


Sr Service ...M & V is 
set up to give you fast 
delivery on your orders, 
no matter where you 
are. Call or write the 

M & V Quick Service Distribution Point 
nearest you for products and prices. 


MITTAG « VOLGER, Inc. 
Park Ridge, New Jersey 


Fine Carbon Papers and Inked Ribbons Since 1881 





QUICK SERVICE DISTRIBUTION POINTS 


NEW YORK 7, N. Y. CHICAGO 6, ILL. SAN FRANCISCO 5, CALIF. 


261 Broadway 558 W. Washington Street 591 Mission 
BOSTON 10, MASS. KANSAS CITY 6, MO. LOS ANGELES 13, CALIF. 
75 High Street 1013 Grand Avenve 406 South Main Street 





mecca 


































@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 

, praying 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


& Mail Coupon Today 
THE COLSON CORPORATION 


ELYRIA, OHIO 

Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 


Name . oe — 





Company—___ — > ore 
Address__. 
City 








ELYRIA, OHIO 


gentlemen! 















will see him after any of the early January Traveler 
luncheons at the Gowman. The line forms at the right, 







“Out Where the Hand Clasp’s a Little Stronger” 











News Notes From NSOEA District No. 5 


JIM CRELL, CORRESPONDENT 
6236 BONA VISTA AVE., CINCINNATI 13, OHIO 

On behalf of George Long, our president; Billy 
Kane, our vice-president; Art Frey, our secretary; 
Frank Willenborg, our treasurer, and your correspond- 
ent, let me extend the season’s greetings to all of our 
friends in the Fifth District. 

Let us all keep our way of life secure by believing 
in our ideals as Americans, and good citizens. May 
the coming year bring peace, prosperity, and good 
health to all. Last but certainly not least, let us hope 
that at this time next year, our boys in the Armed 
Forces will have returned once more to their peaceful 
pursuits. 




















* ” * 





Mr. Zink, stationery buyer for the Geo. G. Fetter 
Company, Louisville, Ky., has been called to the 
Army. Clem Martin, formerly of O’Connor & Roquehas, 
has taken his place. 







* * * 





The remodeling program at Ridge Office Supply 
Company, Louisville, Ky., has been completed. This 
attractive store is located at 313 W. Jefferson St. 
” 







* 
According to M. J. Boone, the remodeling program 
at Standard Printing Company in Louisville, is rap- 
idly nearing completion. 
* . . 

Saw that popular traveler for Sengbusch Self-Clos- 
ing Inkstand Company, Jack Luke, making the rounds 
in Louisville recently. Jack reports business as being 
terrific. 


* 














* * * 


George Brown, stationery buyer at Wuebbold’s in 
Hamilton, Ohio, has not gone back into the Navy as 
previously reported by this column. Seems the quota 
was filled and George will have to wait another 30 to 
60 days. 













7 + * 

A. C. Burton, Associated Stationers, was seen in 
Hamilton, Ohio, making his rounds recently. A. C. 
is always good for a funny story, or unusual happening. 

o a” + 


All of Karl Castle’s friends were shocked to hear of 
his death. The industry has lost a salesman of high 
caliber, and a true gentleman. 

* * * 

Mr. Vattermann is now working for Fetter’s in Louis- 
ville, Ky. Well known to the trade, he was formerly 
with Gunderson’s of this city. 


* * * 


Bond Winston of Fetter’s recently fell on the ice 
behind his store and broke his shoulder. 
” +” * 
Leo Loth of Loth’s Inc., Cincinnati, recently suffered 
a heart attack. Glad to report Leo is getting along fine 
now. 













* ~ * 
A happy vacation to Don Hanover, who at this writ- 
ing is enjoying the sun, sea and fishing in Florida. 
* a 7 
Understand Roy Hansell, The Globe-Wernicke Co., 
is recovering nicely from his recent accident. Lots 
of luck, Roy, from all your friends. 


The Detroit Chapter of the Fifth District held its 
last meeting at the Ponchartrain Wine Cellars in 
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The Forty-five Hundred Group 





The 4500 cROUB thE erabedifvant Of smart design, 
| good consi ond functiondl engineering applied 
injture ‘problems, A a of waht 


SS. FRAN oe fi 





Tt 3 nat standard «aless ca Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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Vow Aveailedile 


1951 
SERVICE and FULTON 


DATERS and NUMBERERS 
Carry a full line of these deluxe items 
Prompt Shipment of 
DeLuxe and Special Business Outfits 

Sign Making Kits 


New, Improved Dri-Kwik Stamp Pad 
and Ink 


Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 


COMPLETE LINE OF CROWN SELF-INKERS, 
DATERS AND NUMBERERS 








Write for Catalog 


Equipment (o. 


Elizabeth 1, N. J. 








82 Fulton Street 
































Du 
oe ll 


aRma! 


PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 


‘STEER: © stRONG 


=) The Red 














AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


“Steel-Strong” Products are sold thro ugh Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 

Currency Bags Manual Coin Counters 

Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


THE C.L. DOWNEY CO., HANNIBAL, MO. 











YOIN THE 
OPPORTUNITY 
ORIVE | 


a in 


U. S. 


SAVINGS 
BONDS 
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Detroit. Twenty travelers were present. Jack Harris 
of Yates, Burns & Harris, was the stationer attending 
as guest of Jim Barett of Minnesota Mining & Manu- 
facturing Company. 

Out-of-town guests included A. C. Van Horne and 
Frank Sheehan of Eberhard Faber, who have a report 
on Dave Smith’s convalescing. Any travelers who 
would like to write to Dave can do so by writing 
Homewood Hospital, Guelph, Ontario. Other guests 
included Rescoe Benge of Codo Ribbon & Carbon Com- 
pany, Chicago, and Cal Long, of Cincinnati, who 
showed movies of the summer outing at Glen Oak’s 
Country Club. 

> . 7 

Perry Conkle of Minnesota Mining & Manufactur- 
ing Company was presented with a baby daughter on 
October 27. Mother and new addition are doing very 
well. Neate! 

Osgood & Ott Office Supply Company announce 
with pride and regret the call to active duty in the 
Naval Air Force of Lt. Leonard D. Galbraith, vice- 
president and member of the company. 

a - * 


The grand openings of Service Office Supply of 
Detroit, Mich., and Ball Office Supply Company of 
Jackson, Mich., must have been sensational. Reports 
received from J. Barrett would indicate quite success- 
ful openings, with a lot of assistance from the various 
travelers. Sorry space limits mentioning all of those 
names. 

7 7 ~ 

Reports from all Chapters in the Fifth District indi- 
cate their respective Christmas parties are progressing 
very nicely. Hope everyone has a good time entertain- 
ing the kids, or their charitable organizations. 


* + * 


Nelson Cady is now selling Cosco Chairs in the 
Fifth District. 





Louisiana Firm Opens at New Location 

Reid’s Offiice Supplies was recently opened for 
business at its new location in the new Nat Mouton 
Building, 411 Lee St., Lafayette, La——-EEG 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, AND CIR- 
CULATION REQUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, AS AM ED BY THE ACTS OF MARCH 
3, 1933, AND JULY 2, 1946 (Title 39, United States Code, Sec- 
tion 233) 

of Office Appliances, published monthly at Chicago, Illinois, for 

October 1 95 


. The names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher—The Office Appliance 
Company, 600 West Jackson Blvd., Chicago 6, Ill. Editor—Walter 8. 
Lennartson, 4252 North Avers Ave., Chicago, Ill Managing Editor 
—Walter S. Lennartson, 4252 North Avers Ave., Chicago, Ill. Busi- 
ness Manager—Charles W. Gilbert, Batavia Road, Box 978, Warren- 
ville, Ill 

2. The owner is: (If owned by a corporation, its name and ad- 
dress must be stated and also immediately thereunder the names 
and addresses of stockholders owning or holding ene per cent or 
more of total amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must be given. If 
owned by a partnership or other unincorporated firm, its name and 
address, as well as that of each individual member, must be given.) 
The Office Appliance Company, 600 West Jackson Bivd., Chicago 6, 
Ill.; John A. Gilbert, 310 Forest Ave., Glen Ellyn, Ill.; Jeannette J. 
Gilbert, 310 Forest Ave., Glen Ellyn, Ill.; C. F. Malatesta, 7205 
Yates Ave., Chicago, Ill.; Walter 8. Lennartson, 4252 North Avers 
Ave., Chicago, Ill.; George C. Wheeler, 146 Locust Ave., Scarsdale, 
N. ¥.;: Benjamin C. Walisten, 4641 North Keating Ave., Chicago, 


Ill.; Herbert L. Sime, 10025 So. Oakley Ave., Chicago, Ill; R. Mann, 
1732 Wallen Ave., Chicago, Ill.; Charles W. Gilbert, Batavia Road, 
Box $78, Warrenville, Il. 


3. The known bondholders, mortgagees, and other security holders 
owning or holding one per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there are none, so state.) 
None 

4. Paragraphs 2 and 8 include, in cases where the stockholder 
or security holder appears upon the books of the company as trustee 
or in any other fiduciary relation. the name of the person or cor- 


poration for whom such trustee is acting; also the statements in 
the two paragraphs show the affiant’s full knowledge and belief 
as to the circumstances and conditions under which stockholders 
and security holders who do not appear upon the books of the 
company as trustees, hold stock and securities in a capacity other 
than that of a bona fide owner. 

5. That the average number of copies of each issue of this pub- 
lication sold or distributed, throug the mails or otherwise, to 
paid subscribers during the 12 months preceding the date shown 
above is ~-e-sessecceeenceeesessseeeseceeee (This information is required 
from daily, weekly, semiweekly, and triweekly new: pers only.) 

HN A. GILBERT, President. 
Sworn to and subscribed before me this 2nd day of October, 1950. 
[Seal] E. M. F. RUH, Notary Public. 
(My commission expires May 19, 1961.) 
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WALKIE—RECORDALL 


an?) | ee) 8 


BATTERY RECORDER 





IT’S PORTABLE 
| THE ELECTRONIC SECRETARY 


Records All Conversation—Any Time... Any Place 
No Heavy Load...No Bulk...No Wires 
.+-No Connecting To Electric Socket 


IT’S ALL IN THE BAG 
_ Total Weight 9 Lbs. Simply Turn a Concealed Knob and 


RECORD WITH BAG CLOSED 


Interviews, conferences, reports, 1-man inventory, mar- 
ket research, while walking—riding—flying. Records 2- 
way telephone conversations, etc., continuously up to 
90 minutes on each side of an endless safety film band 
and permanently at a cost of only 5c per hour. Bands 
may be mailed for 3c by first-class mail or filed, stored 
for future use. 





Same unit records and plays back. Sensitivity range up 
to 40 feet from microphone (concealed in bag). 


Records reports whispered into the mike while on trains, 
planes or cars. 


50c worth of batteries will last 50 working hours. 


Write for Descriptive Bulletin No. 95 
“MILES AHEAD OF OTHERS” 
SINCE 1924 

Department OA 
MILES REPRODUCE 


R CO., INC. 


YC YY 
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MR. DUO-TANG?® says... 


If all the Duo-Tang binders 
sold in a year were placed 
end-to-end, they would reach 
from coast to coast. 





Such popularity must 


ww € Ontgiual be deserved and rightly 


COUCL Nd so, for here is a binder 
BUILT-IN that eliminates the un- 


FASTENERS necessary labor of in- 


serting loose brads or 


fasteners to hold 


® contents. 
DUO-TANG *It has built-in double 


prong fasteners and 


L Oo Oo gq E- LEAF metal reinforced bind- 
BINDERS ing holes. 


The popular com- 
plete line of Duo-Tang 
binders includes a variety of covers for sheet size 
11” x 81%". There are styles for every require- 
ment, offered in 42 different colors and 5 grades 
of stock. Specials, too. 

Everybody likes Duo-Tang. Order now and 
service your customers’ requirements and step- 


up profits for yourself. 


If you have not already done so, write 
today for your copy of the new com- 
plete catalog of Duo-Tang products. 


MFG. CO. 
200 So. Peoria Street, Chicago 7, Illinois 
Printing * Stamping * Embossing * Silk Screening 
Spraying and Rubbing * Varnishing * Plastic Coating 


| Canadian News Notes 

S. J. LUDDINGTON, CORRESPONDENT 
| BOX 421, POSTAL TERMINAL A, 
| BAY & FRONT STS., TORONTO, ONT. 


Arthur S. Durrant of Toronto, who has been trav- 
eling representative of The Carter’s Ink Company of 
| Canada, Ltd., in Ontario and the Maritimes for the 
past few years, is now in the head office of the com- 
pany in Montreal as new office and production man- 
ager. 
* ~” ” 

Sydney E. Hessin is now entering his sixtieth year 
as an employee of W. J. Gage & Company, Ltd., To- 
ronto. He started in the stationery trade in 1899 trav- 
eling the Maritime Provinces. For more than 25 years 
he has been covering the Toronto-Windsor district 
and plans to retire at the end of 1950. He was born 
in Toronto in 1873, where he still makes his home. 


* * * 


Vernon Stott, manager in British Columbia for 
Barber-Ellis of Vancouver, Ltd., recently became the 
father of a son—the third child of the Stotts. 


+ * * 


Kitchener stationers recently played genial hosts to 
members of the Hamilton and District Stationers As- 
sociation at a dinner meeting held in Waterloo, Ont. 
Guests were welcomed by Bruce Wright of Ontario 
Outfitters Ltd., Kitchener. Guest speaker was Glen 
Gregory, business COnsultant with Kingsland and As- 
sociates, Toronto. He offered many fine points on 
increasing sales volume through various forms of anal- 
ysis. He reported that total contributions to the Food 
Fund for British Stationers during the year totalled 
$4,646 and 484 parcels had been shipped overseas. 

The annual meeting in 1951 is to be held in Montreal, 
May 12-17. It is likely that a merchandise exhibition 
will be staged in connection with same. 

ea ” ” 


Lawrence Colley, 57, for 40 years a typewriter me- 
chanic with Underwood, Ltd., Winnipeg, died recently 
at his home, 1412 Alexander Ave., that city. He was 
born in Yorkshire, England. He is survived by his 
widow, Mable Florence; one daughter, June, and one 
son, Trevor, both at home; also six sisters and four 
brothers. 

+ ” + 

C. F. Dawson, one of the pioneers of the stationery 
| trade in Montreal, died recently in that city in his 
9ist year. He had entered the family business, first 
known as Benjamin Dawson & Sons, at the age of 17, 
continuing with the company until his retirement 
seventeen years ago. During this perod the firm name 
changed to Dawson Bros. until in 1895 when it oper- 

ated under the name of Charles F. Dawson Ltd. 


* - * 


Fred Jarrett, noted in educational circles across Can- 
ada, has rejoined Underwood, Ltd., 135 Victoria St., 
Toronto, as director of school services. He was previ- 
ously manager of the Gregg division of McGraw-Hill 
Publishing Company and was responsible for develop- 
ing for the Underwood firm the first Canadian award 
system for typewriting proficiency. In his new posi- 
tion he will be at the service of Canadian business and 
education, advising on proper standards and business 
routines and practices. 


* * * 


Carlin Oldby, the only feminine sales executive for 
Facit calculating machine made by Atvidabergs Com- 
pany of Stockholm, Sweden, was a recent visitor among 
the trade in Montreal. Miss Oldby arrived there from 
South America on a world tour of her company’s agen- 
cies. 

+. . 

Ken Spence, a veteran of World War II, who is con- 
fined to a wheel chair, is making a pronounced success 
of his enterprise known as Spence’s Stationery and 
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DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
60 WALKER ST NEW YORK 13. N.Y 
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WORDEN 


HOLLAND. MICH. 











Above leather 


davenport No. | A quality line of Desks, Gen- 
1255, 81" long, 


35" deep, 34" uine Leather Chairs and 
high. Suites with warmth, loveli- 
ness and serviceability. 

















Above desk No, 
252-ST 52'*x32"'. 
Patent No. 


Our Secra Type typewriter 
desks do not restrict use to 
2133807. large size desks. 


For particulars or literature, 
write... 





She 


Worden Company 


200 East 17th Street « Holland, Michigan 
| 
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The Famous 
TEMPO 
FILM STENCIL 


TEMPO 500 INK 








That“almost unbelievable’ 
high-speed, quick-drying ink! 
No caine on mimeograph 
paper. Every copy a perfect re- 
production. 


TEMPO Electric DUPLICATOR 





Here’s the reason operators 

prefer TEMPO—(and deal- 

ers get repeat business): Im- 

partial tests* prove that TEMPO—the ORIGINAL 
Film stencil—will produce better copies than any other 
stencil, regardless of typewriter used for cutting. Try 
TEMPO FILM just once—you’ll never be satished 
with any other. 


+ + + push button control 


e High speed production without waste. 

e Single sheet feeding—no wasted paper 

e Metered ink control—no wasted ink. 

e Automatically jogs copies into even stack. 
e Built-in Tempo Interleaver for finer papers. 
e Fully guaranteed. 


BUILT FOR LIFE-TIME PERFORMANCE 


*Write us for proof 


Write for catalog showing complete 
line of Tempo Dupliceting Supplies. 


MILO HARDING COMPANY 


hed 1904 


Ci i ee ee eee eee ek) Se ee ee ce 2 Se . 317 THIRD AVENUE, PITTSBURGH 22 








PAINT AND DRYING OVEN 


For Touch-Up—For Complete Refinishing—For Drying 


SPECIFICATIONS 


Electric: 110 volts, A.C., 50/60 
cycle—single phase motor (D.C. 
Units available). 


Size: 30° wide, 25" deep, 24"’ high 
(outside), 29°" wide, 24°° deep, 
201/,"" high (inside). Removable 
shelf enables you to use entire 
20!/,°" of height. 


Construction: Forged circulation 
oven. Heavy gauge steel. Con- 
tour formed for greater strength 
and appearance. Replaceable 
heating elements. 


Obtain professional refinishing 
jobs economically, quickly and 
consistently with this oven de- 
signed and manufactured ex- 
clusively for office machine 
dealers. 


Costs Less Than 5c 
Per Hour to Operate 


Uses approximately 1 kilowatt 
of electricity per hour. 


Complete Instructions 


Including baking temperature 
and time for different color 
paints and finishes furnished 


Insulation: Asbestos ircel!l in- 


sulation. 


Equipment: Comes equipped with 
6 foot asbestos cord, 


with each unit. 


Capacity 

Holds two Standard Typewrit- 
ers or Other Office Machines 
Plus Small Parts. 


AVAILABLE IN TWO MODELS 


Model AM 

With specifications quoted which include drip 
pan, removable expanded metal tray. 

Model AM-T 

Same as Model AM but includes sensitive stem 
thermometer with rubber grommet and plug for 
inserting. 


elements, removeble upper 

for small parts, removable lower 
tray and drip pan. Ready to 
ta: plug in to recep- 
tacle. 


Materials and Workmanship Guar- 
anteed Days. 


FOR FURTHER INFORMATION, WRITE YOUR NEAREST AMES BRANCH 


AMES SUPPLY COMPANY 


MANUFACTURERS & DISTRIBUTORS OF THE FAMOUS FUTURISTIC PLATENS 


CHICAGO 


564 W. Randolph St. 


NEW YORK CITY SAN FRANCISCO 


37 Murray St. 


DALLAS 


583 Market St. 


191314, Commerce St. 


LOS ANGELES 
417 Wall St. 


ATLANTA 
191 Cain St., N.W. 
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NO fic hance 


on the BEST 


Redifixt W-2 



















We are originators of and headquarters for 
time- and money-saving Business Forms, 
both “Redifixt” and continuous. There’s 
healthy volume in our Invoices, Sales Slips, Shipping 
Records, Accounting and Tabulator Forms . . . also 
941A State Forms, W-2 Window Envelopes and W-4 
Card Forms. Make it a habit to buy your Business 
Forms right here. It will PAY you. 
























. 
CMS. WITHHOLDING STATEMENT — 1951 Withholding Tax Form 
ee ee Wages Paid and Income ond F 1 C A Taxes Withheld COPY 
Form W ae ct ate mee it th 
w # employee lives in o State ot City 
ya ween RR OLDING STATEMENT ~195) | «x vies an income tax fill in neme for ] 9 51 
Porm wy ie on A Toxes Withhe, ‘ Cone z 
ah a — i ee Dealers cleaned up with this 
: Melee. HHOLDiy, ee largest selling W-2 form in 
2 we Paid ang 6? STATE 
ta SS ee nee os, 1950. Now get ready for a 
ee Randy 51! 
a ITH LD Withreig EMPLO BIGGER 1951! : 
<0 whoa: Fog LDING so ag 9 SOPEES For greater efficiency and 
/ , a ATEMe. Se ECONOMY in writing, ad- 
/ “ot § CA tee, dressing, separating, mailing 
a and filin . j 
a g the joy of 





Paymasters, Controllers and 
Treasurers alike. 

With or without State 
combinations; and specially 
formed for N.C.R., Addresso- 
graph and I.B.M. typing and 
! billing machines. 

; Our attractive price list, 
IMPRINTED with YOUR 
name, will bring this busi- 
ness pouring into your store. 


Plan... NOW! 


WRITE TODAY FOR OUR 
COMPLETE SELLING PLAN 





y 
Bonselidated Kusiness Systems, % 
Jonscol~wadalead souslnessS c ystems, NC. 


30 Vesey St “3, New York City 7 


















a really new kind 








THE 
+ * 





CLIPPER 


Cincinnati pioneers again . . . with 
a really new time recorder that furnishes 
payroll and job cost records consecutively 
spaced, up-the-card! This means “good- 
bye” to overprints—faster, more‘ ac- 
curate record audit by direct subtrac- 
ti \ host of other new features, too, 
for performance and reliability un- 
equalled by any other recorder. Ask 
your CTR distributor for a demon- 


stration. 





j ; 
h 
fl 


of time recorder. .. 






World’s First and Only Consecutive 
Spacing, Up-the-Card Print Recorder 


FREE ON REQUEST—Bulletin OA-12 
A few select distributorships open. 
Write us for complete details. 


THE CINCINNATI 
TIME RECORDER COMPANY 


Cincinnati 14, Ohio 
Pioneer in the Development and Manufacture of 








Time Control Equipment Since 1896. 
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istinctive quality 


creates a nationwide demand 
for JASPER SEATING CHAIRS | 














































































No. 1601 





































































| oe know . . . Buyers 
of office furniture know ... 
there’s complete satisfaction 
for everyone in the JASPER 
SEATING line of office 
chairs. The 1600 line illus- 
trated on this page is an excel- 
lent example of what we mean. 
Fair Price * Unequalled Com- 
fort * Quality Construction * 
and Finish * Eye Appeal. Avail- 
able in Deep Buff or Top Grain 
leather—also Du Pont simulated 
leather. Offered in genuine 
American black walnut, north- 
ern birch and Indiana white 
quartered oak. Dealer inquiries 


JASPER SEATING COMPANY 


JASPER « INDIANA 


No. 1603 
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Supplies in the town of Ajax, east of Toronto. Widely 
known in the district he formerly lived in Oshawa, 
Ont. Ken enlisted in 1939 with the Royal Canadian 
Corps of Signals, serving through to 1945. He saw 
service on the east coast of Canada and in various 
foreign countries, and was awarded the Efficiency 
Medal in 1943. On April 29, 1945, he was severely 
wounded, resulting in paralysis of both legs. 


* * * 


Toronto Stationers’ Association recently held their 
final golf tournament of the year at Cedar Brae Club, 
sponsored by Maurice Charters. Nearly 50 members 
attended. The new Preston trophy was won by R. 
Doner of the Index Card Company, Ltd. The Luckett 
Loose Leaf trophy was taken by Tim McCarthy, of W. 
J. Gage & Company, and the Walker shield by Craw- 
ford Ellis of the Canadian Pad and Paper Company, 
Ltd. 


* * * 





H. H. Douglas & Company has opened a new station- 
ery store on Third Ave., Prince George, B. C. The 
firm’s original premises were destroyed by fire. 

* * * 


Norman Hymus, Eberhard Faber Pencil Company, 
Canada Ltd., Toronto, and Mrs. Hymus are the parents 


of a fourth son. 


* * * 





Sills Book Store, 222 Front St., Belleville, Ont., was 
recently purchased by T. E. Schwab, stationers and 
office machine, furniture and equipment dealers of 
Belleville. The extensive stock at the former Sills store 
was sacrified to make way for extensive alterations. 
az * * 


The Royal typewriters, mimeograph duplicator and 


| Friden calculator used in the recently opened Simonds 


Regional School opened in Saint John, N. B., were sup- 
plied by Marshall-Stevens, Ltd., office supplies and 


| furniture, 149 Prince William St., Saint John, N. B. 
| The school is one of the largest in eastern Canada. 


* = * 


Allan Johnston, head of the typewriter and office 
supply firm of London, Ont., bearing his name, has 


' announced his candidacy for mayor of the city of 
London in 1951. 









VICTOR VISIBLE TRAINING SCHOOL 


+ rs 





Attending a training session, held October 16-20, at the Hotel Lenox, 





Buffalo, N. Y., are seated left to right: Harvey Wattitz, Carleton F. 
| Woods, Bene’ & Company, Providence, R. |.; George W. Prediger, 
Howard’s, Troy, N. Y.; Daniel O’Mara, Lovis Yaffee, National Sta- 
tioners, Philadelphia, Pa.; Joseph Hand, Watertown Office Supply, 
| Watertown, N. Y.; R. Eugene Slough, Findlay Printing & Supply Co., 
Findlay, Ohio; Dale L. Groves, F. J. Heer Printing Co., Columbus, Ohio; 
Frank J. Masse, Hoelscher’s, Inc., Buffalo, N. Y.; James E. Sorg, 
Heinrich-Seibold Stationery Co., Rochester, N. Y.; John J. Hanrahan, 
Stocket-Fiske Co., Washington, D. C.; Joseph F. Saeli, Hoelscher’s Inc., 
Buffalo, New York; Donald Lund, Victor Safe & Equipment Co. 
Standing left to right: H. W. Barnes, educational director, Victor Safe 
& Equipment Co., Inc.; Dannis P. Panada, Stephen F. Cipot, Bussiness 
Machines & Equipment Co., Olean, N. Y. 
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No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship. 


The wealth of charm, distinction and good taste of all BRIGHT creations enables 

the executive to express his own individuality in his daily surroundings. Rich, 

luxurious, comfortable, durable and practical BRIGHT craftsmanship is within 

the reach of every buyer’s purse. Customed of leathers of your customer's 

choice. Write for the BRIGHT catalog showing the complete line. 
No. 667 Judges Chair, a truly distinctive number. Arms and Backs 
of foam rubber. Seat, foam rubber over a spring unit base. 


Customed in the finest leathers, this chair is the last word in 
comfort and durability. 


133 BLEECKER ST. 
NEW YORK 12, N. Y. 


me fe 


PEERLESS STEEL 


ENT CO. 


UNRUH AND HASBROOK AVES., PHILADELPHIA II, PA. 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS amo FANCIES 


By McGillicudy 


In newspaper parlance, “30” means the end — 
but not in Quality Park parlance. Two years 
ago, “30” was an important figure here at 
Quality Park — marking not the end of any- 
thing, but the beginning of another era of 
progress and development. Next month, Quality 
Park observes its 32nd birthday anniversary 
... we're still growing! 

Some wag once remarked that when a 

man has a birthday he takes the day 

off — when a woman hes a birthday 

she takes a year off. And when a busi- 

ness has a birthday it’s nice to look back 

and see how a good idea with a small 

beginning can really develop. 
Quality Park Envelope Company was started in 
February 1919 following World War No. I. 
And the good idea was a three-way idea... 
(1) make Quality Products; (2) provide Quality 
Service . . . and (3) Quality Packaging. That 
sums up Quality Park products . . . then and now. 

Several dealers have asked the same 

question in the past few months. “What's 

the situation,” they inquire, “‘on supplies 

and production of envelopes?” Our an- 

swer is... “Not too tough, at present.” 

We're working as hard as we can — 

we're still making millions of envelopes 

—we’re still taking care of orders from 

dealers ... and, as has always been the 

case in the past, all Quality Park dealers 

get a square deal from Quality Park. 
Well, it’s 1951 — the second half of the 20th 
Century is under way. Speaking for everyone 
here at Quality Park, I'd like to extend to you 
and everyone in your organization, best wishes 
for a New Year of Happiness, Prosperity, Prog- 
ress, and Good Health. We hope it will be the 
finest year you have ever had — but not the 
finest you will ever have. And a New Year 
greeting would not be complete without those 
three words — and here they are... 


HAPPY NEW YEAR! 


Qualiry Pk 


CZ 
¥% General Office and Factory, Quality Park, St. Paul 4, Minnesota 
%& Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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the Sturgis 
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No. 972 





Point by point, Sturgis No. 972 
stands out as the stenographer 
chair that has everything: 


® full spring-back action 


.@ exclusive Sturgis Follow-Flex 
back support 


@ figure-fitting backrest and 
spring seat, both cushioned 
with new rubber latex foam 


rubber bumper on back 


molded one-piece, light-weight 
aluminum base with low center 
of gravity 


two-inch ball bearing soft rub- 
ber casters in steel inserts 


easy adjustments; no tools 
needed 


upholstered in rugged Versilan; 
Goodall’s Claremont or Bed- 


ford Cord; Deep Buff Leather. 


* r 
Ze POSTURE CHAIE 


“STURGIS, MICHIGAN 
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News Notes From Maritime Provinces 


W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA. 


For one firm, the seventy-fifth anniversary of the 
town of Truro, N. S., didn’t mean only that. For Mc- 
Donald’s of Truro, the celebration was also given at- 


tention as being emblematic of the seventy-seventh 
anniversary of Remington Rand. A special display 
and sale was made of Remington Rand products, type- 


writers, adding machines and electric typewriters. 
McDonald’s has represented Remington Rand in the 
Truro district for some years. 

* a > 


Garfield H. Stevens, St. John, N. B., has been named 
chairman of the disaster relief committee of the Red 
Cross Society 


* x * 


Laurance T. Allen, secretary-treasurer of J & A 


McMillan, Ltd., St. John, N. B., for many years, was 
named vice-president of the Canadian Credit Men’s 
Trust Association at a recent meeting in Toronto. 
* * ~ 
Suppliers of typewriters for a new Princess Elizabeth 
School recently opened in St. John, N. B., were Under- 
wood, Ltd., branch at St. John; Marshall-Stevens, Ltd., 
Royal dealers, and Stirling Business Machines, Im- 
perial dealers. Marshall-Stevens also supplied an A. B. 
Dick mimeograph. : 
* 7 * 


J. H. McMurray, Fredericton, N. B., who had offered 
records as a side line for many years, has eliminated 


this line completely. The disposal was made in order 
to devote more space and attention to office supplies, 
with the accent on office furniture. Two floors are 
being used now, office furniture being concentrated on 
the second floor. At the recent annual meeting of the 
Maritime Skeet Association, “Hal” McMurray, head of 
the McMurray firm, and a veteran skeet and trap shot, 
was named the first honorary president of the organ- 
ization 
+ cs 7 
Whynott & Company, Bridgewater, N. S., has added 
the sales and repairing of office appliances, chiefly 
typewriters, to sales and servicing of electrical appli- 
ances. 
+ + * 


Frank J. Alexander, Sr., head of J. & A. McMillan, 
Ltd., St. John, N. B., has been named a member of a 
commission governing the Boys’ Industrial Home, a 
correctional institution at East St. John. He has not 
limited his interest in boys to his six sons, two of 
whom, Frank, Jr., and Robert, are executives of the 
McMillan business, and both of whom are now on the 
first lap of raising families of their own. 


* * * 


A tour of schools in the Maritime Provinces was 
made by Miss Ruth Treen, educational director of 
Underwood, Ltd., Toronto. Miss Treen visited cities 
and towns in the provinces of New Brunswick, Nova 
Scotia and Prince Edward Island, giving demonstra- 
tions on typewriting efficiency. She also gave instruc- 
tions in typing to commercial classes. Miss Treen is a 
native of Regina, Sask., and while a student at the 
University of Saskatchewan, was chosen to represent 
Canada in an international typing competition at the 
annual Toronto fair. 

+ * + 

Philip O. Soulis, vice-president of the Soulis Type- 
writer Company, Ltd., and subsidiary Soulis Type- 
writer Company of New Brunswick, Ltd., with quarters 
at Halifax, N. S., Moncton and St. John, N. B., partici- 
pated in a full night’s radio auction at St. John, pro- 
moted by the Kiwanis Club, in which he is active. 
Proceeds were earmarked for charitable activities. 

+ a * 


Peter J. Sinclair, St. John, N. B., for about 40 years a 
member of the staff of J. & A. McMillan, Ltd., St. John, 
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These points of distinction on the luxu- 


Points on | 


the Sturgis & 





rious Sturgis No. 1800 Senior Executive 
Chair get quick results at points of sale: 








STURGIS 


backrest has easy-chair comfort of in- 
terlacing springs plus thick cushion- 
ing; wide. armrests are cushioned 
with rubber latex foam. 


large coil spring seat is cushioned 
with 114” of rubber latex foam. 


open space between backrest and seat 
allows full support of back while 
preventing pressure on the base of 
the spine. 

streamlined base conceals 2” ball 
bearing casters with soft rubber 
wheels. 

Bonderized metals with durable in- 
fra-red baked enamel finishes. 
upholstered in rugged Versilan; 
Goodall’s Claremont or Bedford 
Cord; Deep Buff or Top Grain 
leather. 


MICHIGAN 
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_..for His SALES 





| SAVES FILING SPACE 
Walon 














For those buyers who quickly recognize the modern, 
efficient way of doing a job and also for those difficult, 
harder to please customers, suggest Barkley Plastic Tab 
Card Guides. They spell improvement in any card file 
system. The crystal clear plastic tab angled for greater 
visibility is the feature that does the "trick." Available 
in all standard sizes 3x5, 4x6, 5x8. Special arrangement 
of tabs for any special system—do it with color. 


Write for illustrated Literature 


48355—D128118 


Established 1921 


(. L. BARKLEY & C0. 


ufacturers of Filing Supplse 


1220 W. Van Buren St Chicago 7, Ill 


Patent No, 22 


died recently after an illness of only four days. This 
developed from a fall from a bus. He was 84. Of 
statistical bent, he had been an authority in facts and 
figures on batting and fielding averages of major 
league baseball players, past and present. He had 
| manifested keen interest in bowling for many years, 
| although inactive on the alleys for a few years. 





New Map Department Is Opened 
Adding to its service in office outfitting, McClain 
| and Hedman Company, 54 E. Fourth St., Saint Paul, 
Minn., has opened a new map department. 
“The new department is comprehensive,” said Robert 
Jerue, manager of the section. “We feature maps for 
| every purpose and plan to put special emphasis on 
| business and sales control maps. While we are holding 
back in intensive promotion at present due to Christ- 
mas business, the first of the year will begin a program 
| stressing the fact that the department is of great 
| value to those interested in the business type map. 
| “We plan to use spot advertisements on financial 
pages stressing business and sales control maps. We 
shall also use a good amount of direct mail to those 
who will be interested in these, enclosing actual sam- 
| ples of maps as advertising pieces. 
| “We have already conducted a sales clinic in the de- 
| partment, led by a member of the educational staff of 
the manufacturer whose maps we handle (Rand & 
McNally). As a result, our salespeople are informed 
thoroughly on the stock carried and manner of pres- 
entation. We shall try actively to get into the field 
which is primarily interested in selling systems.” 

A handsome cabinet centrally located holds the map 
stock. On the top, various types of maps and accesso- 
ries are displayed. Drawers below hold stock. The cab- 
inet, constructed by the manufacturer, solves the 
biggest problem of such a department—that of housing 

| the stock. In this everything is carried from 81-inch 
letter size to large wall units. 

| Among the interesting business maps are those 

| which show the trading areas of every section of the 

| country, mapping not only primary but also secondary 

| trade areas. There are traffic maps which show ter- 
rains and road and railroad facilities. Large executive 
maps which carry a tremendous amount of detail, of 
value to those planning a sales territory, are carried. 
With these are comprehensive index books which sup- 
plement information given on maps. 

Another interesting group consists of decorative 
maps, done in color, suitable for office or study. A 
framing service is offered with these, making it pos- 
sible to correlate frames with office interiors. 

Rounding out the department are all types of road 

| maps, city maps and a series of atlases. A large world 
atlas, very comprehensive, is also featured. There are 
also map tack systems which pinpoint information on 
maps themselves. Tied in are world globes in a variety 
| of sizes, displayed invitingly in the section. 

The new department was introduced to the public 
with newspaper advertising. A large front window was 
given over entirely to merchandise of the department. 
Smaller windows at the sides of a main entrance also 
held displays from the section. 

Although only recently set up, the department is at- 
tracting good attention. An active map department 
with wide selection offering merchandise of real value 
is an excellent medium for building additional traffic 
and sales in a stationery store-—ECP 





Giff Wrapping Course Draws Crowd 


A “Tie-Tie” gift wrapping school, conducted by 
Maverick-Clarke, stationery and office furniture dealer 
of San Antonio, Tex., proved to be highly successful. 
Held in the Crystal ballroom of the Gunter Hotel, San 
Antonio, on Wednesday, November 1, the class had an 
attendance of 1,300 at the two sessions. This was the 
second highest record for any course conducted by the 
| company during the year—_JHR 
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~ FHE WORLDY MO/T VERATILE DE/KE 





No. 3231 
SECRETARIAL 
TOP SIZE, 58’x30” 





(nylon-insulated) steel drawer-suspensions. 


THE NEW AND IMPROVED 


LA 
FEDERAL " 


Desks and tables of genuine walnut plus the efficiency and durability of 


An outstanding advancement in 


the design and construction of functional business furniture for lifetime utility 


and beauty. Interchangeable tops, pedestals, and components afford greater 


flexibility and economy of Dealer’s inventories. Write for illustrated brochure 


Showing retractable stationery 


compartment. and prices. 


DESIGNED, PRODUCED 
AND DISTRIBUTED BY 


UA 


2412 PENNSYLVANIA AVE, N. W 


; . ys © ; 


Ge fMtcric, Co 





SOLD EXCLUSIVELY THROUGH 
AUTHORIZED DEALERSHIPS 









Tel. Di. 6868-69 *¢ WASH. 7, D.C. 











Write today for sales distributor plan to 


P. O. Box 1576 
Omaha 8, Nebraska 





Your 


KING KOIN SORTER CO. 


Are Cauke_ 


Clistomers! ’ 








if banks are your cus- 
tomers then you'll want 
to sell KING KOIN Sorters. Low 
in cost, banks find these sorters so 
convenient and economical that they 
buy one for every teller’s cage. 


Because it is non-mechanical the KING 
KOIN Sorter poses no service problem. The 
simple operation takes but a minute to dem- 
onstrate — and sell it! 


And because they serve a long-felt banking 
need the KING KOIN Sorters sell fast. 
These are sales facts: St. Paul concern, 
300; Baltimore, 200; Pawtucket, 200; 
Omaha, 300. 
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THEY'RE READY FOR YOU NOW! 


SHIPMAN-WARD’S New 1951 Typewriter Parts Catalogs 


The Dealers Complete Parts Library 
. in seven separate volumes. 


SHIPMAN-WARD HAVE 
MADE IT $0 EASY TO FIND 
THE PARTS / NEED! 

























CATALOG NO. DESCRIPTION 
A GENERAL CATALOG, for all makes. 
Contains list of fast moving typewriter, 
adding and calculating machine parts 
and supplies, rubber products, dealer 
services, ribbons & carbons, tools & 

accessories. 





















B-1 SMITH-CORONA, portables. 

B-2 REMINGTON, standard, noiseless and 
portables. 

B-3 ROYAL, standard and portables. 

B-4 L. C. SMITH, standard. 

B-5 UNDERWOOD, standard, noiseless and 
portables. 





B-6 R. C. ALLEN — WOODSTOCK. 














Save time when you order parts. Reach for the right catalog 
— a Shipman-Ward Catalog. DEALERS...Check the above list for the 
copies you need. They're yours without charge. Send for them today! 





SHipman-Warpb Mec. Co. 


WORLD WIDE DISTRIBUTORS OF TYPEWRITERS — PARTS — PLATENS TOOLS SHOP EQUIPMENT AND SUPPLIES 


PH. DElaware 7-1090 325 N. WELLS STREET, CHICAGO 10, ILLINOIS CABLE—’SHIPWARD 


















your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 





|) PROTECTIVE 
HOLDERS 

































Doctors - Lawyers 
Merchants - Chiefs 
all need and use them 






















We have broken all precedent with the 
manufacture and production of a dealer 7 
and display unit to handle a complete line o 


RTYPE MAPS: 
ee Ask for details about how we install this 


ynit, help you to advertise and bring PROFITS 
to YOU. 









For the many varieties and styles of AICO Protective Holders 
have unlimited uses besides protecting the job tickets and 
specifications they were orginally designed for. Write for 
information describing the many uses of AICO Protective 
Holders, and Circular 649 giving complete descriptions. Send 
today! 

























Reply Dept. A-1! 
~ AMERICAN MAP COMPANY, INC. 
16 East 42 St. N.Y. 17, NLY. 
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News Notes From NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


The Birmingham Dealers Association gave Zac Smith 
a testimonial dinner on November 29 honoring the 
“pres” of the National Stationery and Office Equip- 
ment Association. Seems the local gentry are as proud 
of Zac as the rest of us peasants. While in Zac’s place 
I had a nice chat with Leslie Williams, the English | 
lad Zac is training in the American way of dispensing 


office supplies. However, it looks like Zac is not to 
have the whole show on this. Already Roberts & Son 
have had him over for a day to look over their plant 
and Pound & Moore, Charlotte, N. C., are to have him 
for a week. Leslie is thoroughly enjoying his stay with 
us. Too bad he has to go back to England after six 


months. A few more months and we would sho “con- 
vert” him 
* > + 
Here is one for you equipment boys. When next in 


Birmingham don’t fail to go see their new Chamber 
of Commerce building. It is really something to see. 
A brand new $400,000 plant, furnished and paneled 
in the “iast word.” A number of the offices are fur- 
nished complete from soup to nuts by several of the 


Birmingham dealers—for free. One dealer to an office. 


* + - 
Another one of our “gals” is getting away from us 
boys. This time it is none other than Mildred (Pick) 


Pickens, Al Bresler’s right hand at Gulf States Sale 





Company, Birmingham. “Pick” is not only going to get | 


married but she is going all the way and retire, even 
going to leave Birmingham for a brand new home now 
being built in a little town just south of Chattanooga 
called Ider. So—the next time you run across “Pick” 
her name will be Mrs. W. B. Beaty. 
- - * 

Joe Bassi, partner with Marvin Ellis in the firm of 

Marvin Ellis, Memphis, got into a fracas with a sur- 


geon recently and when he came out of it the doc 
had taken away his appendix. All it did was to knock 
Joe out of a couple of weeks of fishin’. 

* . “ 


Holley Midgley, formerly with Birch Anderson, Gads- 
den, Ala., has pulled out and opened a store for him- 
self. The address is 216 S. 5th St., so go by and help 


him fill it up, boys. He has a nice jumbo size store 
with lots of filling room. 
: + 7 


Church & Stagg, formerly out in Ensley, Birming- 
ham, have moved into town at 424 S. 20th St. Those 
boys have done a swell job and are to be congratulated 
on this latest expansion. They are directly across the 
street from the Cadillac dealer. I furnish this infor- 
mation strictly for members of the Southeastern “Cad- 
illac Club.” 

* . 7 

Bryant Lithographing Company, Atlanta, is now in 
the fine new home at 150 Marietta St. Yep, they 
finally got out of the “attic” and down to the street 
level. Good time, too, these old legs were beginning 
to balk at all them steps. 

” > * 

Greenville, S. C., must be a whopping good office 
supply town because just about every dealer there has 
either moved to larger quarters or expanded and 
remodeled his present one. The Office Equipment 
Company, W. G. King at the helm, was to have had 
formal opening of new store December 1. And now 
comes word that the Brightwells were not to be out- 
done and are to have a formal opening of a new store 
on December 4. I presume this is to be at their pres- 
ent location but it could be at another one. 

- . ” 


At this time of the year comes one of the few ad- 
vantages of the job of being your scribe. Yowza. She 
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imperial Methods Co. offers you 
a varied selection of stationer's 
products long known for quality, 
economy and dependability. 


By making Imperial Methods Co. 
your chief source of supply: 


® You save freight charges by 
combining paper and wood 
products in a single order. 


®@ You simplify bookkeeping, rec- 
ords and filing. 


® You process only one pur- 
chase order. 


®@ You receive only one shipment. 


® You process only one receiving 
report. 


® You process only one payment 
check. 


® You hove the satisfaction of 
knowing you are purchasing 
(and selling) products which 
are advertised and distributed 
nationally by a company 
which has given the stationers 
of America 46 years of effi- 
cient, dependable service. 


SEND FOR OUR NEW PRICE-O-LOG TODAY! 


Jnperial [Methods(é 


ey -1 at ee 0 eee oe 
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Join The Swing To ‘51 Sales 


with 


FLAT-RITE 


VISIBLE BINDERS 


SHOW DEMONSTRATE* SELL 


the binder that Automatically 
opens to a 20% FLATTER SURFACE 


it sells itself... 


it has the most wanted features... 


© FLAT WRITING SURFACE 
lies firm without rocking. 


* OPENS 20% LOWER 
Easier to use . . . faster 
to operate. 


* AUTOMATIC SHIFT 
fast sheet removal or 
insertion. 


* ONE HAND OPERATION 
smooth shifting leaves one 
hand free. 


*USE THE SPECIAL 


* SHIFT LOCK 

prevents shifting when not 
wanted. 

* TWO LABEL HOLDERS 
visible with binder open or 
closed. 

* DESK TOP PROTECTION 
hinges are cushioned in 
rubber. 

* TROUBLE-FREE MECHANISM 
precision assembly of pre- 
nickeled steel. 


DEMONSTRATING 


OUTFIT TO HELP YOU SELL. WRITE 
FOR DETAILS TODAY. 








C. E. SHEPPARD CO. 


44-07 TWENTY FIRST ST. 


| does save on cards and postage so—A Merry Christ- 
mas and the Happiest of New Years to one and all. 

| As fella said on the radio the other day, “One thing 
we can be certain of on January 1: A New Year will 
be here but will you? DRIVE CAREFULLY.” 





| Haskell Appoints Hal Johnsen 
| Haskell Manufacturing Company, Inc., recently an- 
nounced the appointment of Hal G. Johnsen as repre- 
sentative in northern Illinois and southern Wisconsin 
for its nationally known line of steel office furniture. 
For many years, Mr. Johnsen has served the Midwest 


| territory as representative for many leading office 


HAL JOHNSEN VIRGINIA WEISNER 


| equipment manufacturers. With his long experience 


' and thorough knowledge of the field, he is equipped to 


render unusual service to the trade. 

In addition to his extensive field work, Mr. Johnsen 
maintains permanent headquarters at 542 S. Dearborn 
St., Chicago, Ill. In his showrooms is a complete dis- 
play of the Haskell line of steel desks and tables. 

Associated with Mr. Johnsen is Miss Virginia Weis- 
ner, who is in constant attendance at the showroom to 
insure prompt and efficient service. Haskell dealers are 
invited to stop in for a visit and to inspect the display 
when in Chicago. 





Steelcase, Macey-Fowler Incorporate 


The Steelcase Sales Corporation, New York dealer 
for Metal Office Furniture Company, Grand Rapids, 
Mich., consolidated with Macey-Fowler, Inc., effective 
December 1 at the latter’s 385 Madison Ave. address, 
it was announced in a joint statement by George 
Keen, president of Steelcase Sales Corporation, and 
Adam Andrasick, president of Macey-Fowler, Inc. The 
Steelcase organization was in operation for more than 

| 30 years. 

The consolidation of the two organizations was de- 
| signed to result in improved service to users of Steel- 
| case office furniture and equipment in the metropol- 
| itan New York area and give wider distribution of 

the Stow-Davis line of executive wood furniture. Head- 
quarters will be at Macey-Fowler’s 385 Madison Ave. 
address. 





Rem-Rand Man Heads Brand Names Group 


George W. Fotis, sales promotion manager of the 
business machines and supplies division, Remington 
Rand, Inc., is one of the ten executives named to the 
committee planning Brand Names Day. 

This sixth all-day conference will be held on April 
11 at the Hotel Commodore in New York City. It will 
take place in connection with the Brand Names Foun- 

| dation’s annual member meeting and election of new 
| Officers and directors. E. Huber Ulrich, assistant to the 


LONG ISLAND CITY 1, N. Y. | president, the Curtis Publishing Company, Philadel- 





| phia, is chairman of the committee. 
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NEW 
FLUORESCENT 


TECHNYSCOPE 














The Lighting Unit 
is entirely enclosed 
no loss of light, and 
all parts are fully 
protected within a 
steel case. 

The entire writing 
area of the stencil is 
amply and evenly 
illuminated. 

The glass of th 
scope and the stenc1! 
remain cool. 


MODEL F-2 


$29.50 
COMPLETE 





i TECHNYGRAPH CoO. TECHNY, ILLINOIS 








| Vi 










Sanitouch 
Moistener 


io Jales 


he Mor 
se { Seller Prof ts 
uw 


Ww wh ihe 


lele in Songhot 
of Det Hows Stock the 


entire Sengbusch family 


aw 





Capillary-Action Handipen Desk Sets 


of Time- and Money-Saving 


Beautiful Handi-Pen desk sets for easy, effortless writ- °, 
ing. A complete line of moisteners to fit any n Office Tools 
Time-saving Kleeradesk. Heavy-duty Cata-RacK for 


catalogs and books. All these aids and more too 

make up the Sengbusch line. Cata-Rock 
Sound design and attractive styling make them easy 

to sell. We also supply sales aids free of charge — 

circulars, blotters, display cards, etc. Turnover is fast 

and highly profitable. 
Now is the time to stock the entire Sengbusch 

family. Mail your order today and get set to make 

yourself some money.  serpee 

; (Steel ond 

Steeless) 


SELF-CLOSING INKSTAND CO,, 311 sengboscr sido, + mitwoukee 3, wis 





No-Over-Fle 
Sponge Cup 
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See 


One of the 
most 
useful 
items in 
your stock 
—and 
therefore 
one of the 


MOST PROFITABLE 
ACCOPRESS 
BINDERS 


Some firms use thousands of Accopress 
Binders every year—because there is no de- 
partment where they are not useful. For 
temporary or permanent binding, for current 
files or long storage, for a few letters or 
2000 invoices, Accopress Binders keep all 
kinds of papers safe at minimum cost. Fea- 
ture them all year around. 











For Binding 
all Records 
frem 
Vouchers to 


Newspapers 








See Your Acco Catalog for Styles. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N. Y. 


Ltd., Toronto 


SS 





In Canada: Acco Canadiar Ce., 














= 

















NOW AVAILABLE! 


STEEL | 

TRANSFER FILES | 

FOR YOUR | 
FILING NEEDS 





SECTIONAL BOOKCASE 


standard size with disappearing glass 
panel for ciear visibility. Available in 
nd 


three differen: % sectional sizes with tops a LEGAL & LETTER SIZES 


H. w. SPECIAL SIZES 
= . =f : MADE ON REQUEST 
is" x 3% x 

Write for catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 
56 COLUMBIA STREET * BROOKLYN 2, NEW YORK | 
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A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 


34” Lip 
Greater 
Foot Space 


5 Colors 


EXECUTIVE MAT 
No. 1502—48’x54” 


Protects carpets. Covers worn spots. Made of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 


Long Island, N. Y. ¢ Chicago, Ill. + Laurel, Miss. 


WooDALu [NDUSTRIES [Nc. 


3500 OAKTON ST. SKOKIE, ILL. 


Chicage Telephone CO 7-2600 





All the famous BOSTON features in a completely 
all metal modern design 

Dial selector for 8 pencil sizes 

BOSTON twin milling 15 edge cutters 

All metal, nickel-plated receptacle 

Stream-lined, heavier stand for greater strength 

Write for Catalog 

C. HOWARD HUNT PEN CO., CAMDEN, N. J. 


Also manufacturers of Speedball! 
Pens and Products . . . 


PENCIL SHARPENERS 


Backed by a Full Year's Guarantee 
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News Notes From NSOEA District No. 7 


A. J. NORDSTROM, CORRESPONDENT 
116 PRATT ST., MINNEAPOLIS 9, MINN. 


The monthly meeting of the Northwest Travelers 
Club was held at the Commerce Club in Minneapolis 
on November 25. Members present were Jack Gun- 
trum, president; Harry Bergquist, secretary-treasurer; 
Jack Berry, first vice-president; Warren Carlson, sec- 
ond vice-president; Al Nordstrom, corresponding secre- 


tary; R. C. Clarke, Henry Huette, Harry Hitchcock, | 


Charles Cordray, Al Collatz, Ray Rudie, Jim Roche, Mer- 
rill Hasty, Rip Lydon, Berk Ertl, Fred Luley, Ray Chase 
and Paul Mailloux. Guests were Don Hanson of the 
St. Paul Dispatch, Earl Vanda and Wally Hubbs, both 
of Thomas and Grayston Company. 

Jack Berry, Charles Cordray and Ivan Cornelius of 


the Christmas committee reported that time was too | 


short, and proper dates not available for a mixed 
party for 1950. It was decided that the usual stag 


Christmas party would be held at the Commerce Club | 


on December 16. 
” 7 ” 


L. Ed Friedman, 1934 president of the club, was 
confined to his bed in St. Joseph’s Hospital in St. Paul 


but is expected to be back on the job in December. 
Greeting cards were sent to Ed, and to Ken Chase and 


Gene Mitchell who are convalescing at their homes. A | 


card was also sent to Al Linde, who recently retired 
after many years of service with the H. C. Miller Com- 
pany of Milwaukee, Wis. 

Wally Margtlis of the Brady Margulis Company in 
St. Paul, Minn., has been in the Miller Hospital at 
St. Paul, recovering from a heart attack. A card was 
also sent to Wally by the club members. 

Jack Guntrum, in the absence of Mel Sowell, took 
over the story telling duties during the meeting, ad- 
mitting of course that most of the stories he told were 
Mel’s—especially those which the members had heard 
previously. Roy Clarke, the “hunter” of the club, said 
he had heard most of the stories along about 1906, 
and was sure his copy of Joe Miller’s joke book con- 
tained facsimiles of the rest of the stories Jack told 
during the meeting. At any rate judging from the 
applause most of the members had not heard them 
before (or were they being polite to our president?). 

Due principally to the absence of Art Grayston and 
E. Mortimer Hansen, Jack Guntrum was able to line 
his pockets with that folding material during the 
after-lunch festivities. 

~ + * 


For the first time in years Perkins Brothers of Sioux 
City were without the services of Art Bergstrom for a 
period of about a week. Art was confined at home in 
October with a severe virus infection ... and is now 
well recovered and back on the job. “Grandpa” Art, 
as he is called by his grandchildren, had no more than 
recovered from the flu than he had to make a hurried 
visit to the dentist, because of an infected tooth. 


* + * 


Nels Schrieber, Fort Dodge stationer and song singer 
of note, directed his choral singing society in render- 
ing Christmas carols in downtown Fort Dodge during 


the Yule season. 
* - * 


Travelers who have been fortunate enough to attend 
one of Herb Rummelhart’s hamburger parties have 
gone away singing their praises of Herb’s skill in cook- 
ing. In the event the office supply business ever gets 
really rugged, Herb should have a long line of paying 
customers. Herb’s pre-dinner appetizers are likewise 


out of this world. 
a * 


All is serene on 8. 17th St. in Omaha now that the 
Cornhuskers are among the leaders in the Big Seven. 
The “sage” reports business is good, hunting in the 
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The reception to. Tru-Test 

Bantam rolls has been terrific ... 
indicates a genuine need 

and demand for a consumer 

unit of gummed Kraft 

tape in homes, small 

offices, schools. 


These handy size rolls. of 


America's finest gummed 
tape are packed twelve to 
a counter display 

carton ... retail for 
25c. Available in 

1" to 3" widths, plain 
golden Kraft or in 

bright colors. Write today 
for samples and 

price data, 








mnanufaclured by 
TAPE, INC. / Gren Bay, Wir. 


sold by better distribvters everywhere 
fer better results anywhere 











More and MORE 
Dealers 
everywhere 
are Saying:- 


They ve “FASTEN-ATING” 


sandhills excellent, and his oil wells are really spout- 
ing. Life can be beautiful. 
> . ~ 
A Merry Christmas, a Most Happy and Prosperous 
New Year to all, and to Fred Pfaff . . . the same to you. 


General Lamps Appoints Ed Hadden 
Announcement was recently made by General Lamps 

Manufacturing Corporation, Elwood, Ind., of the ap- 

pointment of Ed Hadden as representative of the Gen- 


ED HADDEN 


eral Lamp line of fluorescent desk, table and floor 
lamps in Ohio, western Pennsylvania and West Virginia. 

Ed is well known to the stationery and office equip- 
ment field and has been traveling in Ohio since 1934. 
He is married, has two children in high school and 
declares, “Mrs. (Peg) Hadden is the best partner a 
chap could ever want to find.” 


Builds ‘World's Largest Typewriter’ 

Pictured is a typewriter that would require the 
services of a giant operator. Even then, he would find 
it a difficult matter to use the machine. Why? It is 
a model in more than one respect. It was made by 


TYPEWRITER REPLICA MADE BY KENNETH ROBISON 


Kenneth Robison, Camden, N. J., who was formerly 
| identified with Seibert, Swing Associates, Inc., busi- 
| ness machine concern of Cincinnati, Ohio. 


It is four times as large as an ordinary typewriter 


| and is based on the Royal type of machine. Mr. Robi- 


son took 3,000 hours to complete the job, using wood 


| and metal in creating an exact replica of a real type- 


writer. The machine is attracting considerable interest 
when exhibited —-WW 
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PLASTIC aunazan 
NAME PLATES 





The most favorably priced chest on the market of its 


body size, 12” x 12” x 12”. e Desk, easel 


Lug type door, Yale & Towne tapered spindle combi- we = <_ $400 

nation lock with hidden auxiliary combination under 4 /g LIST 

the dial, for emergency use. The entire door is hard- ” ” $200 

ened steel. Weight 300 pounds. Underwriters’ Labor- e Door name plate, 2"x10 < 

atories Re-locking device label. @ Executive style easel type, $ 

Also obtainable steel clad and can be shipped with same size as door name plate ‘te 300 
,r or without concrete filling. Insurance rate “H” Bank 

or “E” Mercantile. Beautiful, dignified, permanent. Desk type in grey or brown. See 
a. a plate transparent plastic with name embossed on black background 
- Write for our Catalog No. 16 for a complete line of uh aid = rplate impr Saver bacherouad with, black loftering. 

es plate posing name board can be interchange 

4. SAFES and CHESTS. eich as a flash . . . make the change to suit your soquivemente. 
d PROMPT DELIVERY 


| HURDSHAN SAFE COMPANY | xCe PRODUCTS CO. 


406-408 N. VAN BUREN ST. 






























1e 

a La Porte, Indiana GREEN BAY, WIS. 

y 

. Easy to Sell— Profitable to Handle 
POSTURE ante] 41 : oo ry 

AND TIP Fs . 

COMFORT ADJUSTMENTS | 

“4 f 





Quay Beauty) 


a 


A ready seller 
with 10” eye 
guide at 


od | 77 


TAX EXTRA 


_ SOA Se 








yr 





a) 


There is a real demand for the RITE-LINE Copyholder because 
Th W rid’ typists like it. Saves eyestrain and promotes accuracy and speed 
e 0 s especially in copying columns of figures. Self-contained, all- 


“ - metal, compact, attractive; Requires no installation or service. 
Favorite Posture Chair...model 22A a is die . 





Attachments for copying from wider sheets 


~d 15” extension eye guid: $1.25 

20” extension eye guid. $1.50 
er For full particulars, discount, etc., write to 
i- RITE-LINE CORPORATION - 1025 15th St., N.W. esa 5 = 5, o. c 
d : By 68 es «oie hala 
P- 
st 
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CANA 


"DANDY" 
BOX FILE 


Write for Catalog Covering Complete Line 


HEDGES MANUFACTURING CO. 


Makers of Files and Filing Equipment 
2931 WENTWORTH AVE. e CHICAGO 16, ILL. 





‘DAV-SON 


The Standard of 
Bulletin Board 


Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up A Ss, 
Photographs, Letters, etc. 

e@ Indoor and Outdoor Styles 

e Hardwood or Metal Frames 

e With or Without Locking Glass Doors 
@ Many Sizes in Stock 





Dav-Son Changeable Letter Direc- 

tories For Lobby, Office or Outdoor 

Use. 

e@ Wide Variety of Styles and Sizes 

e@Glass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt Background in 
Choice of Several Colors 

e@ Many Letter Styles and Sizes 





Dav-Son Name Pilates For 
Desk, Door or Wall Mounting 
e Choice of Matching Wood Bases 


WRITE TODAY FOR PULL e Names May Be Changed at Low Cost 


PARTICULARS AND PRICES 

















Seasons. 
Greetings 


TO OUR GOOD FRIENDS. EVERY- 
WHERE WE EXTEND CORDIAL 
GREETINGS AND SINCERE GOOD 
WISHES FOR A HAPPY HOLIDAY 


SEASON AND A PROSPEROUS 
NEW YEAR 














STABLISHED 1e3 


SON 311 N. DESPLAINES ST., CHICAGO 6, ILL. 


{ AG. DAVENPORT & SOWING. 


























STEEL EQUIPMENT CO., INC. 
15 LOMBARD STREET e@ PHILADELPHIA 47, PA. 
wea 


Manufacturers of Stee! Equipment for Office Institutions 
and Factory. 


i! Se SMOKERS 


ASH TRAYS and COSTUMERS 


Open type Smokers with glass liners 
Snuffer type All-Metal Smokers 


Prompt Delivery assured through 
first quarter of 1951. 


e@e 
NEW 320 SMOKER 
4 Emptied and cleaned in « few 


seconds. To remove ash recep- 
tacle merely lift top ring. 
Simple mechanism guaranteed for 
life of smoker. 
Oversize receptacle—all metal— 
nothing to break. 
Eliminates foul odors and fire 
hazards. 
Heavily weighted base. prevents 
tipping. 
Four beautiful lasting finishes. 
Bright or Satin Chrome 
Duranite English Bronze 
Statuary Bronze Plated 

, 4 Individually boxed, assembled 


ready for use. 


Write for complete catalog 
NO. 320 SMOKER 


LA SALLE PRODUCTS CO. 
2216 N. Clybourn Avenue Chicago 14, Ill. 
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INTENSIVE SELLING SPARKS 
POST CARD DUPLICATOR SALES 


How Horder’s Technique Leads to Success 








Horder’s, who have been identified with the office 
equipment needs of Chicagoland for so many years, 
recently demonstrated again that a good product sur- 
rounded by smart sales technique leads to success. The 
latest achievement was with the Print-o-matic post 
card duplicator, which was sold in substantial volume 
in all Horder retail outlets. The number of units sold 
is remarkable 

In discussing the story about the merchandising of 
this product, a Horder’s spokesman laid great emphasis 
on the employment of display material. The manufac- 
turer co-operated in this respect by furnishing one 
extra ink iemonstrator machine for counter use. 
This unit v accompanied by an attractive display 


QUINT L776 
X Oe SMaTic:S ELF- FEEDING Carp Riny, 

“eat Pee qvcevowe 864054 Me 
4 rusts ees 
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“es x oy 

ee ce 
au 
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ats Coat (it~ 
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ANIMATED WINDOW DISPLAY AT HORDER’S 


card so that store customers attracted to the counter 
could operate the machine and see its results. This 
idea works wonders because it sells both machines and 
supplies. By the use of the self-demonstrator set-up in 
the store sales strides were made from the very start. 


When the machine went into the store window, how- 
ever, interest zoomed. 
To bring customers into the store, the manufacturer 


furnished Horder’s with a large window sign animated 


by means of an electric motor. The moving post card | 


duplicator looks as if it were actually being operated 
by hand. It appears, also, as if a stock of blank cards 
were being fed into the machine and printed ones | 
were falling out on the other side. This animated dis- | 
play made the public curious. Intrigued individuals 
went into the store where they were given an oppor- 
tunity to use the demonstrator units. Sales resulted. 
In co-operation with the manufacturer, Horder’s has 


indoctrinated its sales staff with the merit and ad- 
vantages of selling post card duplicators. Enthusiastic 


response from the store representatives has helped to 
transform interest into sales. Further, the company 
seeks to make related sales wherever possible. Conse- 
quently the post card duplicator is usually featured in 
company with an addresser unit. 

Direct mail test campaigns using the product of the 
post card duplicator as the mailing piece have given 
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Your 


SUAL 


Co a 
Cc nvelofe VHHeeds 


Bank Exuelopes 
FOR EVERY BANKING 
NEED 


*Mailing and Window Styles 
“Registered Mail Envelopes 





*Coupon and Coin Envelopes 
*Bank Filing Envelopes 


Write for Prices and Samples 





‘ 


Currency Gift 
Exuelopes 

ENGRAVED MONEY 

HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 
*Used wy aan by Sta- 
tionery S$ 


Write for Prices and Samples 





Passe Sook Covers 
MADE TO STAND LONG, 
HARD USE 
*Used by Financial Institutions, 


for Protection of Pass Books, 
Time Payment Books- 


Report Card Yackets 
FOR PROTECTION OF SCHOOL 
REPORT CARDS 
y Pray ams Advertising Me- 


for donation to Schools. 
pohoathnn ed tencse 





















Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 


*Metal Fold Envelopes 
*inter-Fold Seal Styles 
*Gummed Seal Flaps 


AUSLELES 


ee 


Open End Filing 
Exuclopes 


DURABILITY FOR 
PERMANENT FILING 
*Flot and Expanding Styles 
*Sizes for Every Filing Need 
*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


AUSLELLS 



















































ae, 





ocd 
( vlheotens = PP 3S 


ENVELOPE 


CHICAGO 





~~” COMPANY 


SAINT PAUL 
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YOUR MARKET 
WANTS 


PROTECTALL 
SAFES 


Statistics of the Safe 
Manufacturing Industry 
indicate that 84% of all 
safes sold by leading 
makers are “One Hour 
Safes’’—intended to 
withstand heat up to 
1700 degrees for one 
hour. Protectall Safes as- 
sure you of this protec- 
tion as warranted by the Underwriter’s “C”’ Label 
and the label of the Safe Manufacturers’ National 
Association. Be sure the Safe you buy carries this 
double assurance of protection. 





Protectall comes in a full range of sizes — single 
door and double door. Several styles with adjustable 
interiors. All safes can be equipped with burglary 
resistive money chests. 


All Protectall Safes carry Relocking Device or 
T-20 Label which cuts burglary insurance costs. 


Your market wants Protectall Safes. 


Get the full Protectall Story. Write 
PROTECTALL SAFE CORP. 


926 S. Salina St., Syracuse, N. Y. 


—, ) ) z= 








ample evidence of the sales potential offered in open- 
ing up broader markets. The post cards not only car- 
ried the Horder sales message, but they also provided 
evidence of the effective way in which an advertising 
message can be printed on post cards by a small 
duplicating machine. 





Marchant Opens New Bedford, Mass. Office 

The opening of a new, modern office of the Mar- 
chant Calculating Machine Company in New Bedford, 
Mass., was announced recently by Edgar B. Jessup, 
president of the company. The new headquarters will 
handle all the details of sales and service to users of 
Marchant calculating machines in the area. 

Establishment of the new office was made necessary 
by the growth of business activitiy in the area, Mr. 
Jessup said. W. H. Jones is the local agent for Mar- 
chant, operating from the office at 201 Middle St., 
New Bedford. 


WINS UNDERWOOD PORTABLE 





Sa A RO I Ae 


TOP: Miss Mary Bosiak, named “Miss Stenographer 
of Indianapolis,” shown typing on a new Underwood 
electric typewriter as George L. Hossfield, ten times 
world’s champion professional typist, looks on. Miss 
Bosiak won an Underwood portable typewriter as 
well as several other prizes. The contest was co- 
sponsored by the “Indianapolis Times” and Paul 
Cockrill, owner of the Indianapolis Typewriter Com- 
pany. BOTTOM: Backstage after seeing the Olson & 
Johnson hit show, “Pardon My French.” Left to right: 
Ollie Olson, Miss Bosiak, Denise Darcel, star of the 
show, and Paul Cockrill. 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 
/ ie ae 
EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 

10” PLATE 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 


— 4. Release pressure, extract 
* 110 VOLTS A.C. $700 all from Eva-Press and 


° 220 VOLTS A.C. $765 have finished Rubber Plate. 
¢ PLATENS 11x13” More detailed directions 
e INSIDE CHASE 10%x12” supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 




























For those TIGHT fits . . . the STEMPCO 


Space Saver Chair Mat 


Mai — Plenty of Side Play 
For the Chair 


( 
—— eS = oo 
At the request of our 
™ — i dealers all over the coun- 
have designed 


try, we 
_- 48 — -—_,_—___ -——~+j_ the Space Sever ir 
| ; Mat which fits many 
areas that will not take 
our A Mat. Ideal for 
Doctors. Attorneys, Ex- 
ecutives and other busi- 
| ness men, in crowded 
office ce, who are al- 
\ i ways sliding their chair 
ws over to the side of the 
Standard desk to confer with pa- 
oats “ i / tients end clients. 


Wide Lip Style SAW 
6" less in chair space length than A Jumbo 
2"' longer in chair space length than B Standard 
|2" wider in chair space than B Standard 








Made of Genuine Masonite Tempered Presdwood 


Permanent Colors: 


BROWN MAROON ' GRAY 
GREEN BLACK LIST PRICE G 


Send your order today! Your regular discounts apply 
Write for our latest Catalog and price list 


STEMPEL 


Manufacturing Co. 
THE TRADEMARK OF QUALITY 2830 Roberta St., Dallas, Tex. 





SPEE-DOTTER 


Ww febaicie nes 


FRENCH CURVES 


STABLE TRIANGLES 


A complete. line of other quality 
drawing, ruling and computing devices. 


biilh Ld 


LR TF OR D Cc OWN N 








* HAMMERED SILVER FINISH 
UTILITY BOXES 












Popular Styles 


No. 10 SERIES—4 Styles 
Ne. 910—Key Leek, No Tray 
Ne, 1910—Key Lock, 6 comp. 

steel tray 


Ne. 910CL—Comb. tock, no tray 
Ne. (910CL—Comb, lock, 6 
comp. steel tray 
No. 23 SERIES—4 Styles 
No. 923—Key lock, ne tray 
Ne. 1923—Key lock, 6 comp. 
steel tray 














No. 923CL—Comb. lock, no tray 
Ne. {923CL—Comb. teock, 6 





10 SERIES size. 11% %6%2%" 





— 










comp. steel tray 
All boxes are individually 


< 


boxed 
Rabe WRITE FOR \ 
MLUSTRATED CATALOG 
M¢ s 











: , : Export Representatives 
— aa . FRAZAR & CO., 50 CHURCH STREET, 
23 SERIES Size: 11% x 6 x 4%” NEW YORK 7, 
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N. Y. 
Cable Address: “FRAZAR New York 
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FOX 


PERMA 
CHAIR MATS 


Beveled Edges — Standard Colors 


Reversible 
soo 


Style 9648. 48” wide, 
54” te ond of lip. 


shall 


Style 9648. 36” wide, 
48” te ond of tip. 


LIST PRICES EACH IN DOZEN LOTS 
SUBJECT TO LIBERAL DEALER DISCOUNT. 


GEO. E. FOX & CO. 


SAMPLE ROOM, OFFICES AND FACTORY 
317 N. WELLS ST., CHICAGO 10, ILLINOIS 
OPPOSITE THE MERCHANDISE MART 














CLAR-O-TYPE f 


ES 
MAY PING TIDY! 


Clean up your correspond- 
ence with CLAR-O-TYPE! It 
sharpens dull, ink-clogged 
type, gives impressions that 
are clear, crisp and readable. 
Quick — thorough — non- 
inflammable. The sturdy 
dauber eliminates brush- 
ing and spattering. 
CLAR-O-TYPE evaporates 
slower, giving more clean- 
ings per bottle, so lasts /onger 
iand is more economical. 





THE CLAROTYPE CO., INC. 
261 Broadway, New York 7 








| NAMEPLATE PROBLEMS? 


Send for this Manual of... 


MEYERCORD 
DECAL NAMEPLATES 


Fee: 


; Most useful 
nameplate manual 


ever offered! 20 
full-color pages 
show hundreds of 
problem solving 
uses of Meyercord 
Decals on glass, 
metal, wood, china, 
, plastic, rubber, 
leather—curved, 
flat or flexible 
surfaces. Fast, easy 
application 


WRITE FOR YOUR 
FREE COPY 
BUSINESS LETTERHEADS, 

PLEASE, DEPT. 39-1 


COLUAIAL CARON COMPANY) 


ee ehakedal’ Skokic 4258 
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PASSED AWAY | 





Karl Castle, | 


widely known in the commercial stationery industry 
as a manufacturers’ sales representative, died following 
a sudden heart attack at his home in Silver Springs, 
Md., on Wednesday, November 29. Funeral services 
were held in Silver Springs and burial was at Arling- 
ton National Cemetery. 


For the past few years Mr. Castle has represented 
the Invincible Metal Furniture Company and the | 
Smead Manufacturing Company in Washington, D. C., | 








THE LATE KARL CASTLE 


and the several surrounding states. For a time he 
was on the staff of the Louis Melind Company, Chi- 
cago, and the Walcott-Taylor Company, Washington, 
D. C. Several other connections during his long career 
in the industry included an extended term with the 


Weis Manufacturing Company. 

Mr. Castle was always interested in local and na- 
tional association activities. He was a member of the 
field division of the National Stationery & Office 


Equipment Association and a charter member of the 
Great Lakes Travelers Club. 


-  & 


George A. Stephen, 
president of Weber Brothers Metal Works, Chicago, IIL, 
died on Thursday, November 30. After services in St. 
Margaret Mary’s church he was buried in All Saints 
cemetery 

Mr. Stephen began work with Weber Brothers in 
1893. He was a veteran member of the Rotary Club. 
Surviving are his widow, Caroline; a son, George A., 
Jr.; three brothers, two sisters and four grandchildren. 


- & + 


John B. Brain, Sr., 

President of the Omaha School Supply Company and 
Brain Stationery Company, Omaha, Nebr., died No- 
vember 22 at the age of 62, after several years of 
illness. 

He entered business with his father in 1911, who had 
founded the business in 1893. He was past president 
of the National School Service Institute. 

Surviving are his widow, mother, and son, John B. 


Brain, Jr 
+; + + 
Vern C. Stiles, 


60 years old, the manager of the Kee Lox Manufac- 
turing Company, Seattle, Wash., died late in November 








at his home in Tacoma. He had worked himself up 
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AROUND 
» 


T+ _THE 
WORL 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


NEW 1950 
Handsomely 
Illustrated 


CATALOG No. 96 


and 
‘Price List 








ASTSWART 


EGLO KANE A 


SROMDLUP-Y | ASR 4 0)-1, A 
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For the First Time 


one manufacturer is producing 


BOTH 


SPIRIT & MIMEOGRAPH 
Types of Duplicators! 


V V vV 
For LONG Runs use 


THE FIRST ECONOMY-PRICED 


Complete Mimeograph 


POST CARD TO LETTER SIZE 


$2995 


PLUS TAX 


EXCLUSIVE 
FEATURES 


The ECON-O-MATIC 


Other Fast-Selling Mimeograph Models at $59.50 to $162.50 
all plus tax 


Write for Literature & Discounts 


HART MFG. CO. 


2400 ENDICOTT STREET 
ST. PAUL 4, MINN. 


vvv 
For SHORT Runs use 


THE NEW IMPROVED 


SPIRIT DUPLICATOR 
$6950 


PLUS TAX 


Needs No Ink, 
Stencils, Type 
or Gelatin 


Handles sheets up to 9 x 14. Copies up to 4 colors in one operation. 
Simple operation. Enclosed self-draining fluid moistener. Automatic 
release handles. 


Write for Literature and Discounts 


Wright Duplicator Div. of HART MFG. CO. 
2400 Endicott Street, St. Paul 4, Minn. 
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with the carbon paper firm from salesman to Tacoma 
manager. Born in Clairo, Mich., Mr. Stiles had lived in 
Seattle, Wash., for some time before moving to Ta- 
coma. Besides his widow, Josie, he leaves a daughter, 
Mrs. Virginia Ross, and his father, C. R. Stiles, all of 
Tacoma.—CML 


+ + + 
James L. Anderson, 


Los Angeles, Calif., died on Wednesday, November 29. 
Burial was at Greenwood Memorial Park, San Diego, 
Calif., on December 5. A veteran in the industry, Jim 


THE LATE JAMES 
L. ANDERSON 


Anderson ‘spent the last seven years of his life repre- 
senting S. E. & M. Vernon, Inc., on the Pacific Coast. 
For ten years prior to that he covered the same terri- 
tory for the Wilson Jones Co. Another long connection 
was with The Globe-Wernicke Co. 


' bf + 


August F. Lindhorst, 


manager of Gibson & Perin Company, Cincinnati, 
Ohio, died of a cerebral hemorrhage on November 22. 
Mr. Lindhorst (“Gus”), became associated with the firm 
in 1913 as a stock clerk. Later he became stationery 
purchasing agent, a position he continued to hold 
after being appointed store manager. He is survived 
by his widow, Helen S. Lindhorst of 3266 Werk Road, 


Cincinnati 11, Ohio. 
+ - + 
Ted L. Davis, 


46, manager of Monroe Calculating Machine Company, 
Tampa, Fla., died in a Tampa hospital on October 25. 
He had resided in Tampa for three years after being 
transferred from Atlanta, Ga. 

Surviving are the widow, Elizabeth; a daughter, 
Mary Jo; a son, T. L. Davis, Jr., Thomasville, N. C.; 
and a brother, Carle Davis, Denton, N. C_—JL 


tt fF + 
Harry B. MacFarland, 


salesman for Friden Calculating Machine Company, 
Inc., died on September 15. Mr. MacFarland had been 
ill for only three days before his death. 

After joining the Friden sales organization in Au- 
gust, 1944, Mr. MacFarland dominated calculating ma- 
chine sales in the territory he covered. Twice this year 
he had sold his way to the firm’s “Thousand Point 
Club.” His office machine career started in 1916. 


- |; + 
Walter C. Lothrop, 


1228 Lake St.; Evanstoén, Ill., who headed his own Chi- 
cago Loop office machines firm for 42 years, died No- 
vember 11 in Evanston Hospital. Mr. Lothrop: fought 
in the battle of San Juan Hill with Theodore Roose- 
velt in the Spanish-American war. . 
Surviving are his widow, Evangeline M.; a sister, 
Mrs. Pauline Stone, and a nephew, the Rev. Carmon 
Stone, Halifax, N. 8S. 
(Turn to page 217, please) 


OFFICE APPLIANCES, January, 1951 








~~ 


~ 

















«Fh New 





/aluiel) 


‘"THE MACHINE TO COUNT ON" 









DEALERSHIPS 
AVAILABLE 


ADDS e SUBTRACTS « MULTIPLIES 


Dual purpose operating keys—Non-add and electric correction keys 

No idle strokes—Rubber cushioned mechanism and fast unidi- 
rectional n shaft for long life, speedy and quiet operation— 
Quick and easy repairs through simplified assembly in sections— 
Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A. 
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BEST BUY in Hand Numbering Machines Today! 











AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES BROOKLYN 8, WN. Y 
BRANCH 5 WEST MADISON STREET, CHICAGO 2, ILI 










amazing new 


REPEAT-BUSINESS | 


a 


pressure sensitive 
tape applier 


$ TAPE APPLICATION! MULTIPLIES TAPE SALES 


VERY home, office, store, shipping de- 
partment, every salesman needs 
Tapex! It dispenses, applies, cuts the tape with 
a@ speedy one-hand operation — fingers never 
touch the tape! Brings customers back for tape 
refills and for other purchases! Made of unbreak- 
able plastic in green, grey, wine, brown, loads 
any roll of tape up to 1296”. 


P12. -Wifor tape to Y2" width) retdils at $2.45 
if 112 @a-Bifor tape to %" width) retoils at $2.75 


IMPRINTED with company name or advertising 
slogan, Tapex makes the perfect business giftl 
Write for quantity prices and information. 


TAPEX CORPORATION 


217 ASTOR STREET * NEWARK 5,N. 9. 







SPEE 


Conodian Distributor, Walter Dickinson & Co., Ltd., 184 Bay St., Toronto 
— <A A ER RR RIE RS 
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Visible Record-Control 
Filing Equipment 
All Metal 


Reconditioned 
Practically Brand New 





Standard Makes: Reming- 
ton Rand Kardex, Acme 
Insite Files, Ledger Trays, 
Tubular Index Systems 
and others. Various card 
sizes: 3”x5” and up to 
10”x15”. Also, different 
drawer capacities. 





Ledger Posting Trays 
All Metal 
Reconditioned Like New! 
Made by Library Bureau, 
Wilson-Jones, Tatum, etc. 
Various sizes and styles for 


all accounting purposes 
(Insulated and Regular). 


Mathanrvs °°" 
Near Spring St New Y y 


EST. 1876 CAnal 6-0350 








USED MONROE CALCULATORS 





MONROE 


ADDING-CALCULATORS 


Models K, KA, MA, and LA 
& 
Write C.E.C. for further information 








CALCULATOR EQUIPMENT CORP. 


Orange, New Jersey, U. S. A. 








From The Originators of Homogenized 
Duplicating Inks—Another Fine Top Quality Product. 


BULLETIN ‘332 
“CANODE 


* For All General Work 
* Very Black Copy All Purpose Ink—Try 
Our 332 Homogenized 
Bulletin Ink. A Top 
Standard Since 1932. 


For The Finest in an 


¢ Open or Closed Drums 
¢ No Clogging of Drum 
* No Clogging of the Pad 





¢ Will Not Injure Stencils 
¢ For use in Any Clirhate 


* Canode No. 332 Bulletin 
Black Duplicating Ink 
Guaranteed as Above. 


¢ For use on Mimeo and 
Sulphite Stock only. 


WRITE FOR 
CATALOGUE 


bisa 


Every Batch Laboratory 
Controlled to Assure A 
Uniform and Consistent 
Quality. Available in 
Pound or One-half 
pound Containers. 


Private Brand Labels 
Applied Upon Request 
At No Extra Charge. 


a INK SPECIALTIES: 


523 N. HALSTED ST., CHICAGO 22, ILL. 








TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


} 07 ~~ gem 7a) 
Aas qo? em are?) fe 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST . NEW YORK 13, WN. Y 
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Passed Away ] 


Continued from page 214) 


Morton Goldstein, 

personnel director of the Rochester Stationery Com- 
pany, Rochester, N. Y., died on December 1 after a 
long illness. A graduate of the University of Rochester 
and the Harvard School of Business Administration, 
Mr. Goldstein was associated with the Rochester Sta- 
tionery Company for six years. A veteran of World 
War II, he was 35 years of age at the time of his death. 
Surviving are his parents—GET 


' Fr F 


Dell A. Heinle, 
purchasing agent of the Meilink Steel Safe Company, 


died October 19 at the Mercy Hospital, Toledo, Ohio, 
after suffering a heart attack. Sixty-three years of 
age, Mr. Heinle had been associated with Meilink for 
more than 40 years. 

Surviving are the widow, Hortense; and three sons, 
Charles, David and Bernard, all of Toledo. 





Model Classrooms are Presented 


wo model classrooms were presented at the recent | 
1950 National Business Show in New York as educa- | 
tional features. One of these classrooms was a model | 
typewriting room and the other a model office practice 
room. | 
The typing center was designed for use by ele- | 
mentary and advanced students and was equipped | 
with the latest style fixed-bed single pedestal type- 
writer desks which place the machine in proper posi- 
tion for operation. Posture chairs with several adjust- 
ments were also a part of the room’s equipment, 
together with a double pedestal executive desk, an ac- 
companying chair for the teacher, a table for extra 


books, two five-drawer filing cabinets, a typewriter 
demonstration stand, a green plastic chalkboard, a 
bulletin board and a 16 m.m. sound projector, together 
with a projection table and a portable screen. 

The model office practice classroom, which like the 
typewriting center measured 45 x 22 feet, was laid out 
in such a way that it did not resemble a classroom, 
but rather carried with it the atmosphere of an office. 

The spectators found the classrooms of considerable 
interest, both while they were in operation and while 
they were idle and being presented merely as a display. | 





These classrooms were exhibited as an educational | 
feature at the Business Show by the Office Executives 
Association of New York and were designed and super- 
vised by Dr. Peter L. Agnew, assistant dean of the 
School of Education, New York University. 

Some of the equipment was owned by New York 
University but most of it was furnished by various 
manufacturers including Remington Rand, Inc., Mon- 
roe Calculating Machine Co., Inc., Marchant Calculat- 
ing Machine Co., Friden Calculating Machine Co., Felt 
& Tarrant Manufacturing Co., Thomas A. Edison, Inc., 
Dictaphone Corp., Soundscriber Corp., Gray Manufac- 
turing Co., Stanley Bowmar, Inc., Ditto, Inc., Harry C. 
Anderson Mimeograph Corp., Speed Products Co., Inc., 
E. J. Boyle, Inc., Standard Blackboard Co., Gregg Pub- 
lishing Co., South-Western Publishing Co., and New 
York Telephone Co. 





Incorporate Firm at Kings, N. Y. 


Articles. of incorporation were recently filed for 
D. P. M. Sales Company, Inc., office. supplies, furniture 
and stationery, at Kings, N. Y. Capital stock was 
listed at $20.000 by the directors, who are Daniel P. 
Maresca, 2 Pierrepont St., Brooklyn, N. Y¥., James O’- 
Malley, 54 Evelyn Pla., Bronx, N. Y., and Ben Silber- 
stein, 2642 E. 2ist St., Brooklyn, N. Y.—EEG 
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Distibuler irnorocitan 





aluminum 
chairs... 


. . . meet the requirements of every 
business. They have eye-appeal that 
make them a cinch to sell . . . intrinsic 
merit that guarantees user satisfaction 
« . . price appeal that produces real 
profits. This great demand for FINE- 
REST Chairs poses a serious problem. 
In compliance with a government or- 
der, our use of aluminum will be re- 
stricted. Every effort will be made to 
equitably share our production with the 
hundreds of dealers who have contrib- 
uted towards the rapid rise in popular- 
ity of FINE-REST Chairs. We earnestly 
seek the sympathetic understanding of 
the trade in the months that lie ahead. 


4 


MINUM SEATING eipctalten 


S REET AKRON 8,OHIO 








46-50 W. 29m ST., MN. Y. 
¥. & EXPORT DISTRIBUTOR 
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Your customers will be “quick on the trig- 
ger” to notice the unmatched beauty and 
durability of the Anderson-Hickey 1800 
line files. They are easy to sell and help 
build profitable repeat orders. 





ANDERSON- 
HICKEY 






cabinets 











Available in Olive Green, 
Gray, Mahogany and 
Walnut Finishes. 








Don’t show just “any” file, 
display this beautiful, prac- 
tical line and you will 
quickly understand why 
Anderson-Hickey Files lead 
the field. Their advantages, 
so readily appreciated by 





your customer, are easily 


WW ave available with 


insert drawers for 
filing cards or checks. 


Write for prices and details 


SOLE DISTRIBUTOR 


Ca rdinal, Jac, Wire 
4 











ACE FASTENER CORPORATION, 3415 N. ASHLAND 
AVE., CHICAGO 13, ILL.—Available without cost to the 
retailer is the firm’s new display card featuring the Ace Clipper 
stapling plier. Because of a high gloss finish, the card can be 
kept clean by wiping with a damp cloth, thus insuring its 










attractiveness over a long period of time. Each card holds one 
Ace Clipper stapling plier on the lower half of the display. 
A sturdy easel permits use in any location. This is one of a 
colorful new group of four different display cards featuring 
popular items in the Ace line. Requests should be addressed 
to the company at the above address. 


AMERICAN CARBON PAPER MANUFACTURING 
COMPANY, ENNIS, TEX., AND CHATHAM, VA.—Far 
more than-a mere listing of products and prices is the new 
1950 “Carbons and Ribbons for the Office” catalog. It is packed 








with carbon and ribbon information to assist dealers in doing a 
more effective selling. In addition to a complete descriptive 
listing of Amco products, there is, for example, one section 
which deals with carbon troubles and how to cure them; another 
deals with ribbons. A full color spread of the packages of 


carbon and ribbon is included. 


COLONIAL CARBON COMPANY, 5150 CHURCH ST., 
SKOKIE, ILL.—A catalog has been prepared for users of 
hectograph equipment that covers the firm’s complete line of 
duplicating supplies. In addition to illustrations and good 
descriptions of the many items there is a page of printing 
suggestions at the back of the catalog. A sturdy cover in royal 
blue with silver printing encloses the catalog which is bound 
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Dealers Report: 
SALES ZOOMING! 
Your customers recognize the need 
for protection against fire and 
theft. One typical dealer said, 
“Ordered 6 on trial . . . sold them 
in one week. Send 12 morel" The 
"Sentry" combines 
features usually found only in safes costing 50 per 
cent more, and dealers enjoy a comfortable profit 
margin. "Sentry" offers a solid steel one-piece 
construction, resistance to temperatures of 1700 
degrees for one hour, recessed tamper- 
proof combination and an attractive ap- 
pearance. Join the "Sentry" dealers, 
increase your volume, prof- 
its and traffic. Write today 
for details. 


BRUSH-PUNNETT CO.S 


cates, D45 WEST AVE.- ROCHESTER 11, N.Y 
J, 





reasons are: 











. "this 


cuP BOARD DISPLAY 


does the trick" 
say Office 
Equipment 
Dealers 
Everywhere 








YOU TOO can Sell More Clip Boards with 
this new Clip Board Display Package. 


Write for Complete 
Details 











Earp FABRIGATOR 4 


59 BRANCH ST ° 


INC. 






1951 
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The HE-MAN 
LOUNGE CHAIR 
Ehrlich design 
No. 440 









Here is another in the EHRLICH 
Series of VALUE Furniture in Gen- 
vine Top Grain Leathers . . . designed for relaxing comfort 
during or after a hard day's work for the Tired Business Man 
- » » @ Lounge Chair in the true sense of the word . . . Priced 
Right and Made Right to insure fast turnover. It’s a Chair that 
will sell on sighting and seating. 


Write for liustrations and Dealer's Price List of entire EHRLICH Line. 








GRAND RAPIDS 


LEATHER FURNITURE Co. 


201-207 Front Av had Grand Rapids 4, Mich 








ae 
Cash in... 
ON THIS FAST SELLING 


ALL STEEL 
thrall asic RACK 


ONLY 
+37? LIST 


Less Dealer Discount 


Display them and 
they selll For 
Home—Office— 
Shop use. Versa- 
tile—hangs on 
wall, stands up- 
right, lies flat on 
desk or fits in 
desk drawer. 





10%" high, 11%” wide, 4” deep. 
Weight 4% tbs. 4 compartments. 
Finish—gray hammerloid baked 
enamel. Secure rubber feet on bottom 
and back. Packed: 6 to a carton. 


ORDER A MIM-E-O STENCIL FILES CO. 
CARTON BELMONT AV& 
TODAY CHICAGO 18, ILLINOIS 
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IN THE DAYS OF SAIL 

Za A SHIP IN DISTRESS FLEW x 
ITS FLAG UPSIDE-DOWN AS A es 

aN SIGNAL CALLFOR HELP... ~ - 
WZ a 


pers 















. . » THE MOST MODERN SIGNAL 
FOR VISIBLE RECORD SYSTEMS 
IS GRAFFCO’S CELLUGRAF 

TO COMMUNICATE INFORMATION 
INSTANTLY . . . CALL FOR ACTION! 











SIGNALS 
and MAPTACKS 


CAMBRIDGE 40, MASS. 








GEORGE B. GRAFF CO., 



























RETAIL PRICE 
$995 


oxeD WITH 
aoe STAPLES 























POCKET STAPLER 


Here is modern stapling convenience at 

its best. A beautiful pen-size stapler the 

business man can take with him. Perfect 

for desk use, too. Makes a distinctive 

gift. 

Write today for information on dis- 
counts and free dealer aids. 





Chicago 14, Illinois 








+ iH 
re Because you have customers who need 
/ CHECKWRITERS 


/ CHECK SIGNERS 
/ COPYHOLDERS 







/ SPEEDRITE 
Should be in your line 


Additional business is all around you. 
Write for particulars about the wealth of 
free imprinted advertising, demonstration 
material and down-to-earth selling aids. 


ROC HX @3e 7 









ADDRESS: 40 MT. HOPE AVENUE 








PRECISION TIME STAMP 


FOUR STAR 

SUPERIORITY 

*% 40 Hour Precision 
Clock Movement 

*% Jeweled Balance 


Clock Movement 


* Patented Universal 
Joint Absorbs Shock 


*% One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


“ 


4. D. JOSLAN tec. company 


MANISTEE MICHIGAN 
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in gold metal. Further information may be obtained by writ- 
ing to Colonial Carbon at the above address. 


JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 
3, N. J.—As a result of an extensive survey of dealer buying 
habits in relation to fast turn-over merchandise, Ticonderoga 
pencils are new being packed in new standard ten-gross shipping 





cartons. On three sides of the carton the name “Ticonderoga” | 
and a design of the type of pencils packed is prominently | 


displayed. This feature will serve as a time-saving identification 


when making a selection from the stockroom. Pencils being | 
packed in the new carton include the No. 1386 (2, 2-5/10, and | 


3) and the No. 1388 (2, 2-5/10, and 3). 


JOSHUA MEIER COMPANY, INC., 153 W. 23RD ST., 
NEW YORK, N. Y.—Featuring a colorful red and blue cover, | 
the new V.P.D. catalog No. 51 contains a special page on | 
sales aids to dealers as well as the descriptions of many new | 
items. Introduced on page 18 is the new V.P.D. Flip-File in | 





card and photo sizes. Two new sizes have been added to the 
larger size presentation books which are now available in five 
different sizes ranging from 12 x 10 inches to 24 x 18 inches. 
Other items described include a new 17 x 14 inch zipper case 
with disappearing handles and the No. 1 and No. 2 transparent 
plastic pocket cases which were unavailable last year. Some 
changes in prices are also listed in the new catalog. Copies of 
the V.P.D. catalog No. 51 may be had on request from the 
firm at the above address. 





Eversharp Launches New Sports Series 

Eversharp, Inc., has signed up for a series of 15- 
minute portions of Saturday night telecasts of basket- 
ball and track events in Madison Square Garden from 
10:15 to 10:30 over nine major cities on the Dumont 
network, through March 31. 

The contract, arranged by The Biow Co., calls for 
two one-minute film commercials, plus a half minute 
each opening and closing. 


In New York, the program will appear on WABD | 


(Channel 5). The other stations scheduled are WTTG, 
Washington; WDTV, Pittsburgh; WXEL, Cleveland; 
WTVN, Cleveland; WHIO-TV, Dayton; WGN-TV, Chi- 
cago; WIGU, Erie, and WAAM, Baltimore. 

The track schedule includes the Millrose Games on 
Jan. 27, the New York A. C. meet February 10, the 
National A.A.U. Championships Feb. 17, the LC. 4-A 
Games Feb. 24 and the K. of C. meet, March 3. 
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FAMOUS THE WORLD OVER 


“A Marvel of Swiss Precision” 
Since 1933 

No matter what your problem, addition or subtraction, Precisa 
remembers the last figure and will repeat it. Simply press the 
Recall key. All standard adding machine features are incorpo- 
rated in the Precisa which adds, subtracts, multiplies, and has 
automatic credit balance. 
Plus exclusive features of 
* Single, double and triple zero keys. 
* Recall key. 
* Automatic step-over multiplication. 


Available in Manual or Electrical Models. 


DEALERS: Your territory may still be open for Precisa 
representation. Write today for complete information. 


PRECISA DISTRIBUTORS, INC. 


171 MADISON AVE., NEW YORK 16, N. Y. 
and 905 2nd AVENUE, SEATTLE 4, WASH. 














PROFITS MAKE A VERTICAL CLIMB 
WHEN YOU SELL 
ATLAS VERTICAL FILES 


ATLAS DELUXE 


For 300 offset plates, x-ray films, blue- 
prints or 500 stencils the DeLuxe is one 
























of the many vertical filing cabinets man- 
ufactured by Atlas. Constructed of heavy 
gauge steel with ball-bearing casters, 











locking stop arms, piano hinge and 





separate hanger frame. Available in 






three sizes to accommodate the three 
widths of Atlas hangers. May be 
equipped with DSH, SH series, PSC series 
or GRIPDEX series hangers. 
DeLuxe Model! 

25"' high, 13"' wide, 26" deep. 

B DeLuxe Model 

25"" high, 15'/."" wide, 26"' deep 


C DeLuxe Model 
25"" high, 24'/."' wide, 26" deep 


ATLAS HANGERS 


Four series of Atlas hangers fill 
every vertical filing need. 


DSH Hangers for stencils 

SH Hangers for offset plates 
PSC Hangers for x-ray films, blue- 
prints, stencils in file folders, etc. 
GRIPDEX Hangers for group and 
specialty filing. 






























ATLAS 
TWIN-DELUXE 


For 600 x-ray films, blueprints, 
offset plates or 1000 stencils the 
Twin-DeLuxe is one of the many 
vertical filing cabinets manufac- 
tured by Atlas. Constructed of 
heavy gauge steel with ball-bear- 
ing casters, locking stop arms 
and piano hinge. May be 
equipped with DSH, 
SHA, PSC or GRIPDEX 


hangers. 
































ATLAS 
MODELS 


Portable 

DeLuxe 

Efficiency Storage 
Efficiency Combination 
Efficiency Stencil File 
Twin-DeLuxe 

Jumbo (upright) 

Wall Frame 

File-All 


Write for illustrated literature on the complete line 





UMM STENCIL FILES COMPANY 
come Ss . OwnHIO 


STREET ADDRESS + 1662 E. 118TH ST. 
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| UNITED STATES EXPORTS OF OFFICE 
| MACHINES, EQUIPMENT AND SUPPLIES 


| Figures for August, 1950, Released in November, 
| 1950, by the U. S. Department of Commerce 


| 
(A breakdown by countries is available from the Foreign 

Trade Division of the Bureau of the Census, United States 

Department of Commerce, Washington 25 D. C.) 


Quantity (Dollars) 
Net 











Value 
Machines Bookkeeping Nondescriptive New... 447 310193 
Machines Bookkeeping Descriptive New....... 404 681199 
Machines Listing-Adding New .................... 3714 493875 
Machines mew yw J Non-Listing New... 2082 628677 
Machines Card Punching Etc. New............. 400 539394 
Machine Accounting Etc. Nes.............. aan 623 135721 
Machine Parts Accounting Etc............... 727436 
Machines Addressing ......... USS = 200 49069 
Pr me «may & Parts Addressing Machines... 40450 
Machines Duplicating Ex Lithographic........ 446 49028 
Machines Duplicating Lithographic........... 17 15067 
Parts for Duplicating Machines............... 36117 
Cash Registers New...................................- ‘ 410 161390 
Cash Registers Used Rebuilt................... 242 24515 
Parts for Cash Registers........................ 162709 
Typewriters Standard New............... : 7007 725235 
Typewriters Portable Nev!............... ; 3467 183432 
Typewriters Rebuilt .......................... 857 48884 
Typewriters Nes. Inc. Used................. 1482 
Parts for Typewriters......................... 121536 
Staplers & Staples Office.............. 
Machines & Parts Dictating................. 170230 
Machines & Parts Mail Handling..... 28618 
Machines & Parts Check Handling........... 14899 
Appliances & Parts Office Nes........ 186099 
Mechanical Pencils All Materials (Doz.). 25939 79304 
Mechanical Pencil Parts................ 2 4414 
Mechanical Pencil Refill Leads (Gr.)..... 15406 5104 
Pencils Ex. Mechanical Black Lead (Gr.) 53767 134515 
Pencils Mechanical Ex. Black Lead (Gr.) 15333 47009 
Pencil Leads Nes. (Gr.) yaad 73869 31839 
Pencil Parts Nes..............----------------------- 3187 
Crayons (Gr.) . 35422 23015 
Fountain Pens Ball Type (Doz.)............... 53074 93457 
Fountain Pens Ex. Ball Type (Doz.)......... 125808 441054 
Ball Pen Refill Ink Cartridges (Doz.) 30183 22303 
Fountain Pen & Ball Pen Parts Nes...... 87439 
Fountain Pen Points (Gr.)..................-..-. 11227 62361 
Carbon Steel Pen Points (Gr.)............. 6937 9182 
SEE BIE III. <<accpeutenigensanntcatdetndits 6489 14927 
“fee ee 37423 
Ink Nes. ...... sentininsniiiucdnmodenbadinn . 164526 
cusen, oe 7 SE aise ae fo Hs | 

writer Ribbons 3 He 

Ohee se 206657 





Office Supplies Nes...............-----...---------+ 





Marchant Promotes Two in Texas 

W. T. Crockett and Paul Conner recently became 
associated with the Marchant Calculating Machine 
Company at 4215 Live Oak, Dallas, Tex. Mr. Crockett 
replaces Clifton Holland who was promoted to man- 
ager of the company’s office in Fort Worth. Mr. Con- 
ner assumes duties created by the company’s expan- 
sion program in the Southwest—-HORN 








CORPORATION REPORTS AND 
FINANCIAL NOTES 


Minesota Mining & Manufacturing Company, St. Paul, Minn.—Record 
sales and earnings for the first nine months of 1950 were reported 
November 13 by Minesota Mining & Manufacturing Company. Sales for 
the nine months ending September 30 totaled $110,185,982 and earnings 
$16,590,590. Common stock earnings amounted to $8.39 a share for the 
same 1949 period. Third quarter sales totaled $44,608,472. Earnings for 
that period were $7,774,201. These compare with sales of $28,647,810 and 
earnings of $3,512,179 in the third quarter of last year. 


Burroughs Adding Machine Company, Detroit 32, Mich.—Net profit 
from domestic operations of Burroughs Adding Machine Company and its 
subsidiary operating in the United States for the third quarter of 1950, 
including dividends from foreign subsidiaries, was $2,070,810 or 41 cents 
per share of common stock, as compared with $1,227,863 or 25 cents per 
share for the preceding three-month period. For the first nine months of 
1950, profits totalled $4,409,705 or 91 cents per share, as compared with 
$6,015,352 or $1.20 per share during the corresponding period of last year. 
Revenue for the first three quarters of this year was $62,054,748, as 
compared with $65,355,958 for the same period of 1949. 











BUSINESS OPPORTUNITIES 


New Catalogs and Price Information Wanted—In order to set up a new 
system of records and information following the death of August F. 
Lindhorst, in complete charge of purchases, The Gibson & Perin Com- 
pany, 121-123 W. Fourth St., Cincinnati, Ohio, wants the latest catalogs 
and price lists from suppliers. This company does printing, engraving 
and binding besides handling stationery and supplies, business and office 
equipment. 
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THE MOST 
COMPLETE LINE OF 


SIMPLIFIED BOOKKEEPING 





SYSTEMS & TAX RECORDS 


e Depreciation Charts in Each Book 
e Facsimile Sheets in Each Book 
Tax Bulletins in Each Book 
Each Book Attractively Boxed 


Catalogs and Dealer Helps 
ALL INCLUDED 


Gree 
witH [IDEAL SYSTEM orpers 


$2.50 $3.85 $5.85 $8.50 
Home and Personal Budget Books 75c and $1.50 
LIBERAL DISCOUNTS 


Immediate Delivery From LOS ANGELES or NEW YORK and 
Wholesale Stationers In Many Cities 


DESIGNERS AND 
MANUFACTURERS 


The IDEAL SYSTEM Company [swi) 


Over 75 


346 SO. FLOWER ST., LOS ANGELES 17 CALIF é CHURCH ST, NEW YORK 








Uncle Sam Says 





JOIN TODAY 
Jn SECURITY 
TOMORROW 








ff it's money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 


life. Save the simple, trouble-free 
way—with U. 8S. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Plan where you bank, is a 
sure cure for the between pay day 
‘“theebie-jeebies.”” And—your money 
GROWS—S4 for every $3 you im 
vest, im tem short years. 

U.S. Treasury Department 




















Tha Latter 


You 
Never Wrote 


Many times in the past we have had dealers tell us 
they were tremendously pleased with the “U. S.” 
line of Carbon Papers and Inked Ribbons and that 
they wished they had written for prices and samples 
long before they actually did. 







Perhaps you too have intended to write for de- 
tails on the “U. S. Profit-Line” .. . but just never 
got around to it! 

Why not do so today... 
profits for you! 

Domestic & Export Sales 


it could mean greater 


‘Oi ailani lille. X& Plant 


U. S. TYPEWRITER RIBBON -MFG. CO. 


621-623 CHERRY STREET 














SELECT =: 


the new COPYHOLDER 


-Q-LINE 








a”. 


-_ 
Just 


touch 


Only SELECT-A-LINE has... 


@ Fingertip Copy Aligning 

@ Handles Any Size Spacing 

@ Any Length Copy 

GS s@ Reversible 

@ Visibility . . . down to last half inch of copy sheet. 

@ Horizontal or Vertical Copy 

@ Lightweight, Compact. . 
3%"x11',". Fits into any desk drawer. 
grey finish 


WRITE TODAY FOR COMPLETE INFORMATION 





lever 
u > : 
° . overall dimensions 


comes Beautiful 
your 





Adkins & Kuschel Company 
225 Columbia Bldg. Cleveland 15, Ohio 
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Send for Our Catalog 


of Smartly Styled 


ZIPPER 
RING BINDERS 


PORTFOLIOS BRIEF BAGS 
BUSINESS CASES 


A Quality Line, Carefully Fashioned for Business, 
School and Professional Use 


Available in a range of grades from Highest 
Quality to Popular Priced Items for Students as 
well as Salesmen and Executives. 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. * CHICAGO 6, ILL. 











FOR ALL DESK WRITING 
Fill It Once ... Write For Months 


Gsterbrook 


-w 
~? 
Let them choose the 
right point for the way 
they write . . . for the 


MADE BY THE MAKERS OF job they do. 
‘eialaioea FOUNTAIN PENS AND PUSH-PENCILS 


FOUNTAIN PEN DESK SETS 
STEEL PEN POINTS 


THE ESTERBROOK PEN COMPANY, CAMDEN, NEW JERSEY 
In Canada: The Brown Brothers, Lid., Toronte 
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NEV-R-KURL 


CARBON PAPER 


REPEAT ORDERS 
BUILD STORE TRAFFIC 


Your. customers will find NEV-R-KURL 
really produces. It’s the original non- 
curling carbon paper that revolutionized 
the industry. The “girls” like its plastic 
back to prevent slipping. Too, they report 
it makes up to 50 per cent more copies 
from each sheet. It won't tree, curl or 
wrinkle. Never a smudge or smear from 
NEV-R-KURL. You don't have to “sell” 
prospects. Just demonstrate its advan- 
tages, and you'll have a steady customer. 
Stenographers to billing clerks after the 
first trial keep asking again and again 
for NEV-R-KURL. These repeat customers 
will make your stock of NEV-R-KURL 
move fast. It’s a real traffic builder. 


Phi 


PROCESS CO., INC. 
192 MILL ST_, ROCHESTER, 14. N 


\ 





¢ 


CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain iolseatitlons lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicege 
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Unusual Location Spurs Sales 


An unusual location for the Pen Shop, Trenton, N. J., 
has resulted in building a gratifying amount of busi- 
ness for Bill Erdley. 

When Mr. Erdley was forced to move from his center 


of the city location he knew that unless he remained 
in a traffic area he would be forced out of business. 
Looking around he found a small building on the 


corner of a parking lot located in the heart of Tren- 
ton. It was used as a sort of headquarters for the 


management in charge of the parking lot and was 
about 12 feet long and six feet wide. 

Fortunately Mr. Erdley was able to obtain the build- 
ing, which was just a block away from his former 
location. It was shingled outside, lined and insulated 
on the inside and heated with a thermostatically op- 


erated hot glass electric heater. He installed two 





A LOCATION THEY CAN’T MISS—Parking motorists must 
see The Pen Shop. The sign is also visible to traffic on the 
main street. Motorists make up bulk of the business. 


narrow display cases and lined the walls with narrow 
shelves. On the front of the store, Mr. Erdley built a 
display window in which to feature his entire line 
of pens, pencils and other desk accessories. “I have 
a large sign reading Pen Shop on top of my store that 


can easily be seen by main street traffic,” he says. “In 
addition, the motorists parking their cars have turned 
out to be a major business income. Most parkers are 
employees who work near by and they find it very 


convenient to run into my shop to have a pen re- 
paired.” 

Afternoon shoppers parking in the lot are also at- 
tracted by the Pen Shop and sometimes drop in for 


just a bottle of ink or some leads. The shop is always 
promoting pen and pencil sets as gift items and has 
found that parkers are quicker to buy these items than 
is the general passing traffic. 

In order to build more traffic, the shop has taken 
in a line of men’s pipes, tobaccos and cigarettes. Thus 
the motorist who has run out of a smoke becomes ac- 
quainted with the neatly-planned shop. 


Mr. Erdley does his own repairing and has a small 
repair counter towards one end of the store. He has 
found a volume traffic in refilling ball pens. 


“Almost every motorist has a pen and/or pencil in 
his pocket,” explains Mr. Erdley, “and the sight of our 
small shop brings them in. In addition I get the main 
street traffic because the lot is located only a few 
yards away and can easily be seen.”—PL 





Home-O-Nize Raises Prices 


The revised price list of The Home-O-Nize Com- 
pany, which became effective on December 1, reflects 
an increase of 10 per cent on aluminum card files and 
20 per cent on steel combination and storage cabinets. 
Rising material costs plus wage advances were given 
as reasons for the hike. 
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For A Profit Happy New Year 
SMO-KING #50 ‘<Albiz-or 


The smoker that has every- 
thing that’s Smo-King #50 


Quality juvaranteed by Nes- 
tler-Fields that’s Smo-King 
#50 


New, beautiful, balanced, 
versatile that’s Smo-King 


#50 
It sells itself! 


Smo-King #50 has all 
chromium-plated finish on 
heavy gauge steel; has 
richly embossed cigarette 
container; two ash receivers. 
Its automatic cigar lighter 
lights at smoker's angle only 
' and remains out at all other 
Packed positions. Tray 14”; 10” 
set-up in weighted base. Ht.: 26”; 


individual " 1 
amin, wt., in carton, 10% Ibs. 





Send for free literature 


Designed and Manufactured by 





Member of NOFA Pipi G.cg | 4 GO iis ls Cre Ommmin ie 
. ZWYtTH AVt B’KLYN 1} y 


























i performance 
THE BENTSON 


“(6op-F late 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have @ reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 


If you haven't received your con- 
venient file folder of BENTSON 
catalogs, write for it today. 


| “The Line of Most Assistance” 


(ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 


























































Tabula 


STEEL FOLDING 
' 












Seamless tube construction with extta —* 
steel reinforcing bar within legs—Die-formed 7 
Ezz leg stretchers for extra strength and rigidity. Choice (hi 
gy - me of large, curved plywood or steel seat for 

peccs - i: a maximum comfort and correct posture. q 
. . om ; a 

srt IN = WO Qiks J BG 2 
SAFE LINE Ak poate METAL PRODUCTS © GREEN BAY © WISCONSIN : 











MELTON’S 
, +. s ted 
COMBINATION 

TRAVEL 
EXPENSE 
BOOK and 
INCOME TAX 
RECORD 


Includes detachabie SUMMARY 
8 any desired q 
) lete Breakdow e- 
i red Tax 

o offf records 


WRITE FOR SAMPLES 
AND DEALERSHIP DISCOUNTS 


MELTON PUB. CO. 


P. O. BOX 4685 
KANSAS CITY 3, MO. 









MUSCATINE, IOWA 





























Monthly—25c List 
Weekly —10c List 


ORDER YOUR SEASON’S NEEDS 
OF H-O-N ALUMINUM CARD FILES NOW! 





































The complete line of H-O-N aluminum card files is avail- 

able for prompt delivery. Our supply of aluminum is ade- 

quate to meet all normal requirements. The handsome 4 ave Yo u 
appearance and excellent enamel 

finish of H-O-N files will add to 
your _ and please your custom- 
ers. The Home-O-Nize Co., Mus- 
catine, Iowa. 










a Friend—cr business acquaint- 
ance who might like to keep in touch 
with office equipment. by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 


3x5 AND 4x6 pliments. 


a res | THE OFFICE APPLIANCE COMPANY 
| 600 WEST JACKSON BOULEVARD, CHICAGO, JU. S. A. 
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THE NEW Peer IS HERE NOW! 









The lamp of a thousand uses. 
_ Only Feo has the patented 
aS double-spring device for giv- 
“=A ing fi tip flexibility. 
coer * edie ams Y GENERAL MODEL 
<a U.L. approved materials . Tight = $13.58 
See, bronze, grey and green oven- 2 Light 1675 
“2 fired enamel finishes. i 
4 DESK MODEL 
. Puts light where you want it, [2tign $225 
Ss home, industry or institution. 
aha 15 watt fluorescent tubes packed - moor MODE 
in lamps, available extra. 2tight 24% 
Standard Dealer Discount ac omiy 











FLEXO INTERNATIONAL CORPORATION 
CHICAGO 24, ILL. 


3255 W. LAKE ST. a 





300 new :TEmMs 


IN A SINGLE YEAR 







In a single year Office Appliances ennounced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
It is not uncommon for a dealer to'tell us that 









such news. 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 
to mention al! the other features. 








If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
then by entering a subscription to Office Appliances. 







Write for subscription rates 
and specimen copy. 






The Office Appliance Company 
600 W. Jacksen Bivd. Chicage 6, U.S. A. 
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“Precise” TRIMMING BOARD 


The 
Has All These Wanted Selling Features 


e Patented Finger Tip Controlled Paper Guide 
e Finest Steel Blades, Carefully Ground 

e Two White Scales on Black Background 

e Only Finest Seasoned Hardwood Used 

e Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, etc. The patented, adjustable 
paper guide locks and releases with a finger flick, 2 white 
scales on black background speed 





accuracy and measuring time. ‘i 
Models 5, 6 & 7 have special 5 POPULAR SIZES 

; oa ns No. 3—101”"—Blade 
safety spring. The Precise is a No 4~—121%"—Blade 


No. 6—18¥”"—Blade 


steady seller wherever displayed. No. 5—1512"—Blade 
No. 7—244"—Blade | 


Order your needs today! 
AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. Loomis Street, Chicago 7, Illinois 
CHAIR CUSHIONS 


‘Perfect oe 
FEATURING 


GOODYEAR AIRFOAM 


IN 
De Luxe 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 

















FOAM RUBBER 





Covered with velour—fibre & velour—also corduroy & 
fibre in 2" thickness with boxed edges. 


9 , Ad FOAM RUBBER 


CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of alr cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7” x 18"—15" x 17"—14,4" 
x 16¥,". 


Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
i TT 
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ae 
Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 



















There’s 


EYE APPEAL 


nd 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 
ow 
Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30’”’ wide 
—18” deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 
Available in baked 


enamel of olive green, office gray or brown and 


weighs 100 lbs. 


Truly merchandise of great quality and priced to 


meet market trends. Write 
















Rugged, die cast, die- 
plate dater that 
shows days, months 
and years with made- 
to-order copy on the 
die plate. Available 
in 9 different sizes. 








THREE QUARTERS OF A CENTURY’S SERVICE 





WM. A. FORCE ae 
& COMPANY, INCORPORATED eye 


64 WHITE STREET NEW YORK CITY 13,9N. Y 








THE Best ONLY 


e If you want the best in 
Business Card Stock and 
Cases, remember we are 
the originators of the Scored 
Card and have been supply- 
ing the trade since 1902. 








e Carried by the following pa- 
per merchants: 


New York City, Allan & Gray. 


ore Seaman-Patrick Paper 
Pittsburgh, Chatfield & Woods en Rapids, Carpenter Paper 
Co, 


Cincinnati, The Chatfield Pa- Houston, L. 8. Bosworth Co 
r Co. ne. 


pe I 


Samples on request. 


The John B. Wiggins Company 
634 S. Federal St. ° Chicago 5, Iii. 

















MIDWEST METAL MANUFACTURING CO. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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HERE'S 


RO, 


MASTER 


MADE 
CASTERS 


There is not the slightest 
doubt that here is 
Quality ... produced 


efficiently to permit a 


FOR YOU... 


thru greater sales 
and better performance 
with 












lower cost to you and to 
your customer. Make sure, 
then, of complete satisfac- 
tion . . . keep your shelves 
well stocked—and your 
customers well supplied. 
ORDER NOW! For prompt 
delivery, send orders di- 
rect to factory. 


MASTER MANUFACTURING CO. 


1676 East 28th St. . Lorain, Ohio 


PHOTO MAILER 


AT LOW PRICES TO 
STATIONERY DEALERS 


12 Sizes—May be assorted for quantity 
—substantial markup and bolted. 
WRITE FOR PRICE LIST 


PIERCE CO. 7," 


MINNEAPOLIS 9, MINN. 












One Inventory of FISHER Refills 


Will Renew All of These 
Ball Point Pens: 


GREATLY SIMPLIFIE 


FISHER PEN COMPANY %,.%2""*" 
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| Presen ting... 


NEW FRITZ-CROSS CHAIR NO. 410 


Features include foam 
rubber seat cushion, 
new 14%" O.D. tubular 
base, ball bearing cast- 
ers as well as Fritz- 
Cross easy-3-way pos- 
ture adjustments. 
Available in a smart 
range of colors and up- 
holstery materials. A 
worthy member of a 
chair line that builds 
sales and profits in any 
competition. 














No. 410 


The Fritz-Cross — 


300 East Fourth Street St. Paul 1, Minnesota 











A BIG VALUE 
IN A SMALL SAFE 


1% Hr. Fire Test Label. Sargent & Greenleaf 
Extra Day-Lock Optional. Combination Lock. 
Vermiculite Insulation. 


FEATURES 


1. 1% Hour Test Label. 
Thoroughly Tested 
Under Severe Condi- 
tions Far Beyond Nor- 
mal Fire Exposures. 


2. Insulation — Modern 
Improved Vermiculite. 


3. Burglary Resistance. 
Walls Encased In 
Heavy Guage S 
Heavy Steel Plate On 
Door. 


4. Locking Mechanism— 
Sargent & Greenleaf 3 
Tumbler, Solid Brass, 
Combination Lock. 


5. Interlocking Bolts— 
Heavy Duty. Solid 
Steel %” Diameter. 
Chrome Plated To Pre- 
vent Rust. 

6. Door Recessed Into 
Body. Full Swinging 
On Heavy Hinges. 

7. Interlocking Tongue And Groove Closure On All Sides Of 
Door And Body. 

8. Interior—Roomy, Spacious, With Separate Compartment Com- 
plete With Lock And 2 Keys. 

9. Design—Streamlined. Skirts Covering Heavy Casters. Chrome 
Plated Handle. 


10. Satin Finish, Lustrous Grey Hammer Design. 


VALENTINE SAFE & LOCK WORKS 


BOX 349 ... LAPORTE, INDIANA 
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the NEW. IMPROVED ‘Leraurest” 


Pat. Ne. 0144,677, ether Patents Pending 


= pl . . « Raise the headpiece to any desired 


© OFFICES 
> banemneee position . . . it will automatically stay at 


@ HOTELS that position . .. To release the ““Magic- 
eG 

° Soar a Hold,” raise the headpiece all the way. 
e NIGHT CLUBS . ‘ 

° Wamees it can then be lowered to the ‘flat’ posi- 
® DOCTORS tion. Available in the finest plastic mate- 
e GYMS 

e institutions ials in a wide variety of colors. Show 


Leisurest for extra sales!!! 


WRITE FOR OUR NEW 1950 CATALOG OF LEATHER FURNITURE 





ITS NEW, AMAZING, DIFFERENT 


“DAWN-AIRE” 


Ultra-violet FRESH AIR Generator 
Freshens the Air and Keeps it Fresh! 


ANY SIZE The use of DAWN-AIRE in an average room 
is the equivalent of obtaining many fresh, 
All EXTRAS clean air changes an hour. It is as though 

you replaced the air in the room with sun- 
shine irradiated air about once every two or 


C C C wgerong : three minutes. 


Destroys unwanted odors—inhibits formation 
Immediate Delivery From Stock @ is Com- of mold and mildew. Low cost electrical unit 


e one # Ro Servie- —no chemicals—the most effective method 
ingR yet devised. Plugs into any 110 v. 60 c. J . 


9 wires outlet. Designed especially for office, 


elief” ® Vac per day business and professional use. Sure money- 
efi maker. Write for literature—better still, 
anteed. order a sample today. 

® 1 Bulb, List 


} For Extra | cose sn MIDWEST NATURLITE CO. 
| Heavy Duty re 228 W. Kinzie St. Chicago 10, It. 


Service 


HOW IT GRIPS Over 2000 Dealers 


A slope in the £ 


the taper on the The NEW 


SF stud to form the 
: is |i tightest and Go RIGHT 
ONLY A STUD hy | : strongest of grips. 
for Speedy “| An exclusive 'line-by-line)} 
Shelf Assembly °*'. : Equipto design. COPYHOLDER 


Major mechanical improve- 
FRE ments. Office GRAY finish. 
E Defense economy creating 
wide demand . . . from new 
Huss users . . . and for replace- 
rated |// ments to speed up for defense. 





























670 PRAIRIE c fs 
Phone Aurora 9232 Stalogs Copy Right Mfg. Corp. 
AURORA, ILLINOIS ae 53 Park Place, Dept. D-I 
2 thee gee a New York 7, N. Y. 
RAWER. UNITS Tool TENDERS - CARTS - INSERTS COUNTERS BENCHES Canadian Agents 
UNDERWOOD Lid. Toronto |. 











AMAZINGLY 
CLEVER 
VERSATILE 


GRIP-R 
HOLDS ANYTHING 
WITH OR WITHOUT 
HANDLES. | 


: : ; a Spring with adjustable : 
= clips accommodates  eaietintteahadin of all 


i 
shapes—large or small—objects Slip in or out 
SEAT MORE PEOPLE from the bottom or top making it handy to 
WITH MORE LEG ROOM! 5 use—for drafting room—office—shipping de- 
Automatic Lock Secures Legs partment—tool Breseat even ee 
in Place . .-; Won't —hobbyists, etc. 
Collapse DEA Made of heavy meta! 18'' long—red or white 
baked ename/l or zinc plated. Attractively 
ne ag pana for pag» gift. Fe 0 
plete a screws. Suggested Retail WRITE FOR DISCOUNTS 


ROSELLE, ILLINOIS MOBBY HILL ° 14N. Michigan Ave., Chicago 2, Iil., Dept. A-12 


~ 
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figures made to order. 








——— THE HOGGSON & PETTIS MFG. CO., 


This punch, has a 3-INCH REACH 


For punching bonds and other documents, but useful for 
any long reach job. Supplied to punch %”, 3/16” or %” 
round holes, also assorted standard designs. 


Write for circulars and prices 


141T Brewery St., 
















Letters and 











ASK FOR 
NO. 470 


} 
TETIVETTTETENT( CR ADOAS 


hy 
\ 





New Haven 7, Conn. 


















© Womo-oll 


j All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by 
9/,"" long. 
Uses regular Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 
Holder cen- 
tered in 
Roll. 


LIST PRICE 
$1.50 Complete 
Extra Rolls 35¢ each 
Send for Literature “ and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1846 W. BELMONT AVE. * CHICAGO 13, ILLINOIS 







POSTURE CHAIRS 
The KING of All Posture Chairs 

King chairs are scientifically 
designed and engineered for 
true posture seating . . . all 
chairs feature instant 3-way 
finger-tip adjustment. (The 
ultimate in luxurious comfort, 
beauty and durability.) Mod- 
ern massive molded aluminum 
base, wide caster spread and 
optional backrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models available. 


WRITE TODAY FOR OUR NEW 
WLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 











manufacturers of 


LOOSE LEAF BINDERS 


. better than ever at lower prices! 


Loose Leaf for Every Commercial Use 
Only Ten Day Delivery on Special Sizes 


Write for circular 


ACE Loose LEAF 


Ce al 
h BINDERY CO. 
) 45 S. WELLS ST., CHICAGO 6 













CASH REGISTER 
PARTS 


—_ 
= 


St 


WORLD WIDE SERVICE 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


Successors 


2810 W. ADDISON ST CHICA 8, ILk 
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ae Se nl Get 

Bail and Rolle 
to replace 
out-dated paper-f re 

on older Underwood 
p rite ‘ 











MODERN 
BAIL 


FOR 


OLDER 
UNDERWOOD 
TYPEWRITERS ; 


Bail in writing 
(Replaces old paper-fingers and rods) . 
Installed in 5 minutes. All carriage lengths up to 18". 
EVERY UNDERWOOD SHOULD HAVE ONE 
Install Modern Bails and you will sell more typewriters at better prices. 
BAILS PRICED LOW—PROFITS GOOD 
WESTERN PATENT ACCESSORIES CO. 
6611 SUNSET BLVD. LOS ANGELES | 28, CALIF. 


ALSO DISTRIBUTED BY AMES SUPPLY COMP 


FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 

FREE HAND 
BINDER CO. 


43 Fulton Street, New York, N. Y. 


_rrwreTgTgT't?T?T,Tt?* 








(vt TTT" " 
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SALESMEN 
1890) 


Different? —Yes— but 
exactly alike in their 
dependence upon 
BEACH’S 
“COMMON SENSE” 
EXPENSE BOOKS 


to keep track of their 
traveling expenses. 


Beach Publishing Co. 
7338 Woodward Ave. i: 
Detroit 2, Mich. 
















A ee DARE 1-5 UARE 
Ge aL SUUARE 


THE PAREL- SQUARE IS A NEW DEVICE-EASILY 


APPLIED TO YOUR PRESENT T-SQUARE & BOARD. 
ELIMINATES WIGGLE AND MAKES POSSIBLE 
MORE EFFICIENT AND ACCURATE WORK. 















CARDINELL PRODUCTS MONTCLAIR. N, 














IVP CLEANING MADE EASIER 


with the amazing 
— 
Nn 
VY 
gtS~ 8 


;* 
fi 


: Y c -e 2 «CLEANS 
ee ~at 3 
Soon as ¢ Typewriters 
< Billing Machines 
* Adding Machines 









Typists and business 
machine operators want 
*Norta Plastic Type Cleaner «x 
— it’s easy to use—no mess £ © Addressing Plates 
—no liquids to spill. * Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon request...wr 


NORTA DISTRIBUTING COMPANY 


1123 Broodway, New York 10, N.Y 





All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Quality at an ATTRACTIVE PRICE 


Write for Catalog 
STANDARD LOOSE LEAF & BINDERY CO. 


1717-19 S. HALSTED ST. « CHICAGO &, ILLINOIS 














OUR GRADUATE 
OFFICE MACHINE MECHANICS 


are thoroughly trained in the maintenance of 
all standard typewriters and adding machines. 
They are dependable, ambitious young men, 
skilled in their trade, who have chosen office 
machine repair as a career. Our courses are 
government approved for veteran or non- 
veteran training. 


Write for Full Information 
RICHARD J. ZAIDEN 


COMMERCIAL INSTITUTE 


2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 

















a 
nove ny Vane) mecha Teale 


WORKS CO. °s 75" 








MR. DEALER ... 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 


IMMEDIATE SHIPMENTS 


Write or call for complete information, 
prices and dealer discounts 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
7 East 46th Street, New York 17, N. Y. Eldorado 5-7177 
Southern Wareh Miami, Florida 














Manufacturers 
of Office Furniture 
of Popular Price 


Write for catalog and current price list 


D O R Oo Manufacturing Co. 


Chicago 
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> William lO XLINE Ine. 


ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
© Radio @ Appliance Stores 





ELC Lae CORRE BNTTESS IES 


CHECK COVERS 
PERSONALIZES certs assso0ks 


ATEME ° 
aAVINGS PASsBOOKs STACHING POSTING 
s PASSBOOKS xs 1k STRAPS 
LOM MERCIAL PASSBOO COIN WRAPPERS V4 
om x CA . 
poCKer TNvELOPES PEN oe CARDS 
perosiT st BOOKS cima SAVERS 


nT 
rarer WALLETS 










1270 Ontario Street Cleveland 13, Ohio cecum 


OPEN THE DOOR 


FOR EXTRA PROFIT 


'| Make spring cushion Master Speed Keys 
")]| your keys. Show and demonstrate them 
>| to your customers; they will love the 


— 


- tid 





‘® 


soft touch and light action given the ma- 





aaa] chine. Speed keys protect fingers and 
speed up typebar action, thereby elim- 

inating fatigue and increasing typing speed. 

Effective on all machines, it’s hard to find a more pleasant and 

profitable item to sell. 


further information & sample key on request 


SPEED KEY CORPORATION 


268 J Chauncey Street 
Brooklyn 33, New York 








Duty + Beauty — Neubauer Steel Shelving 


@ Greater Strength. 
@ Finest Baked Enamel Finishes. 





© Complete Size Ranges. 





@ Most Modern Design. 





@ Unique (pat. pending) corner 
post construction. 








®@ 30 day delivery on most items. 





Write today for Brochure and price list. 


aru FAue, 


METAL Nesbhauer MANUFACTURING CO. 
PRODUCTS 
2019 CENTRAL AVENUE ® MINNEAPOLIS 18, MINN. 
Established 1929 














ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Send for Folder 
and prices. 




















Manufactured by 


I. D. COTTERMAN “ "iiitxso ss“ 


Straight Side Style Litrary Styic 










The CLASSIC 


Series of Desk 
Name Plates, 
Plaques and 
Office identi- 
fication Signs 


Largest assort- 
= in 





Plastic «Walnut « Bronze 


Permanent and interchangeab 
A customer comments: ‘Finally 
ably the finest lexigias desk pla offered 
ably the plex plate yet execu- 
tives."’ Prestige builders in any . Exquisitely beautiful! Personalize 
your em oa «.. Ideal Christmas gifts. P 
BIG IT LINE for dealers who display best sellers. Excellent service, 
ti repeat busi s Ity items made by request, e.g., Honor Rolls, 
Dogs Pilates, Directories, etc. 
rite today for descriptive folder and order at least 3, 6 or 9 sample plates 
at half price. 


PLASTIC AND WOOD PRODUCTS Co. 
18229 W. MecNichols Rd. Detroit 19, Mich. 
(Name Plate Specialists Since 1942) 


ie name plates. 
a plastic name 
! Unquestion- 

















Quality 
OFFICE FURNITURE 


at Low Cost 


OFFICE AND TYPEWRITER DESKS 
COSTUMERS 


in Mahogany, Walnut or Ook 
PROMPT DELIVERY GUARANTEED 
Write for Illustrated Catalog of Our Complete Line 


McLEOD furniture Company 


1359 N. NORTH BRANCH ST. CHICAGO 22, ILL. 














mena eovelapes, punted pa ne po 
+ menu : factory record protectors; 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markile Company, Mfrs. 


3638 S. Racine Ave. Chicage 9, U. S. A. 











Patent No. 1610368—Other Patents Pending 


UNIVERSAL TUBEFILE 








hi 


AT LAST an easy way to file and find large maps 
and tracings. Metal Cabinet—Lock. DELIVERY NOW! 
Dealer Inquiries Invited. 


SCOTT-RICE COMPANY 


610 S. MAIN TULSA 3, OKLA. 
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we can’t budge the calendar... 


and, in the face of capacity production far in excess of anything in our long history 
... these 4 factors have combined to affect shipments of Royal Furniture: : 


1, U.S. GOVERNMENT PURCHASING DEMANDS hove taken a huge slice of our otherwise peak production. 
2. CRITICAL SHORTAGE of BASIC STEEL, chemicals, and other materials used in our manufacture. 
3. THE D.O. DEFENSE ORDER PRIORITY SYSTEM which places these orders automatically ahead of SS 








domestic non-defense production. 
and 4, —the consumer demand for Royal and MORE Royal continues as it has throughout the years... a n=s 
step ahead always of even our normal peacetime production! 





MORE ROYAL FURNITURE COMING—IF YOU CAN WAIT <<a) ay 


Schedules may be off, but with our increasing capacity production and enlarged 
facilities .. . we ARE delivering domestic merchandise in greater quantities each 
month. If you can wait .. . wait for Royal! And watch for new designs, new 
values and surprises you’ve come to expect from Royal! 


I IF YOUR CUSTOMERS need metal furniture for immediate use, and cannot 

wait for Royal’s extended deliveries, we suggest that you purchase from worthy 
competitors whose products of good quality we recommend. We believe that as a 
Royal dealer you should be free and flexible in order to protect your interest 
under today’s unusual conditions. 





METAL FURNITURE SINCE ‘97 


ROYAL METAL MANUFACTURING COMPANY 


175J3J NORTH MICHIGAN AVENUE - CHICAGO 1 
New York + Los Angeles + Michigan City, Ind. - Warren, Pa. + Preston and Galt, Ontario 
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oh 


MASTER UNITS 


are 









( BRAND NEW PACKAGE 
GRAND NEW IDEA! 





for freshness—hetter results! at the same low prices 
for greater customer satisfaction! Besutifally packaged and desed Seribadt 


ness at no added cost makes this HEYER 


for your protection and profit! Quality item a bigger-than-ever seller. 


Each package includes a useful Glass 





Burnishing Rod for making corrections 


Freshnes nts in Spirit Duplicating! Stronger, sharper, clearer copies ... Saves time and temper when correct- 

, , y wr or ing sin rle character errors 

result fr ted-fresh Master Units... and only HEYER offers this Bing 
a \ kes sell TWO GRADES 
nr ft the > oO > ‘4 9e— akes § y S1er; - 

a a a ee sen See Each unit clearly marked as to 
_ - kind. Quickly distinguished by 
tells t t a glance that it’s ‘‘new’’ merchandise; protects different back printing (see left). 


TWO TYPES 


old” stock being sold last. Stock the 
Both Grades are available in 





- erert . ’ P d 2. . 
ew HEYER Master Unit package now, standard 2-part, or popular 3 
. part type which has tissue for 
oe hile copy 
wat your Spirits (sales) rise’! P 
ALL SIZES 


Complete range from 8% x 11 
inches to 17 x 14 inches. Once 
you sell HEYER Spirit Master 
Units you're sure of profitable 
repeat sales. Unique back print- 
ing makes them easy to remem- 
ber—quick to identify! 


CORPORATION 


1852 S. KOSTNER AVE., CHICAGO 23, ILL. 


THE 





Eastern Office Inter-Mountain Office Western Office Canadian Distributors 
26 E. 23rd Street 1073 Madison Street 444 Market Street The Brown Brothers, Ltd 
New York 10, N. Y Denver 6, Col San Francisco 11, Cal. Montreal * TORONTO * Vancouver 
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Customers ~ 
can 


with UNDERWOOD CORPORATION’S new silk ribbon 


In addition to giving them twice the life 





with half the trouble... 


This fine new Underwood Corporation 
Manifoldo Silk Ribbon gives your cus- 





tomers other important advantages. 


SHARPER, CLEANER IMPRESSIONS GREATER ECONOMY 


The unusually thin and fine silk fabric used 
in Silver Box Manifoldo measures only .003 
of an inch in thickness. The resulting thin 
barrier between type bar and paper gives 
you a much sharper impression. Every char- 
acter stands out crisp and clear on the paper 

. an important factor to stenographer 


and executive alike. 


IMPROVED MANIFOLD CARBONS 


Because the original impression is clearer 

. So is the carbon copy. This means you 
can get more and better looking carbons 
with this improved ribbon . . . saving in 


work and worry for your stenographic staff. 


The extreme sheerness of the fabric used 
in Silver Box Manifoldo Silk Ribbons per- 
mits a full 18 yards to be wound on the 
spool without overcrowding. The waste at 
the end of the ribbon is reduced to a 


minimum. 


These advantages plus the outstanding 
durability achieved by the combination of 
fine silk and a new, improved ink... plus 
the greater convenience of fewer ribbon 
changes mean that the New Underwood 
Corporation Silver Box Manifoldo Silk 
Ribbon is your best buy in a typewriter 
ribbon. For full details of profitable deal- 
ership plan, write: 


One Park Avenue 


Underwood Corporation ==" 








